
      

 

 

 

  

   

     

 
  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Mind Games  
The Influential Power of Reciprocity 

 

Welcome! 
 

Welcome to the Money 

Matters Monthly April 2014 

edition.  

 

We hope that you will be 

informed, educated and 

entertained.  

 

It is yours absolutely free! Dig 

in and enjoy! 

 

Best, 

 

Marla J. Blanchard, 

Chief Solutions Officer 

 

 

 “Putting the pieces together 

for your balanced 

bookkeeping solution” 

 

 

Money Matters Monthly April, 2014 

Volume 2, Issue 4 
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Quotes to Ponder 
 

“Your present 

circumstances don't 

determine where you can 

go; they merely determine 

where you start.” -Nido 

Qubein 

 
“If opportunity doesn't 

knock, build a door.” 

-Milton Berle 

 

“As knowledge increases, 

wonder deepens.” 

-Charles Morgan 

 

“Belief creates the actual 

fact.” 

-William James 

 

 

When it comes to marketing 

and persuasion, one of the 

flagship reads is Robert 

Cialdini’s “Influence: The 

Psychology of Persuasion.”  

 

The book goes through six 

principles (or weapons) of 

persuasion. It is likely that 

you have fallen “victim” to 

at least a few of them. And 

chances are you have 

unknowingly (or knowingly) 

used one of these principles 

of persuasion in your 

personal or business life.  

 

These are principles rooted 

deeply in the human 

psyche. And that is what 

makes them so powerful.  

 

So knowing how to leverage 

these principles for gain can 

be extremely powerful.  

 

In today’s article, we will 

feature the first principle of 

persuasion: reciprocity.  

 

As Cialdini describes it, 

reciprocity is an innate 

need we have to 

reciprocate when someone 

does something for us.  

 

We feel uncomfortable not 

returning favors. And this, in 

large part, had a lot to do 

with the formation of 

modern society.  

 

This allowed people to do 

for others without fear that 

their efforts will go 

unnoticed or unrewarded 

at some point in the future.  

 

This holds true for societies 

across the entire world. It’s a 

fact of human nature. 

 

When someone does 

something for someone else, 

the receiving party feels an 

obligation to do something in 

return; at least in most normal 

cases.  

 

Persuasion professionals 

(marketers, salesmen, etc.) 

know this fact very well. This is 

why you will often see free 

samples being given out at 

stores. 

 

A Cornell study showed just 

how powerful the need for 

reciprocity truly is in humans. 

In most cases, people like to 

do things for other people 

that they like. However, 

reciprocity even overcomes 

not liking a person.  

 

During the study, people 

were invited to rate some art. 

This was a set up. In truth, the 

real study was happening in 

the waiting room during a 

break period.  

 

The researcher’s assistant 

created two separate 

scenarios. 

 

In one scenario he left the 

room and returned with a 

Coke for himself and the 

other participant. In another 

scenario, he returned empty 

handed.  

 

After the art rating portion 

had ended, the assistant 

would then ask the other 

 

participant if he would like to 

buy some raffle tickets for a 

fundraiser.  

 

Those participants who 

received the coke from the 

assistant bought significantly 

more tickets than those who 

received nothing.  

 

In fact, even when asked 

whether they liked the 

assistant or not, those people 

that said they did not still 

purchased significantly more 

raffle tickets. 

 

Mind you, they never even 

asked for the Coke.  

 

The additional aspect of this 

study that shows the power 

of reciprocity is the fact that 

the raffle ticket purchases far 

exceeded the price of the 

Coke. Thus, the reciprocal 

action does not necessarily 

have to be one that is of 

equal value.  

 

The store gives you a slice of 

cheese hoping that you’ll 

buy the whole block. 

Purchasing the block of 

cheese is an action of larger 

value than simply giving a 

tiny sample.  

 

And yes, not everyone that 

tries it will buy it…but that is 

where the unevenness of the 

actions still puts the store 

ahead. 

 

How can you apply 

reciprocity in your day-to-

day personal and business 

life? 
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Lucky landing: 

 
In February of 2013, a 

meteorite garnered global 

headlines when it hit Russia 

and resulted in injuries for 

over 1,000 people.  

 

A viral video of the meteorite 

soon followed.  

 

The truth is, nearly 500 

meteorites hit Earth each 

year!  

 

But most land in water or 

unpopulated areas. 

 

 

 

 

 

 

 

It’s safe to assume that we all know the 

importance of a good night’s sleep. The 

problem is that not many of us are really 

getting one. And, as it turns out, it may 

not even be tied to the amount of sleep 

you get.  

 

In some cases, less can be more.  

 

Most of us know the feeling of waking up 

groggy, and not at all refreshed. It has an 

impact on our performance. And being 

grumpy impacts the people around us as 

well.  

 

But a bit of timing can actually help you 

counteract these symptoms and help you 

get a better night’s sleep.  

 

It’s all about timing the amount of sleep 

you get based on the time that you need 

to wake up.  

 

Sleep cycles generally last 90 minutes. This 

is estimation, of course, and everyone is 

different. But the 90 minute mark is a 

good rule of thumb if you’ve never timed 

your own sleep cycle. 

 

The trick is to wake up when a cycle has 

ended, so you do not disturb your brain 

mid-cycle.  

 

So figure out what time you need to wake 

up, then work your way backwards in 90 

minute increments to see what time you 

should be going to bed.  

 

Sometimes it may be better to wait a bit 

before going to bed, even if you’re tired.  

 

For example, you may see that 10:30PM 

and 12:00AM fall within the 90 minute 

increments.  

 

If it is 11:15PM, you may be better off 

waiting another 45 minutes (even if you’re 

tired), to get yourself within that time 

frame. 

 

The 90 minute mark is one that you can 

start experimenting with right away. But, 

of course, it’s always better to get as 

accurate as you possibly can for your 

own body.  

 

Technology has come a long way. And 

there are actually smart phone apps 

that can measure your sleep cycles to 

get you closer to your own sleep 

pattern.  

 

Short of going to a research lab and 

having a sleep study done on your 

brain, this may be the best option for 

most people. 

 

People often think about optimizing their 

time and productivity, but never think to 

the beginning (how you start your day).  

 

Getting a good night’s sleep and 

waking up “on the right side of the bed” 

can have long-lasting effects on 

multiple aspects of your life.  

 

For example, a tired brain is an 

inefficient one. It has to work harder. 

And it’s not as effective.  

 

When tired, your memory is impaired 

and the brain defaults to habitual 

behavior; which may be OK…if you 

have great habits. 

 

You also certainly can’t get the most out 

of life experiences when you are 

constantly groggy. Life is too short to 

float by in a haze. 

 

As an added bonus, you don’t have to 

caffeinate yourself silly when you 

constantly feel as though you need a 

boost to get your brain up and running.  

 

Test out the 90 minute rule and see how 

it impacts your productivity and overall 

happiness. 

Life Hacks Secrets to a Productive, Happy Life 

 
Planning out Your Idea Life…One Day at a Time 
The 90 Minute Rule for 

Sleep Optimization 

 

DID YOU KNOW? 

 

Who gets the real gift? 

 

Gift cards make great…for 

lack of a better word…gifts.  

It is the go-to gift option for 

many people.  

 

They are an easy enough gift 

that doesn’t require much 

thought or creativity. But they 

are still a bit more personal 

and thoughtful than cash. 

And in most cases, they are 

useful for the recipient.  

 

But the biggest recipients of 

the gift card “gift” may not 

be the recipients, but the 

retailers!  

 

The second a gift card 

purchase is made, it is 

income for the retailer. They 

have received cash. And 

that cash is now 

theirs…whether the gift card 

is ever redeemed or not.  

 

And as it turns out, 

unredeemed gift cards are 

quite the windfall for these 

retailers. On average, U.S. 

retailers make $6.8 billion per 

year on gift cards that no 

one redeems!  
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Puzzle courtesy of: 

 sudoku-puzzles.net 
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PLAY SUDOKU 

SOLUTION (Don’t Cheat!) 

Thank you! 

We hope you enjoyed this 

month’s edition of Money 

Matters Monthly.  

 

Thank you for being a 

Valued Follower of MJB’s 

Bookkeeping Solutions. 

 

We appreciate referral 

business!  Receive a $25 Gift 

Card of your choice when 

your referral books their 

business with MJB’s 

Bookkeeping Solutions! 

 

Marla J. Blanchard 

 

Funny Bone 

 
“What do you have? 

 

A man goes into a bar 

and seats himself on a 

stool. The bartender looks 

at him and says, "What'll it 

be buddy?"  

 

The man says, "Set me up 

with seven whiskey shots 

and make them 

doubles."  

 

The bartender does this 

and watches the man 

slug one down, then the 

next, then the next, and 

so on until all seven are 

gone almost as quickly as 

they were served.  

 

Staring in disbelief, the 

bartender asks why he's 

doing all this drinking. 

"You'd drink them this fast 

too if you had what I 

have." 

 

The bartender hastily 

asks, "What do you have 

pal?"  

 

The man quickly replies, "I 

have a dollar."  

 

 

 

Like this newsletter? Love our service?  

Please Like our FB page, Tweet us, 

 Email us, and Review us on the Web. 

 

Funny But True: 

 

There is a McDonald’s in 

Australia that plays classical 

music to annoy its patrons.  

 

The goal was to play music 

that would keep teenagers 

from loitering around the 

restaurants into later hours.  

 

The result?   

 

It worked! 
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