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Schaller, M., & Cialdini, R. B. (1990). Happiness, sadness, and helping: A motivational
integration. In E. T. Higgins & R. Sorrentino (Eds.), Handbook of motivation and
social cognition: Foundations of social behavior (Vol. 2). New York: Guilford, pp. 265-
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Community Projects

1.

A study entitled "A study of two different populations in their willingness to provide
personal and impersonal helping services" has been completed for the Blood Services
Organization of the Phoenix area. The research investigated the tendency of two
potential donor populations to provide either personal (blood) or impersonal (money)
helping services. A college sample was found to be significantly more compliant with a
request for blood donations than a sample of middle class suburban residents. However,
the groups did not differ in frequency of compliance with a request for a monetary
contribution. As the Blood Services Organization is wholly concerned with donations of
blood, it was recommended that efforts to recruit volunteer blood donors be intensified on
the Phoenix area campuses. A report of this project has appeared in the National Blood
Services magazine "In Vivo".

A series of studies of litter control has been conducted in consultation with the Phoenix
City Departments of Sanitation and Parks and Recreation. Five experiments have
consistently demonstrated the efficacy of norm salience procedures in the reduction of
littering behavior in public places such as city parking garages, amusements parks, and
lobbies of public buildings. The results of these studies will form the basis of a grant
proposal designed to obtained funding for an investigation of effective norm salience
techniques that are suitable for inclusion in mass media anti-littering campaigns.

A consumer education program has been developed with Chicanos por la causa, a
Phoenix-based community agency with a primarily Mexican- American constituency. The
program is designed to provide information to inner city residents concerning compliance
techniques that are often employed by salesman, merchandisers, and fund-raisers.
These techniques frequently involve psychological pressures and, consequently, can be
categorized around social psychological concepts that have been demonstrated to lead to
compliance (e.g., commitment, reciprocation, dependency, consistency). The goals of the
program are to inform participants of the existence of such techniques that derive from a
common psychological concept, and, finally, to provide means for resisting the influence
of the pressures.
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