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EXCURSION FROM THE PURE TO THE APPLIED
IN EXPERIMENTAL SOCIAL PSYCHOLOGY:

A REATFIRMALION OF FAITH

By
Sasi liisra

Indian Institute of Management, Ahmedabad

bstract

£
T -

This paper evaluatcs from the suthor's points of view, the currcent
status of experinental socizl psychology as a positive scicnce and a mcans
of solving wroblems faccd by potential users of social psychological
inowledge, Furthormore, it describes five different experinents conducted
by the author, Who first two cxporiments focusscd on theorciical issucs,

In the remedining three oxperiments, attention shifted to applications in
organizational and consuucr bchaeviour areas. All but the fifth cxperinent
woerce hypothetico-deduetive in nature and explicitly derived from distinctive
middle~range theorics in social psychology, ALl but the sccond experiment

dealt with social influence process of onc sort or another,
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The ©itle hints at the diverse foci of the author's Work summariZed
here, Three criteria have been used to determine inclusion of research -
findings discussed in this papers: (a) the work must have used the exXperi-
mental method accepted in wsychological research; (b) the hypotheses tested
must have been explicitly derived from distinctive theoretical and empirical
generaliiations in social psychology; and (c) the study must either have
been conducted in an applied context or have implications for some practical
issues, Thus, applied research built on ahistorical, humanistic pers=~
pectives, and using non—experimental methods are outside the scope of the
discussion to follow, Consequently, the bulk of this Paper draWs upon
five different experimentsal studies, twWo focussing directly on theoretical
processes of interest to main—line social psychology with broad implica-~
tions for practical concern and the remaining three studies dealiné with
problems of applied nature, Each study (except the fifthj), however, is
rooted in a distinctive middle-range theory of social psychology, . Each of
these theories operates in a separate domain focussing on different
processes of social behaviour, The objective of each experiment described
here was to map out some specific segment of the soclal behaviour terrain
as it occurred consistently among a number of people. One of the primary
tasks of this paper is to delineate What this mapping process has produced,
Vhat real world significance do they have in addition to yielding hypothe-—

sized statistical significance? Apropos of this second gquestion, the author

1The fifth experiment was an exploratory one, Obviously, it could not meet
the second criterion stipulated above,
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would like %o begin by calling attention to the current status of experi-
mental social psychology; prior to considering data from various experi-

ments,
Current, Status of Fxperimental Social Psychology (ESP): A Reaffirmation of Faith

In recent years, experimental social psychology has been under a
drumfire of criticisms, mostly from within and to some extent from outside
the field, These criticisms are often scathing and pertain to the litany
of dangers and disadvantages associated with the ubiquitous eXperimental
method on the one hand, and failuwre to test new and interesting hypotheses
on the other, In a nutshell, socizl nsychology today is abltacked for being
hignly teclinicized and hyper—operationalized. IMost laboratory experiments
have limited relevance (Chapanis, 1976) and often lend themselves to
erroneous extrapolations (Bouchard, 1976) to solution of practical problems,
Social msychological experiments are artificial,contrived, and lack realism,
Many experiments have been seriously questioned on ethical grounds (I’;elman,
1967). With respect to the value of many experiments in social psychology,
wisecracks such as "Bubbapsychology“2 or "1ifting a matcih-stick by a cranc’
é.re well=lmown, Without delving further, it is tempting to reproduce a
delightful comment of Mark Twain and a cartoon from the SASP Newsletter™
which, I belicve, aﬁce poilgnant testimonies to the cynical views highlighting
the frailty of the eXperimentel social psychologist,

— . mmm m T m e s ————— L LA A ar—
- o et mar  md AL 4 ke 4 A & S L o ik 0 e s ——

2]31:11::’!);3.: The Jewish grandmother, In this context, it refers to the common
belief that experiments mainly demonstrate the obvious.

*ol,5, No.2, April 1979, p.4.
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0n Experimental Desigm (Mark Twain)’

I constructed four miniature houses of worship——a Mohammedan mosque, &
Hindu temple, a Jewish synagogue, a Christian ca’chédral*'-and placed them
in a row, I then marked 15 ants with red paint and turned them loose. They
made several trips to and fro, glancing in at the places of worship, but not

entering,

I then turned loosc 15 more nainted blue; they acted just as the red
ones llad donc, I now gilded 15 and turned them loose, Mo change in the
result; the 45 traveled back and forth in a hurry persistently and conbinuously
visiting each fane, but never entering, This satisfied me that these ants
were without religious nrejudices——just what I wished; for under ne other
' conditions would my neXt and greater experiment be valuable, I now placed
a small squarc of white paper within the door of each fane; and upon the
mosque paper I put a pinch of putty, upon the temple paver a dad of tar, upon
the synagogue paper a triflc of turpentine, and upon the cathedral paper a

small cube of sugar,

First I liberated the red ants, They examined and rejected the putty,
the tar and the tufpentine, end then tock to the sugar with zeal and
apparent sincere conviction. I next liberated the blue ants, and they did
exactly as the red ones had done, The gilded ants followed, The preceding
resulis were proecisely repeated, This seemed to nrove that ants destitute

of religious prejudice will slways prefer Christianity to any other creed,
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However, to make sure, I removed the ants and put pulty in the cathedral
and sugar in the mosque, I now liberated the ants in a body, and they rushed
tumul tuously to the cathedral, I was very much touched and gratified, and
went back in the room to write down the event; but when I came back the ants

tiad all apostatiZed and had gone over to the Mohamaedan communion.

I saw that I had been too hasty in my conclusions, and naturally felt
rebuked and mnbled, With dimished confidence T weat on with the test to the
finish, T placed the sugar first in one house of Worship, tien in another,

ti1l I had tricd them all,

With this results vhatever Church I put the sugar in, that was the one
the ants straightvay joined, “his was truc beyond a shadow of doubt, that
in religious matters the ant is the opposite of man, for man carcs for bub
one thing; to find the only true Church; whereas the ant hunts for the one

with the sugar in it,

B ML i MR . A him mw mw  m ak be b  w mrsm e e m el e R M i kb b b A A4S Ay R e i

3Source unlmown as stated in Scott, W.B, & Cummings, L.L. (Eds,),
Feadings in organizational behavior. Irwin, Inc,, 1973.
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It is significant to note that most of these criticisms have come from
some of the creative methodologists and distinguished theorists of modern

social psychology (e.g., MeGuire, 1973, Zelman, 1967).

However, experimental social psychology can be doushtily defended on

the following grounds:

1. The artificiality of experimental settings has beep "unjustly
elevated to the status of a fatal flaw’ (Fromkin & Sireufert, 1976, D.433).
Indeed, the content analysis of all empirical articles from 1966, 1970, and
1974 volumes of the Journal of Applied Psychology, Orgenizational Behavion

and Human Performance, and Persomnel Psycholcgy has shown field research

t0 be as narrow as laboratory research in the actors, settings, and

behaviours sgmpled {Dipboyc & Flanagan, 1979).

2, It can be said beyond a shadow of doubt that the experimental method
is greatly responsible for establishing social psychology as a substantial
and robust discipline. Inspired by tic broad strategic contributions of
Turt Lewin, experimental social psychology has contributed the most to the
intellectual framework of the discipline as it e}:iéts today. To drive the
point home, from among the 7O psychologists who have received the
Distinguished Scientific Contribution Awards by the American Psychological
Association from 1956 to 1978, 16 are primarily experimental social
psychologists, No other field within psychology, not even the field
of "learning”’, has so meny "Distinguished Psychologists" in its literal
sense, Included among the 16 are some of psychology's Olympian figures,

such as FoHe Allport, Muzaffar Sheriff, Fritz Heider, and Leon Festinger.
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It might be justified to accuse social psychologists to have gone a
bit too far i trying 4o prove that . 2irsis a “secienti lc” discipline and’
they are not "softies"., But it is also important “o note that an integral
part of the formal training of the student of experimental social psychology
is to grow up to become that kind of intellectual fish which is aware that

his environment is wet,

ESP: Academic vs. Apwlied. As lengthy as this section of the paper has
become, I have not cited specific experimental social studies which have been
the means to understanding and solving practical problems and promoting human
welfare, I shall deal with some of these aspects in the context of the
experiments to be described. However, it should be meniloned that there
eXists a pervasive nrejudice wsainst applied research among academically
oriented social psychologists, based on the assumpiion that such research
is ephemeral. ©he merit of this assumption is dubious because generalizations
from "pure" research do not generally endure eitier, Those that endure are

more provocative than right,

Summing Up, ihe preceding comments are intended to emphasize that the
advancement of experimental socizl psychology as a science has been remark—
able. In the remzinder of the paper, an atiempt is made to show how
experimental social psychological method and theories have served as stimuli

and resource for the author's research in applied areas.

It needs to be stated at the cubset that the experiments described

in the focllowing pages were concducted by the author(s) with the realization
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that experimental situations seldom resemble naturally occurring situations,
Experiments only permit us to look move closely at some problems, It is the
" experimenter's theoreiical nreference and preconceytions that define the
range of problems for his inguiry. It is the puxpose'of the succeeding
discussions to detail how the author's experiments Were conceived, sei up,
and what they did and did not accomplish, The reader is invited to judge

their values and limitations,

To cover the experiments and their related research fully in a paper
such as this is wnaccessary. DBach of these experiments has been publishec
as journsl articles and the reader is referred to that source for fuller

coverage.

Accordingly, tie approach taken is to summarize each experiment

according to the following outlinet

1. Ti%tle indicating the general problem area.

2. DBasic ideas leading to specific hypotheses.

3 The type oi experiment performed and design/procedure,
4y Main results.

5, Conclusions and implications, if any.
EXPERIMENT I

The Bffects of Atiributionsl Instability on Confommity and Affilistion
(Misra-: 1975)

The exmeriment sunmarized below was guided by two convergentl approaches

to the study of social influence——social comparison Theory approach {(Festinger,
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1954) and attribution theory approach (Kellay, 1967).

‘humans have a drive o evaluate themselves, From this simple assumpiion,
Festinger's theory of social comparison processes (1954) derived a coherent
theoretical structure which could ireat a wide range of phenomena such as,
interpersonal atiraction and rejection, affiliation and isclation, conlformity
and deviancy. Festinger reasoned that people's desire o evaluate themselves
arises out of a need to lnoW as to where they stand with respect to such
nersonal atiributes as abilities and opinions., Central to TFestinger's line of
reasoning are three asswmticus: (1) People seel to satisfy thelr need for
self-evalugtion by commaring themselves witlh other people {when direct
physical standerds for comperison are absent or meagre). (2) Such social
comparison can be perceived as an accurate and stable self-evaluation when
people compare themselves with similar others with resnect to attribuies in
guesiion, (3) ‘herefore, people Will seek out others whe are similar to
themselvess try to change others in order 0 make them similaxr ©o themselves;
or change theiwselves to be closer to others (in terms of the attribute being
evaluzied) who are nerceived as similar along salient dimensions., To this
wgy be added the cxtension: the drive for seli-evaluation is an increasing
funetion of the degree of uncertainty concerning the particular aspect of
the self being evaluated and this drive can be reduced by the acquisition
of relevant information rezarding the attribute (Gerard, 1963). As mentioned
above, under certain conditions social comparison becomes the primary means
by which relevant information is acguired, Thus, What people really Wwant is

is not merely lmowledge but certainty., 2he individual while comparing the
18 not merely knowleage but GerLtaliivy. : 3
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level of his attribute with others takes intraindividual variability into

account. The basic theoretical stateuent therefore iss: (1) ;-_ej__;a‘,j;_:j.lr_g

uncertainty is_ihe prime mover in social comparison; (2) veriability

comparison takes precedence over level comparisons (3) f£inally, there exists

a rouch isomorphism betwWeen the concents of wncerteinty and attribution

.- A T e e i e e

instability when applied to self-eveluation, ‘he last point needs explana~

tion,

Social Comparison: An AUOVA Cubg AnalySis. According to Kelley (1967),

the individual validates his inferences corresponding 10 a particular
attribute by the application of four criterias (1) @istinctiveness of %he
entity, (2) consistency of his resctions over time, (5) modality, and

(4) consensus., ~elley assumes that both tne person's owWwn direct evidence

of consistency and the evidence supplied througn socizl consensus contribute
to the stability of his own reactions., ihe greater the consistency, the more
stable his atiribution. IP, however, the person’s ovWn consistency evidence
is meagre and unreliable, ise,, his voodiability in regetion is high, he will
be rendercd uncerdein as to the validity of his own reactions, In order to
reduce the discomfort associated with uncertainity, he will be receptive to
relevant information through social consensSus. Social comparison may be
viewed as one of the processes wherehy information from others is used

in order to make stable attribution. Lhe process is set into motion when
the information the person has from his own direct interaction with the

world (inner or outer) is poor and ambiguous.



10

Misra

Operationally, the greater the variability of an attribute, the greater
the attribution instability., In the casec of an ability, the performsnce of g
relevant person may be utilized as comparison information., In the event of a
sh;:p discrepancy between the person's nerformance and the performance of
others; he will be moxe susceplible to influence, since his self-atiribution
is likely %o be unstadble. e will tend to exhibit a lack of confidence in his
ability and/or longer latency of response, 1% is glso expected that he would
show inecreased dependence waon the others for comparison informetion, This
is likely to manifest both in a sendency to affiliate and to conform to
Judgmenis of others that are hased upon the ability in quesiion, In g self-
evaluation context, it is assumed that both tendencies to conform and affiliate
are based on generslized cXpectation of the positivelyv and negatively re—
inforeing quality of interpersonal relationghins and have similar reinforcing
propertices for the individual Where uncertainty reduction (or the reduction
of atéribution instabilily) is the issue. It was, therefore, decided %o use
both of these deuendent measures in order to triangulate betiter on the

following hypothesized eflects of atiribubion instability.

Hypothesis 1. Given a situsiion in wiich a pérson fincs his performance

discrepant from that of a comparison group, the tendency tovard social

comparison will be greater the more varisble his ovn vexrformance on the task,

Thus, with ability lével held constant, greater variability in verformsnce

Will lead to 3 (a) lovered subjective confidence in own Judgments: (b) in=-

creased latency in judgmental resnonses; (c) greater conformity to sroup

norms: (d) incregsed tendoncy toward affiliation,
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Hypotnesis 2, ‘Whe effect of level of ability on tendencies toward

social commarison as wanifested in conformity and affiliation will be more

pronounced when the person's ability is of g medium level, less so when tiae

abililty level is either high or low,

Design, Thirteen college women were randomly assigned to each of the
six cells of a 2 x 3 factorial design, Three azbility levels were induced
and counterbalanced against two variability levels, The itwo main dependent

variebles were (a) conformity and (b) affiliation.

Procedure, The experiment Was run under the guise of "a study of
informetion nrocessing ability”., Subjects (UCLA students) run in grouns of
four were given an elaborate explanation of the imporiance of inrormation
processing ability, with quotations atiributed to the Presidentisl Address

of the Americaen Association of Scicntisis.

Hlaving established the ability-evaluation context, self-attributed
level and verizbilily were manipulatec by having the subjects first complete
a judgmental task over a series of 18 trials and providing each person
scores on eacil trial as Well as tie mean score., In tids manner, each
subject's ability was rated "excelleni", "average" or "very poor’ depending
on her ability ireatment and the variability in her performance was rated
being "extremely consistent” or "exiremely inconsistent” depending oa the
variability treatment vo which she Was assigneds High variability in
ability meant a bogus score distribution that was nlzgtoluriic (varienece = 5.08).
Low variability in ability meant a score distribution that was leptolurtic

(variance = O, 36).
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Having manipulated the level and veriability in attributed ability,
the first set of denendent variables (conformity, subjective confidence,
and latency of response) vas measured in an Asch—iype situaiion, In order
to do so, & highly scphisticated electronic device with electroanic stooges

were used, 'Tois has been described in detail elsewhere (tiisra, 1973).

[

Affiliation, the second maia dependent variable Was measured by tae
subject's decision to particivate in a future groun discussion. The
osterisible purpose Was o "generate some original ideas that could be »nut

to use in teaching methods for both Head Start and deprived children, "

Resultis

fable 1 summarizes mean subjeciive confidence, latency, conformity,

and affiligtion tendencies for sixt experimental grouns.

- : s s . - b : c
Table 1, liean sudbjective confldencesa latency of response, conformity,

P . . a
end affiliation Gtendencies,

Varisbilivy Level of ability abtributed to self

Neasures in abtributed e S i i e
abilivy Lo Hedium High

Confidence Low TTedT 8158 90,72
High TTe25 T4e13 72,03

Latency Low 32,%% 37,47 51,28
: High 5%, 60 40,19 56.93

Conformity . Low 3,77 A 46 4,07
High 6.38 6e 45 5¢ 46

LAffilizstion Low 1,62 2,08 $e23
High 24 62 2,92 2,62

8 cores ranged from "O—-least coufident to "100--most confident.”
bThe wnit of measurenent Was xilliseccond.

c . . c L . P
Tumber of times the subject conformed ©o incorrect group norm 1 the 17
critical trials,

dHigher scores indicate greater interest in joining thie discussion groupn.
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Anglysis of variance performed on these data supporied the major
nypothesis that varigbility within ons's oWn level of anility is an
important deterninant of conformivye. The varispility effect is more
pronounced in the conformity and confidence data and less so in the laiency
data. ‘The date did not beax out tne predicied higher degrec of conformity
in the medium level conditions as compared with the high and the low levels,
It gppears that reference group influence becomes eifective only when the

introindividual varisbility is low,

A significent Verigpility & Level inieraotion in tne affiliation data
showed that affiliation tendencies decressed for low variability conditions
only as the level of abtribubed ability decroaset. The maxXimum tendency
1o affiliate was shovn by subjects in ‘e high ability—low varishility
(i.o.g consistently*excellent) condition, Does tiis mean that we affiliate

with others who could provide us with self-enhencement?

Imolications. BEvidently, my experiment did not consider tihie larger

social context in waich “he social comparison DrOCEsS operates. 1L conducted
this experiment in a hardcore experimental social depariment addressing
nyself to theoretical issucs ond "similar others"i However, the experiment
did succeed to some extent in specifying some of the conditions under which
persons are more 1ikely to choose similar others as referents and be
influenced by theme Are these condicions not fairly common in everyday

life?
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The Meaning of [lrust in Prisoner!'s [ilemna (isre & Xalro, 1979)

Jon=zero sum games, particularly tie Prisoner's Dileima, have spurred
hundreds of experiments in ithe past tWo decadcs, A criticism often levelled
against them is that conclusions dravn from research with PDG camnot be
generalized to conflicis end. cooperations in real 1ife settings, However,
it is recogaized that the FD game simulates the very important class of
socigl ilutersciion sewiting, which is relatively free from situational
constraints of social rolcs and structure. It is, therefore, rich in person
information and the response sirategies of subjects in this game reflect e
orientations they wond to adont in a wide variety of their social relation—
ships. Taus, ©o put the wolnt rather stronglys toe litile transactlions
we engage in this interpersoﬁal geme have important and far reaching
implications for the Way We relate to others end share with them,
Specifically, it is assumed thet by studying behaviour in PDG, we learn
sometning about how onc nerson's perceptions about another determine hiis owWn
sirategics to respond elvher cooneraiively or competitively. It is assumed
that the readexr is familiex with the structure of D& in which both players
have a simtliancous and independent choice between a " cooperative’ and
“nop~cooperative” alternative. Lhe crucial feature of such a game is that
one nlayer can gain the most by choosing to be non—cooperative When e
other chooses to be cooperaiive; ie 1pses wost when thne reverse is true,

However, for each player, muwtual cooperation is a better strategy than
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mutual non—cooperasiion. Silnce a true PD game is a one—play gamne without

repetvition, a slayer's strategy reflec Ls his “rust in tiie other nlayer.

Deutscn (1960) appears to be e first socigl wsychologist to recoiNine
the appealing relevence and implications of this game for svudying cooperationT
competition and athribution of Wrust in social situations. Figure 1 Dresents

vhe matrix exemplifying Deutsch's classical version of tie PG,

Meoure 1
Player TI
A 3
! +9 +10
X i
+3 =10
Player 1
+10
:IZ, A
i +10
!

dotes Player I cooses between rows % and ¥, Player IT chooses between

columns A and B, ‘he lower lefi values in each cell are for Player I

and the upper right values in cacit cell are for Flayer 1L
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The exwmeriment (iisra & Kalro, 1979} described. belov dezlt Wwitn the
relationship between behgviour of subjects in FD to their oervcentions of
and veliefs about the "oiner player'., It is a Iypotheticordeductive
experiment and a cross—eulbural one at the same time, Ihe impetus for this
exaeriment stemmed from ceriain empirical generalizations drawn from

Lelley & Stanelski (1970) concerning the basis of cooperators' and

commetitors! beliefs about others,

Based on evidence derived from the extensive literature employing mixed-
motive games, Kelley and Stzhelsid (1970) have drawn the following empirical
generalizetionss Basically, there are twe stable Types of individuals which
may be approximately described as cooperative and cometitive; these two
sypes have different views of whet other people are like with respect ©o
this typologys tle different views are indirectly caused by their nersonal—
ities. Further, Kelley and Stahelski have snown thab individuals with
cometitive orientations o social relationsiinps bhelieve the world to be
composed homo,eneously of compebitive individuals, By rcontrast, those wita
cooperstive orientation construe the World to be more heterogeneously
comyosed of both competicive and cooperative peovle, the first purpose of
our study was Lo test the cross—cultural renerality of the heterogenelty
of expectations by cooperators and homogeneltiy of éxpectations by competi-—
tors about others, by using the familiar one—trisl alternasing olay

procedure with PDG (Dewtsch, 1960).

Kelley and Stahelski have represented the relationshin between a

person's oWn orientation in the game and his expectations about the other's
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orientation by a trianguler ploi (see Figure 2) termed the triangle hypotiesis,
The extent to which. date conform to © e trieangle pabiern is given by the
triangularity index (2}), which can be computed by the following formulasl

UL = (p-¢) - {A ~-B 1, where A, 3, Q_aﬁd D refer to the percentage of
subjects falling into various cells in terms of their own behavioutd vis—a~vis

their expectations of the typical "other player! (see Figure 3).
Figure 2

‘The riangle Hypothesis

Expectation as to Others! Orientations

drusting Suspicious
(Cooperative) (Competitive)
Prusting X A X P4 X
Ovm z X X X
Orientation X A X
Suspicious X L
X
i
Figure 2
Expected typical
Cooperative Competitive
Cooperative A B
Self
Competitive c D

The velues of &4, B, C and D are in percentages.
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e index becomes larger the more D ecxceeds C and becomes smaller
as there is any difference in either circction between 4 and B, “he index
is positive for a itriangular patiern oriented in the eamected direction,
A perfect triangular pattern of the type expected would yield a TI of 100
(é_z B =500 and 2 = 100}, However, the triangularitvy indices computed
for several Western studies reported by Xelley and Stahelsii ranged from

28 to 7.

The 4riangle hypothesis is valid to the extent That the expectations
of cooperstive subjects are evenly distributed across the ton row and the
expectations of competiiive subjects pile up at the extreme right side of
the bottom row, The implication of the triangle hypotaesis is that wiile
trusting Ss will exnect the other o be either trustworthy or witrustworthy,
most of the suspicious Ss will expect the other to be untrustworthy, Thus,

our first hypothesis was;

Hypothesis 1, With respecit to the relationshin between a player's own

choice and his expectation of ihe other's move, the exnectations of trusting

(cooperative) Ss aboub the "typical other" will be substantially more evenly

distributed across the top row as compared with the eipectations of the

suspicious (competitive) Ss, yielding a highly positive triangularity indeX.

‘"he second purpose of the study was o explore whether cooperators
and competitors attach qualitatively different meanings to the behaviour
of the other player, It was assumed that cooperators and competitors would

differ with respect to their definitions of the same objective situation
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(in this case, a nonzero-sui situation). Consequently, there will be
differences between the two types in perceiving and evaluating the "other

player" (in this case the cooperator) in the situation,

Particularly, we expected to find systematic differences between
trusting and trusitwortly subjects (cooperative cheoices at both first and
second position play) on the one hand and suspicious and unbrustwortiy
subjects (competitive choices at bot positions) on the other in terms of
their connotative meanings of coonerative behaviour. These differential
indices might be sensitive to their different beliefs about others, as

suggested by the triangle hypothesis, .

Kelley et al (1970), in a trensnational study of bargaining, found
remarkable site differences with respect to the meanings given to the
dimensions of cooperation versus competition which influenced negotiation
outcomes and subseguent interactions., As measured by Semantic Difierentials,
at some sites this cooperation—competition diménsion was given an "evaluative"
meaning (B), i.e. good versus bad; at other sites it Was given a "dynemism'

peaning (D), i.e. Weak and passive versus strong and active.

It is apparent from the structure of the game used in our experiment
that a trusting and trusiworthy subject is concerned about joint welfare
and is essentially egalitarian in orieatation., This could lead him to trealb
the nonzero—sum game as$ a setting to demonstrate his basic honesiy and
fair-nmindedness. Perhaps based on this premise, his move on the first trial

is a trusting one. On the second trial, those wio follow tnis by a btrustworthy
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move in response to the other player's trusting move do so presumably because
they feel it is wrong not to return Tue trust placed in thems Conseguently,
their assessment of the other person is more likely %o be in evaluative terms
such as moral, honcst, peaccful, etc. This is also consistent Wwith their
ovinion of themselves. Conversely, the playex Wnosc first move is suspicious
treats the nonzero—sum Same setiing as a zZero—sum game in which e can
demonstrate his superiority and one-upmansiiip by meximising his individual
gain, On account of his egoistic and rivalrous orientation, his second

move in response o tie other player's trusting move is untrustworiiy,
because this maximises T difference between lus pay—off and the ouer
playcr's pay—off to nis own advantagc. Accordingly, he percelves the othel
vlayer s a Weakling ané o coward: chiclen for nis plucking. Thus it Was

hypothesized.

Hypothesis 2, S8 Who moke trusting and trusiwortiy choices will rate

the other trusting player high on the Bvaluative (E) and low on the

Dynamism (D) dimension as measured by Semantic Differentials. The reverse

trend in retings of tic cooperator Will be obitained for suspicious and

unbrus tworthy (Compe"ti'tive) BS.

Method

The subjccts were 249 male posigraduate atudents of Management at the
Indian Institute of Hanegement, Ahmedabad, Bach S pariicipated in a WWWo~
Person, NonzZero~sum PD gaume in which tne amount of gains or losses incurred

by each player in torms of imaginary money WaS a funciion of his move and
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that of the "other” player who, in fact, was fictiongl. Thc pay—off mairix
was identical %o the one reporied by deulsch (1960) excent that the nay—offs

were in rupees instead oi dollars.

The Bs participated in Wo trials, On the first, ecach S made his
choice afier first indicating what he expecited the other player to choosc,
On the second trial, cach S, nresumably playing with a differcnt person
from the first, was asked to indicate what he thought the other person
exnected him to choose. At this poini, cach S was provided with_the chwice
presumably made by the obimr nerson (this always being the trusting or
coaoperative choice) in a similar geme conducted earlicr cn a sample of

sinilar graduste students and was asked to make his own choice,

Posbuame atiitude measures, AfSer cach 5 finally made hds move, he

was asked to gucss whether tue other person was a male or a female,
following which he answercd the "first impression’' questionnairc which
consisted of seven adjective pairs on bipolar scales {the scmantic
differential). «<he connotative meanings of three pailrs (dishonest—honest,
hostile—peaceful, ond immoral-moral) were Evalustive and the remaining four
(passive"actiVG, weak-strong, cowardli-brave, ahd foolish—Wwisc) represented
the Dynamism factor, The positive pole of the Bvaluative factor was
represented by honest, peaceful ond moral end that of the Dynamism factor
by active, strong, brzve and wise. BScores on the three evaluative pairs
were summed up to form an index of ovaluative definivion (E) attributed

to trust (coogeration) and comnosite scores on the four dynamism adjective

pairs yielded the dynsmism definition (D) of trust.
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The date concerning the relationship between cholces in the tvo
positions siowed that Ss Who made ohe “trusting” cholce in the first
position tended Lo be " ppustwortiy”® in their second position cholces
on the other hand,Ss who were "suspicious” to begin with tended 1o be

Hyncrustworthy” when they playcd the second time (X2 = 26.5 p < »001).

Inferring sex of she other player. ‘fost provocative here was the
result that waile 36 out of 70 510) "trusting' Bg thought that the other
/ gty
- . ! v - e s .
player Wes a female, 145 out of 177 (81%) "suspicious” Ss indicsted that .

the other nlayer was a femalc.

The Trianglc Bffcct, Hypothesis 1 predicied thet with respect to
relationship bebveen a ployer's oin cholce and his expectation of the

other's move, the uxpectabions of Tgpusting Ss about "typical other' would
be more evenly distribuled across the top TOW a8 compared with the expecta-
]

cions of the "suspicious" Ss. The 27 obbained for our data Was as high as

54.

Prast and the comaotetive meaning of cooperations The daba did clearly

beé:r out this prcdiction and the reverse trend Was obtained ia ratings
of the other player by the "suspicious” and "untrus tvorthy” Ss.  The
difference vas statistically significent (F = 11,48, &f = 5,245, p.< 0003

F= 24,12, 4f = 3,245; 2 < . 001 rcspeo’cively).
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Tople 2
HMeang and Standard Deviations of Responscs to
legsures of Heaning of Prust/Cooperation
Bvaluative Dynamism
M 5D il SD

Prus ting/ Trus twor by 18,53 2,62 19, & 4T
Teusting/Untrus twortiy 14,86 2,82 16423 4458
Suspiciovs/Trustworshy 16,93 2,15 16, 61 5. 07
Sugpicious/Untrus tworsly 15,62 5,28 12445 526
¥ 11, 48% 24,10%

*3f = 5,245 p, < 001

Discugsion and. immlications,

- .

support for tine trizngle hypothesie

and hypothesis pertaining o the

e results of our study provided clear

connobtative meaning cof trus 4 attributed by the trusting and trustwortly

subjects on tne onc hand and the suspicious

on the other.

Comparing the capectations of Trusting

~ respect to the tyopicel other in the first

and untrustworthy subjects

206 suspicious subjects witl

nosition play, it was clear that

the suspicious subjecis indeed showed a tendency o be blind towards the
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truc variability end uniqueness of people and things. ihey preferred to
categorize things as poler opposites: you vs, me; union vs, managements
we vs, they. The trusting subjects, on the owher hand, tend to reflect
greater heterogeneity in outlook With resmeet 0 their exnectations about

others,

Secondly, our results clearly showed that in the estimation of the
trusting and trustwortly subjcects, the "trusting other" was one whio vas
described as honcst, ncaccful and moral, In convrast, for the suspicious
and wnirustvorthy subjects, the "trusting other" -ras nassive, Weak,
covardly, and foolish, It is, thorefore, not surnrising thet 81 of the

R |

suspicious subjects considered the fictionsl other person in the game a8
a female, It is ontircly consistent with their traditional role cxpecta—

tion for femalces to be passive, Weak, and dependent,

Fh

Our subjeets being traincd to become professional managers, 4o perform
key roles and occupy, in yood time, policy-making positiocns in commetitive
organizational scittings, hat abttitudes and feclings arc our competitive
subjects likely to harbour toward sz woman in cxecutive position whosc formal
role may fequirc her ©o be asscriive and direciive, Widceh is difforent from
what our subjecis cxpect her to be? How are these people likely to
pereeive the union point of view across the nogotiation table? 'fhe detri~
mental consequences of having managers performing certain categories of
functions, such as, persomnel and industrial relations, whose beliefs about

people are like those of our compotitors' are oo obvious to claborate

further,
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BXPERTMENT IIT

Organizational Cheicc: Dissonance Reduction and Self-Percention
-Gﬂi%;; & Kalro, 1972) - o

This study dealt with attitude of members toward an organization
induced by their very act of choice for its membersiin, The study consisted
of tWo separatc cxporiments. The firs% exPcrimcnt_tested predictions from
dissonance tacory (Festinger, 1957) and the sceond experiment tested thc
sclf-perception theory (Bom, 1967). Incorporatcd within the study was a
hypothesis relating to the two-facior tneoxy of job satisfaction (Herzberg,

Mausner, znd Snydermen, 1959).

Rationale, According to dissonance theory, vhen an individuel decides
by choice to transact with onc objuct ox situation and wo forgo the other
alternatives That may be availabdle, he must begln o come to terms with his
ach or to reduce his dissonance, In so doing, he vicws tiw: choscn alter—
natives more positively then before and the unchoscen alternatives more
negasively than before, Dissonance i.creascs a8 the importance of the
decision, the number of cognitions involved, and the proximity of pre—
deeisional éifferences among the attractivencss of alternatives increasc.

Thus, our first lypothesis was:

After a choice is made between two "equally attractive” altcrnative

orgaizations, the atiractivencss of tue choscen organization Will incrcase

and the attractivencss of the unchoscn orgonization Wwill decreasec,
[l
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Sceondly, Herzberg ¢t gl talk about mgﬁiyationq;‘(adVancemont,
autonomy, presiige, cte.) and hygienc (salary, sceurity, cte.) job factors
as primary detcrminants of job §g§g§§§£§;9p;and dissatisfaction, ruspeetivelys
Thus, they arguc that these tWo seis of factors caber Lo the different neceds
of %he coployces. We rcasoned thei while it way be vegsonable to maintain
the broad distinction between the bwo scts of factors (motivators and
nysienes) cstoring to the different necds of the employces, it may be uscful
o wmdersiand the dircction end cxitent of changes in the gttitudes of the
individugl tovard these factors induccd by thw very ect of choice of one
organization as over somc others. In oblr vords, tic instrumentality of
choseil aind unchoscn jobs may underge changes, so that the cognitive repre—=
sentations of outcomes on the job are in liuc with thaeir subjective cipecte~
tions of oubcomos. thorcfore, bascd on the premise of e two—factor theory
of job satisfaciion, it may be nosgible to predict nostdecisional clianges

R §

in job goals in accord with dissonsucs wWleOry.

The individual as a postdccisionsl mancuver, will toend o play up the
desirability of the motivators (satisficrs) of the chosen job in order to
commensate for the dissatisfaction arising from the sbsonce of adoguatc
hyglenes (dissatisfiers). Furthor componsation may take placc by playing up
the undesirability of the hygienic factors of ¥ wnchosen job, ihe
cxpected directions of chenges in the instrancitality of the two scis of

job fectors, as a conscguunce of organizational choice, Were hypotiwsized

as follovwg:

After a choice is made bobween two equally atiractive alicrnative

organizations, (a) the nositive change in he cberachiveness of the motivators
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associated with the chosen organization will be grepgber than the corres—
ponding changc in the atbractivencss of the hyglenes associzted with the
chosen organization, and (b) the negative change in the attractiveness of
the hyglenes associated with the unchoscen organization Wwill be greatver than
the corrcesponding change in the attractiveness of e notivators associatbed

with the unchoscn organizabion.

Design, Two replistic job descriptions were constructed each featuring
12 job factors (goals) in such o menncr as ©o include six motivators and siX
hygiencs, Thaese job factors were dificrentially manipulated soO that subjects
(MBA students in the fingl yeer Who werc in the job merket) pereeived
significent diffcercnces in their conceontions of the oxtent o which cach
job satisficd each of 4hc 12 job goels; and did not porcclve any significant
difference in overall atiractivencss of the two jobs., This menipulation was

effective,.

Procedurc., The exocrinent was rua in two scssions. Scssion II Wwes

1.7,

tvio wocks later than Scssion I, In the first scssion wmder the guice of a
job-anglysis study subjects ratcd the two junior executive job announce=

mens from the point of view of their own Carecy goels, In the second

scssion, They wore ©o Lorminate thoir job-scarch by scleecting onc of thelile

Having porformed tinls oxperience, a second expoeriment was conducted
on & differcnt samplc of similer students as an "interpersonal replication”
a la 3dom (1967). Iho derivation from Bem's sclf~-percention model testod

yias: observer subjoects sheuld be able ©o discriminate the circumstances



controlling éhe behaviour of involved subjects in "resl" dissonance experi~
ments znd to estimete acourstely the atiitude of imvolved subjoets at the

end of the amperimentel vrocedure,

Lesults, Tablos 3 and 4 give results of the dissonance experiment and

P

Table 5 ¢ives tie rosulis o the irtexpersonal reylication'.

Table 3

Mean Atiractiveness Ratings for Chosen and Unchosen Organizations

Before and After Choice®

Crganization ‘ B,S +Ore Aﬁmc?r Changze tb
Cholce Cholce -

e memm [ SRS SRR TSRS SP NP

Accented 3 7455 8.0% + 59 1,39%

Rejectod | 732 Gy 32 | -1, 00 : 5 0%

1 :
e b i W A s e A W AW AT b - = Rl b R e e e s S ;_-__L‘_.--. - ———— .,.L,-
B = 24, *n <, 10

b . s
211 significance levels erc bascd

on ong—tall.el tesis, 3y <, 001

Mozn Postdecisioant Changes in the Instrumentality of Iovivational end

Hyzienic Tectors for Chosen and Unchoscon Organi zations

s A mm avems e e R4 s e N o 4R e S e s A T e ——— R R a s L N,

. . , b
Mean changes in factors Liffercnce t

LTI Yo el e e

Crgaxdzation
lotivators i HyiAenics

. o 4 ———— b e e e b b b e o] A i ks e it 8 ke A =]

U S

Choseon Ty 29 % - .62 | 5.91 24 39%
Unchoscn F -2.44 ] -2,.12 f ~e 52 .20
OIS SN FUNUUUN FUSOUR S
%4 = 34, a1l significance level arc based

b

Refers to mean cllanse in metivoiors—
rean change in nyplencs, *p L .01,

ol one~tailed Yests,
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Tablc

B et

tean Displaccment in Abtractiveness Ratings from Control Group Heans

- . s .l a S - )
for Chosen and Unchosen Orponizctions in Sach Condidlon

T LT s
Chosen ’ [ Unchosen !
e e e N T .
tion Control | Displace— - l Control Dis;pla,ce“!
‘ _L ment \ f ment J
e . PR RF R U AP ,‘ e mE s .—-...-.-..-_T..‘..-_‘.;». ...... ‘......T G e kA 1. b ]
HEPL 7025 | #4145 | 3.81%% 1 7,25 - 46 1.14%
! 5 * |
1EC 17.00 | #1381 330 | .00 1 =19 | .53
s‘ g ? { | |

W =16 in the control and 28 in each ciperimentsl conditicns, Scores range

from 1 to 11, vhore higher numboer indicates grester atiractiveness; positive
and negative displacencnts indicate increased and decreased aviraciiveness,

respeciively.

b s e _ - R .

ALl significancce lovels are bascd on one—tailed tests,

*p 10

ey L 001

EXPERIIEIRY TV

Brand Awarencss (tiisra & Join, 1971

Choosing a Hame and Proeparing .aé;lo%eglﬁor. Tour rroducy for Increasing

This experiment addressed itsell to thic guestions: (1) In order to
create better brand avareness, how should the advertiser go about choosing
2 brand name and a slozan? (2) Are therc differences in naming different

types of products so far as brand awarencss is concerned?



Our vork primarily dped yoon tWo sources: Hanundo (1968) =nd postviar
experinents in mass communication at fele (Hloviend, Lwssdain, & Sheffield,

1949).

We srpued thab brond aarcness is esscntially teerning of brand-—product
association. AmMONg ulbi-brand products, the successful ones arc those
which have great awareness among CONSUMCTS, Indeed, the near cmipresencs
of certain brands of consumer products has lcd o cffective moncpoly and

redueed the concedt of "porfuct competivion” o the svatus of & mybtle

Various factors scemed affcct the leaxrning of prand-product association.
Tor the purposc of fhis cxneriment We chosc threcs First, aovropriate brand
names are likely to be morce pmeaningful to Tho CONSUMCTS, [CNCe, casicr to
loarn and rccalls This is the woll tested and wime honoured nrineiple of
learning. Sceond, e strength of prand-nroduct association might be
differcentially influcnced by e nature of product. Beeauss, advertisements
of reletively high sriced and infrequently purchased consumey dursbles
(ghgpp;gg;g99g§; redio, Crockerys ote. ) would b 10T galicnt and immorbaint
than the advertiscments of 1low pricods froquently purchascd convenience
ggggg_(e.g. soap, Lelcum POVACT cboe ). Lhird, WC cxamined the go—called
Qg}gapQ;ggjgggﬁeffocts‘of wio types of slogans, unquelified Ve qualified,
on brand aWarcncsSs. T attitude changc 1iterature, one fOTmMEr refors to
one—sided communication and the latter to two—sided comaunications
Simmly put, an unqualificd perstasive commmication containcd grgumcnts

that only favoured its conclusion, whercas a qualificd communication added
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some secondary gqualifications ana rescrvations cgeinst the mein argumente.

Yo lypothesized that nroducts goscrivad by ungualificd slogens would shoVw
greaver brand awercness iamediately aftcr tholr cxposure ab compared to
products acseribed by qualificd sloganS. Howover, the ne® impact of ®hc

wwo types of slogans might be b samc after a delayed bimc interval of

appreciable loengehe

In sum, The cxporinent cxamined the ciffect ols (a) Fitting vs. noo~
fooing brand aames, (b) shopping vVe. convenicnce goods, and (¢) gualified

vs, ungualificd slogans On immediate brand aWarcness and its persistence

over timo,

HypotheScs,. (1) Titting brand namss wWould produce greater brand
avfarencss than noniiteing brond Names; (2) hrend adarcness would be
syperior for snopping goods L.on for convenience goods; ané (3) en un~
gqualificd slogan auseribing e particular procuct would show bevier brand
aVarcness T & cuclificd slogan deseribing the sanc nroducty although
the supcriorivy of wngualificd glogans Vith rogpect to brand recall would

tend bo dissipate over tinc,

Design and Proccdurcs Soventytwo mele 9s Were run in a factorial
cxpeximent tosbting the above ympotheses. Construction of brand names,
slogens and choice of precucts Were donce by following an claboratc
procedure with a varicty of oporational cpiteria. This has been described

in detail clsewhore (iisra & Jain, 1971).
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Results, ‘Wable 5

58, gives the resulits of the oxperdment in a nutshell,
It can be sc. 1 thet the resulbes coaflwm hypotiwses 1 wd 2 and fail ©o

supnort hynothesis 3.

Table 6

Analysis of Varianee of Recall Scoroes

A L ot

Source of varigtion at [ 18 r

& e —— . e o ke

Fittingness (1)
Tyve of Slogan (R)
Mme (1)

F
Pxld

QT

=]

x @ x®
Vithin cell {error)
Total

—— AL s v s e o mas s

®y £ ,10

% L, 001

hat Makes

204

2.5

|
e . o A e W & -.-_.._%..-.
|
{
|

i
i
i

EXPIRTIEHND V

340, 01
55,05
156

18.37

oo affcebive Salesman? (Rao @ Misra, 1976)

Salesmon by and large have o negative public image.

m e e manw cnar——.——— b

51, 69
5. 26%
15
RN
.09
.12

57

Storeotype views

sbout thom such as glib—tongued, deceitful, lying, cbc, arc Videspread.
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Wevertncless, offective salesmen are of onormous valuc to any organization.

Moy decision nelkcrs in coumercial orgenizations tend to believe thnat
a good salesmail st be of o "certeln froc” thereby tpplying thet individual
differentcs variables underlic the succcss of a galesman, The emphasis here
is on What salcesmen alts e Teasoncd, anovher profitable approach might be
to cxemine what salusmen do i‘gﬁ.h@:: whan what oy 2XCs. In order to do S0,
cur sbsention had o be focussed not 0a particuler poecple as wiigque indivi—
duals with idicsyncraiic cheracteristics, bub on the porticular proceSe of
interest (in this casc, Whe natierns of interaction between tne salesman

and the by 1.1) .

To st somc of our ideos in this regard, Wo designed an cxploratory,

cxperiment in the folloving mannct.

Our linc of rcasoning WaS, in any sales situation primerily two portics
ave involveds the salosperson end B customer. The salesperson gencrally
tries to infli.nce the cugbomer's ottt sude towards his product and presunably
his choice behaviour Tnrough various Ways and means. shis mey be called his
sales style. e thoug® of four diffcrcubt salcs styless p;giu‘wgﬁ}l:_@;
style whorein he cmphasizes tac supcriority of his producy OVCT otherss;

CONMaLy centred style whorein his compan;y‘s pepe wid famc (lmgc) is the

unique selling proposition; pggﬁga_%;ﬁ;‘_‘q’(g}j_j;‘c‘d._ style where ¢ attoupts o
influcnce the porspective custoner by hightighting the bencfits the laticr
might derive by acguiring he products _sgglf-contrg_c‘_i_ style whercin the
salesperson crphasizes hov many of the siven product has peen sold by hin

and hov well hc Wes received by OvhiiTS.
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Against thesc four sales styles we introduced four lovels of consuel

nceds such as, sirong nced, perginal scd, 1o need, and. negative necds

Thus. the cxperiment was designed o oxanine the welabtive impact of four
9 " & &

gifferent sales styles on four categorics of consumcrs with varying neccd

strengins for the product,

Desigm, A salesporson—custoncr interaciion cxercise developed caxlicr
was uscd in this cxperiment., It was adninictercd on two diffcrent sampless:
student and actual saluspursonncl, Ia cach sample the salesperson~custoner
roles weore playcd in varce grouns. Eech group hed 12 nemberss four pleying
e four diffcrent salusporson role, anothexr four playing tnc rolus of
four categorics of customers, and the renadn four vere obscuvers (one
observer pé} dyad of salcsPQrson“customor). Baclh szlosperson had o
intoract with cach of the four catogorics of customners, oac after the other,
for z duration of 10 minutcs, Thus, therce werce 146 intcraction patterns
in cach group. bLach salospurson Was 4o scll a radio manufazcturcd by a

fictitious covpany to the customers.

Progedurc, Salesporsons and custoners were given thorougih rolc
briefings verbally as Well as in writing before the cxperiment began.
411 through the cxercisv, neither the customer nor the salesperson know

about cach other's oricntation.

Mhe cbscrvers Viere traincd to judge whether the dyads playcd their

respoctive roles satisfactorily. The moin dependent variables wore:

(1) customer tendencics o buy the radio, and (2) liking for the salusplrson,
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Resulis, Dato from the student sample and the actual salcesperson
sample Were siailer and thorefore were combined for analysds nurposcs.
Results showed that producit—centred salespersons nade a more positive
impact on consumers folloved by the customer—centred and the company-
centred salespersons,  Sclf-centred salespersons nade a relatively low
impact, Furthcrmorc, product—controed salesnorsons mads a greater impact on
lov necd custoncrs whilg corpaiy—centred galespersons nade a greater impact
on low nced customers while commany-cointred sslespersons made a greater
impact on high—mneud customers. Customer—centred salcspersons showed more
consistency in the immact they made than the other three Gypes of sales—
pcrsons, indicating thet they arce likely te he consistently ceffceiive

irrespective of the nced patterns or customers.

Tmplications for ligrlketing. whis cxperiment deal® with onc product

oy, viZ., the redio. Also it was conducted under controllud conditions,
It is agreed that the type of the product, the levels of prior contact
betvcen the buying and sclling ostoblishments, prior c¥rn.ricnce of uhe
clicnt with tuc brand, product, ond compeny, company irnagcs CtC., ax
significent in influcneing the cliont and debermining the oubtcome of dhag
transaction. The authors found this cxercisc pedagogically uscful for
troining szlospersonse  Now variables like thosc suggested above could be
inCOrporated,whilo.using this cxercise as o training device, Clearcr
conclusions can be drawn when results of the diffcrential effects of sales
styles arc availeblc under a varicty of sclling situations and merket

conditions,
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In sunm, the results suggest that no single strategy of influcncing b
customer is wdfeormly clfcctive. Diierent types of curiomers arc recep bl
to Giffercnt sales styles although custoncr—centrodness is gencrally horm=
less, The success of a salespirson 1ivs in his skill in making a correct
diagnosis of clicnt-orivntations ond then using rusponsive sales stylcs.

A combination of sales stylus may Pe more olfective than mutually exclusive
styles like those srogsented in this cxorcisc, Resulis of experiacnts of
this kind arc likely to provide tseful clucs for merketing, advertising,

and salos strategics.
CONCLUSION

Out of %ic five cxpurimonts described in this paper, the first two
deelt primarily with concepbuanlk issuus. Direet anplicability of wesults
was of sccondexy importonce, It is rcalized that lcaps hoetvicen the
hmmgmr-mMngrwﬁxmﬂdam;dﬂ@%lﬂwugmdtmmauwx But the
centrel contentions of vorious thoorics hold and alert us to took for
clearer stabtcuents and propositions wderlying behaviour.  In the romaining
three oxperinenss, uscrs of wovledge, in addition to oux profcssional
collcagues, werce kept in mind. Ihesc oxnorinents may bo cveluated with

respeet to thelr perccived functionality.

In general, ny exnerinuntal worlk conforms to the sot pattorn of the
hypothetico—deductive aporosch slavisidy followed by psychologists. Thoe

fifth cxperiment vas an cxceptioi. But, would the Journal of Applicd

Psychology have acconted 137 hat might be considored a contribution
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in the wider comboxt is not necesserily cge—ecnhancing from the noint of

view of my proicssion, However, rigoo.us rescercn is not onough,
H

TFinally, althoush cxperimcntal social psychology is wesponsible for
nany ccelebrated insights into the comploexitics of human behaviour, I cannot
help fecling that many social psychologists assunc, they éro supcrior to
the subjects they study. This is apparont in the social psyciiclogy voca~
bulery. d¢ "meaipulabe’ and then check ou its "offectiveness"y we reeruit
"subjeets" end "run” thomg wo first "dcccive! and "debricf! them cbout the
truc nabture of our oxpuriment afitcr the cxperiment is over. This lzst
aspect of our experiment is disposud of in not morce thon one ox two shord

scntences in our cruditc publicationsd.
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