Chapter 10

Why Do People Help?
· prosocial behavior: any act that is performed with the goal of benefiting another person 
· prosocial behavior is motivated by altruism: the desire to help another person or a group of people, even if it means a cost a to the helper 
· Evolutionary Psychology: Instincts and Genes
· According to Darwin, natural selection favour genes that promote the survival of the person
· The problem with the evolutionary theory: how can it prove altruism?
· One way to resolve, is with the notion of kin selection: behaviors that help a genetic relative are favored by natural selection
· A person’s motivation to help someone else was more based on their closeness to that person rather than their genetic relatedness 
· Reciprocity norm: expectation that helping others will increase the likelihood that they will help us in the future
· Reciprocity norm could have become genetically based
· Infants can pick up whether people intend to help them or not
· The ability to learn social norms (one being altruism) has become part of our genetic makeup
· Evolutionary psychologists believe that people help others because of three factors that have been imprinted in our genes:
· Kin selection
· Reciprocity norm
· The ability to learn and follow social norms
· Empathy and mirror neurons
· Imitation is part of human nature
· Imitation is supported by mirror neurons
· Empathy as simulation of others’ mental states
· Empathy and mirror neuron system
· Mirror neurons and adaptive intersubjectivity 
· Social Exchange: The Costs of Rewarding and Helping
· They believe that altruistic behavior can be based off self-interest
· When we help others we can gain rewards like social approval from others 
· People also help others to get rid of their own distress
· People only help when the benefits outweigh the costs
· Empathy and Altruism: the Pure Motive for Helping
· Pure altruism comes in when we feel empathy for the person who needs help
· Empathy: the ability to put ourselves in shoes of another person. We experience events and emotions the way the other person experiences them 
· Empathy-altruism hypothesis: when we feel empathy for a person in need, we will attempt to help them purely for altruistic reasons, not matter on what we have to gain
· if you don’t not feel empathy, social exchange comes into play, what can you gain from it
· if you think that youre going to run into that person again, your empathy for them rises and you are more likely to help them for altruistic reasons
· those who want to get rid of their own distress will help right away instead of later, but the people with altruistic motives are more likely to help for a sustained period of time
· three basic motives underlying prosocial behavior:
· evolutionary psychology – helping is an instinctive reaction to promote the welfare of those genetically similar to us
· social exchange theory – the rewards of helping usually outweigh the costs, so helping is in our self-interest 
· empathy-altruism hypothesis – under some conditions, powerful feelings of empathy for others prompt selfless giving
Personal Determinants of Prosocial Behavior: Why Do Some People Help More Than Others?
· Individual differences: The Altruistic Personality
· Altruistic personality: ascpects of a person’s makeup that cause him or her to help others in any sort of situation
· it’s not just personality that determines behavior 
· Socioeconomic Status Differences in Prosocial Behavior
· Being poor makes you more helpful
· People who have lower SES (socioeconomic status) are more concerned with the needs of others 
· Cultural Differences in Prosocial Behavior
· In-group: the group with which a person identifies and they feel like a member of the group
· Out-group: a group with which a person does not identify 
· People of collectivist countries in-group members are more important and are more likely to be helped than in individualistic cultures. They are also less likely to help out-group members than individualistic cultures
· Effects of Mood on Prosocial Behavior
· People help others if they have a “feel good, do good” effect
· A good mood can increase helping for three reasons:
· Good mood makes us look on the brighter side of life
· Helping people is a good way of prolonging our good mood
· Good moods increase self-awareness
· Feel Bad, Do Good is when you feel guilty about something, and help a person out to boost your mood
· Negative-state relief hypothesis: people help others to get rid of their own sadness and distress
· Emotional Numbness is when a person emotionally shuts down to avoid pain and distress, but this results in the lack of empathy to help others
Situational Determinants of Prosocial Behavior: When Will People Help
· Environment: Rural vs. urban
· People in smaller towns offer more help than people in larger towns 
· Urban-overload hypothesis: if you put urban dwellers in a calmer and less stimulating environment, they would as likely as anyone else to help others
· Bystander Intervention: Latane and Darley Model
· Bystander effect: the more bystanders there are watching an emergency, the less likely it is for one of them to help
· Why is this so?
· Noticing an event
· Interpret the event as an emergency
· Assume Responsibility
· Know appropriate form of assistance
· Decide to implement help
· Communal vs. Exchange Relationships
· Communal relationships: when people’s primary concern is the welfare of another person
· Exchange relationships: controlled by our concerns about equity
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