Chapter 2:  Reciprocation – The Old Give and Take … and Take

Experiment – Professor sent Christmas cards to random people he didn’t know, the great majority sent him cards the following year.

Under the Rule of Reciprocation – we are obligated to try to repay, in kind, what another person has provided us. The obligation associated with reciprocation is pervasive in human culture.  The “web of indebtedness” is a unique adaptive mechanism that allows humans to divide labor, exchange goods/services, and create interdependencies that bind people together into highly effective units.

Sense of future obligation enables people to give things away (food, energy) without them being lost.  This makes coordinated systems of aid, gift giving, trade, and defense possible, which bring benefits to societies.

Human societies derive significant advantage from reciprocation and ensure that their members comply with and believe in it.  People go to great lengths to avoid being freeriders – really?

· Regan Studies:  Art museum experiment, doing someone a favor or not (buying them a Coke), enhances the chance they will comply w/ your request (to sell them raffle tickets).  The number of tickets someone purchased is definitely higher if you have done them a favor.  Secondly, rule of reciprocity so strong that it overpowers impact of liking:  those who owed him a favor bought the same number of tickets whether they liked him or not. 

· Hare Krishnas “strategic benevolence”– General population disliked/thought “weird.”  Krishnas started giving gifts first, then soliciting donations.  This strategy was wildly successful.  People have started avoiding Krishnas and their gifts, which hurt them financially.

· Other examples:  “gift” check with survey increases compliance, candy with check increases tip

· Politics: “logrolling” – legislators vote for something that they normally wouldn’t in exchange for a favor (e.g., a vote on something they support).  Restrictions on gifts/donations to judicial and legislative officials to avoid the effects of reciprocity. 

· Giving away a free sample to people for them to try a product but also as an attempt to engage the reciprocity rule.  Amway:  leave products with you to try, pick them up & get orders – big sales impact

· Unwanted favor/gift still cause people to feel indebted.

· Rule developed to foster equal exchanges, but can result in unequal results.  One person chooses the nature of the initial favor and the return, debt-canceling favor.  People may agree to larger return favor b/c they are uncomfortable feeling indebted. Societal distaste (shame) for those who take w/o reciprocating (unless unable).  

· Avoid gifts if unable or unwilling to feel obligated. (e.g., sexual obligation resulting from buying drinks/dinner/gift)

Reciprocal concessions: Feel obligated to make a concession (e.g., buying something) to someone who has made a concession to you.  Mutual concessions benefit society by moving people from sets of unacceptable requirements and demands to mutually agreeable ones.  Due to obligation to respond, people are freed to make first concession and can start the mutually beneficial process of exchange.

Rejection then retreat: Ask for a larger request you know will be rejected, it is rejected.  Follow with the smaller request that you actually wanted (which will be viewed as a concession even if it is still large as long as it is smaller than initial); it will be more likely to be accepted.  Only works if initial request is not to extreme to be viewed as not bargaining in good faith.  Perceptual contrast – the larger request makes the smaller request look even smaller by contrast.  

· Seemingly foolish Watergate break-in was authorized this way. The $250K to fund the operation was approved after requests for $1 mn and $500K for more elaborate spying/blackmailing plans were turned down.

· Effective because if they do agree to original request it is gravy.  (e.g., store starts at top of line and works down through lower priced models has higher avg. sales than reverse)

· People who accept under this technique are more likely to follow through with their verbal agreement than those who are just offered and accept the smaller request.  

· They are also more likely to be open to further requests from the person.

· By-products: Feelings of greater responsibility for and satisfaction with the arrangement

Defense 

Against the rule of reciprocity it seems that there might be only a few defenses:  comply and be obligated or refuse and suffer from ingrained feelings about fairness and obligation.  These aren’t only choices.  Accept offers for what they are, not what they are represented to be.  If the offer turns out to really be a device to get something they want, then we must recognize it as such and respond to it accordingly.  Under reciprocation we are only obligated to return gifts/favors in kind, not tricks or tactics.

