Chapter 7

Conformity: When and Why
· Conformity: change in behaviour because of the real or imagined influence of other people. 
· In individualistic cultures, we stress the importance of conformity 
Informational Social Influence 
· Informational social influence: when we conform due to other people’s influences because we think they give us information to guide our own behaviour
· Private acceptance: when people conform to other people’s behaviour because they think that person is right 
· Public compliance: when a person conform to other people’s behaviour without really believing what they other person said was right 
· if the task is important, people are more likely to conform to the group people than if it were unimportant 
· when do people conform to informational social influence?
· Ambiguous situation
· The more uncertain you are, the more you will rely on other people 
· Crisis situation
· Contagion: rapid transmission of emotions or behaviour through a crowd
· When other people are experts 
· When we look to experts for answers, but they prove to be wrong as well
· Mass psychogenic illness: when there are similar physical symptoms in a group and there is know physical or medical cause for it 
Normative Social Influence: The Need to be Accepted
· normative social influence: when other people influence us and we conform in order to be liked and accepted by them. The result of this is usually public compliance with the groups behaviour’s and belief’s but not private acceptance
· social impact theory
· according to this theory, people will respond to social influence from others based on three variables
· strength 
· how important the group is to you
· immediacy
· number
· conformity will increase as strength and immediacy increase 
· for number, if the group is small, adding more people will have an increased sense of conformity, but if the group is already large to begin with, then it doesn’t do much
· so when do people conform to social influence theory?
· When the group size is three or more 
· When the group is important 
· When the group is unanimous 
· Its mostly felt when everyone in the group says or believes the same thing
· When there are gender differences in conformity 
· Women are more conforming than men 
· Doesn’t only do gender differences matter, but also the pressure of conforming in a group. If there is more pressure put on a group, women are more likely to conform
· When the group’s culture is collectivist 
· People in collectivist countries conform more than individualistic cultures
· Conformity is viewed as a positive thing because it promotes harmony and supportive relationships in a group
· Consequences of normative social influence
· Used to promote pro-environmental behaviours
· Can also promote illness, like train surfing because other people are doing it
· Overcoming normative social influence
· Idiosyncrasy credits: the number of credits a person earns over time by conforming to a groups norms. If enough credits are earned, the person can afford to have a few times where they can be deviant and not be punished for it
Minority Influence
· minority influence: when a minority of a group influences the behaviour’s or beliefs of a majority
· key is consistency. If the minority sticks with his decisions, the majority will view them as being grounded and know what they’re talking about, so they could also adapt their views
· majorities cause public compliance because of normative social influence
· minorities produce private acceptance because of informational social influence
Compliance: Requests to change your behaviour 
· compliance: a change in behaviour in response to a direct request from another person
· compliance techniques
· door-in-the-face technique
· technique to get people to comply to a request. People are first presented with a large request which is refused and then they are given a smaller and more reasonable mistake 
· in this technique, the reciprocity norm is invoked when the person backs down from the bigger request and favours the small one. We feel like we they did us a faviour and should thank them somehow 
· this technique is short lived
· the foot-in-the-door phenomenon
· technique where a person asks someone for a small request, which the person completes, and is then asked for a bigger request. 
· Instead of invoking reciprocity norm, it triggers a change in self-perception
· Long term
· Lowballing
· A strategy when a salesperson will sell you something at a certain price which you compel too, and then at the last minute, the salesperson will increase the price (saying it was a miscalculation) which usually results in the customer buying the thing anyways
Obedience to Authority
· obedience: conformity in response to the commands of an authoritative figure 
· the work of the these authorities to hurt the innocent is due to social influence
Milgram studies
· you were part of an experiment where you were told to test person to repeat a certain set of words. The person you were testing was strapped to a chair and everytime he got an answer wrong, you were to send an electrical shock. 
· Researchers thought that people would stop after the person you’re shocking said he had enough and wanted to get out, but the majority of people comply to the researcher’s prompts to continue the experiment 
· When the authority is very insisting, we tend to comply
· Role of normative social influence…
· A variation of the study…
· When there were three people asking the questions, the first and second person (people of the experiment) stopped at a certain point to ask the questions, so the real person had more of an insentive to tell the experimenter that they wanted to stop. 
· Role of informational social influence…
· A variation of study…
· Identical to original experiment, but this time the experimenter didn’t tell the person the shock levels to give to the wrong answer, and the experimenter would leave the room unexpectedly and the person was told to carry on without him
· When the person is not actually an expert, people are less likely to obey 
· Other reasons why we obey…
· We conform to the wrong norm
· When we are already following a certain norm, and someone else asks us to do something that is even worse, we often don’t think rationally about it. If were to take a 15 minute break, however, we would probably realize that what we were about to do was wrong 
· Self-justification
· they had to increase in only 15 volts increments, so every time they would justify to themselves saying “15 more volts won’t do much” and they never drew a line 
· not about aggression
· people thought that it was their “evil” side coming out when giving people these shocks, but when the experimenter told the person they could give whatever voltage of shock when they got the answer wrong, participants usually gave the mildest ones, showing that it’s not about aggression 
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