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ext. Implwgtions fisr & seif-enfennor erplamaion

he simple, central propasition of scli-percepnion theory is

that persons infer their internal states from cbservation of

their own actions (Bem, 1967, 1972). Although that claim is
now two decades old, the theory continues to provide guidance for
investigalions concerned with self-inference processes (e.g., Fazio,
1987; Fazio, Sherman, & Herr, 1982). The foot-in-the-door technique
(FITD) 15 one phenomenon that is necessarily enmeshed in questions
about self-inference and the perception of behavior (Freedman &
Fraser, 1966). This sequental-request technigue specifies the use of a
small first request followed by a larger, target request as a means of
enhancing compliance. The procedure has been shown to increase
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reliably the propartion of persons who comply with the second request
(Bearman, Cole, Preston, Klentz, & Steblay, 1983; Dillard, Hunter, &
Burgoaon, 1984; Fern, Monroe, & Avila, 1986).

Certainly the misl frequently invoked explanation for this effect is
sclf-perceplion theory (but see Cantrll & Seibold, 1986). Application
ofthe theary to the phenomenon gows as follows: A fter observing thetr
own compliance with the first meguest, individuals draw aninference
about Lheir own dispositions and/ or attitudes. When asked to agree
to a =evond, similar but larger request, they use that knowledsie of selt
10 behave consistently with the carlier act

Self-Perception and Behavioral Coding

The application ol sclf-perception theory to FITD i seemingly
straightforward. But the fullowing quotation from Freedman and
Fraser (1966) suggests that this simpliaty may be deceptive

What may oovur i g change in the person’s feelings about geiting
involved ar about taking acion Once he has agreed to a request, his
atntude may change He may Becormie, in Bis own eyes, the kind of
person who does this sort of thing, whe agrees 10 regquests made by
strangers, whin lakes a
with gond causes [p 201

ion iin Bhingts he believes in, who oodsperates

Thus, assuming ihat self-perception processes are operating, the
issuc becomes ane of how actors are coding their own behavior. As
the quotation makes apparent, a number of different options ame
available to them. Oddly enough, very little research bears on that
question. To my knowledge, the only study to attempt such a test in
the FITI) literature is Scott (1977, but see also Rittle, 1981). Following
a manipulaten (FITD), she measured personal, stimulus, and situa-
tional attributions as well as atdtudes toward activism and the lssue
under study {recycling). None of the measures attained {raditional
levels of sigmificance, although several showed directional support.
One explanation for the lack of findings in the Scott study s her
reliance on attribution theory as a means of structuring the dependent
measures. It may be that participants coded their behaviers in some
other way than in terms of the categories suggested by the theory. In
any cvent, it is clear that a single test of the hypothesis that attitude-
attibution ¢hange mediates the FITD effect 1s inadequale to cither
confirm or disconfirm The theory,
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Is More Better?

One hypothesis that flows easily from self-perception theory is that
the greater the quantity of behavior to which the largets agree in the
first request, the greater the likelihood of compliance with the second,
larger request (DeJong, 1979; Dillard & Burgooen, 1982). But quantity
may be thought of as possessing two rather separate components. One
aspect of quanhity is inherent in the request itself. Within the frame-
work offered by self-perception theory, agreeing to a large request
might plausibly have greater impact than acquiesang to a lesser
appeal.

ln aneHort to put that prediction to test, Seligman, Bush, and Kirsch
(1976) ran four different initial-request conditions that varied the
amount of ime and effort required of the participant. Specifically,
persons were asked to answer 5, 20, 30, or 45 quesiions concerning
their reactions to the energy crisis and inflation. The second request
in all cases was to answer an additional 55 questions. Although no
attitude data were collected, the researchers observed an effect of
FITD in the two largest initial-request conditions but not in the twe
smallest. There was no difference in compliance between the two
smallest request condilions or between the two largest.

Although Seligmanet al.’s (1976) findings are quite clear, the results
of other studies are considerably less so. Beaman et al.’s meta-analysis
(1983) did not detect any reliable relationship between request size
and comphance. 'n another quantitative review, Fern et al. (1986) did
find a request-size effect, but only in studies that had 80% or better
compliance with the {irst request. Hence, it would be fair to charac-
terize the findings as mixed.

Apart from request size is the matter of carrying out the request as
opposed to simply agreeing to do 50 (Fish & Kaplan, 1974) Active
execution of the request should provide a greater quantty of informa-
tion aboul oneself than mere agreement and should there{ore enhance
the likelihood of compliance with the later request. But again, the
meta-analytic conclusions are in disagreement. Beaman et al (1983)
found a small effect for execution, r = .21, p < .05. Fern et al. (1986)
observed a similar level of assodation in the full data set {r = 27, p <
{05), but it shrank by half (r = .13 ns) in the set of studies that they feli
constituted the purer lest, that is, the studies with 80% or more
compliance with the first request. [n the one meta-analysis that con-
trolled for moderator vanables {prosocialness of request and pres-
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unce/ absence of an incentive for comphiance with the first request),
the impact of exccution on compliance went to zero (Dillard et al,
1984)

The Present Study: Design and Hypotheses

As the preceding review suggests, problems remain with the self-
perception account of the FITD. One key feature of the theory, the
attitudinal mediation hypothesis, has not been subjected to adequate
test. Empinical examination of two denved hypotheses, both con-
cerned with the effects of quantity of behavior, has yielded equivocal
tindings. Hence, the present study was intended to test the influence
of request size and execution on atbtudinal and behavioral change in
the FITD paradigm. Consistent with sclf-perception theory, the pres-
ent study uses the term attitude broadly, so as to include attributions
and evaluative judgments.

The experinental design {or that portion of the investigation which
facused on behavioral change was 2 x 2 with an offset controd group.
Four FTITD-compliance conditions were run in which persons (a) agreed
to perform cither a small or a large first request but were not permitted
to do so or (b) agreed to perform either a small or a large first request
and actually carned out the behavior In this way, request size was
crossed with execution. All four groups received an identical second
request, and the proportion uf persons complying in each was com-
parcd with that of a control group that received only the second
request. For these groups, certain patterns of compliance would be
compatible with self-perception theory, whereas others would not.
Evidence in favor of any ar all of the following hypotheses could be
considered supportive of the theory:

H1: Comrphance increases as 4 positive function of request size.

H2: Compliance increases as a positive function ol execution.

H3: Compliance increases as a multiplicative funcion of request size and
exceulion (however, only an ordinal interaclion would bt consistent
with the theory).

Another purpose of this investigation was to attempt to illuminate
that process which was thought to mediate the FITD effect, that is, to
test the attitudinal mediation hypothesis. The first step was to ascer-
tain the naturalcategories that persons use to code their own behavior.
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Hence, a small preliminary investigation was carried out to explore
whal those categories might be. A questionnaire for use in the main
study was devised 1o tap each of the attitudinal entities isolated by
the preliminary investigation. :

The design for that portion of the main study which focused on
attitudes was 2 #%3: two levels of request size and three levels of
exctution. As before, high execution consisted of promising to carry
out the request but not actually doing so. The additional no-execution
centrel groups were asked simply to imagine themselves agréving
to the first request. All groups received the attitude questionnaire
based on the findings of the preliminary study. Because the theory is
silent on the issue of how individuals choose among the various
interpretations of their compliance with the first request, it is difficult
to predict which aititude should show change. Minimally, support for
self-perceptian theory would take the form of an increase, relative
to the appropriate contral group, in at least one attitude. Assuming
for the moment that anly one attitude shows change, that pattern of
change should mimic the pattern of compliance in the behavioral por-
tion of the study. Expectations for the attitude portion of the main
study are summarized below. Although the design is a bebween-groups
design, the hyputheses are phrased to reflect the self-perception pro-
cess thaught to underlie the FITD.

H4: Attitude change increases as a positive funciion ol request sire.

H5: Attilude change increases as a positive function ol execution.

Hé' Attitude change increases as a multiplicative function of request size
and execution (again, only an ordinal intersction would be consistent
with the theory).

H?: The paliern of aftilude change will paratlel the pattern of compliance

PRELIMINARY STUDY

Method

To generate a list of attdbutions for complying with a first equest,
an “interpersonal simulation” was conducted (ser Bem, 1972, for a
review). Participants in the preliminary study read a desonption of a
single-request interaction, imagined themselves as the target of that
request, and then listed the reasons they might have complied.
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Paritcipants and Procedures

Forty-one persons enrelled in undergraduate communication clas
ses responded to one of two versions of a questonnalre. All partict-
pants were advised of the voluntary nature of the study, and all agreed
to participate without compensation. The questionnaire neguired 3 1o
4 minules to complete

Muicriaiy

The questionnaire asked cach mespondent o imagine himself or
herself at home when a college student representing a local environ-
mental organization appearcd at the door and requested assistance
with addressing either 10or 33 envelopes The text of the message was
as follows:

Helle, My name Um with RECYCLE MADISUMN. We're
s local, nonprofit group concermed with envirmnme mial awareness, Une
of the things we are trving to do is drum up awareness of recycling

programs in Madison, In erder to do this we are sending out letters
introducing recvebing programs. Theough expenence we've lound that
nur lettersare more eliective when they are personally addressed. We e
gotng arnund askang people  they would help us out by hand-address
g e |15 envelopes T lakes Hve or ten rammuties {20 10 25) 1o dio that
Waould ¥ be willing ti |.r.-f' us oat?

Al respondents were instructed 1o imagine that they had agrecd
to the request. The experimental task was to list as many plausible
reasons for that action as they could think of.

Results and Discussion

Actotal of 146 reasens were generated, The authorand two graduate
students examined the data together and came 1o a group decision
about what constituted o meaningful and exhaustive set of nonaver-
lapping categorics. Two undergraduate coders were trained to use the
cight<ategory scheme Thirteen of the reasons were used in Iraining
as category exemplars. The coders sorted the remaining 133 reasons
into cight categornies. Reliability estimaltes for that task were 73 (per-
centage agreement) and 65 (Cohen’s kappa). Both values indicate
adequate reliability (Landis & Koch, 1977}

Table | presents the content coding <heme. Several features of
those results ment attention. First, as the table shows, there were twao
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TABLE |

Results of the Content Analysis of

Reasans for Agreeing lo Help RECYCLE MADISON

Moportion® Dewnpdiom and P rasjile of Reason
E1E Consf cawse Thewr reasons focus on the value of the cause itsell.
Examples: "Recpchng s a good idea”

144 Gawdd principic These reasons focus on the value of the activity, Usaally
that means “Helping is good,” but sometimes other principles such as
empathy, "1l | were doing it | would want hel
persan” are ppesatlve

"I concerned wilh the environment.”

e

p“' or "being a nie

Exampies: "Good samantan—being helphul
“Meople deserve 1o have information aboul this.”
12'% Seurce, Al ul these reasons emphasize some feature of The oequester or

the requester’s behaviar as the cause for agreving,

Examples: “He wouldn't let me say non”
"1 wanled hum ta like ree,”
10% Emticnal bencat These neasons are mosUy voncemed with making the

person feel better as a resultl od acting In a helpful manner; however. the
calegory alsa includes all those ingrances in which 3 persun agrees w
the rquest beause of a teehing (e g, good mood, boredom) rather than

in order to achieve a feeling,

Examples: “It fewls good to help others,”
| was bored ©
"l theught it wauld be fun ”
8% Appearanies and Cidigations. This calegory contains all those slatements

which deal wilh (a) how persans would appear if they refused ar

{b) feelings of abligation.

Examples, "Didn’t wani it o Jook like Tdsdn'tcare ”
“Would leel some pressure 1o do a “good’ thing.”

1% Selt. This categnry emphasizes some regrettabie but “unchangrable”
feature of the per.n
Examples: "I v asorker "
"1 ust always sgree to do whatever they want,”
19% Below the fimuonergy threshold. These are not really reasons that a person

agreed 50 much as they are reasons far not efusing.

Examples:

3% Task effechveness These slatements are paraphrases of the reason given
in 1he script thal persons are being asked to hand-address the envelopes
(" Through expenence we've lound Lhat our letlers are more effective

“I had nathing else to de.”
“Iuwould only take o lew minutes.”

whert they are hand-addressed”),

Examples: " Personalized letiers are a good idea.”

AN of reasons s 148,

"1 thought it would work ™

]
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« types of Feasons given in response to the experimental task. The first
six categories are reasons for agreeing to the request, whereas the last
hwo categories are reasons for not refusing. Second, seme of the
categories denve directly from attribution theory For exampie, Gead
Cause and Self closely mirror Kelley's notions of simulus and person
(both of which were used in Scott, 1977). Third, and in contrast to the
previeus point, some of the results indicate greater breadth than that
specified by any of the various versions of attribution theory, for
example, the Emotional Benefit category. Conseguently, it is reason-
able to conclude that carligr efforts to detect altitude change as a
function of the first FITD request may have been hampered by a
reiiance on measures thgt were net phenomenologically valid.

Envelope Manipulalion

As noted previously, two versions of the questionnaire were ad-
ministered. One version asked participants lo imagine therselves as
having agrecd to spend 5 or 10 minutes addressing 10 envelopes,
whereas the other version specified 20 to 25 minutes addressing 35
envelopes. To ascertain whether the form of the questionnasre influ-
enced the configuration of attributions, a series of eight independent
sample t-tests was conducted on the mean number of reasons in each
of the twao questionnaire-type groups. The ¢ values ranged in absolute
magnitude from 08 to LO5 with a mean of .57. Nane approached
marginal sigmficance.

MAIN STUDY
Mueihod

Pariicipants and Procedures

Twelve experimenters (six females and six males) were trained in
the two FITD requests as well as a separate scTipt designed to accom-
pany the attitude measure. Each experimenter was provided with a
map containing approximately ten city blocks, with each block repre-
senting a separate cell in the design, He or she carried out the first-
request conditions on the map during the first wave of dala collecuon
and then traded maps with an experimenter of the opposite sex. The
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addresses of persons accepting the first request were surreptitiously
recorded, and notes were made on the target person’s race, age,
gender, height, weight, and other identifying faciors, During the
second wave, which took place at Icast | but not more than 3 weeks
after the first cantact, cach experimenter approached the households
that had previously agreed to the first request. Using the identifying
informalion available from the previous contact, experimenters
sought to (a) contact the individual who had agreed to the inital
request and (b} administer either the sccond FITD ruquest or the
attitude measure.

A total of 477 persons were contacted in the FITD-behavior and
FITD-atttude conditions. This number was reduced during the sec-
ond wave because (a) some persens were not home {experimenters
were instrucied to make only three altempts at contact); (b) others
could not be gracefully contacted, due 1o interference from family
members or roommates; and (¢) some did not recall the initial contact.
Due to these three factors, the sample was reduced to 337, Of that
number, 171 were in the five behavior conditions (2 |size of request|
= 2 |execution) plus offsct control)and 166 were distributed across the
six attitude conditions (2 [size of request) x 3 [execution]). Eleven
persons were ehiminated from the compliance analyses because they
declined Lhe first request, thereby yielding a final N of 160 lor the
compliance conditions. Of the 166 persons who accepted question-
naires, 84 returned them, giving an overall pesponse rate of 51% Since
six af those surveys were largely incomplels, they were climinated.
This yielded a final N of 78 participants who were distributed across
the six attitude cells. Qccasional missing data reduced that number
slightly for some analyses. '

FITD Manipulaiion

The first request was the same asthat used inthe preliminary study,
It was varied in terms of request size (10 envelopes and 5or {0 minutes
versus 35 envelopes and 20 to 25 minutes) and execution, thal is,
whether the targets were actually given the envelopes to address or
were ltold that the envelopes were not gt printed but would be
delivered later. When making the request, cach experimenter wore a
black-and-white button witha silhouette of a local landmark encircled
with the words RECYCLE MADISON. Thal logo also appedred on the
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professionally printed envelopes that were distributed in the behavior
condibions

The second request sought assistance in conatructing a hiking traid
outside the municipality in which the study wan conducted pen-
menters identified themselves as members of the Sierra Club, wore
Srerra Club buttons, and carded litersturne descnibing the trail. The
messape is given boelow:

Hi My name u ' repfeseniing the Sierra Ulub—we e a
naticnal irganiestion that tres 1o maintan the envir nment, Have you
heard abwsut the hikisg trail that's under constructson just west of
Madisrn? Tes callesd the Lie Apr Trail s purpese is o show how the
glarciers formed the Wisconun landssare. W hen ity tinshed wou'll e
able to foltow the path of the gladers for over a hundped miles and see

v thi f K

pped car state. Ti 3 g sogrhe o help with
tranl comatruction. Waould vou he willing to solanteer a4 ¢ ouphe s of
yiurr timme o work on the loe Age Trail?

Il the person who answered the door was the target individual,
then his ar her respunse was reconded, If the larget agreed Lo the
requesl, he or she was informed that the erganization was compiling
a list of volunteers at the present time and that the volunteers would
be rontacted later. If the person was not the target, the experimenter
went through the seript and then asked if there was anyone else at the
residence of whom the request could be madce. This last question was
simply another sttempt to make contact with the larget

Alfitude Measure

Pwenty-four items were developed 1o tap the eight categories of
reasons tor agreeing 1o the first request. In most cases, the items were
laken ward for word from the data penerated in the preliminary study.
Respondents were instructed to focus ontheir experience the previous
woek with RECYCLE MADISON and decide on ad-point scaleif the rea-
sen had nothing to do with their decision to comnply (), a little bit (1),
amoderate amount (2). or a great deal (3).

On the basis of Freedman and Fraser's (1966) theorizing, five
additional items were included to tap individuals general percep-
tions of their own degree of activism {two items) and attitude toward
the environment (three Hems). For these items, partidpants were
instructed to consider themselves “in general.” The 5-point, Liken-
type response scale was anchored at cach peint: strongly agree (1),
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agree (2}, not sure (3), disagree (4), and strongly disagree (5). These scales
were reverse scared prior 1o conducting the analyses so that higher
values indicated greater agreement with the item.

The questionnaire was one page fong. On one side, the altilude
items were printed; on the other, the author’s name and institutional
address appeared. The cover story thal permitied administration of
the attitude questionnaire revolved around a university-spensored
research project on door-ta-door requests. The text of that message
was as follows:

Hi My name is . I'm with the Cenler for Commumeation
Research at the uriversity. We're studying groups that make door-o-
door requests and the reasons that peeple agree to their requests ornot.
May [ask you a few questions aboul that? [tonly takes aboul 2 minuies.

(If the person answering the doot was not the target persan, then
the experimenler asked, “1s there anyone here whe has been cantacted
by a person making door-to-door requests recently?”)

If the target person agreed to the survey, the experimenter contin-
ued with a sct of questions concerning whether that person had been
contacted by anyone representing a public interest organizatian, a
children’s erganization, a political party, or an envirenmental group.
The person’s response was recorded for each question.

Next, the target was informed that the remainder of the questions
dealt only with environmental groups. Ostensibly the research project
had a sufficient number of questionnaires concerning the other types
of organizations. Respandents were asked what type of request the
representative of the environmental group made of them {the exper-
imenter wrote this out on the questionnaire), whether they agreed to
it, andgwhethcr they actually carried out the request. These questions
served #s manipulation checks. Persans who identified organizations
ather than RECYCLE MADISON were eliminated from the sample.

Finally, respondents werc given a prestamped questionnaire and
asked to complete and mail it in as soon as possiple. The mail-in
procedure was used because of the likelihoed that the source judg-
ments would be affecled by a direct interview The problem arose from
the potential awkwardness of responding to some of the source
attribution items in the context of another door-to-door request (¢.g.,
such items as | wanted the requester to like me”).

For the control groups, the questionnaire contained an introduc-
tory paragraph that asked respondents lo imagine a door-to-door

Dilland 7 BEHAVIOR ANTY ATTITTUDINAL MEDIATNON 433

solicitation. As a description of that event, the script for the first
request was pnnted. Hali the descriptions spedified 10 envelopes, the
remainder specified 35. The description concluded by asking partici-
pants to respond 1o the set of attitude questions as if they had agreed
1o the request.

Results

Compliance Condttions

To assess the similarity of comphance rates among the four exper-
imental groups, a 3-factor toglinear analysis was conducted. The fac-
tors were compliance with the second request, size of request, and quan-
tily of behavior. The analysis showed nosignificant differences among
the groups: for the J-way interaction, Pearsen X (1, N = 116) = .11, ns;
for the 2-way interactions, X! (3, N = 116) = .17, ns; and for the main
cfects, X° (3, N = 116} = 632, p < .10. Examination of the partial
chi-squares associated with cach of the individual terms revealed an
cffect only for compliance (X* [1, N = 116] = 587, p < .05), indicating
that a smaller proportion of persons agreed to the request than refused
it. Power for cach of the individual tests was .94 for a medium-cHect
size {i.e., w = 30; Cohen, 1987) and 22 for a small-effect size (ie., w=
.10). These results offer no support for Hypotheses 1, 2, or 3, which
were concerned with the eHects of request size, execution, and their
interaction respectively.

Given the absence of observable differences and the reasonable
certainty that a medium-size effect would have been detected had it
been present, the four experimental groups were collapsed and the
design was reduced to a simple two-group comparnison: the two-
request FITD group versus the single-nequest, offset control. A contin-
gency analysis of these two groups indicated the presence of a signif-
icant FTTD effect, X* (1, N = 160) = 611, p < .05.' This effect is equivalent
to r = 20 or .24 when corrected for the difference in sample size
between the FITD and control groups {(Hunter, Schmidt, & Jackson,
1982, p. 99).} -

The reader should bear in mind the importance of obtaining the
FITD eHect in this con\grt. Inthe absence of an effectin the compliance
conditions, the tests [dr attitudinal mediation would be rendered
pointless.
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TABLEZ2
Comparison of Compliance Rates
in the FITD-Compliance Groups

Compliancr unth Sevond Hegusl

Condition Progoetion Fregueroy
Request size
Small IBE 1129
Large B 12732
Executon
Small L7k 10/27
Large 4% 12/28
Combined FITD groups £ 45/116

Contro} % Aidd

X (L, N=160) =611, p < .05

Atritude Conditions

Preiiminary analyses. Prior to conducting the thearetical analyses, a
loglinear analysis was performed on response rate as a function of
conditdon. The results indicated no significant differences arnong the
groups: for the 3-way interaction, X*(2, N = 160) = .22, ns; for the Z-way
interactians, X* (5, N = 160} = 3.77, ns; and for the main effects, X!
(4, N = 160) = 5.20, ns. Examination of the partial chi-squares assoc-
ated with gach of the individual rerms revealed only an effect for
compliance (X |1, N = 160] = 3.61, p < 06), indicating that a smaller
propertion of persons agreed ta the request than refused it.Power for
each of the individual tests was .97 assuming a medium-effect size
(i.e., w = .30; Cohen, 1987) and .24 for a small-effect size (i.e, w= .10}
On the basis of these results, it was concluded that if a self-selection
bias was present inthe sample, it operated similarly across conditions.

Next, an analysis of the measurement model was conducted. A
confirmatory factor analysis was carried out whose purpose was to
examine the relationships amang the 24 attitude items and the factors
they were intended to measure. Following Hunter (1980}, cach item
was subjected to tests of content, internal consistency, and external
consistency. Although it was necessary to drop 3 items, the resulting
measurement model showed goad conceptual correspondence to the
eight-category scheme on which it was based. The attitude scales are
givenin Table 3. Alpha reliabilities were calculated for the multi-item
scales (also Table 3). ’
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TABLEZ
Scales Used to Measure Attitudes and Atributions
Lesoed Camse (alpha = Td)
I impmoving mamlasurg the envirnnmenl is mporiant,

21t was a gresd caipee

Loound [Mrrncipir (ma alg
b Kegardless of the

sadhle har 4 single Hem)
mipr bl 15 & goesd thing o do

Sewerr {alpha = 74)

4. The persom whi asked e was sitractive.
v wanted the reguester to ke mi
[m=pisoma! Bemefrl (man alpba pesaible fise a sangle iterm)
b Dwould have felt bad i 1 hade't agreed 1o belp
Appemrances amd (Mhigations [alpha = B3I

7. Dielt obligated

A 1 elt some pressure to do il

9 1 dickn 't want 1o ksok like | didn't care
10, T didn't want 1o sppear apatbirti

Self (alpha = &)
1. | wsually bBind it hard to say ne
LI Teend Lo comply with door-o-Saor requests
I3 1 always do what people atk.

Fime- Erergy Therrshald falpha = 346}
14, The ¢omt in time or money was small
15. The reques was VETY rany toda

Tiand I fierdioencsi (no alphs prosaitede lor a single item)
16 | thought it woeuld work

Actimam jalpha = 61)
17 1iend to getinvalvest In issues | beleve in,
18, Lam the kund of prrsion who cosprrates with good rauses

Gererad Lmarnsimeen! (alpha - 68)
1Y Environmental 1haues are extremely imporini
A0 [ am concerned alsopl the snvironment
21. For me. enwironmental msucs lake a backscal 1o many other, mare umport lnt‘
1syEn freverse anded)

NOUTE  For derms 1216, resguarndents were inatrscted 1o focus on the sent o which the pra-
=ons prowided affected their decision vgrer 10 the fiest mupuest (response scale o 3),
Fae fteme 17-2). mspondents were nstructed w0 consider baw they wre themselvim in
peneral (respomse scale | o 5)

Theqretical analyses. Initially, a multivanate analysis of varance was
conducted using the ten altitude measures as dependent variables
and request size (L0 envelopes /35 envelopes) and exccution (control /
promise/behavior) as independent variables. This yielded a main
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TABLE 4
Comparisen of Means in the
FITTI-Attitude and Control-Attitude Groups

Cominmed Conrteil Combined FiTD
Attitude Mrasire Grrougs Corpaeps !
Specific
Sood cause 252 252 04
Good prindiple R4 o 6]
Source 1.26 35 495"
Emotional benefit 173 a7 398"
Appearances and gbligations 138 51 sne
Self 46 A4 14
Time/ energy 1.86 1.0 a6
Task effectveness 1.47 138 41
Generol
Activist 173 3.88 97
Environment IR 416 Tai

NOTE: Range for Specific measures is 010 3, Range for General measures is | 1o 5
‘pe 01 "Tp < DOL

eHect for execution, F (20, 124) = 2.81, lambda = 43, p < .0001, but no
effect for request size, F (10, 62) = 98, lambda = .86, ns, and no
interaction effect, F (20, 124) = .81, lambda = .78, ns. Inspection of the
univariate analyses revealed that the multivanate effect for execution
was limited to four of the dependent variables: for source, F(2,71) =
13.01, p < 001; for emolional benefits, F (2, 71} = 7.68, p < .01; for
appearances and obligations, F {2, 71) = 12.57, p < .001; and for general
environment, F (2, 72) = 3.3B, p < .05. A series of follow-up !-tests
revealed that in each of the four cases the effect was due lo the
difference between the control group versus the twa experimental
cells. The means for these four variables are given in Table 4. A
complete presentation of the cell means and standard deviations
appear in Appendixes A and B respectively,

As Table 4 makes apparent, the direction of attitude change that
took place as a function of the FITD manipulation was not consistent
across variables. The mean for general environmentincreased relative
to the controi group, whereas the means for the remaining three
variables decreased. These results offer no support for Hypotheses 4,
5, or 6, which were concerned with the effects of request size, execu-
tion, and their interaction respectively. The positive change in the
general environment may be considered suppart tor Hypothesis 7.
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Discussion

As many studies have demonstrated, the FITD technique enhances
compliance. The results of the present study reconfirm that finding; a
reliable FITD effect was observed in the compliance conditions. Fur-
thermore, the cffect was similar in magnitude to the estimates pro-
duced by meta-analyses of existing FITD studies (Beaman et al., 1983;
Dillard et al., 1984; Fern ¢t al ., 1986).

Neither the degree of execution involved in the first request nor the
size of that request appeared to influence the proporton of persons
complying with the second request. That conclusion must be tem-
pered by the fact that the design may have lacked sufficient power to
detect a weak effect. Bul for effects on the order of those reported by
Beaman et al. {1983) or Fern et al. (1986), that is, r = 20, power was .72
That figure is slightly below Coben's recommendation of .80, yet still
high encugh to engender confidence in the results.

Although most of the atitude measures proved impervious to the
FITD manipulation, those which did manifest change present a pro-
vocative pattern. It appears that compliance with the first request
caused an increase in positive affect toward the general topic of the en-
vironment but a decrease in the belief that acquiescence was caused
by attraction to the source, emotional benefit, or feclings of obligation,
The overall pattern seems to be one that takes inta account self-
presentational concerns of a particular sort.

Baumeister (1982) distinguishes two {orms of the self-presentation
motive. One strives to please a particular audience. Another type of
self-presentation is intended to create, maintain, or modify one's
public self. The latter molive, which seems (o be marufested in the
data, represents a desire to bnng one’s public self closer to one’s ideal
self. Awkwardly but accurately stated, this entails presenting cne’s
self tao oneself. Evidence that people lake cognitive liberties with
reality 50 as to make the outcome of that process more favorable comes
from a variety of sources {Arkin, Cooper, & Kolditz, 1980; Miller &
Porter, 1988; Mullen & Riordan, 1988; Whitley & Frieze, 1986).

Thus, one acceunt that can be givento the attitude data is that when
persons who agreed to the first request had to interpret their behavior,
they selected the most flattering option. If one assurnes that prosodial
action, such as aiding an ¢nvironmental organization, je¥est under-
taken because the issue is an important one, as opposed 1o more
ephemeral concerns such as attracton to the requester, then the
pattern of attitude change might reasonably be construed as c¢go
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enhancing. To test this interpretation, a small follow-up study was
conducted.

FOLLOW-UPSTUDY

Support for the claim that the self-inference process achivated by
the first FITD request is biased toward self-enhancement might take
two forms, First, ratings of the sodial desirablity of each of the reasons
for complying shauld show a pattern similar to the mean ratings ob-
tained in the FTTD-attitude groups in the main study (Hypothesis 8).
Second, if there are variations in the perceived desirability of the
different reasons, such differences should be manifested most clearly
in those reasons which changed as a result af the first request in the
main study, More specifically, the general environment reason should
be rated as significantly more desirable than the sourre, emotional
benefits, or appearances and obligatons reasans (Hypothesis 9).

Method

Pariicipants, Procedure, and Materials

The participants were 18 students enrolled in an undergraduate
communcation class. They were informed that a study was being
conducted ta evaluate the social desirability of different reasons for
complying with various doar-to-door requests. To provide them with
the background necessary for making the sedal desirability judg-
ments, they were given a sheet with one of the scripts (10 envelopes
ar 35) for the first request used in the main study. This was foliowed
by these words:

As part of an earlier study, we surveyed people who agreed to address
the envelopes The remainder of this questionnaire cgnsists of a sum-
mary of their reasans for agreeing Your task is to evaliate those reasons
in terms of their social desirability, A reason is socially desirable to the
exlent that most peaple would judge it as good or right. ..

None of the participants asked for further clarification of the phrase
socinl desirability. The second page of the questionnaire presented a
7-point semanltic differentiai scale anchored at 1 with very socially
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undesirable and at 7 with very soctally desirable. Ten statements, which
were intended to capture the ten types of reasons uncovered in the
preliminary study and used in the main study, were presented after
the scale. Table 5 gives the wording of the statements. Kewpondents
were instructed to evaluate cach statement in terms of s sodal
desirability.

Results and Discussion

Preliminary Analyses

Since two versions of the questonnaire were used (10 envelopes
vs. 35 envelopes), a series of independent sample !-tests was con-
ducted to test for between-group differences on the ten dependent
variables. The t values ranged 1n absolute magnitude from 2410 1.82
with a mean of .94. Although none of the tests attained traditional
levels of significance, the value for the source vanable was close at f =
1.82, p = .089, 10 cnvelope M = 3.66, 35 envelope M = 2.22.

Tests of the Hypothescs

Hypothesis 8 specificd that the pattern of means produced by the
social desirability judgments would be similar to the pattern of means
produced by the FITD groups in the main study. To test this predic-
tion, a cortelation was computed between the hwo sets of means. The
resulting value of 7 = 62 (10), p < (15, is compatible with the claim that
an ego-cnhanang motive influences the self-inference process.

Additional evidence of a sclf-enhancing blas comes {rom the anal-
ysis of mean dilfferences. Hypothesis 9 specified that the general envi-
ronment reason would be seen as significantly more desirable than
source, emotional benefits, or appearances and obligations reasons.
Such a pattern of differences would mirror the changes in attitudes
obtained in the main study. A series of dependent sample -tests was
conducted te testthis prediction, and as Table 5 shows, the anticipated
differences were cblained, as well as some unhypothesized differ-
ences between the remaining variables and general environment This
is also consisten! with the notion that the attitudinal changes that
occur following the frst request in the FITD sequence ane governed
by the desire to portray one’s self to oneself in a flattering manner
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TABLE 5
A Comparison of the Social Desirability of the
Reasons for Complying with the RECYCLE MADISON Request

Social Desiratality Ratings

Stamdard

Renson dand Stalement! Meaan Detnatiom &
Good rause Recycling helgrs to maintain the )

envirgnment. | 4 .72
Good principle. Regardless of the ssue, .

helping is a good thing to do. 5.28 15 151
Source: The person who asked me was .

atiractive, and 1 wanted him or her to like me. 294 1.80 7.62
Emaotional beneBE | would have lell bad if .

| hadn't agreed 1o help. * 356 125 7.79
Appearances and obligauans: | felt obligated, .

and 1 didn’t want it to Yook like | didn’t care. 3.61 | 708
Self: 1 find it hard to say 1o, 50 L usually just da .

what people ask. 2.50 1 264
Time/energy lhreshald: 1t was easy Lo do and .

didn’t require much time 4.83 142 1.6
Task effectiveness: 1 thought it would work. 500 119 4420
Adtivism: | am the kind of persan who gets .

involved with good causes. 5.56 1.10 2Ry
General environment: In general environmental

issues are imponanl, and | am concemed about

them. 639 .78 —

NOTE- The response scale ranged from 1 = very socually undesirable to 7 = very socutify
desirable, .

*All comparisons are made agawnst the Guneral Environment mean.

*n< 05 "p <001

GCENERAL DISCUSSION

This investigation was conducted for the purpuse of testing some
major tenets of the self-perception account of the FITD phenomenon.
The results suggest that a self-inference account of the FITD 15 viable,
but it is one that is not quite of the form suggested by self-perception
theory. Several issues deserve elaboration
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Behavioral Coding and Attitudinal Mediation

Atthe outset of this article, it was argued that previous attempls to
put the attitudinal mediation hypothesis to test may have been frus-
trated by reliance on theoretical entities that were not phenomenolog-
ically grounded. In the present study, that potential problem was
avaided by creating a set of attitudinal variables that was based on
persons’ perceptions of reasens for agreeing tu the specific request
used in this study. This apprmach proved successful in that it isolated
those attitude variables which were weakened by the first request. But
the key piece of evidence in suppornt of a self-infercnce explanation of
the FITD. that is, the increase in the general environment variable, was
not drawn from the free-response data of the preliminary study.
Instead, it came from Freedman and Fraser's (1966) post hoc theoriz-
ing about the cperation of the eHect. This theoretically fartuitous
finding suggesis the need for a more elaborated conceptual structure
that is attentive to differences among athtudes.

One crugal ditference between the participant-gencrated reasons
for agrecing to the {irst request and the researcher-generated reasons
wasthe level of abstraction. Persong in the main study were instructed
to focus on cach of the participant-gencrated reasons with regard to
why they agreed to a specific request te help RECYCLE MADISON;
haowever, for the researcher-generaled reasons they were told to con-
sider themselves “in general.” Thus, the data imply that individuals
prefer relatively more abstract explanations of their own actions.
Clearly, to do so is more cognitively efficient, since it requires fewer
attitudes to guide behavior. Moreover, this apparent preference for an
abstract account of one's own behavior is compatible with the theory
of action identification (Vallacher & Wegner, 1985), which states that
“|w]hen an action can be identified at both a higher and a lower level,
there will be a tendency for the higher level identity to become
prepotent” {p. 25). The rich conceptual framework contained in action
identification theory offers a potentially valuable means for increas-
ing our understanding of sequential request phenomena (see espe-
cially Vallacher & Wegner, 1985, pp. 138-143),

Despite the evidence presented here in favor of the attitudinal
mediation hypothesis, certain aspects of the study require that we be
somewhal circumspect about a conclusion. Faremost among them is the
reliance on a between-subjects design. Although a repeated- measures
approach would have constituted a stronger test, the likelihood of
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reactive measurement disrupting or confounding the labile FITD
effect was judged to be too great. Although strong causal cvidence of
attitudinal mediation is still lacking, this study Is the first to provide
any reliable evidence of attitudinal mediation for the FITD effect since
it was first studied a quarter of a century ago.

Another potenhal concern revolves around the nature of the atti-
tude control group. Although self-perception theory clearly indicates
that observing the behavior of another is equivalent to observing
one’s own behavior, the effects of imagining oneself agreeing to a
request may not be precisely paratlel to actually agrecing to that
behavior. And in fact, comparisons between the control and the FITD
groups did reveal attitudinal differences. Could the imagine-sclf ma-
nipulation have artificially inflated the discrepancy between the con-
trol and the experimental groups? There is evidence to suggest that,
rather than weaken our confidence in the results, the imagine-self
procedure should actually strengthen it. Persons who imagine them-
selves taking part in a particular situation shosw increases in yntention
to engage in that behavior (Anderson, 1983) and come to sce the
situation as more likely to actually take place (Gregory, Cialdini, &
Carpenter, 1982). In the context of the present study, it should be
expected that imagining oneself agrecing to the first request should
enhance the similarity between the control and the experimental
groups. Thus, the fact that the two groups still show differences
should make us more, rather than less, sanguine about the results.

The Noneffects of Request Size and Execution

The data provided no hint of support for the hypotheses concermcd
with quantity of behavior. The absence of an effect [or execution lends
further credence to the position advanced by Dillard et al. (1984), that
is, that execution bears no relation to the likelihood of compliance
with the second request when the request s prosocial and there is no
incentive contingent on compliance with the first request. Similarly, the
observed null felationship between request size and compliance is
completely compatible with Beaman et al.’s (1983) meta-analysis and,
to a lesser extent, with Fern et al.’s (1986) report (which showed a
request-size effect only in those studies which had 80% or better
compliance with the first request). Hence, we must begin to take
seriously the possibilities that (a) quantity of behavior effects are not
operative within the confines of the FITD paradigm or (b) if guantity
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of behavior does impact either cognition or behavior, it does so only
under centain conditions that are not yet well established.

Systematic Versus Heunstic Processing

Relying on studies of information processing, Chaiken (1980, 1987)
has drawn a distinction between the systematic and the heuristic
modes of processing persuasive messages. The systematic mode ref-
erences those instances in which an individual is attending to, at-
tempting to comprehend, and evaluating the message. In contrast,
persons are processing heuristically when they rely on simple deci-
sion rules such as “experts can be trusted.”

Essentially, the same distinction has been applicd to self-inference
processes (Locksley & Lenauer, 1981). Whereas self-perception theory
would seem to suggest that persons sample their own behavior sys-
tematically—thus, more behavior results in more attitude change—
Locksley and Lenauer hypothesize that people operate heuristically:
“ ... individuals may attend to the absolute frequency of actual oc-
currences of traitlike behavior instead of relative frequendes such as
the ratio of actual occurrences to nonoccurrences across the domain
of situations in which traitlike behavior is possible” (p. 267).

The present study has implications for Chaiken's (1987) position,
as well as that of Locksley and Lenauer (1981). Regarding the former,
the demanstrated existence of the FITD cHect (Beaman ct al., 1983;
Dillard ct al., 1984; Fern ci al., 1986), in combinalion with the evidence
of attitudinal effects following from the first request, hints at the
existence of a heuristic of vxactly the sort suggested by Bem (1967) in
the oft-quoted interaction, “Do you like brown bread?” “1 guess 1 do,
I'm always eating it” {p. 186). The present study provides the first
reliable suppont in the FITD paradigm for the contention that one’s
own actions may serve as persuasion cucs.

Sccond. the absence of either attifudinal ar compliance cffects for
the two behavioral quantity variables is generally compatible with
Lacksley and Lenauer's (1981) claim that persons make trait infer-
cnces hewristically. Systematic information processors should adjust
their perceptions of self on the basis of the size of the request and the
amount of effort given to carrying out the request. But persons cn-
gaged in heuristic processing should consider the available data about
themselves on a more superficial basis. As this study shows, a single
action may be sufficient to bring about a change in self-perception.
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There was no evidence that persons weighted their inference making
on the basis of either of the quantity of behavior vaniables. Thus, these
data suggest a threshold model of self inference. Probably under con-
ditions of low involvement and/or proattitudinal topics (cf. Fazio,
Zanna, & Cooper, 1977), the heuristic takes the form of “If [ agree to do
it, I must tike it (regardless of how much or how little ['ve agreed to do).”

A Hydraulic Cognitive System?

One important characteristic of the self-inference process is the
apparent reciprocal relationship among the atttudinal medialors of
compliance. The process seems to parallel the operation of a hydraulic
system. When pressurc is applied at one point in the system, the
results of that pressure are manifested clsewhere in the system. A
similar pattern is evident in the attitude data. When one explanation
for compliance to the first request was strengthened (i.e., attitude
toward environmental issues), other explanations were weakened
(i.e., source, emotional benefit, and appearances and obligations).

The self-inference process in the FITD paradigm was further dis-
tinguished by the presence of an ego-enhancing bias. Evidence in
favor of this claim was initjally observed in the pattern of attitude data
in the main study and was later corroborated in the follow-up study.
This effect is similar to the self-serving bias, that is, the lendency to take
credit for success but not for falure (Bradley, 1978), and to the self-
centered bias, that is, the tendency to take more than one’s share of
credit for jointly produced outcomes (Ross & Sicoly, 1979). These
biases, as well as the one observed in the present study, may all be
manifestations of a pervasive tendency toward ego maintenance/
enhancement.

SUMMARY

This investigation shed considerable light on the mechanisms that
underlie the FITD effect. It brought support to a self-inference expla-
nation insofar as one attitude (general environment) was strength-
ened by the first request. Evidently, other attitudes were weakened by
that same request. It was suggested that the changes in the cognitive
system that resuited from agreement to the first request might be
described as hydraulic. Evidence was presented that showed that this
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hydraulic relationship might be influenced by a desire to see oneself
in a socially desirable manner. There was no indication that request
size or exccution had any impact on attitude change or compliance
with the second request,

APPENDIX A
Attitude Means by Condition

Control Groups FITD Groupn
Request Size Request Size Execution
Small Large Smail Large  Passive Actrve
(mall) (n=d) (n=15 (=15 (n=14) (n=ll)
apeci
Good cause 238 270 150 256 267 )
Good principle 892 90 b6 60 92 Y
Seurce 130 1.20 21 23 39 o3
Ematianal benefit 1.33 200 B0 1.00 7 1.00
Appearances and
obligations 136 1.40 48 .00 32 70
Sel 30 .66 3l i3 47 60
Time/energy 1.80 1.95 183 1.83 210 181
Task eflectiveness 130 170 120 1.26 164 1.3
General
Aclivisl 184 155 393 403 175 177
Environment 176 3180 4.06 433 197 430
APPENDIX B
Attitude Standard Deviations by Condition
Control Groups FITD Groups
Request Size Request Size Execution
Smail Large Smal! large  Passive Active
(n=13) (n=10) (m=15 (=15 m=H) (m=H)
Specific
Good cause 74 A2 39 59 42 87
Good prinaple LI8 73 81 1.05 107 1.04
Source 83 1.00 37 A5 78 95
Emotonal benefit 1.05 47 101 B84 9 N 77
Appearances and -
obligations 97 76 57 62 29 72
Sel 63 75 52 59 .55 61
Tume/energy .bb 76 99 7 52 87
Task eifectiveness 310 67 96 96 84 1.02
Gerteral

Acuvist 36 od 56 81 A2 &0
Environment o4 35 3 57 56 73
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NOTES

1. The results reported in the body of the article do not include those persons who
declined Lhe first request. An analysls carried out with those personsincluded. however,
yielded essentially the same results, X? (1, N = 171) = 7.43, p < 01,

2. The formula for Lhis correctian is as follows
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