door in face technique psychology

door in face technique psychology is a fascinating concept within the realm of social psychology
that explores how people can be influenced to agree to a request after being initially presented with a
much larger, unreasonable one. This technique has important implications in various fields, including
marketing, negotiation, and interpersonal communication. In this article, we will delve into the details
of the door in the face technique, examining its origins, psychological mechanisms, practical
applications, and effectiveness. We will also explore various examples, the science behind it, and how
it can be applied in everyday life. Whether you're a student of psychology, a professional in sales, or
simply curious about human behavior, this article will provide valuable insights.
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Understanding Door in Face Technique

The door in the face technique (DITF) is a persuasive strategy often used in negotiation and
compliance settings. It involves making an initial request that is expected to be refused, followed by a
second, more reasonable request. The essence of this technique is that the second request appears
to be a concession, which may lead the person being asked to feel guilty for rejecting the first
request. This guilt can prompt them to be more likely to agree to the second request.

The term itself can be visualized as a metaphorical door being slammed in someone's face when they

refuse the initial request, only for them to reconsider and open the door to the subsequent, more
reasonable request. This method leverages the principles of reciprocity and social norms.

The Psychology Behind the Technique

To effectively utilize the door in the face technique, it is essential to understand the psychological
mechanisms that underpin it. Several theories explain why this technique can be so persuasive.



Reciprocity Principle

One of the primary psychological mechanisms at work in DITF is the principle of reciprocity. When a
person makes a large request that is denied, the subsequent smaller request can be perceived as a
concession. The recipient may feel a social obligation to reciprocate this concession by agreeing to
the smaller request. This sense of obligation plays a crucial role in compliance.

Contrast Effect

The contrast effect also significantly influences the door in the face technique's effectiveness. When
presented with two requests of differing sizes, individuals tend to assess the second request against
the first. The stark contrast between the two requests makes the second one seem much more
reasonable by comparison. This perception can lead to a higher likelihood of compliance.

Social Norms and Guilt

Social norms dictate that individuals should respond positively to requests when they perceive that
the requester has made a concession. The initial refusal may cause feelings of guilt, especially if the
requester is someone the individual respects or wants to maintain a positive relationship with. This
guilt can further motivate compliance with the second request.

Application in Real Life

The door in the face technique has a wide range of applications across various domains.
Understanding how to implement this technique can be beneficial in numerous situations.

Marketing and Sales

In the marketing and sales world, the door in the face technique can be particularly effective. A
salesperson might start with a high-priced item that is unlikely to be purchased. After the potential
customer declines, the salesperson can then present a lower-priced alternative. The customer, having
perceived the lower price as a concession, may be more inclined to make the purchase.

Negotiation and Conflict Resolution

In negotiation settings, the door in the face technique can help parties reach agreements. A
negotiator might start with a demand that is far from what they actually want. When the other party
rejects this demand, the negotiator can then present a more reasonable offer, creating the impression
of compromise and increasing the chances of reaching a mutually beneficial agreement.



Everyday Interpersonal Requests

This technique can also be applied in everyday situations. For example, if a child asks a parent for a
large allowance and is denied, they might then ask for a smaller amount, which may be granted.
Similarly, friends can use this tactic when making plans, starting with an extravagant suggestion
before settling on a more acceptable one.

Effectiveness and Limitations

While the door in the face technique can be very effective, it does have its limitations. Understanding
these can help individuals use it more judiciously.

Factors Influencing Effectiveness

Several factors can influence the effectiveness of the door in the face technique, including:

¢ Relationship between the requester and the recipient
e The context of the request
e The size of the initial request

e Time elapsed between the requests

For example, if the requester and recipient have a strong relationship, the likelihood of compliance
may increase. Conversely, if the initial request is perceived as too extreme, it could backfire, leading
to resentment or a stronger refusal of the second request.

Potential Drawbacks

There are also potential drawbacks to using the door in the face technique. Overuse can lead to a
perception of manipulation, which can damage trust and relationships. Additionally, if the second
request is still perceived as unreasonable, the recipient may refuse both requests outright. Therefore,
it is crucial to gauge the situation and the individuals involved carefully.

Examples of Door in Face Technique

To illustrate the door in the face technique further, here are a few practical examples:



Example 1: Fundraising

A charity worker approaches a potential donor and asks for a $500 donation, knowing that this
amount is likely beyond what the individual would contribute. After the donor declines, the worker
then asks for a more modest $50 donation. The donor, feeling sympathetic and guilty for refusing the
larger amount, may agree to the smaller request.

Example 2: Workplace Requests

An employee requests a week off for vacation, knowing this is a significant request. When their
manager denies the request, the employee then asks for just a couple of days off. The manager may
be more inclined to grant this request, viewing it as a more reasonable option in light of the initial
request.

Example 3: Social Gatherings

When inviting friends to a party, one might start by suggesting a lavish weekend trip. When the
friends decline, the host can then invite them for a simple dinner at home. The friends may be more
willing to accept the dinner invitation, feeling that it is a more manageable and reasonable option.

Conclusion

The door in the face technique is a powerful tool in the arsenal of persuasion strategies. By
understanding the psychological principles behind it, individuals can effectively leverage this
technique in various contexts, from marketing to everyday interactions. However, it is essential to use
this technique wisely and ethically, as over-reliance or manipulation can lead to negative
consequences. Learning how and when to apply the door in the face technique can enhance your
ability to communicate and negotiate effectively.

Q: What is the door in the face technique?

A: The door in the face technique is a persuasive strategy where an initial large request is made,
which is expected to be rejected, followed by a smaller, more reasonable request. This strategy

leverages feelings of guilt and social obligation to increase the likelihood of compliance with the
second request.

Q: Why is the door in the face technique effective?

A: This technique is effective due to the principles of reciprocity and contrast. The initial large request
makes the second request seem more reasonable, and the perceived concession can create a sense
of obligation to comply.



Q: Can the door in the face technique be used in everyday
situations?

A: Yes, it can be used in various everyday situations, such as negotiating with friends or family,
making requests at work, or even in sales interactions.

Q: What are some limitations of the door in the face
technique?

A: Limitations include potential backlash if the initial request is perceived as too extreme, damaging
trust if overused, and the risk that the second request may still be viewed as unreasonable.

Q: How does the relationship between the requester and
recipient affect the door in the face technique?

A: A strong relationship can enhance the effectiveness of the technique, as individuals may feel more
inclined to reciprocate a request from someone they respect or care about.

Q: Are there other techniques similar to the door in the face
technique?

A: Yes, techniques such as the foot in the door technique, where a small request is made first to
increase the likelihood of agreeing to a larger request later, are similar but operate on different
psychological principles.

Q: In what fields is the door in the face technique commonly
applied?

A: It is commonly applied in marketing, sales, negotiation, and interpersonal communication, where
influencing others' decisions is crucial.

Q: What should I consider before using the door in the face
technique?

A: Consider the context, the relationship with the individual, the size of the initial request, and the
potential for backlash or negative perceptions.

Q: How can | effectively implement the door in the face
technique?

A: Start with a reasonable initial request, gauge the recipient's reaction, and follow up with a smaller
request that seems like a concession to increase chances of compliance.
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