
Lecture 5: Attitudes, Chapter 6

Define attitude.

A psychological disposition to act towards somebody or something based on an evaluation of that person, object or idea.
Attitudes are evaluative in that they consist of positive or negative reaction to something.
People also have ambivalent attitudes.
Private, formed via the socialization process, believed to directly influence behaviour

Identify its components.

Affective:

Emotional reactions toward the attitude object, the emotions and feelings the attitude triggers

Cognitive

The thoughts, the beliefs you hold about the attitude object

Behavioural

Actions and observable behaviour toward the attitude object

Discuss the differences between cognitively based, affectively based and behaviourally based attitudes.

Affectively based:

Peoples value system

Do no result from a rational examination of the issues

Not governed by logic

Cognitively based:

Classify the pluses and minuses of an object so we can quickly tell whether it is worth our desire to have anything to do with it

Behaviourally based:

Observations of how you behave toward an attitude object

Describe experiments with regards to attitudes predicting behaviour.

Discuss the theory of planned behaviour. 

Ajzen & Fishbein, 1980

Best predictor of people’s behaviour is their intention which is determined by:

Attitudes towards specific behaviour

Subjective norms

Perceived behavioural control
Identify the role of fear-arousing communication in persuasion.

Persuasive message that attempts to change people’s attitudes by arousing their fears
Examples include PSA’s for safe sex, anti-drugs etc.

Describe the theory of cognitive dissonance. 

Assumes that  inconsistency among attitudes  propels people in the direction of  attitude change
Define post-decision dissonance.

Dissonance aroused after making a decision
Reduced by enhancing the attractiveness of the chosen alternative and devaluing the rejected alternative
Lecture 6: Conformity, Chapter 7

Define Conformity. Identify examples

A change in behaviour and beliefs due to the real or imagined influence of others

Conformity is used when we wish to accord ourselves with others

Psychologically affected by others to act different compared to if you are alone

Strong social pressure

Define informational and normative influence.

Informational: the need to know what is right

When we conform to others because we believe that others’ interpretation is more accurate than ours and that it will help us choose an appropriate course of action

See others as a source of information to guide our behaviour because we do not know the correct or best course of action

Normative: the need to be accepted

Conformity to the influence of others when we want to be accepted/liked by them

Based on a persons desire to fulfill others’ expectations

Describe Social Impact Theory

Conforming to social group varies with 3 factors

Importance/strength of group

Immediacy (how often you see the group)

Number (how many people are in the group)

Define compliance. Describe the techniques used to produce compliance. 

Another form of social influence, changes occur because of a request from a person

Door-in-the-face technique

Presenting people with a large request which they are expected to refuse then present them with a smaller, more reasonable request to which it is hoped they will accept

Foot-in-the-door technique

Presenting people with a small request which they are expected to comply followed by a larger request which it is hoped they will also comply

Discuss obedience.

Conformity in response to the commands of an authority figure

Define minority influence and identify the conditions under which minorities are influential.

Occurs when a minority of group members influences the behaviour or beliefs of the majority

Influential minorities must be distinctive, consistent, congruent with super ordinate norms and values

Lectures 7 & 8: Group Processes, Chapter 8

Define social groups. 

A collection of two or more people who are interdependent, have common needs and goals and influence each other

Forming relationships with others fulfills a number of basic human needs 

The need to belong has become innate and its present in all societies

Have become an important part of peoples identity

Become a subjective determinant of peoples behaviour

Identify and define the components of group structure.

Interdependence

Norms

Roles

Leadership

Cohesion

Identify the different types of leaders according to the contingency model

Task-oriented: concerned more with getting the job done than with the feelings of and relationships between group members

Relationship-oriented: concerned primarily with the feelings of and relationships between the group members

Define social facilitation.  

Tendency for people to do better on simple tasks and worse on complex tasks when they are in the presence of others and their individual performance can be evaluated

Describe social loafing and discuss why it occurs.

Tendency for people to do worse on simple tasks but better on complex tasks when they are in the presence of others and their individual performance cannot be evaluated because they are more relaxed and less likely to tense up on a difficult task

Define deindividuation and describe its effects on behavior.


The loosening of normal constraints on behaviour when people are in a group, leading to an increase in impulsive and deviant acts

Reasons why include them feeling less accountable for their actions, people present lowers their self awareness which shifts peoples attention away from their moral standards and increases the extent to which people obey the group norms

Define group polarization and groupthink.

Polarization: the tendency for groups to make decisions that are more extreme than the initial inclinations of their members

Groupthink: a kind of thinking in which maintaining group cohesiveness and solidarity is more important than considering the facts in a realistic manner

Define conflict and identify the different approaches to conflict resolution.

A perceived incompatibility of actions or goals

Lecture 9: Prosocial Behavior, Chapter 10

Define prosocial behaviour and altruism.

Prosocial: any act performed with the goal of benefiting another person

Altruism: the desire to help another person even if it involves a cost to the helper

Describe social exchange theory

Argues that altruistic behaviour can be based on self-interest and stems from the desire to maximize our outcomes and minimizes our costs

Describe the empathy-altruism hypothesis.

Suggests that if a person feels empathy towards another person, the person will help her/him when help is needed, regardless of what the person has to gain

Identify the personal determinants of prosocial behaviour

Helping is an instinctive behaviour to promote the welfare of those genetically similar to us

Helping is in our self-interest

Feelings of empathy drive the helping behaviour

Describe the effects of mood on helping.

People are more likely to help when they are in a good mood because a good mood makes us look on the bright side of life, helping others prolongs our own good mood and good moods increase self awareness

Describe the bystander effect.

Diffusion of responsibility

Lecture 10: Prejudice, stereotypes and discrimination, Chapter 12

Define prejudice. Identify its three components.

A negative attitude toward a group; it typically includes pejorative stereotypes, devaluing beliefs, hostility and unfavourable treatment that may include aggression

To prejudge individuals is psychologically to stigmatize them rather than to make discriminating judgments about them

Components:

An affective or emotional component, representing the type of emotion linked with the attitude (e.g. anger, warmth)

A cognitive component, involving the beliefs or thoughts that make up the attitude

A behavioural component, relating to one’s action

Describe the role of automatic and processes in the activation and inhibition of stereotypes.

First the automatic process happens, in which the stereotypes are automatically triggered and then the controlled process happens, in which the person decides whether or not to accept the stereotype

Those who want to be non-prejudiced are less likely to activate negative stereotypes automatically when we encounter stereotype-relevant cues

We can subjectively activate stereotypes and also inhibit, or push out of mind stereotypes in the service of self-enhancement

Discuss how affect and mood can serve as a predictor of prejudice.

People in a good mood feel more favourable toward other racial or ethnic groups than do people in a bad mood

Define the ultimate attribution error

Tendency to make internal, dispositional attributions for the negative behaviours of out-group members 

Tendency to make external, situational attributions for their positive behaviours

Identify individual differences in prejudice

Right-wing authoritarianism

Religious fundamentalism

Social dominance orientation

Identify the necessary conditions to reduce prejudice when there is contact (the contact hypothesis) between groups. 

Mutual interdependence

A common goal

Equal status of group members

Friendly, informal setting

Multiple contacts

Social norms of equality

Describe the characteristics of the jigsaw classroom.

Classroom setting designed to reduce prejudice and to raise the self-esteem of children by:

Placing them in small diverse groups

Making each child dependent on the other children in the group to learn the course material and do well in the class

Each child learns only part of the lesson and must get the rest of the information from the other group members


