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Meta-grnalyvis of the foorinahe door (FITD) and dooran the face (IDITF}
hirrul!.url vhowed boih effecty 1o be vmali (r 17, 1% respeciively ), even under
rlpll?ﬂ,]‘. anditions Bork requitee a prosocial topien order towork  The amowani of
time Meiween the firve and sec ond requesty playvy a different role in the operation of
cach 1* the rwosiraregies [N TE waseflective only when the delay brinween requae i
way hiwef Fffectivenens of FITD was unrelared 1o delay, bt diad depend on whether
or not an mincennve was provided wih the first regquest The positive relationshigp
hetwern effort amd FITD predicied by self-peecepiion theory was med foumd
Self perception theory and reciprocal c oncessions theori. the theoreli al perypes
tives waually applied 1o FIT D and (Y TF respectively are e xamined in light of the
findirggs and o iv corn laded thai both are lawed seriouwsly Diveciions for future
researyh are suggested

T'he focus of this article 1s on two message strategies, collogurally labeled
“foot-in-the-door”™ (FI1T1) and “door-in-the-face™ (DITF). Both influ-
ence strategies represent means of secunng behavioral comphance
through the use of sequential requests. For FITD, the first request s
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small, such that a large majority of persons would agree o w1t
followed by a larger, secand request, which is actually the targel
behavior,

The DITF is the operabonal inverse of the FITD. This techgue
specifics that the initial request must be guite large, such that mest
peoaple would refuse 1 The second request consists of asking for com-
plhiance 10 a compuratively more moderate request. As with FITD, the
sceond appeal 1 in fact the targel behavior.

HISTORICAL BACKGACGUND

I'he swudy of the FITD method of inducing complisnce sniginated
with Freedman and Fraser (1966). In their seoninal article on comphiance
wilhout pressure, they soughlto examing the eificacy of the commonly-
held assumpuion thatinducing an individual o agree with a minor, even
trivial, first request would increase the hkeirhood of his ar her comply-
mg with a second larger request Using a sample of Califorma house-
wives, the rescarchers asked hail of the experimental subjects o display
onc of two small signs in the windows of their homes ("He a safe dnvar”
or “Keep Cahforma beautiful™). The remamming half were asked tosign o
pention favoring certain legisletion, Rifferent experimenters contacted
all members of the sample again two weeks later, This time the reques
was not so innecuous. Ihe housewives were asked of they would he
willing to have animpesing billboard planied in their frant yurd for one
week. The results werestriking. Agreement wilh the seeond request was
twice as high as the cantrol group.

By delimition, the door-in-the-face lechnique regquires that the il
request be sufficiently large enough that the target individual usually
will refuse it. The sccond request is smaller than the first, Cialdini,
Vincent. Lewis, Catalan. Wheeler, and Darby (1973) are credited with
the [irst investigation of this phenomenon. In a series of three studies
they clearly demonstrated the abidity of DITF toincrease the probability
of compliance. Their findings showed that subjects who refused a first
unambiguously large request were twice as likely to comply with the
second more moderate appeal.

Since the appearance of these studics, Freedman and Fraser {1966)
and Cialdin et al. (1975), two rapidly growing areas of research have
emerged The FITD literature is larger due Lo its origination nine years
prior to DITF. These two effects have captured the sttention of both
theoretical and applicd socialscientists. Despite the obvious similarities
in method between the two strategies, they have not been examined
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oltentogether (forexceptions see Cann, Sheeman, & Elkes, 1975; Rem-
gen & Hernan, 1979 Fybout, 1978) This 1ov may be a result of the
relative youth of THTF,

As widh mast bodies of hterature there s some vanahihity of Nindings
across squdics Tor both DI E and LD Lypcally, dsllerent resuits arg
thought to result cither lrom some statisucal artfact, such ay sampling
or measbirement crror, or rom some other vanahle that moderates The
relationghip herween the independent and dependent vanable. The pur-
pose of the preacatstudy s 1o apply recently developed methods 1o the
FITDY ahd DY T [neratures that enable the rescarcher (o estimale the
ellects ¢l statistical artidacts and (o assess the impact ¢ moderator
variublek, he vutcome of this anualysis s expected 1o yield two results:
lirst, arlestimulte ol the true cffect sive ul the two sequential-reguest
strategiens; sceond, an imcrcased understanding ol other Tactors 1hat
alfeet thk FITD and DUTF elfeets

A THEORETICAL BASIS FOR FITD

Whild scveral theoretical perspecuves have been applicd to both
sequentipl request strategies, nuest reseurchers ineither arey have clear
fuvuarites. Far FITD, the most commonly cvoked theoretical lramework
w o selfpdreepuon theory (Bem, 1967, 1972), Develaping a perspective
tormed by radical behavioriam, Bem posits that individuals draw infer-
ences abput their own attitudes and beliels in the same way they make
inferencgs ubout the dispositions vl others. The kernel proposition of the
theory if expressed in the statement thatl “individuals come to “know’
their owm atlitudes, cinations, and ather internal slales partially by
inferring them lrom obscrvalions of their own behavior and/ or the
siluavon in which this behavior occurs™ (Bem, 1972 p 2)

Behetlinferences ure dependent on the indswidual’s perception ol the
cuust ol iy behavior, And, Bem says, perceptions of causulily are
dependent on the circumstances in which the behavior takes place, If the
behaviof s enacted 1n s situation in which the individual is presumably
free 1o o as he chooses, then he will infer that he caused his own
behavivt, This perception of self-motivated behavior then will bring
about ayghangein the individual's concepl af self. Freedman and Fraser
(1966) speculated on this process when they suggested the following
explanation Tor their results:

Whal Tmay wecur iy @ change in the peraon's lechings abouws getng involved
ar abolnt taking acuion. Onee he has ageeed to a request, s attitade may
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change. He may become, in is own eyes, the kind of person who does this
sort of thing, who agrees Lo requests made by strangers, who takes action
on things he believes in. who cooperates with good causes. (p. 201)

However, for such beliel inferences to occur, the behavior must be
scen as the result of internal forces. Frequently, aspects of the situation
may suggest themselves ag causal forces. If the behavior is performed in
the prescnce of reward or threat, the individual may tend to view the
behavior as resulting from one of those external forces. In the language
of altribution theory, the individual will 1end 1o discount internal moli-
vations as causal and consequently will make no inferences regarding fus
attitudes or beliels in relation Lo his action,

A THEQRETICAL BASIS FOR DITF

Sociologist George Simmel (1950) wrole that “ull contacts among
men rest on the schema ol giving and returning the equivalence ™ (p 387),
This shoct statement captures the essence of one of the most widely
evoked “explanations” for human behavior. Desprie the fact that the
norm of reciprocity has carned a heavy theoretical load fur many years,
1thas devetoped very little. Gouldners {1960) monagraph still stands as
the most rigorous and complete treatment of the topic Lo date

Cialdini et al. {1975) suggesl a reciprocal concession carallary to the
general norm, on the order of “you should make concessions (o those
who make concessions 1o you' {p. 200). In this way they liken the DITFE
strategy 1o a harganing situation. From this analogy they conclude that
two conditions are necessary to uactivale the normative force that
increases the likehhood of compliance to the sccond request, They argue
that {1} the original appeal must be rejecied and that {2y the target must
perceive a concession on the part of the requestor.

META-ANALYSIS

Meta-analysis 18 2 method of quantitatively cumulating the findings
of multiple studies (Glass, McGaw, & Smith, 1981; Hunter, Schmide, &
Jackson, 1982). In contrast to primary analysis that ulilizes the
responses of individuals us date, meta-analysis takes as a datum the
value of the statistic that summarizes the primary level data, The distri-
hutions of meta-data may themselves be summurized in twrms of their
centralwendency and variability. Moreover.1t1s possible ta code various
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[entures of individual invesugations and to test statistically the strengih
of association between study features and ithe magnitude of the sludy
statistic using the correlntion coefhioent.

For example, suppase that the statistic used 1o summanize the rela-
nonship between the use of a sequential regguest strategy and compliance
is the correlation coefficicnt. Given the exastence of several studics, 1tz
possble 1o farm a distnibution of correlation coefhicients. The mean of
this disttibution cownld be extimated by v amd the vanamee by 0. How-
cver, Hunter et al, (1982) note that these estomaies are biased a5 o result
nl samphng error, mepsureiment ereor, and restrichion or enhancement
ol funge, CGnly the eftects ol samphng <o are consdered in this siudy.
I'reatment ol the elfects of measurcment ereor wis not possible because
the single-tem naturg of the dependent vaniahle prahibited estimationa
of reliabiiny, Correction for testrctuon in range was not considered
stimates develnped from the studies
wore compted om anresiricted samples

NeUe

sitry because the paramele

Smeesamphngerror s unb will have noe sysfemat impact on

r Pepartvies trom the population value gre posise of nogalive ran-
domiy and therelore tend 1o cancel onc another Thus the mean of the

distrtbution ol correlatien coellioents should provide an sgcurate esh-

male .If e [)('l|'||; ison prarumeies H')\o\ CWET, o ause thc VATLANRCE |4
estimated by squaring the deviations Troom the mcan, the errors do nat
cancel themselves ot as they do for the mean, Rather samphog esror
causes the vananee scross stadies 1o be systemaucally larger than the
vatiapie of the population corrclanons Fortunately, it s possible 1o
cstimate the extent towhich the varuanee sanflated, Thisestimate can be
subtracted from tl

crved vaance lo provide an estimate of the true
vatiance of the population correlaniog

Once the vanance across studics has been carrecied for sampling
ot it s possible 1o form the radio of expected ar chance vatiation (o
nbserved variwtion. This ratio v a percentage estimiate of vanance
attributable to samphing crror 1§ this tatio s large, it 1s an indication
that ditferences between studics are probably the resalt ol sampling
creor. D such o case the correcied standard deviation is small

Il the ratio s small, it s anindication that the varniation is duc Lo some
source alher than sampling crror. When this accursilis possible te look
for varahbies that moderate the relationship between the independenm
and dependent vanables. This may be done by farming hypotheses
about the existence of certain moderator variables and correlating
aspects pi the studies with the dependent variable. If those leature
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carrelations are substantial, then the studies are broken into subgroups
and a meta-analysis conducted on cach of the subgroups. When 1he
correcled variance within each subgroup is smalt and the percentage of
obscrved variance atinibutable to xampling erroris high, then the analy-
sis of subgroups is complete.

SELECTION OF STUDIES

An extensive review of the liwrature wus conducted using both
manual and camputer scarch methads, The Soca! Sciences Citafron
tndex (SSCL) and Pspchulugicul Abstravcis were searched using the key
wards “fool-in-the-doar™ and “dour-in-the-face.” In addision, a check
was made of all arnicles in the SSClthat cited the Freedman and Fraser
{1966) arncle or the Cialdim er al, (1975) article. Muanual searches
included Soctologieal Abstracis as well as studies mentioned in review
pieces such as Deyong (1979), These efforts yiclded 33 urocles drawn
primarily (rom psychological and marketing journals.

Articles lrom this pool were judged agmnst three criteria. birst, an
order 1o be wnciuded in the meta-analyses the article must have been a
published tescarch repart of FITD, DITF, or both, This eriterion wus
adopted because of cvidence that unpublishd studies are likely 1o differ
in guality and effect size (Rosenthal & Rubin, 1978; Smith & Glass,
1977) and because of the difhcully of systematically samphng from
unpublished sources.

Second, some summary of the data suitable for use in the meta-
analyses must have been included. Duoe to inadeguate reporting proce-
dures, In some cases it was possible te use only a posiion ol astudy. Ing
few instances, an entire study had 10 be elhiminated for this reason (c.g.,
Goldiman, Gier, & Smith, 19%1).

Thitd, since by delinition bath FITD and DITF require that two
explicit requests be made, anly studics in which both appeals were stated
unambiguously were included. This chminated several studies from the
helping literature in which an implicit appei) [or assistance was used us
either u first or second reguest (e g., Miller & Suls, 1977).

CHARACTERISTICS OF 3TUDIES

Atotal of 28 FITD und 18 DITF rescarch reports met the eriteria for
nclusion When a reportincluded multiple data collections, cach study
was considered as asingle data point. This treatment yicided 37 estimales
of the FITD and 24 of the DITF. Tables 1 and 2 present a sumnary of
tus information for FITD and DITF, respectively.

TABLE 1

Summary al FITD Studies
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Table 1 {Continued)
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Sample sizes for FITD studics ranged (rom 20 1a 600 with a mean
sample size of 145 A tolal of 4927 subjects parlicipated in FITD
experiments. For DITF investigations sample sizes ranged from 40 to
400. Allin all, 2524 persons acied as subjects in the DITE studies. The
average sample size was 105,

A typical FITD cxpeviment sought compliance with some inoffensive
initial request such as answering four questions or displaying a small
poster, [ollowed by a somewhat larger request reguiring 30 minules or
more to complete. In contrast, the initial DITF requests were morc
varied. They ranged from the comparatively minor “2 hours at the
intersection of Third Strect and the Bypass keeping a record of the
\raffic flow in each direction” (Cann ct al., 1975) 1o the outrageous five
hours a weck for the next year telling people abaut a health care plan for
welfare recipients { Tybout, 1978). Critica) DITF requests did na difler
substantially from thosc used in FITD studics.

Diitard ef 8l / PEASUASIVE STRATEGIES b
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ANALYSIS

Sinee the desired outcome of this analysis was 10 muke gencral
stalcments aboul sequential request strategies, data within studies were
aggregated a1 the highest possihle level. This often meant that different
FITD or DITF conditions were reduced (o ong ar that a straight
sequenlial request condition was collapsed with a sequential request
plus some other treatment. An example of this occurred 0 the prepara-
tion of the Reingen (1978) investgation that sought to compare FITD,
DITF, and Cialdini and Schroeder’s (1976) "Even-a-penny-will-help™
treutment with various combinativns of the three, The FITD plus
even-a-penny was collapsed o a single estimate of FITD and the sume
was don¢ for DITE and DT plus even-a-penny

The most common dependent vanable in sequental message stralegy
rescarch is verbal compliance, that is, verbal agreement or disagreement
10 perform the sccond request, While some studics have measured the
extent (o which people actually do what they say they will, the prepon-
derance have relied on a single item measure ol verbal comphance,
Caonsequently, the data used in the present repart consists primarily of
verbal compliance data. Except in those cases in which anly behavioral
compliance data were reporied, verbal compliance data were used
exclusively Lo estimate the FITD and DITF effecis.

The first computational step in preparing the data involved convert-
ing the various studies te a common stabistie, The estimate of ¢ffect
strength used (o the present analysis was the point biserial cocrelation,
Since most investigations report differences in propartions between
experimental and control groups, the percenlage estimales were con-
verted to the correlation coelficients. A minority of investigauons made
use of a continuous dependent measure (Goldman & Creason, 19815
Rittle, 1981). For these studics the t statistic was converted 1o r using a
formula provided by Hunter g1 al. (1982). After compiling adata set for
cach of the 1wo sequential request strategies, sample-sized weighted
estimates of the mean and vanance were computed.

RESULTS OF THE INITIAL FITD META-ANALYSIS

The disteibution of FITD correlations ranged in value from -.23 to
.39, Of the coefficients, 79% werce greater than zero. Although this wis
evidence for the exisience of the FITD phepomenon, it suggesied that
the effect s not a particularly strong one. Computation of the mean
correlation (7) confirmned this suspicion. The weighted mean correlation

Dullasd el ul # PEASUASIVE STRATEGIES 471

wis 1}, and the corrected stundard deviation sd, = .14, Formation of
the raido ol the variance due 1o sampling error aver the vanance in the
abserved correlation showed that only 28Y% of the variance may
be attpibuled 1o samphng crror. The vanance was subjected 1o a
formal test and found (o be gredter than the value expecied by chance,
(33 - 128.45 p - 001, The low percentage of variznce duc 1o
sampling crror as well as the results of the chi syuare test indicated 1he
extstegee of moderator variables. Fhus the FITD studics were reconsid-
cred \'-}"Ilh ancye toward vartables that might raise or lower the size ol the
cllect,

RESULTS OF THE INITIAL DITF META-ANALYSIS

QOf the cacfRcients in the DI disiribution, 75 were larger than
sero Phes pave oise 1o the same inferepee 1hat was drawn about the
FITD effeet wreal but small true effect siee. Computations showed
swnple-size weighted mean corrclation of 08, and a standard deviation
adjusied for sampling crror of (9 The ratio of crror variance (o
observed variance was 36, anmdication that approximately 36% of the
varianee was avcountcd for by samphng error. A chisquare test of the
variance produced a value of ;("t2_3) =42 70, p< .02, thereby suggesting
the existence of moderator variables in the DITEF effcet. Therefore, that
hilerature was reexamined to search lor moderater variables

Four moderator vanables were considered: incentive, effort, delay.
and the nature ol the appeal The following section outlines self-
percepiion theory and shows how these moderator variahles were
derived from the theory.

FACTORS AFFECTING FITD

As it applies to FITD, sell-perception theory ywlds several straight-
lorward predictions. First, of people are given money or other reasons
for complying with the first request, then they will make no sell-
attribution. Consequently, their first act of compliance would bear no
rclatianship to their behavior wward the second request. In erms of
experimenial design, this means thar the treatment group should
comply at aboul the same rute as the control group. The empirical
evidence on this peint provided by individual siudies 13 mixed. For
example, Zuckerman, Laszaro, and Waldgeir {1979 found the effect
predicted by the theory. Dejong and Funder (1977) report just the
opposite ¢flect. Subjects in Lhe latter investigation who received an
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incentive with the first request exhibited a higher degree of compliance
than either the straight FITD group or the control group. These {ind-
ings. in conjunction with the theoretical prediction, suggest that the role
of reward for campliance with the initial request should be investigaied.

A second prediction made by self-perception theory concerns clfort,
The greater the ¢ffort cxpended to comply with the first request. the
greater should be Lhe resulting change in self-percepuion. and inturn the
more likely the individual should be 1o comply with the second request
Frecdman and Fraser (1966) first examined the relativnship between
initial ¢ffort and later compliance using a design that included a group
1hat actually carried oul the first request, a group that merely agreed to
carry oul the first request, and a second-request-only control group.
Their data show a positive rclationship between effort and compliance.
The amount of clfort required 1o comply with 1he Nirst reguest varied
from study 1o study. Hence it is possible 10 test the impact of effort on
the FITD.

A third variable that may affect the FITD effect 1s the amaunt ol
deluy between the irst and second requests. Alihough self-perception
theory does net menuon time, it is plausible that changes in the percep-
tion of sell do not take place instantancously. Thus self-pereeption
theory would predict that the FUTL effect might be preaier for adelayed
second request than for an immediate second request. The one study
that has included delay in the design found a very shight dillerence
(nonsigmficant) 1 comphance rales hetween the conlemporaneis
requests group and the delay (7-10 days) group (Cann et al., 1975}

A final, potentially important variable s the nature of the appeal. Hy
lar the majority af FITD wvestigations have relied on reguests 1o fend
assistance (¢ some socially valued cause. Knowledge of the durability of
FITD wilh nonprosocial appeals wauld have considerable pracuical
mportance,

FACTORS AFFECTING DITF

The same four moderator variables considered for FITD can b
considered for DITE. However. only two were included inthe analyses,
both of which can be derived from reciprocal cancessions, Since there
was only one DITF study that olfeced an incentive at the time of the hirst
request (Reingen & Kernan, 1977), there wis not sufficient variability in
the data 1o test the impact of this vanable. Elfort was not examined fora
similar reason. There appeared 10 be very little variability [rom study o
study in the amount of cffort it took 1o refuse a first request.
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The reciprocal concessions formulanion places a special emphasis on
the rola of Lhe requestor. For the target 1o perceive a conoession, it is
nceessury that the individual making the lirst request and the person
putting forth the second appeal be one and the same human. And by
implication, the bargaining perspective suggests that the smaller the
delay between the first and second requesis, the more walient will be the
perception of concession. While these are two theoreticatly distinet
propostuons. the co-uccurrence of deluy and differens requestons s
almuest without exception in the DITE literatere For purposes of
comparahility with the FITD analyus, the vanable examined in the
D1 TF analysis will be labeled delay, However, the icader should bear in
mind that delay 15 almost invariably confounded with a change in
reguestons,

Twpe of appeul also may be important to the operation of DITE. As
Dillard and Burguon (1982) have argued, one prerequisite for the
barganing explanation beng feasible w a pressure 10 comply. The
retreat in request size can be viewed by the target as a concession only il
there is some mativation to comply that s independent of request size.
Use of a prosocial topic presumably would provide such a motivauaon,
Consequently, type ol appeal was acluded in the hist of possible
maderator variables.

ANALYSIS OF STUDY FEATURES

1 wa separate feature analyses were conducted, onc for euch seguen-
tal-request strategy. In each case the dependent measure was the
correlation coethicient representing the elfect ol the strategy

Four independent variables were used inthe b in anulysis: elfort,
delay, type ol appeal, and incentuive The mvestigatidng were divided
inter high teoded 1) and low (coded Oy ellert studics Regardless of the
size ot Lhe firstrequest, astudy was considered high effortifl the subjects
actually perlormed the sought-alter beliaviar. Law cifort studies were
those in which (1) the subjects agreed to perform the behavior but were
prevented from doing sa by the experimenter ar (2 the subjects agreed
to perform the behiavior bul the report presented no evidence on
whether or not they actuaily dul

Since infoermation vzially was prosented that allowed a quanntative
csthimate 10 be made of the time between the two requests, delay was
treated as a continuous varnable in the feature analyses. When arange of
lime was given, as was iypically the case, the midpoint of that range was
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used. The metric for delay was days, For anulyses where delay was
dichotomuzed, studies were hroken on one day or less versus more thun
one day

Type of appeal was coded us prosocial = L or scll-oriznied = 0. An
appeil was considered prosocialif the sponsoring institution purported
la provide some benefit 10 the community. Civic groups, environmental
groups, and universities were considered prosocial. Markeung firms
and other for-profit agencies were considered seif-orienled.

Anincentive was defined operationally as some monetary inducenien(
10 comply. Studies utilizing incentives 10 induee complivnce to the first
request were coded |, studies without incentives were coded 0. Where
studics inciuded conditions that olfered financial reward far compliance
with 1he sccond request, these condilivns were nol ingluded in the
analysis.

The DITF analysis used delay and type of appeal as independent
variables The same coding procedures were used {for DITE ws for FITD.

The analytic strategy wis as Tullows: First, the feature correlation
were compuled. Next, the studies were split on the basis of the
correlations with the moderator vanahles, An analysis of the mean
effect size and variance was conducled for cach subgroup. If the
variance within a subgraup could be atributed reasonsbly o sampling
error, then the analysis stopped. If nut, then the remaiming feature
correlations were recomputed within that subgroup and anather sph
was made. This eycle continued until the number of subjects{studies
became $0 small that generalizations could not be made or unul the
between-study variation could be aunbuted to sumphng errar

RESULTS OF FITD SUBGROUP META-ANALYSIS

Correlations between 1he study leatures and the sice of the FITD
effect are presented in Table 3. The feature carrelations corrected {or
sampling error shew nontrivial asseciations with elfort, 1ype of appeal,
and incentive, The small correlation between delay and FUTL suggests
that the timing of the 1wo requests 15 an unimpertant factor in securing
compliance.

Because the magnitude of 1he appeal and incentive correlatiens were
0 similar, a simuitanecuy split was made on these lwo variables, Thig
procedure yielded four groups thal dilfered drastically in size. The
self-onented, appeal-incentive present subgroup consisted of only Lwo
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TABLE 3
Parcantxge and Count ot Studias with Moderator Variables
snd the Simple and Corrocted Carrulations Batween
Moderators and FITD Effact Suze

Eftpct Sene
Featuiy
Coerelafion Cuarrel,

% of Stucte Mutivbws et rvmere £ oyt Ciarre

£ oataary walh Eearion of St Srie & Feature Semping Ereor
a ®
- L 45 il = {1
Eitiert 52 44 18 .25
Anpa B4 43 15 .J4
1

hhcere 13 45 A2 =30
#I3 T LI

B gayt BEtwer TiInd T aang requilils wat ased o caimpule

L low @l lont

ECLLE VTR E T
ol POt (il Al 1) 5 G s b J0REN
wool studles with g delay nf ane o nore davs,

studies with a total of 300 subjects. Meta-unalysis of these studies
showed a mean sumple-size weiphted correlation of .02, The corrected
stundard deviation was 00, Since there was no between-study vanance
ot altributable to sampling crror, no chi syuare test was conducted.
The prosocial appeul-incentive present group wis made up of four
studies (M - 328} Anmibal meta-analyvsis of thissubgroup produced the
following results: r= (13, sd 20; x" {3) = 17.85, p < .001. The large
standard deviation as well as (he significant ch square indicaled mare
helerogeneity among the stedics than would be expected on the basis of
chance. Since the N of ssudies were so swall, Teawure correlations were
notecomputed; rather, the studies were simply examined lor differences.
The Ncott {1977) study was found o differ from the others in scveral
ways. Frst, Scon used enviconmental 1opics {recycling and ceology).
while the others gathered attitude data on behalf of such groups as the
Bureau of Civic Safety, the Consumer Interest Guide, the Palo Allo
Civic Club, and the Citizens Committee lor Traffic Safety. Sccond, the
Scatt investigation used face-to-face contucl 1o make the requests; Lhe
remaining studies used the telephone. Finally, there was a delay of two
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weeks between the two tequests in the Scolt study, compared to
approximately lwo daysn the other studies. Of course, the importance
of these differences only cap be speculated on. Given Lhe small number
of studics, i was impossible to estimate cmpincally the impact of any of
these factors. However, 1aken together these differences seemed ta affer
adequate justification for reanalysis of the subgroup after excluding
Scott (1977). That meta-analysis yiclded 7 = .05, sd_ = .00 indicating a
minute ¢ffect with no vanation.

Next, a meta-analysis was conducted on the self-oriented appeal-
incentive absent subgroup. This category was composed of Mowr studies
with a total N of subjects of 533, The mean correlation was essentially
zero (T = 02) with a similar standard dewviation (sd, = .00},

The final group, prosocial appeal-incentive absenl, was by far the
largest, consisting of 33 swudies and 1225 subjects. Meta-uanalysis
indicated the exisience of a small but nontrivial effect (F = . 16) with same
variability {sd, = .08). The fuct that the ¢ffect was 1wice as large as the
standard deviatien made it reasgnable to conclude that there does exast
a FITD effect under these conditions.

However, formation ol the ratio of error to ohserved varunce yielded
afigure of 61, anindication that some 399 ol the vanation incffect size
was due 10 something other than sampling error. Correlation of the
remaining lcatures with FITD showed no meamngful association (r
with delay = 002. r with effort = .06). Consequently, the investigations
forming this subgroup were examined for oddities. Twao studics, both
reperted in Fish and Kaplan (F1974), suggested themsclves. Both studies
made use what the authors referred 1o as passive FITD manipulauonps.
Rather than have subjects actually perform sume behavior, participants
in these two experiments sat through a lecture an poveny as part of an
mtroductory psychology class. It scems that this induction differs
substantially {rom the usual imtial request. Most first requests seek
some overt behavior rather than the cognilive processing task of
absorbing & lecture. More importantly, decisions 1o accept or ceject first
requests are presumably made on their own merits. The decision 10 st
through a lceture may depend net 0 much on substantive interest as o
desire 1o pass the course 1n addition, far most students the decision is
one of whether or not to attend class at ali, not one of whetherio leave or
stay depending on the topic. The potential importance of these
differences is mosi apparent in the size and direction of the FITD
correlations. The twa coeflicients (-.21. .35} are over four and five
standard deviattons respectively away (rom the subgroup mean. The
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likelihoo of these vaiues resuiting Trom sampling error alone 1«
minuscule,

For all thess reasons, meta-analyiic was conducted again excluding
those twa studies. The results this iime shiowed that the mean coeflicient
rose slightly (r = 17) and the vanance atinibutable 1o sampling error rose
o 100 (s 00).

The tipal nutcome of the meta-analysis of the subgroups appears in
Table 4. These results show an interaction between appeal and incentive
such thal there is an elfect for F1T1 only when the appeal ix prosscial
and incegtives are not used One caveat lies with the prosocial-incentive
present eell. As noted in the carlier analysis, sulficient heterageneny
existed gmong the simall number of studies ia this category that was
necessiary to delete an outlier, This suggests there may be snme
previously unconsidered moderstor vanables active in that cell Ad-
ditional rescarch mught address that yuestion by wtilising s design with a
number af differcnt prosncial appeals

One ramaining question was the influence of cffore. The total sample
feature analysis showed a corrected correlation of .28 between effon and
the effectiveness of FITD that is indication of a nontnvial relativnship
betwern [he two vanables However, the subgroup analvscs indicaled
that ali the variance i effect sizes could be altnbuted to three factan:
appeal, ypcentive, and sumpling creor, If the latier analysis is correct,
then the effort-FIID correlation should go o sere of the eflects of
appeal antd incentive are held constant. A simple correlation cocflicicnt,
computed between effort and FITIE for all studies in the altruistic
appeal-incentive absent cell, conlirmed this expeciation(f - .02). Since
SME of rlru‘ studies in that group were classilied as bigh ellort, 1he
cocl:’mcql wis nol depressedd by a disproportionate number of either
high or law elfort studics. Thus the impact ol effort can be scen to be
eascntally mil when moderators and artifacts are comrolled

RESULTS CF DITF SUBGROUP META-ANALYSIS

Only o variables were examined as potenuial moderutors of the
DITE effect: delay and type of appeal The feature currelutions,
presented in Table S, show a substantial effcet for delay and a smaller
elica fur‘lypc of appeal. Consequently, the studies were split on delay
first. Thedclay group wus niade up of six studies in which atotal of 413
subjects participated. The length of delay ranged fram two days Lo eight
and one Nalf days. Meta-analysis produced i mean correlanion of -.02,
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TABLE 4
Summary of the FITD Subgroup Analyses Including Number of
Subjects [N), Mean Etfect Siza {r), Estimate of the True Standard
Deviation (sdp), and the Percentage of Variance Due to Sampling Error

Peoreniage nf

Vierianew s 1o

Group 1 4 ;dr, Samgding Evene
Total yample 4827 1 14 1
Sell-orented appedi- Hid .02 _00 EY]

incentiviz absent

Sebl-onented appseal 300 Q2 .00 100
INCENTIve EEsent

Prosacial agpaeai- 2977 A7 00 100
mcen e nent

Prosocial appial 188 05 0o 100

ncentive presant

and a correeted standard deviation of (00, Al of these figures suggest
that DITF is completely incflective when a delay of more than a day is
wnserted between the two requests,

A weak positive elfect was indicated by the mean carrclation (r = .09)
in the 19 no delay studies (N = 2213). However, the adjusted atandard
deviation ((07) was almost as farge as the mean correlation, suggesting
that additions) apalysis would be necessary. This was borne out by a
ratio of error variance 10 ebserved vaaance of 627 The ¢cn square
produced a value that attained traditional levels ol significance, y* (18) =
077, p< 05

The correlation between 1ypes of appeal and DITE was recomputed
on the remaining studies. This time the correlation showed a more
potent effcct for appeal, r= .43, or 113" when corrected for sampling
error. Qnthe basis of this finding, the studies were split inlo two groups.

The five no delay, sclf-oriented studies (N = 776) yiclded a mean
cuefficient near «gro (T = 003). The adjusted standard deviaton
remained comparalively large (sd, = .09) duc 1o the existence of one
autlier. The ¢hi square showed significant variation, ¥ (4)= 1243, p<
02, The Goldman and Creason (198 1) investigation showed a cocfficient
of 40, the largest of any study located. In terms of the subgroup, the
valuc is almost five standard deviations away from the mean. While this
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TABLE 5
Percantage and Count af Studies with Moderator Variables
and the Simple and Corructed Correlations Betwesn
Moderatars and DITF EMect Size

Etlect Size
Foarure
Correlalien Carrelgtipn
ool Srudes Muriber Between {Hect Correited for
Fealuie wiily Fparuie ot Snadns Sire & Feature Sampiieng Ervor
il A 53 -1
N n
Mg Jn, Y Ak 35

Laps Detweeo Flisl aond e imn seuwd (s wah s d Lo casigde

sl e

« SUALUE IR w Il s deiay af ane or e davs

indicuted i difference thut is clearly not due 1o chance. Lhe source of the
diffcrenge only cun be speculated on. Although it is intuilively
unsmisfi'mg to delete a study strictly on 1he basis of its being an outlier,
twus the only course of action avaitahle here due to the small number of
dufy poinls, Were additianal outhers present in the data set, it would
have begn teasible to analyzc them for commonulitics. One unigue
aspect of the Goldman and Creason {198 1) investigation is their usc of a
continudus dependent measure. This feature may be sufficient 10
explain (he unusually large value,

An additlonal subgroup analysis was conducted excluding the data
drawn fram Goldman and Creason (1981). While the mean carrelation
changed|very little (r = -.03) the adjusied standard deviation shrank
drumnatidally 1o .00.

Analysis of the no delay-prosocial appeal subgroup (N = 1318)
showed h small posuive DITF (r = .13). Alter carrecting for sampling
crrorin these 14 remaining studics, thy standard deviation of rho went to
cere. Afsummary of this and the previous subgroup analyses are
presented in Table 6,

Themlerpretation of these findings is relatively siraightforward, Two
conditiops are necessary for DITF Lo operale—na delay and a prosocial
appeal. B eitheris not favorable, the effectis reduced 1o zero. However,
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TABLE G
Summary of the DIFT Subgroup Analysas Including Number of
Subjects {N), Maan Effect Size {r}, Estimate of the True Standard
Deviation (sdpl, and the Percentage of Variance Dua to Sampling Error

Pevcen rage of

Var w (T
Group N 4 L Sairvpig Evvorr
Tatal samjsla 2591 .08 3 ha
Delay 12 -2 Wi 10m0)
MNa delay 238 =) i7 2
Na delay— 776 -1 o] 1
seil-arienied
No delay 1238 15 oQ 100
prosocial

even tf both canditions are present, the average effect aize is small (r =
.15).

COMPARATIVE ANALYSES OF THE
TWO SEQUENTIAL REQUEST STRATEGIES

Additienal analyses of the ceils in which the DITF and FITD were
cffective were performed i order to explore the pragmatic ramifications
of the request strategics. Computation of the sarmple-size weighted mean
discrepancy mn proportions between experimental and control groups
for the FITD) produced a figure of .19, This value is an indication ihat,
on the average, the use of one small request prior o the targel reguest
can bg cxpecied to increase compliance by aboul anc fifth, The
corresponding figure for DITF is roughly equivalent at .17,

A bivariate regression analysis was conducted for each strutegy using
the percentage of compliance in the control group te predict the
percentage of compliance in the experimental group. The purpose of
this analysis was 1o esiimate the impact of the scquential-reyguest
technigues at various levels of compliance with the targes. In morc
practical terms these analyses address the question “if x percentage of
persons comply with the single request, how much gain can be expecied
by applying the FITD(DITF)Y?" Forthe FITD strategy the data yielded
acorrelation of r = .64, p< 0], with an unstandardized slope of b= .62
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and an mtereept of a - 30, For DITF the carresponding values are r =
M, p 0l b=1.15 and s = .16

The effect of error of measurement in the predicter{s) ona CERICSSION
analysis| 1s known: Error depresses the value of the slope and can-
sequently infates the value of the intercept, When the estent of the
measuramoent error is known, these valucs may be corrected using
formulas provided in Levine and Hunter (10 press). In a meta-analysis,
the reliability coeflicient is determmined by the sampling error in cach of
the individual data points, n this particular study the reliability of 1he
predictor is oiie minus the unweighted uverage error of the proportian of
suhjects complying in the control group. The compulations shuwed a
rehability of H7 for FITT and 69 (or DITE, Using these valucs to
correct the slopes and inlereepts produced b = 71, 4" = 26.91 for FITD
and b'=[1.67, & 1.01 Tor DITF.

Dcsp1lc the corrections, oneslope clearly does not reflect reality. The
DITF regression hine suggests that of contrel group comphance i
approximately 6475 or greater, then the rescarcher can expect exper-
tmental group compliance 1o exceed 10077, Obviously, this cannot be
Rather the regression curve must pass through the point x = 10075, Y=
HUFS Thus the regressien s nonlinear. Because of a paucity of data al
the upper end of the distribution it is impossitle W describe empmimcally
the Iormg of the ine Since the regression s hinear nver the available
rangr of valur S, 1las apparent that the curvilinearnty must exist in the
region (or which there os no data. The resulis of the regression analyses
are presknted in Figure 1 The curvilinearsty of the DITE Appears as o
dotted line. Comparison of the twa lines reveals that FITI is the more
potent of the techniques when control group compliance s low (roughly
below 2005). However, at higher levels of comphance with a single
request, DITF can be expecied 1o have a relatvely greater impact,

DISCUSSION
SUMMARY

One finding common Lo both request strategies is the impartance ol
the appeal. The data show that newther technique s effective al
increasing comphance when coupled with a self-orienled request,

Incendive was shown to neutrulize the elfects of FITD. In those
studies that provided some monclary reward fer compliance with the
small, initial request, the mean point biserial correlation differed only
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Figurs 1: Regression analysis showing compliance in experimental graup as a func-
tion of comphanes in control group fer DITF {N = 14} and FITD (N = 28].

minutely [rom zero. It was not possible 1o lest the influence of incentive
on DITF.

The findings foreffort produced asurprise for self-perception theory.
‘The theory makes a clear prediction of a positive relationship between
effort und effectiveness of FITD, While it initially apprared that this
prediction was supported. the relationship was shown to be null whea
the ¢ifects of incentive and aliruism were removed. One can conclude
from this that FITD researchers should begin 10 look elsewbhere for a
theory of sequential request tehavior.

Diullard vt al / PERSUASIVE STRATEGIES 443

I'he role of time was eaamined for both strategics and shown (o be
differe !l fur cach. FITD appears 1o depend nol at all on the amount of
time bawcen the first and second request. DITF provided a sharp
contras). I was cffecive anly n studies in which the second request
lollowed the Mirs1 very closely, One caveal assecinted with this finding is
the putdntial impact of different requestors. Since only one study used
the same requestor Lo make o deluyed request, these two faclors are
confounded almost perfectly. Additional studies that cross delay
(mmediate vs, later) with requestor {same vs. different) are needed to
resolve fhis nsue.

Taken tagether, these findings supgest that nesther self-perception
nor recjprocsl concessions are adeguate Lo the task of explaining
seyuentjal-request phenomena. The bargaining explanation of DITF is
vague abaut the role ol appeal and completely silent on the effect of
delay, §elf-percepnion similarly is mute concerning the nature of the
rc-quu:,J Morcover, 1the null finding Tor ¢ffurt poses a problem for the
theory. [Uhe extent 1o which this difficulty is viewed as serious must be
temperdd by knowledyge of the rather cough aperationalization of ¢lfort
in this sfudy.

IMPLIC‘%TIONS FOR SELF-PEACEPTION THEORY
AND RECIPROCAL CONCESSIONS THEQRY

Sell-gerceprion theory and reciprocal concessions theory cach have
been applied in only one arca of rescarch, that is, sell-pereeption theery
has beep considered only for FYTD rescarch, while recipracal con-
cessond theory hos been vonsidered only in DITF research. Yel both
theories apply 1o both arcus of research. As will be shown, each theory
mukes predictions ubout the other arca that are stnkingly inconsistent.

Cons|der self-percepuion theory in the context of DITE rescarch. One
(Ihe suBject) rejects a request. Presumably this aliers one’s sell-

likely 1o comply.

The previous derivalivn ussumes thit there was ne discounting of the
rejecied appeal. Accordinglosclf-perchlionthmry,ifanc'srcfusal was
ascribed to external forces rather than pne's disposition, thenno change
in sell-perception would occur, For instance, if one considered oneselfl
unable gp meet the request because of a lack of time or resources, one
would 1101 alter one’s perceplion of oneself. If the rejection were
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discounted, then there should be no change in the probability of
complying with the second request. However, this prediction is at odds
with the DITF finding that campliance increases for the sccond request,

Consider recipracal concessions in the coniext of FITD rescarch,
Reciprocal concessions would sec acceptance of a small request as a
concession. Thus if the target has performed a small request, he or she
should be fess likely 1o acquiesce to a larger sccond request. The
prediction runs precisely counter to the fact that FITD increases
comphance.

The results of this study show that both theanes come up short, What
15 needed is a theoretical framework that (1) takes into account the
empircal gencralizations brought out by this review and (2} considers
both straicgics simultancously. One boundary cunditien isindicated by
the finding that the strategies work only as prosocial appeals. This
suggests that it might be uscful to ti¢ in the vast liferature on aliruism
and helping behavior,

PRACTICAL IMPLICATIONS

A number of markeung rescarchers have vapressed interest an
sequential request strategies as applied persuasive devices. Investigators
have soughlt 10 induce changes in consumer behavior in a variety of
commercial and prosocial arcas. Findings from the present siudy
suggest thal usc of FITD and DITF is best left tu those persons who wish
to wage prosocial persuasion campaigns. ln addition, cither strategy
may be an cffective means of increasing survey respanse rate depending
an the sponsonng arganizalion. Given these restrictions, sequential-
request techniques can be expected to increase compliance by ap-
proximately 209 on the average.

Choice of the most effective technigue is influenced by the amount of
information available to the decision maker. Increased information can
be expected to increase the probability of correct chaice of technique
and to enhance its subsequent application. Of course, information ¢an
be expensive. The following recommendations ate ordered in terms of
ascending cost and, presumably, ascending elfectiveness.

If only the limitations of the campaign are known (c.g.. number of
cantacts possible), then attention should be focused an the character-
istics of eachicchnique. DITF is operative only when the delay between
first and second requests 18 very hrief. [ts cflects will be most
pronounced when the DITF is used in a single contact,
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FITDY produced a more lasting effect and Lherefore is 10 be preferred
when a j:lay between requests is necessary, Whether or not this effect
continues past the second request is not known. 1 s passible that the
usual second request may act as a FITD for an even larger third request,

After establishing whether nr not » delay s required belween
requests data about the level of compliance with the target behavior via
asingle appeal is necessary, Inanstunces where basehne compliance does
not cueced approximately 239, FITD should preduce the greatest
return far the effort. FITD may be used with or without delay. [f singte
request gompliance is greater than approximately 254, DITF will
produce the more potent effect. In the absence of data or an cducated
guess abbut baseline comphance, the rule of thumb would be 1o rely on
DITE I produces a greater percentage increase over o wider range of
baseline ¥alucs and therefure can be expected to produce the best results
on the aferage.

Finally, data on a range of first requests should be soughl. While the
present gtudy did not assess the associalion between strategy cifective-
ncss and|size of discrepancy between first and second requesls, previous
wark suggests that this relationship can be optimized for either strategy
{Dillard| & Burgoon, 1982). Schwarzwald, Ruaz, and Zvibel (1979)
present evidenee that indicales that the discrepancy-cflectiveness relalion-
shipis nPnIin:nrfor DITF. ltis possible that the same is true for FITD.
Consistgnt with the sclf-concept explanation advanced earlier is the
nation that initial requests cun be toa large. Requests that exceed the
baunds of helicvability are likely lo be perccived as threats to the
self-smage (¢ g., What kind of a fool docs this person take me for?).
When this occurs, decreased rather than inereased compliance 15 likely
1o resull {Marx, 1980; Schwarzwald ¢t al., 1979).

NOTE
A corntected correlatior o not a Pearvon Produce Mament Cenrelanor I the
papuiaboncorreited correlanon is large, IRCn sampang ertod can cause the observed valuc
(e be greater thian o
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