
door in the face psychology definition

door in the face psychology definition is a fascinating concept in social psychology that describes a

negotiation tactic where an individual makes a large request that they expect to be rejected, followed

by a smaller, more reasonable request. This technique hinges on the principle of reciprocal

concessions, creating an impression of compromise that often leads to increased compliance. In this

article, we will delve deep into the definition, mechanisms, applications, and implications of door in the

face psychology. We'll also explore real-world examples, the science behind it, and strategies to

effectively employ this technique in various contexts. Additionally, we will discuss its relevance in

personal interactions and marketing strategies.

Let's embark on this insightful journey into the world of door in the face psychology.
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Understanding Door in the Face Psychology

Door in the face psychology is an intriguing strategy that leverages human behavior and social norms

to enhance compliance. At its core, this technique involves presenting an unreasonable request first,

which is likely to be declined, followed by a second, more reasonable request. The name itself

illustrates the metaphor of someone "slamming the door in your face" with the first request, leading to

a more favorable response to the second request.

This method is rooted in the principle of reciprocity. When the first request is rejected, the individual

making the request can be perceived as making a concession by lowering their demands.

Consequently, the person receiving the request may feel compelled to reciprocate by agreeing to the

second, more moderate request. This dynamic is not only fascinating but also widely applicable in

various areas, including sales, negotiation, and interpersonal relationships.

Mechanisms Behind the Technique

The effectiveness of door in the face psychology can be attributed to several psychological

mechanisms that influence human behavior. Understanding these mechanisms helps clarify why this

technique works so well in eliciting compliance.

Reciprocal Concessions

Reciprocal concessions play a pivotal role in this technique. When one party makes a concession, as

seen in the shift from a large request to a smaller one, the other party often feels an obligation to

respond in kind. This sense of obligation can lead to a greater likelihood of agreeing to the second



request, as it appears more reasonable in comparison.

Contrast Effect

The contrast effect also significantly impacts how requests are perceived. The stark difference between

the initial large request and the subsequent smaller one makes the latter seem much more acceptable.

This psychological phenomenon can shift the recipient's perception, making them more inclined to

agree to the second request simply because it feels more manageable.

Social Norms and Expectations

Social norms play an essential role in shaping behavior. People often want to adhere to societal

expectations and norms of politeness. When faced with an initial large request followed by a smaller

one, individuals may feel socially obliged to comply with the second request as a way to maintain

harmony and fulfill expected social roles.

Applications in Daily Life

Door in the face psychology has a wide range of applications in daily life, influencing interactions in

both personal and professional contexts. This technique can be effectively employed in negotiations,

sales strategies, and even casual requests among friends and family.

Negotiation Tactics

In negotiations, individuals can utilize this technique to gain concessions from their counterparts. By



starting with a high demand and then lowering it, negotiators can create a sense of compromise and

increase the likelihood of reaching an agreement that satisfies both parties.

Sales and Marketing Strategies

Sales professionals often use door in the face psychology to enhance their effectiveness. For instance,

a salesperson may first present an expensive product or service that is likely to be rejected. Upon

rejection, they can then offer a less expensive alternative, which may appear much more appealing

after the initial high-priced offer.

Personal Requests

This tactic can also be utilized in personal relationships. For example, if someone wants to borrow a

substantial amount of money, they might first ask for a much larger sum. Once the larger request is

declined, they can then ask for a smaller amount, which is more likely to be granted.

Real-World Examples

Real-world applications of door in the face psychology are abundant and can be observed in various

scenarios. Here are a few illustrative examples:

Charity Fundraising: Fundraisers often start by asking for large donations. When potential donors

decline, they follow up with a smaller request for a more modest contribution, which often results

in higher compliance.



Job Offers: In the hiring process, employers may present a high salary offer initially. If candidates

express concerns, employers can then propose a smaller salary package, which might be more

acceptable.

Parental Requests: Parents might ask their children to do a significant chore, such as cleaning

the entire house. When the child refuses, the parent can then ask them to clean just their room,

which is more likely to be agreed upon.

Scientific Research and Studies

The door in the face technique has been the subject of numerous studies within social psychology,

providing empirical support for its effectiveness. Research has consistently shown that this approach

significantly increases compliance rates compared to straightforward requests.

Key Studies

One of the foundational studies was conducted by Cialdini et al. in 1975, where they demonstrated the

effectiveness of the door in the face technique in a field experiment involving requests for volunteer

work. Participants were first asked to commit to a large time commitment, and when that request was

declined, they were asked for a smaller commitment, leading to a higher acceptance rate.

Subsequent research has corroborated these findings, highlighting variations in context, the size of the

requests, and the characteristics of the requester as influential factors in the success of the technique.

These studies have refined our understanding of the psychological principles at play and have

provided insights into how best to utilize this technique effectively.



Strategies for Effective Use

To maximize the effectiveness of door in the face psychology, consider implementing the following

strategies:

Know Your Audience: Understanding the values and preferences of the person you are making

requests to can significantly enhance compliance rates.

Build Rapport: Establishing a positive relationship can increase the likelihood of compliance.

People are more inclined to agree to requests from those they trust and like.

Be Genuine: Ensure that your requests are perceived as sincere. If the initial request seems too

outrageous or insincere, it may backfire.

Use Clear Communication: Clearly articulate both requests to avoid confusion. The second

request should be framed as a reasonable concession to reinforce the perception of

compromise.

Potential Limitations and Ethical Considerations

While door in the face psychology can be a powerful tool, it is not without its limitations and ethical

implications. Misuse of this technique can lead to feelings of manipulation or resentment in the person

being asked.



Trust and Relationship Damage

If individuals feel they are being manipulated, it may damage trust and harm relationships in the long

term. It's crucial to use this technique ethically and transparently, ensuring that all parties feel

respected and valued.

Context Matters

The effectiveness of door in the face can vary greatly depending on the context and the individuals

involved. Factors such as cultural differences, the nature of the request, and the existing relationship

can influence the outcomes significantly. Awareness of these variables is essential for successful

implementation.

Conclusion

Door in the face psychology is a remarkable illustration of how our social interactions can be

influenced by understanding human behavior. By starting with a larger request and following up with a

more reasonable one, individuals can harness the principles of reciprocity and contrast to increase

compliance. This technique is applicable in various domains, from negotiation and sales to personal

relationships, and is supported by a wealth of scientific research.

As with any psychological strategy, ethical considerations should guide its use. When employed

thoughtfully and respectfully, door in the face psychology can foster cooperation and understanding,

ultimately leading to more effective communication and positive outcomes in our interactions.



Q: What is the door in the face technique?

A: The door in the face technique is a negotiation strategy where a large request is made first, which

is likely to be rejected, followed by a smaller, more reasonable request that is more likely to be

accepted.

Q: How does door in the face psychology work?

A: This technique works primarily through the principles of reciprocal concessions and the contrast

effect, whereby the second request seems more reasonable after the first, larger request is declined.

Q: In what situations can door in the face psychology be used?

A: It can be effectively used in negotiations, sales, personal requests, fundraising, and any situation

where one party is seeking compliance from another.

Q: Are there any studies supporting door in the face psychology?

A: Yes, numerous studies, including those by Cialdini et al., have demonstrated the effectiveness of

this technique in increasing compliance rates compared to straightforward requests.

Q: What are some ethical considerations when using door in the face

psychology?

A: It's important to ensure that the technique is used ethically to avoid feelings of manipulation or

resentment. Transparency and respect for the other party are crucial.



Q: Can door in the face psychology backfire?

A: Yes, if the initial request is perceived as too outrageous or insincere, it can lead to distrust and

damage relationships, making compliance with the second request less likely.

Q: How can I improve my use of door in the face psychology?

A: To improve effectiveness, know your audience, build rapport, be genuine in your requests, and

ensure clear communication.

Q: What is the difference between door in the face and foot in the

door techniques?

A: Door in the face involves starting with a large request followed by a smaller one, while foot in the

door starts with a small request and gradually increases the size of subsequent requests.

Q: Is door in the face psychology applicable in all cultures?

A: The effectiveness of this technique may vary across cultures due to differing social norms and

values, so it is important to consider cultural context when using it.
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