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Summary— Foot-in-the-door” is a well-known compliance technique which in-
creases compliance to a request. Many investigations with this paradigm have general-
ly used prosocial requests to test its effect. Evaluation of the effect of foot-in-the-door
was carried out with a courtship request. 360 young women were solicited in the street
to accept having a drink with a young male confederate. In the foot-in-the-door con-
dition, before being solicited to have a drink, the young woman was asked to give
directions to the confederate or to give him a light for his cigarette. Analysis showed
foot-in-the-door was associated with greater compliance to the second request. The
theoretical implication of such results with this nonprosocial request are discussed.

For many years now, social psychologists have studied several proce-
dures used for gaining compliance to various requests (Pratkanis, 2007); how-
ever, the effects of such procedures on courtship requests were rarely exam-
ined by scientists.

In 1966, Freedman and Fraser convinced 43% of a group of house-
wives to allow a team of five or six investigators to stay at their homes for 2
hr. to make an inventory of all products used in cleaning and cooking. Three
days before this visit, the women were asked to fill out a questionnaire of
cight questions concerning their consumption. Without this preliminary re-
quest, only 22% of the persons accepted the visit of the investigators. This
technique of presenting the subject with a small request before submitting
the request sought has been called the “foot-in-the-door” technique. Various
meta-analyses of numerous studies on this technique have shown its effects
on compliance (Beaman, Cole, Preston, Klentz, & Mehrkens-Steblay, 1983;
Dillard, Hunter, & Burgoon, 1984; Fern, Monroe, & Avila, 1986; Burger,
1999; Pascual & Guéguen, 2005). It is well-known that this technique is effi-
cient for influencing people to respond positively to various requests. Most
requests have been prosocial, e.g., giving someone a dime (Harris, 1972;
Guéguen & Fischer-Lokou, 1999), answering a questionnaire (Hornik, Zaig,
& Shadmon, 1991), and persuading students to take a card designating them
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