
door in the face technique psychology
definition

door in the face technique psychology definition refers to a psychological
strategy often employed in persuasion and negotiation, where an individual
begins with a large request that is expected to be rejected, followed by a
smaller, more reasonable request. This technique is rooted in the principles
of reciprocity and contrast, effectively leading the target to feel more
inclined to agree to the second request. Understanding the door in the face
technique is essential for anyone looking to influence others, whether in
marketing, sales, or everyday interactions. This article will delve into the
psychology behind this technique, its applications, effectiveness, and the
underlying theories that support it.
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What is the Door in the Face Technique?

The door in the face technique is a well-studied principle in psychology that
involves making a large request that is likely to be rejected and then
following it up with a smaller, more reasonable request. The technique is
based on the idea that by starting with an extreme request, the subsequent
smaller request seems more acceptable in comparison. This method plays on the
psychological principles of reciprocity and contrast, making it an effective
persuasion strategy in various contexts.

Origins of the Technique

The concept was first introduced in 1975 by social psychologists Robert
Cialdini and his colleagues. They conducted experiments that demonstrated how
this technique could significantly increase compliance rates. Their research
showed that when individuals were presented with a large initial request,
followed by a smaller one, they were more likely to agree to the smaller
request than if they had only been presented with that request initially.



The Psychology Behind the Technique

To truly understand the door in the face technique, we must explore the
psychological mechanisms that make it effective. Two primary concepts play a
crucial role in this persuasive strategy: reciprocity and the contrast
effect.

Reciprocity Principle

The reciprocity principle suggests that when someone does something for us,
we naturally want to return the favor. In the context of the door in the face
technique, when the requester makes a large initial request that is turned
down, they might express understanding or concession. This can create a sense
of obligation in the target to comply with the smaller request, as they feel
they owe something in return for the requester's initial effort.

Contrast Effect

The contrast effect involves the way we perceive differences between two
requests. When the large request is made first, it sets a high standard. The
second, smaller request appears significantly more reasonable, making it
easier for the target to agree. This psychological contrast makes compliance
more likely, as the target feels that they are making a more manageable
commitment.

Steps to Implementing the Door in the Face
Technique

Successfully utilizing the door in the face technique requires a strategic
approach. Here are key steps to consider when implementing this method:

Identify Your Goals: Clearly define what you want to achieve with your1.
requests. Understand what the smaller request is and ensure it is
attainable.

Craft Your Large Request: Formulate a request that is reasonable but2.
still seems substantial enough to be declined. It should be related to
the smaller request.

Make the Initial Request: Approach your target with the large request3.
confidently. Be prepared for rejection, as this is part of the process.

Respond to Rejection Positively: If your initial request is declined,4.
respond graciously. Acknowledge their position and express
understanding.

Present Your Smaller Request: After the initial rejection, follow up5.
with the smaller request. Emphasize its reasonableness in comparison.

By adhering to these steps, you can effectively engage the door in the face



technique and enhance your chances of obtaining compliance.

Examples of the Door in the Face Technique

To illustrate the door in the face technique in action, consider the
following scenarios:

Example 1: Charity Fundraising

A charity organization approaches potential donors with a request to
contribute $500 to a specific cause. Most people decline this significant
request. The fundraiser then follows up with a second request for a mere $50
contribution. The potential donor, feeling a sense of obligation after the
large request, is much more likely to agree to the smaller amount.

Example 2: Sales and Negotiation

In a sales context, a car dealer may first offer a customer a premium model
with numerous features at a high price. After the customer shows reluctance,
the dealer presents a more basic model at a lower price. The customer,
influenced by the initial high price, may perceive the second offer as a
better deal and be more inclined to purchase.

Effectiveness of the Technique

The door in the face technique has been shown to be effective across various
contexts and cultures. Research indicates that it can significantly increase
compliance rates compared to other persuasion methods.

Factors Influencing Effectiveness

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

Relationship with the Requester: The closer the relationship between the
requester and the target, the more likely the technique is to work.
Trust and familiarity can enhance compliance.

Context and Timing: The situation in which the requests are made can
impact effectiveness. A conducive environment may lead to higher
compliance rates.

Perceived Reasonableness: The smaller request must be seen as
reasonable. If it is perceived as still too high, the technique may
backfire.



Limitations and Ethical Considerations

While the door in the face technique can be incredibly effective, it is
essential to consider its limitations and the ethical implications of its
use. Manipulative tactics can lead to mistrust if the target feels pressured
or deceived.

Potential Drawbacks

Some drawbacks include:

Backfire Effect: If the initial request is perceived as too extreme or
unreasonable, it can lead to outright rejection of both requests.

Short-term Compliance: Compliance gained through this technique may not
result in long-term commitment or loyalty, as the target may feel
manipulated.

Ethical Concerns: Using the technique inappropriately or without
transparency can damage relationships and reputations.

Conclusion

The door in the face technique psychology definition reveals a powerful
aspect of human behavior and decision-making. By understanding the underlying
principles of reciprocity and contrast, individuals can effectively employ
this technique in various settings, from marketing to personal interactions.
However, it is vital to use this method ethically and thoughtfully, ensuring
that relationships are nurtured rather than manipulated. As with any
persuasive strategy, awareness of its potential impact can lead to more
effective and respectful communication.

Q: What is the door in the face technique?

A: The door in the face technique is a persuasion strategy where a large
request is made first, expecting rejection, followed by a smaller request
that is more likely to be accepted. This method relies on the principles of
reciprocity and contrast.

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

A: It works by creating a psychological contrast between the large initial
request and the smaller follow-up request, making the latter seem more
reasonable and increasing the chances of compliance.

Q: Can the door in the face technique be used in



everyday situations?

A: Yes, this technique can be applied in various everyday situations, such as
negotiating with friends or family, requesting favors, or in sales and
marketing scenarios.

Q: What are some effective ways to use the door in
the face technique?

A: To use this technique effectively, start with a large request, respond
positively to any rejection, and then follow up with a smaller, more
reasonable request that the target is likely to accept.

Q: What are the ethical implications of the door in
the face technique?

A: The ethical implications include the risk of manipulation and potential
damage to trust in relationships. It's important to use this technique
transparently and respectfully.

Q: Is the door in the face technique effective across
different cultures?

A: Research suggests that the door in the face technique can be effective
across various cultures, but the nuances of social norms and relationships
may influence its success.

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

A: Common examples include fundraising efforts, sales negotiations, and
requests for favors, where an initial large request is made before a smaller
one is presented.

Q: What factors can influence the effectiveness of
the door in the face technique?

A: Factors include the relationship between the requester and the target, the
context of the request, and how reasonable the smaller request is perceived
to be.

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

A: Limitations include the risk of rejection of both requests if the initial
request is too extreme, potential for short-term compliance without lasting
commitment, and ethical concerns regarding manipulation.



Q: Can the door in the face technique lead to long-
term compliance?

A: While it may achieve short-term compliance, the technique may not
necessarily result in long-term commitment or loyalty, as individuals may
feel they were manipulated.
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