Lecture 5: Attitudes 
Learning Objectives. Bibliography: Chapter 6 & class notes

· Define attitude and identify its components.
Attitudes:  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.

 “An attitude is a mental state of readiness, organized through experience exerting a dynamic and directive influence upon the individual´s response to all objects and situations with which it is related”. (Allport, 1935).

Attitudes are private

Attitudes are formed via the socialization process

Attitudes believed to directly influence behavior

Three components of attitudes 

Affective: Emotional reactions toward the attitude object, the emotions and feelings the object of attitude triggers.

Cognitive: The thoughts, the beliefs you hold about the attitude object.

Behavioral: Actions and observable behavior toward the attitude object. 

· Discuss the differences between cognitively based, affectively based and behaviorally based attitudes.

Affectively based attitudes: Attitudes based primarily on people's feelings and emotions pertaining to the attitude object.

- People's value system

 Features common to these attitudes.

1. They do not result from a rational examination of the issues. 

1. They are not governed by logic. 

3. They are linked to people's value
Cognitively based attitudes: Attitudes based primarily on beliefs about the properties of an attitude object.

The purpose of this attitude is to 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.

Behaviorally based attitudes: Attitudes based primarily on observations of how one behaves toward an attitude object.

Attitudes based on observations of how you behave toward an attitude object

· Self-perception theory: sometimes we don’t know how we feel until we see how we behave

· Describe experiments with regards to attitudes predicting behavior.

The best predictor of people´s behavior is their intention, which is determined by:

1. Attitudes toward the specific behavior

2. Subjective norms.

3. Perceived behavioral control.
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m The Theory of Planned Behaviour

According to this theory, the best predictors of people’s planned, deliberate behaviours are
their behavioural intentions. The best predictors of their intentions are their attitudes toward the
specific behaviour, their subjective norms, and their perceived control of the behaviour.

(Adapted from Ajzen, 1985)
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· Discuss the theory of planned behavior.

Theory of planned behavior(Ajzen & Fishbein, 1980):
The best predictor of people´s behavior is their intention, which  is determined by:

Attitudes toward the specific behavior

Subjective norms.

Perceived behavioral control.

· Describe the different attitude change models.

· Identify the role of fear-arousing communication in persuasion.

· Describe the theory of cognitive dissonance. Define post-decision dissonance.

Attitude change via dissonance reduction. Dissonance Theory
   The theory assumes that inconsistency among attitudes  propels people in the direction of  attitude change.

Cognitive dissonance is the discomfort we feel when:

   - our attitudes are inconsistent with our behavior (counter attitudinal behavior).

   - related cognitions are inconsistent, when they contradict each other.

We are motivated to reduce the dissonance 

Three ways to reduce dissonance

By changing our behaviour to bring it in line with the dissonant cognition

By attempting to justify our behavior changing one of the dissonant cognitions

By attempting to justify our behavior by adding new  cognitions

Dissonance reduction 
Postdecision dissonance:

Dissonance aroused after making a decision

Reduced by enhancing the attractiveness of the chosen alternative and devaluing the  rejected alternative

Justification of effort:

Tendency to increase liking for something that was difficult to attain

1866
Lecture 6: Conformity  
Learning Objectives.  Bibliography: Chapter 7 & class notes

· Define Conformity. Identify examples

Conformity is a change in behaviour due to the real or imagined influence of others. Conformity is not just change, it is being psychologically affected by others, to act different compared to if you are alone.  People put under strong social pressure can conform to surprising behaviors.

· Define informational and normative influence.

· Informational social influence is when we conform to others because we: 
· Believe that others’ interpretation of an ambiguous situation is more correct than ours and will help us choose an appropriate course of action
· See those others as a source of information to guide our behaviour.
· Do not know the correct or best thing to do or say.
· An important feature of informational social influence is that it can lead to private acceptance, conforming to other people’s behaviour out of a genuine belief that what they are doing or saying is right.
· Whereas, public compliance is conforming to other people’s behaviour publicly, without necessarily believing in what they are doing, or saying
· An important feature of informational social influence is that it can lead to private acceptance

Private acceptance: conforming to other people's behavior out of a genuine belief that what this person is doing or saying is right.

Public compliance: conforming to others publicly, but not believing what they are saying or doing.

Attitude – 3 categories – public compliance only affects the behavioural aspect of attitude, while private acceptance changes all 3 aspects, affective, cognitive and behavioural. 

Situations that are most likely to produce conformity due to Informational Social Influence:

· ambiguous or confusing situations

· crisis situations

· when other people are experts

*the more uncertain you are of the situation, the more you will rely on others.

Normative social influence is conformity to the influence of others when we want to be liked and accepted by them.
· We also conform when we want to remain a member of the group, continue to gain the advantages of group membership, and avoid the pain of ridicule and rejection.
· Normative social influence results: 
· in public compliance with the group’s beliefs and behaviours. 
· but not necessarily in private acceptance of the group’s beliefs and behaviours.
· Social Norms are implicit or explicit rules a group has for the acceptable behaviours, values, and beliefs of its members.
· Describe Ash experiment and describe the basic findings.

The Asch Line Judgment Studies (Asch, 1951).
Usually we will conform to the norms of a group when the group is important to us, and we want the group members to like and accept us. 
What about when we hardly care about the group, and we don’t need to look to the group for any guidance on how to behave? Will we still conform?
· Yes, according to Asch’s line study
Out of 12 of the 18 line studies, confederates gave the incorrect answers. 66% of subjects answered incorrectly. 25% refused to conform. 37% agreement with the incorrect answer.

- People conform because they do not want to risk social disapproval, i.e. they do not want to look foolish—even to complete strangers they will never see again.

- Conformity drops dramatically when participants are allowed to write their answers on a piece of paper instead of saying them out loud.
· Describe Social Impact Theory
Social impact theory (Latané, 1981) suggests that conforming to normative pressures depends on:
· Strength (i.e. how important the group of people is to you). 
· Immediacy (i.e. how close the group is to you in space and time during the influence attempt).
· Number (i.e. how many people are in the group).
We can resist inappropriate normative social influence by:

· Becoming aware of what social norms are operating. Stop and think

· Finding a partner who thinks the way we do.

· Gathering idiosyncrasy credits; the credits a person earns over time by conforming to the norms of a group in the past. 

· Define compliance. Describe the techniques used to produce compliance. 
· a change in behaviour due to a direct request from another person.
· Two effective compliance techniques are introduced as: 
· The door-in-the-face technique
· The foot-in-the-door technique
· The door-in-the-face technique gets people to comply with a request by: 

· First presenting people with a large request, which they are expected to refuse.

· Then presenting them with a smaller, more reasonable request, to which it is hoped they will accept. 

· The foot-in-the-door technique gets people to comply with a request by:

· First presenting people with a small request, to which they are expected to comply.

· Followed by a larger request, to which it is hoped they will also comply
Obedience to Authority: conformity in response to commands from authority figures

· Under strong social pressure, individuals will conform to authority figures even if it means doing something immoral.

· Discuss obedience and describe Milgran´s obedience studies.

Obedience is conformity in response to the commands of an authority figure.

· Under strong social pressure, individuals will conform to the authority, even when this means doing something immoral.
Milgram (1963, 1974) shock experiments:
· Experiment on the effect of punishment on learning (cover story)

· Teacher/learner (confederate is always learner)

· Teacher must “shock” learner for incorrect answers. Shocks labeled “Slight” to “Severe”

· Milgram’s classic studies (1974) of obedience showed:

· 62.5% of participants obeyed to deliver the 450v shock, the maximum amount.

· 80% continued giving the shocks, even after they heard the receiver of shock was screaming: “Let me out of here!  My heart’s bothering me.”

· Why did this happen? Because of
This happened due to a combination of Normative Social Influence and Informative Social Influence.

People conform because of the social situation, not because they are aggressive or inhuman.

6 Different Sources of Power at Interpersonal Relation

1. Cohesive Power

2. Reward Power

3. Informational Power

4. Expert Power

5. Reference Power

6. Legitimate Power

1.- Informative influence
· Confusing situations lead us to look for someone who can tell us what to do

· Authorities are assumed to know best

· Handing over control to authorities releases us from responsibility

2.- Normative influence
    Conformity based on a person’s desire to fulfill other’s expectations. Normative pressures made it difficult for people to refuse to continue with the study. 

    “The experiment requires you to continue”
· Other reasons that may explain why people acted so inhumanely in Milgram’s experiments are:

· Conflicting norms, which in turn may lead to conforming to the wrong norm.

· Self justification: once the participants delivered the first shock, they felt pressure to continue.
· People conform because of the social situation, not because they are aggressive or inhuman.  

· Define minority influence and identify the conditions under which minorities are influential.
· Minority influence occurs when a minority of group members influences the behaviour or beliefs of the majority.

· Minorities influence majorities via informational social influence.

Minority: Individuals or groups who stray from the norms and beliefs of the group or society to which they belong.

1. They are recognized by their non-conforming behavior, their challenging attitude to institutions or to those who embody them.

2. They pursue a definite goal.

3. They offer an alternative to existing opinions and beliefs.

4. They are committed to a system of beliefs and values or ideas and act accordingly.

· People see them as challengers or adversaries
To be influential minorities must be:

- Distinctive

- Consistent

- Congruent with superordinate norms and values

· Defection from the majority

The social categorization of others as identical to self, produces shared expectations of agreement.

Agreement with significant others in relevant topics in a given situation creates subjective validity.

If no agreement is received, that will produce subjective uncertainty (base of influence).  Subjective uncertainty only arises from disagreement with similar others.

Lectures 7 & 8: Group Processes  
Learning Objectives.  Bibliography: Chapter 8 & class notes

· Define social groups. 
A group is a collection of two or more people who: 

· Are interdependent (Interact with each other)

· Have common needs and goals.

· 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.
· Groups become an important part of people´s identity, helping them to define who they are. 

· Social groups become a subjective determinant of people's behavior.
· Groups have unique properties that emerge out of the network or relations between the individual members.

· The reality of groups emerges out of people's common perception of themselves as members of the same social unit.

Intergroup behavior: Interaction based on the actors identification of themselves and the others as belonging to different social categories. Individuals’ behavior in terms of group membership.

Interpersonal behavior: Interaction based on the actors idiosyncratic features as unique persons..

· Identify and define the components of group structure.
Stable pattern of interaction among group members.

Interdependence: The type of interdependence structured in a situation determines how individuals interact with each other which, in turn, determines outcomes.

· Audience

· Co-active

· Influence

· Interinfluence

Norms: A scale of values which defines a range of acceptable or unacceptable attitudes or behaviors for members of a social unit.

Social norms specify how all group members should behave.
· Norms are rules, implicit or explicit, established by groups to regulate the behavior of their members.

· Norms prescribe “proper” behavior.

· Norms are social expectations.

· Norms vary by culture.

· Norms change over time. 
For the individual: It helps people to function more effectively in different social environments. 
Social functions:

 - Regulation of social existence.   

 - Related to the goals of the group.
 - Enhance/maintain group's identity.
Roles: Coherent sets of behaviors expected of people in specific positions within a group or social setting.

   Social roles: 
-  specify how people who occupy certain positions in the group should behave.
-  are shared expectations in a group about how particular people are supposed to behave.
Function of roles:

·  Roles imply a division of labor among the group members, which can often facilitate the achievement of the group’s goals. 

· Roles help to bring order to the group’s existence. Like norms, roles imply expectations about one’s own and others’ behavior and this means that group life becomes more predictable and hence more orderly.

· Roles form part of our self-definition within the group, our sense of whom we are.

The great person theory of leadership suggests that certain key personality traits make a person a good leader, regardless of the nature of the situation facing the leader.

The contingency theory of leadership suggests that leadership effectiveness depends on how task-oriented or relationship-oriented the leader is, and the amount of control and influence the leader has over the group.

Leadership:
The great person theory of leadership suggests that certain key personality traits make a person a good leader, regardless of the nature of the situation facing the leader.

The contingency theory of leadership suggests that leadership effectiveness depends on how task-oriented or relationship-oriented the leader is, and the amount of control and influence the leader has over the group.
A task-oriented leader is concerned more with getting the job done than with the feelings of and relationships between group members.

A relationship-oriented leader is concerned primarily with the feelings of and relationships between the group members.

Cohesion: 
Group cohesiveness refers to qualities of the group that join members together and promote liking between members.

· Two perspectives on group cohesion.

1.- Cohesion as a consequence of interpersonal attraction among group members.

2.- Cohesion as a consequence of social attraction to the idea of the group
Group cohesion is a good thing.
     The more cohesive a group is, the more its members are likely to stay in the group, take part in group activities, and try to recruit like-minded members.
· Group members like one another. They should feel better in the group and as a consequence they should work harder.

· The relation cohesion-performance is not very strong and vary across different groups.

     Major consequence of cohesion
 To increase group members adherence to the group norms relevant to the particular context

· Identify the different types of leaders according to the contingency model.
· Define social facilitation.  Discuss the effects of social facilitation on the performance of simple and complex tasks.

Social facilitation is the tendency for people to do better on simple tasks (i.e. dominant response) and worse on complex tasks, when they are in the presence of others and their individual performance can be evaluated.
-The presence of others produces arousal
· Three theories suggest the presence of others increases arousal because they:  
· Make us more alert and vigilant.
· Make us apprehensive about how we are being evaluated (evaluation apprehension). 
· Distract us from the task at hand.
· Describe social loafing and discuss why it occurs.
Social loafing is the 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.
- They are more relaxed and less likely to tense up on a difficult task
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simple tasks

‘complex tasks

Social facilitation and social loafing

The presence of others can lead to social
facilitation or social loafing. The important
variables that distinguish the two are evalua-
tion, arousal, and the complexity of the task.

(Adapted from Cottrell et al., 1968)




Conditions in which social loafing is eliminated (Karau and Williams, 1993)

1. Importance of the task for group members.

2. Significance of the group to its members.

When these conditions are present and high, people seem to work harder collectively that alone.

· Define deindividuation and describe its effects on behavior.

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

· The key reason why deindividuation leads to impulsive acts is the presence of others. 

· The presence of others makes people feel less accountable for their actions.

· The presence of others lowers self awareness, which shifts people’s attention away from their moral standards.

· The presence of others increases the extent to which people obey the group norms.

· Define group polarization and groupthink.
Group processes affecting decision making
Polarization: the tendency for groups to make decisions that are more extreme than the initial inclinations of their members.
· Polarization through comparison 

Key factor: People's knowledge of other group members’ positions.

· Polarization through persuasion 

Key factor:  Exchange of arguments that precede the collective decision .
· Polarization as intergroup  differentiation
Key factor: Social identification with the group 

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

lllusion of invulnerability: The group feels
itis invincible and can do no wrong.

Belief in the moral correctness of the
group: "God is on our side.”

Stereotyped views of out-group:
Opposing sides are viewed in a simplistic,
stereotyped manner.

Self-censorship: People decide themselves
not to voice contrary opinions so as not to
“rock the boat.”

Direct pressure on dissenters to
conform: If people do voice contrary
opinions, they are pressured by others to
conform to the majority.

Illusion of unanimity: An illusion is created

that everyone agrees, for example, by not
calling on people known to disagree.

Mindguards: Group members protect the
leader from contrary viewpoints.

Defective decision making

Incomplete survey of alternatives

Failure to examine risks of the
favoured alternative

Poor information search

Failure to develop contingency
plans

Groupthink: Antecedents,
symptoms, and
consequences

Under some conditions, maintain-
ing group cohesiveness and
solidarity is more important to

a group than considering the
facts in a realistic manner (see
antecedents in first panel). When
this happens, certain symptoms
of groupthink occur, such as the
illusion of invulnerability (see
symptoms in middle panel).
These symptoms lead to defective
decision making (see final panel).

(Adapted from Janis, 1982)




· Define conflict and identify the different approaches to conflict resolution.

Conflict: A perceived incompatibility of actions or goals.

· A perceived relation of negative interdependence between 2 or more parties.

· For conflicts to surface, one or more of the parties involved must perceive the situation to be problematic.
Misperceptin:

· Self- serving bias.
· Self- justification
· Fundamental attribution error.
· In-group bias.
· Negative stereotypes.

Approaches to handling conflict: 
· Negotiation/Bargaining: Direct negotiation between the opposite sides in a conflict. The solution occurs only when both parties agree.

· Mediation: Neutral third party-facilitator helping the opposite sides to identify integrative solutions (whereby the parties make trade-offs on issues according to their different interests)
Conflictual intergroup relations:

Realistic group conflict theory 

1. The relationship between the groups is objectively conflictual.

2. Conflicting goals lead to:

· the development of hostilities between groups, 

· the arousal of competitive ingroup favoring biases  and 

· internal group cohesion.
Reduction of the conflict
· Superordinate goals: Goals that each group in conflict desire but which were unattainable by one group by its own efforts alone (Sherif, 1966). Working together for a jointly valued objective seems invariably to promote harmony and to reduce intergroup discrimination.

· Contact hypothesis: Intergroup contact reduces ignorance about the outgroup and favors its  acceptance.
Superordinate Goals: 

Limitations of the superordinate goals strategy
1. The outcome. It is the successful outcome of the cooperation rather than the cooperation itself that led to reduce hostilities.

2. The atmosphere of group rivalry: It could make difficult if not impossible to implement a strategy of collaborative action

RGCT: an evaluation

· It provides the support for successful

interventions based on the contact hypothesis.

· It is unlikely by itself to provide a complete

account of all aspects of intergroup relations. 

 Aspects of intergoup conflict that the RGCT cannot explain:

1. An explicit conflict of interest may not be necessary for the arousal of ingroup bias and intergroup discrimination.

2. The occurrence of “non-realistic” perceived conflicts.

Resolution from Social Identity Theory:

· Cross-categorization: Based on the use of more than one dimension of categorization. 
- Implies to make evident another dimensions of

categorization. When people are classified on more than one

dimension one typically observes less bias against those with whom at

least one identity is shared (Doise, 1978).

· Decategorization: Redefinition of the interaction at the interpersonal level
- Seeks to reduce the emphasis on categorical

judgments. The participants should be more attentive to idiosyncratic

information and less attentive to group-based information.

· Recategorization: Changing the salience of group identities.
- Implies the redefinition of the conflictual situation so

that those who are perceived as members of the outgoup can be seen

as ingroup members (unification of the different categories in a

superordinate category)

Brown’s Model:

· Rather than attempting to eliminate the existing ingroup-outgroup division, there may be some virtue in keeping it at least minimally salient while simultaneously optimizing the conditions for successful contact.

Summary of Different Approaches designed to reduce intergroup tensions:
· Supraordinate goals

· Contact hypothesis

· To avoid any reference to existing group divisions. (Decategorization)

· To make evident another dimension of categorization. (Cross categorization)

· To create new common identities, redrawing the group boundaries to create more inclusive superordinate categories. (Recategorization)

· To explicitly recognize group diversity
Lecture 9: Prosocial Behavior  
Learning Objectives.  Bibliography: Chapter 10 & class notes

· Define prosocial behavior and altruism.
Prosocial behaviour: is any act performed with the goal of benefiting another person.

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

· Describe social exchange theory

Social exchange: theory argues that altruistic behaviour:

· Can be based on self-interest.

· Stems from the desire to maximize our outcomes and minimize our costs.

All helping stems from self-interest

· Describe the empathy-altruism hypothesis.
Empathy: is defined as the ability to put ourselves in the shoes of another person, experiencing events and emotions the way that person experiences them.

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 behavior
1. Helping is an instinctive behavior to promote the welfare of those genetically similar to us. (Evolutionary psychology)

2. Helping is in our self-interest (Social exchange theory)

3. Feelings of empathy drive the helping behavior
Why Do Some People Help More Than Others?
   Altruistic personality refers to the aspects of a person’s makeup that are said to make him or her likely to help others in a wide variety of situations.

· Men:
· Are more likely to perform heroic acts.
· Women:
· Are more likely to be helpful in long-term relationships that involve greater commitment.
In all cultures people are:

More likely to help a member of their in-group, and less likely to help a member of an out-group
The line between the “us” and “them” is more firmly drawn in interdependent cultures
1. Members of collectivist cultures are more likely to help ingroup members than are members of individualist cultures.

2. Members of collectivist cultures are less likely to help outgroup members than are people in individualist cultures

· Describe the effects of mood on helping.
Effects of Mood on Prosocial Behaviour:

· Researchers have found a “feel good, do good” effect in diverse situations. People are more likely to help when they are in a good mood.

· This may happen because: 

· A good mood makes us look on the bright side of the life.

· Helping others prolongs our own good mood.

· Good moods increase self-awareness.

Negative-state relief hypothesis: People help

in order to alleviate their own sadness and distress
· Describe the bystander effect.

Bystander Intervention The Latané & Darley Model (1970)
   People go through five decision-making steps before they help someone in an emergency.

· If bystanders fail to take any one of the five steps, they will not help.
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before they help someone in an emergency.
If bystanders fail to take any one of the five
steps, they will not help. Each step, as well as
the possible reasons why people decide not
to intervene, is outlined.
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Lecture 10: Prejudice, stereotypes and discrimination  
Learning Objectives.  Bibliography: Chapter 12 & class notes

· Define prejudice. Identify its three components
Prejudice: A negative attitude toward a group; it typically includes pejorative stereotypes, devaluing beliefs, hostility, and unfavorable treatment that may include aggression.

To prejudge individuals is psychologically to stigmatize them rather than to make discriminating judgments about them
· Prejudice is a hostile or negative attitude toward a group of people. 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 stereotype is a generalization about a group of people, in which identical characteristics are assigned to virtually all members of the group, regardless of actual variation among the members.

· Meta-stereotypes: a person’s beliefs regarding the stereotypes that out-group members hold about their own group. 

· A behavioural component, relating to one’s action.
Discrimination: is the behavioural component of prejudice and includes an unjustified, negative, or harmful action towards a member of a group, simply because of the person’s membership in the group.
· Describe the social cognition approach to the study of the causes of prejudice-

· Describe the relation between controlled stereotypes and prejudice
According to social identity theory, other people are seen as belonging:
· either to our group (known as in-group) 
· or to a different group (known as the out-group).
That perception has some psychological consequences.
In-group bias: is the tendency in humans to evaluate in-group members more positively than out-group members
Out-group homogeneity: is the perception that those in the out-group are more similar (homogeneous) to each other than they really are and more similar than the members of the in-group are to each other
· Describe the role of automatic and processes in the activation and inhibition of stereotypes.

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

· Define the ultimate attribution error

· Identify individual differences in prejudice

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

· Describe the characteristics of the jigsaw classroom.

