Chapter 8: Social Influence –Conformity Compliance and Obedience

What is Social Influence
· Social Influence- A change in behavior caused by real or imaginary pressure from others
· Conformity- changing one’s behavior to match the responses or actions of others
· Compliance- changing one’s behavior in response to a direct request from someone
· Obedience- changing one’s behavior in response to a directive from an authority figure

Factors that Affect Conformity
WHY And WHEN DO WE CONFORM?
· New or unusual situations
. “When in Rome”
· Informational influence
. look to other people as a source of information to guide our behavior
. the influence of others leads us to conform because we see them as a source of information to guide our behavior
. we want to be right
· Normative influence
. The influence of other people that lead to conformity in order to be liked and accepted by them

Factors that Influence Compliance
WHY AND WHEN DO WE COMPLY?
· Honoring those (reasonable) requests helps maintain the social fabric
. Reciprocity- want people to do the same for us
. Liking/friendship
. Commitment and Consistency
. Social validation

Factors that Influence Obedience
WHY AND WHEN DO WE OBEY?
· Authority Figure- direct legitimate authority
· Ambiguous Situations- don’t know what’s going on / confused
· Knowledge of the subject- don’t know what’s going on / confused

Research in Conformity- Autokinetic Effect
· Social Norms
· Sherif’s autokinetic effect studies
. a stationary point of light in a dark room appears to move of its on accord
. social norms can lead us to converge with others in estimates of the amount of movement
· In this ambiguous situation, informational influence drove conformity
· Norms can persist over generations

Research in Conformity- Asch’s Judgment Studies
· Asch asked people to judge the length of a line in the presence of others
. judgments conformed to the estimates of the group
· In this unambiguous situation, normative influence drove conformity
· Crutchfield replicated and extended these original findings
· If someone goes against the group, we are less likely to conform

Limits to Conformity
· Ambiguity- not sure what to do
· Task difficulty
· Individual differences- not everyone conforms in a given situation
· Group size- larger the group, more will conform
· Conformity can disappear
. Private versus public judgments
. Lack of unanimity- another person goes against the group
*High self-monitors are more likely to conform

Cultural Differences in Conformity
· Individualism and collectivism
. Members of individualistic cultures should conform less often
· Independent vs. interdependent self-concept
. People with independent self-concepts should conform less often
. Independent self-concept- unique identity
. Interdependent self-concept- tied to group

Gender Differences in Conformity
· Women conform slightly more often than do men
. the extent and magnitude of gender differences is small, though reliable
. could be due to gender bias
. could be due to topics studied
. could be due to strivings for harmony and interdependence

Compliance Techniques

· Foot in the Door Technique
. Strategy that increases compliance by getting someone to commit to a small request which in turn increases the likelihood that the person will also commit to a subsequent larger related request
. First comply with a smaller request and then they will comply with a subsequent larger request
. Don’t want to appear inconsistent
. Why does this work?
. Self-perception process
. Consistency
. Dissonance
. Need for consistency (preferences for consistency)
· Level of personal commitment
· Door in the Face Technique
· A strategy used to induce compliance by first making a large request that will be turned down, followed by a subsequent smaller request which will be more than likely agreed to
· Why does this work?
· Norm of reciprocity- feel like we are getting a deal
. They gave us something so now we have to give back

· Free gift Technique
. A strategy used to induce / increase the likelihood of compliance based on the belief that by giving someone a gift it will increase compliance
. Ex: charities send out address labels in the mail
· That’s not all Technique
. A strategy used to induce / increase the likelihood of compliance by “sweetening” an offer with additional gifts
. Ex: infomercials that say “that’s not all folks”
· Why do these work?
. Norm of reciprocity
. Feel like you are getting a deal

· Low-Ball Technique
. Compliance strategy used to increase compliance by first offering a good deal but then after the person has committed changing the deal (thereby making it worse)
· Bait and Switch Technique
. A compliance strategy that first gains commitment to an arrangement then makes the arrangement unavailable or unappealing and offering a more costly arrangement instead
· Why do these work?
. Personal commitment
. Post decisional dissonance

· Scarcity Technique
. A strategy that increases the attractiveness and liking of a product by making it appear rare or scarce
. Ex: Disney Animated films
· Liking Technique
. Increasing compliance based on the fact that people are more likely to comply with requests from people who they find appealing and attractive

Obedience- Following Commands
· Milgram’s obedience studies illustrate the capacity to obey the orders of a perceived authority
. “teachers” administer electric shocks to “learners,” even to the point of incapacitation or “death”
. this, despite most people’s predictions that few if any people would do so

Milgram Variations
· Closer proximity between teacher and learner reduced extent of obedience
· Watching the proceedings, rather than participating, leads to passive acceptance of the activities
· Experimenter disagreement reduces the extent of obedience

The Milgram Legacy
· Ethicality of experiments led to an examination of experimentation in the field of social psychology
· Practical applications were considered
. military, governmental examples of mindless obedience received a closer look

Mechanisms Underlying Social Influence
· Informational and normative influence
. People want to be right
. People want to be liked
· Terror management
. We don’t like contemplating our own mortality
. Mortality salience affects our behavior in self-affirming ways
. When we recognize our own mortality it makes us anxious

Social Impact Theory
. Idea that conforming to social influence depends on the strength of group’s importance to us, its immediacy, and number of people in the group
· Strength
. the intensity of social forces
· Immediacy
. the closeness of social forces
· Number
. the quantity of social forces
. bigger group- more likely to conform

Fair Game List
· Social Influence
. Definition and Mechanisms
. Types of social Influence
. Conformity
. Definition, Factors influencing it, research, limits, gender, culture
· Compliance
. Definition, Factors, The eight Techniques and why they work (i.e. commitment, norms of reciprocity etc)
· Obedience
. Definition, Factors influencing obedience, Milgram and the Milgram Legacy
· Social Impact Theory
· Normative and Informational Social Influence
· Mechanisms Underlying Social Influence
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