Commitments
Commitments work, in part, due to a process that Daryl Bem refers to as self-perception (Bem, 1972). When asked whether we can be counted on to do something such as keeping lids shut, answering affirmatively subtly alters the way that we perceive ourselves. In short, we come to see ourselves as the type of person who believes that we have a civic duty to keep lids shut. As a consequence, it would be inconsistent for us to not subsequently shut lids. A review of numerous commitment studies indicated that self-perception is the most important factor in determining why commitments work (Burger, 1999).
So commitments work when an individual comes to see himself or herself as the type of person who believes it is important to behave in a particular way. However, if an individual feels at all coerced into making a commitment, the self-perception that underscores commitments is unlikely to occur. 
Written commitments appear to be more effective than verbal commitments. In a study by Pardini and Katzev (1983–1984), residents were asked to make a verbal commitment to recycle, a written commitment to recycle, or simply received a pamphlet regarding recycling. Initially, both commitment groups recycled more; however, a later follow-up demonstrated that only the group that made the written commitment was still recycling.
[bookmark: _GoBack]Dramatically, when households were asked to make either private or public commitments to conserve natural gas and electricity, only those households who agreed to have their names published in the newspaper actually reduced their natural gas and electricity usage. Of particular interest is the fact that their names were never published.
Public commitments appear more effective than private commitments, those commitments that are public and durable are likely to be particularly effective. Durable commitments, such as placing a sticker on the side or recycling container or a window that indicates engagement in a specific action, has the added benefit of fostering both social norms and social diffusion.
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