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We have only to think about religious, political, or 
important issue discussions that take place at parties to see 
how resistant an individual is to changing his or her views. 
After such discussions, does anyone really change their 
positions on the issues? 

Once the human mind has committed to a position, it is 
remarkably resistant to another’s persuasive arguments. The 
subconscious mind ignores arguments to the contrary and 
reverts to the previously decided matter, tenaciously refusing 
to accept change. When an individual reaches a decision, it is 
trusted in full because the person decided it himself and there 
is no resistance to later accepting it as a solution to a similar 
problem. This consistency of response makes decisions more 
comfortable and resistant to change.

Let’s consider how this consistency and commitment play 
out in our everyday lives before we look at the implications 
during an accusatory interview. For example, a company wants 
to increase sales of a particular product and then lengthen 
the time customers will purchase the item. How might the 
company manipulate us using the principle of consistency 
and commitment? Have you ever seen an offer of a great prize 
to the winner of a “50 words or less why I love the product” 
contest? Hmmm….now each of the entrants has committed 
by detailing in writing, how wonderful the product is and why 

they can not live without its attributes. Next time they need 
a product like that, which do you suppose might be chosen? 
The decision has been made, and now to be consistent the 
subconscious mind unthinkingly reaches for the product….
compliance through commitment.

Some salesmen use high-pressure selling tactics to convince 
people to buy things that they might later regret purchasing. 
To solve this many state legislatures stepped in to give the 
buyer a cooling-off period; a few days for the customers to 
cancel the contract they had signed without any penalty. This 
resulted in many sales contracts being canceled during this 
cooling-off period. 

So, did the sales companies go out of business or shrink in 
size? No, what they did was to use a simple tactic—having the 
buyer fill out the sales contract, thus committing the individual 
to the sale in a very public way. What these companies found 
was that the individual’s written commitment to the sale 
by filling out the sales contract was enough to avoid many 
cancellations…compliance through commitment.

In the next issue we will examine how subject commitment 
affects the accusatory interview in both positive and negative 
ways. Then we will consider other persuasive rules that have 
an impact on the interview and the subject’s decision to 
confess.   
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