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A: Hi. My name is Mizuki.
B: My name is Mikio.

C: And I am Keisuke.
A: Today, we are going to talk about some secrets to being liked by others.  If you practice what we are proposing today, we promise you will be liked by others.

Have you ever seen a shot like this in your school?  This is a typical communication style of Nara Kosen students?  How about in your school?  As you can see, they are communicating through their smartphones.  We can say there is no direct communication among students.

It seems that the number of such students in Kosen are more than that of general high schools.  For example, we often see some students talking with their friend next to him with a smartphone application such as LINE.  Please take a look at this. They are talking on LINE!!  We used to be such students.  However, one day we noticed that this is not good.

B: In the future, we will be engineers.  As we grow in our career in the society, not only communicating with machines or with computers, but also communicating with colleagues, I mean human beings, are necessary.  Also, cooperating with others is important too.  If we want to communicate smoothly and cooperate with others without any problems, we need to be liked by others.  Then how is it possible?


The other day, we found an epoch-making theory which is useful on interpersonal communication.  That name is the Zajonc theory.  This theory was proposed by Robert Zajonc. He was a social psychologist.  The theory mainly explains how to be liked by others, and it is consisted of three basic laws in human communication.

C: I ’m going to explain those three laws respectively with my experiences.  I used to be poor at communicating with people, and I wanted to change myself, and so I decided to study in New Zealand for 2 weeks.  There, I met a girl named Airi who was in the same study program, and throughout communication with her, little by little, I became to like her.  What made me change my mind toward her?  Three laws of Zajonc theory can explain how this change of my mind happened.


On the first day of my studying abroad program, Japanese students gathered in Tokyo before we left Japan. We had a small seminar at a meeting room, and in the beginning of the seminar, we had a chance to introduce each other.  There, I sat down next to Airi.  We will show you what happened there.

C: Can I sit here?
B: Sure!  What’s your name?
C: My name is Keisuke.  I’m usually called “K-yan” by my friends, so please call me “K-yan”.
B: OK!  I’ll call you “Kei-chan”.  Hahaha!  Kei-chan Kei-chan Kei-chan Kei-chan … My name is Tanaka Airi!  Please call me Airi!!!

C: ….Okay…

A: Keisuke’s behavior at that time corresponds to the first law of the theory, which is people usually take aggressive and cold attitudes toward a person they don’t know.  At that time Keisuke was not aggressive but cold to her.  If you want to be liked by others, you should know that people usually take this kind of attitudes to strangers.


However, it has to be mentioned that even though Keisuke took such attitudes, Airi never gave up communicating with Keisuke.  Not giving up conversation is the key point of becoming a good communicator.


Then, please take a look at the next situation.

A: One day.

B: Kei-chan! Shall we play cards?

A: Next day.

B: Kei-chan! Kei-chan! Let’s go to the restaurant for breakfast!!

A: Next day.

B: Kei-chan! Kei-chan! Kei-chan! Can I sit next to you?—Yes, Hahaha!

A: While they were in New Zealand, every day she came to him and talked to him like this.  Several days later, suddenly strange feelings came up to him.  That is, he came to have a little favorable mind to her.  This corresponds to the second law of the theory, which says people tend to develop a preference for things or people because they are familiar with them.  She seemed to be interested in Keisuke, so she tried to make contact with him many times.  Gradually, he came to believe her and warmed up to her more and more.


This phenomenon is called “mere exposure effect,” which means the more times you meet a person, the more you come to like him or her.


Finally, please take a look at the last one.

B: Kei-chan! I believe in you so much!

C: Why?

B: Let me see…. Because I like you. Because you are funny and reliable. Also I’ve wanted to be your friends.

C: Thank you, Airi.  To tell the truth, I am not good at talking with a person like you because as you know I am shy.  But that is not the case if I am facing you.  So, please keep in touch with me even after this program finishes!

B: Of course, Kei-chan!!


Like this, the two finally trust each other and make a close friendship.  This corresponds to the third law.  When people know human dimension of others, they come to have preference more. After repeated exposure to an unfamiliar thing, people tend to reverse their initial feelings of dislike and come to like it more.  As a result, they became friends by talking intimate story of themselves, and they understood what they were thinking.  Unconsciously Keisuke was made to like her according to the Zajonc theory.

A: Well then, is this only a matter of the number of times you meet a person?


Let’s think about the case someone is too pushy.


For example, a sales person comes to a customer’s home many times.  Many people have experienced this.  The sales person is often so annoying. I always think so.

B: You may think this situation might be applied to the second law, “Mere exposure effect,” but it can’t be applied in this case.


Why not?

A: This is because we already know the sales person’s intention of frequent visit to the customer’s house.


And a customer couldn’t find humanity of the sales person.


In order to apply Zajonc theory, you need to meet a person whom you want to be liked by many times as if you have no intention of meeting that person.  In such a case, his theory is truly effective.

C: To conclude, what should you do to be liked by others?


First, you must make a lot of opportunities to meet the person whom you want to be liked by, so that you can apply the second law of his theory, that is, mere exposure effect.

B: Second, never be disappointed, even if someone who meets you for the first time takes severe attitude toward you.  As you have learned in the first law, it is quite natural people take such attitudes.  So, you don’t need to worry about that.  The person doesn’t hate you.  Therefore, you must not hesitate to communicate.

A: Third, you don’t need to behave as if you were a good person.  You should be natural.  According to the third law of the theory, someone has favor when he or she can find humanity in you.

C: Finally, your intention must not be noticed by anyone when you meet the person whom you want to be liked by.

If you can do these things, you might be liked by other people and you can be a good communicator.  As a result, you will become good at cooperating with others.  We promise that these skills might be useful and helpful for your current Kosen life and your future.


Thank you for your attention.

