
Con ten ts 

1 TOWARD AN ADEQUATE THEORY 

Criteria for Theory Construction 2 
1. Predictive capability . 4 
2. Linkage with observables S 
3. Extent of data base 6 
4. Heuristic value 7 
S. Parsimony . 7 

2 A MOTlVATlONAL BASIS FOR SOCIAL BEHAYIOR 10 

From Hedonism to Skinnerian Behaviorism II 
The Drive-Reduction Model 14 
The Learned Basis of Social Motivation lS 

3 THE IMP ACT OF SOCIAL APPROV AL 19 

The Effects of Minimal Social Reinforcement 20 
When ls Satisfaction Not Satisfactory? . 23 

Deprivation and satiation . 24 
The chronic state: need approval 2S 
The situationally dependent state 28 

4 INTERDEPENDENCE AND ACCOMMODATlON . 34 

The lnteraction Matrix and the Rudiments of Exchange 3S 
Accommodation in a Minimal Relationship 38 
The Importance of Sequence 41 
Outcome Sequence 44 
The Hidden Assumptions 48 

1. Data exchange and retrieval 48 
2. Comparison process 49 
3. Logical processes . 49 

ix 



5 

6 

THE PSYCHOLOGY OF INTERPERSONAL BARGAINING 

Matrix Configurations . 
Bargaining and the Prisoners' Dilemma . 
Determinants of Behavior in the Prisoners' Dilemma 

The payoff matrix 
Interaction goals . 
Characteristics of the other and of the context 
The others bargaining behavior . 
Individua1 differences 

Research on Bargaining: How Successfu1? . 
1. Ambiguity of the dependent variab1e 
2. The utility of outcomes 
3. Communication . 
4. The range of options 

Expanding Horizons: Threat and Mutua1 Gain 

PATTERNED INTERACTlON: NORMS AND ROLES 

1. Maximizing satisfaction 
2. The va1ue of predictability . 
3. Restraint of power . 
4. Secondary gain 

Reciprocity in Interpersona1 Re1ations . 
Reciprocity and Foreign Aid . 
Reciprocity and Behavior in the Business Wor1d. 

Benign inequity . 
Socia1 Ro1es as Individualized Norms 
Leadership Ro1es in Groups 
The Credit to Deviate 
The Persona1 Cost of Norms 

1. The need for novelty 
2. Norms and the individua1 

x 

51 

51 
53 
55 
55 
57 
59 
61 
62 
63 
64 
65 
65 
66 
66 

72 

73 
73 
74 
74 
75 
77 
80 
81 
82 
84 
86 
88 
89 
90 



3. The crystal1ization of inequities . 90 
4. Norms within a changing environment . 91 

7 THE TACTlCAL MANIPULATlON OF OUTCOMES 94 

1. Increase through other's loss . 95 
2. Increase through other's satisfaction 96 

Increasing Rewards Through Ingratiation . 97 
The Machiavellian Approach to Human Relations 101 

8 FAILURE AND FURTHER 104 

1. The vicissitudes of motivation 104 
2. The place of cognition . 106 

a) How individuals assign values to various outcomes 106 
b) How persons decide among competing a1ternatives . 106 

3. General psychology or the psychology of college 
students? 107 

4. Science or history? 107 

xi 




