Introduction
· Your vast experience allows you to make automatic judgements to categorize the personality and behaviour of others, which in turn, can influence how judge your own actions and beliefs
· The conscious and unconscious judgements you make lead to “social perceptions” which influence how you interpret your behaviour and the behaviours of individuals and groups
Attribution Theories
· How you interpret someone’s behaviour may lead you to form an impressions that may or may not accurately reflect the circumstances
· Correspondent Inference Theory
· According to Jones and Davis’ correspondent Inference theory, you actively analyze a person’s behaviour to make inferences bases on three variables:
· Degree of choice
· It is sometimes difficult to appreciate the degree of choice in a certain behaviour
· Ex. an actor in a movie
· Expectation of behaviour
· The intended consequences of the behaviour 
· Covariation Theory
· Kelley’s theory predicts how you determine if a given behaviour is due to an individual’s personal disposition OR the situation and circumstances
· Three variables are considered to determine if a behaviour is dispositional or situational:
· Consistency
· Does the individual usually behave this way in this situation?
· Distinctiveness 
· Does the individual behave differently in different situations?
· Consensus
· Do others behave similarly in this situation?
The Fundamental Attribution Error
· Fundamental Attribution Error: tendency to over-value dispositional factors for the observed behaviours of others while under-valuing situational factors
· Term was coined by psychologist Ross, who presented an influential argument for the place of FAE in social psychology 

· The Actor/Observer Effect
· You are more vulnerable to making the fundamental attribution error when determining the causes of the behaviours of others rather than your own behaviour
· When attributing the cause of your own behaviour, you are much more aware of situational influences


· This finding is not a universal finding and seems to be influenced by culture
· Americans tend to make more attributions to personal/dispositional factors than situational factors which continues into adulthood
· Indian tendencies moved in the opposite direction

· Self-Serving Bias
· Refers to your tendency to perceive yourself favourably
· “Above average effect”: causes you to identify dispositional causes for your successes, but situational causes for your failures, giving an exaggerated view of your abilities
Cognitive Heuristics
· When you use the representativeness heuristic, you classify people by considering how well their behaviour fits with a certain prototype
Relationships
· There are several factors that make it more likely for you to be attracted to somebody
· Proximity
· You are more likely to be attracted to somebody that you live or work closely with
· Not only physical distance, but how much interaction goes on
· Familiarity
· The effect of being more positive towards things that you are familiar with, even if just once or twice in the past
· Physical attractiveness
· Their opinions of you
· [bookmark: _GoBack]Having someone like you when your self-esteem is low has more of an effect on your impression on that person when your self-esteem is high or normal
