Chapter 18 – Social Psychology 
· The scientific study of how we think, feel, behave, and how relate to one another in social situations, whether they are real or imagined 

I. Social Thinking 
A. Attributions 
· Definition
· The mental processes that are used when we evaluate an explained human behaviour whether it’s our own or someone else’s
· The actual explanation we offer as to the why of behaviour 
· Possibilities
· Dispositional
· A trait is the cause of the behaviour 
· Situational
· They had to do something because they need to 
· Interaction
· An interaction b/w who the person is and the situation
· The fundamental attribution error
· When we are explaining someone else’s behaviour, particularly people we do not know, we tend to focus on dispositional and disregard situational
· This is a reoccurring problem
· Warm and Friendly, Aloof and critical – example
· Exceptions
· When we explain our own behaviours
· Take into consideration situational factors
· When told to put yourself in their shoes
· Effects of Attributions
· It matters because it will affect how you feel about someone, react with them

B. Attitudes and Actions 
· Definition
· A learned tendency to evaluate a situation, person, object, animal, in a very specific way
· Can be positive, negative, and ambiguous
· Can have a cognitive, emotional and behavioural component
B.1 Do our attitudes guide our actions?
· Just because we have an attitude does not mean that we will behave that way in a situation
· Attitudes are likely to influence us when
·  outside forces are minimal
· our attitudes are extreme
· We are personally going to gain or lose something
· We anticipate a favorable response 
· The attitude is specifically relevant to the behaviour
B.2 Do our actions affect our attitudes?
· The foot-in-the-door technique
· When you make a small request as a set up for a larger request 
· The foot in the door phenomenon
· Once we have said yes to a small request we will say yes to a larger request 
· Role playing
· Zimbardo (1972)
B.3 Why do our actions affect our attitudes?
· Cognitive dissonance (Festinger)
· We like to have our attitudes and actions in line with each other 
· When our attitudes and actions are not in line with each other it creates a situation that is full of tension and so you try to align your attitudes and actions
II. Social Influence 

A. Conformity and Obedience 
A.1 Conformity 
· Definition
· When we change our thinking, feeling, or behaviour as a result of group pressure, real or imagined
· Solomon Asch
· What if the opinion of the group is clearing wrong?
· 76% at least once someone conformed 
· On average they conformed 37% of the time
· Normative social influence
· We conform because we want to be accepted 
· Informational Social Influence
· When we are really not sure about the information we have so we go with the group
· Under what circumstances are we likely to conform?
· When we are a part of a group and they are unanimous and there are at least 3-4 
· When we are asked to give our answer in front of everyone
· When we have not expressed an opinion or commitment
· When we are made to feel like we are stupid 
A.2 Obedience
· When we perform an action as a result of a direct order from a person in authority
· Blind or Inappropriate obedience can have horrific results 
· Milgrim 
· Can you take good people and order them to harm another person? Against their principles
· Shock study
· Most went all the way

B. Group Influence

B.1 Individual Behaviour in Presence of Others
· Social Loafing
· Our tendency as individuals when we are working in a group we don’t work as hard, put out less effort, compared to if we were working on the task on our own 
· Men are more likely than women
· Why does it happen?
· Responsibilities are diffused
· The larger the number of people the more people will social loafing
· Assume that other people are not going to put their best effort 
· How can you stop it?
· When the group wants to maintain its prestige
· When people are working on something important or meaningful to them
· Make sure that every single person is responsible for something specific
· If they know each other very well
· Social Facilitation
· Doing something in front of people can enhance or hinder our performance
· When the task is easy or when you are very skilled at the task the presence of others will enhance our performance
· When the task is difficult or you are not good at it the presence of others is going to hinder our performance
· When we are in front of people we are more aroused 
· Deindividuation
· When we are in a crowd and we feel anonymous, self awareness can go down and inhibitions can go down and when they do we end up doing things we normally do not do 
· Reason is because there is arousal but responsibility is diffused 

B.3 Effects of Group Interaction
· Group Polarization
· When we join a group our beliefs become stronger as a result of group discussions 
· Can be both positive and negative
· Group Think:
· Janis (1982)
· Fascinated by the conditions that the government made good and bad decisions
· Group think is when the members of the group are so into maintaining harmony in the group, and pleasing the leader that they let go of critical thinking, sound decision making, and shut themselves off to any opinion that is contrary to their own
· When group think was present it caused bad decisions 
· How to solve group think
· Have someone to oppose the ideas you have

III. Social Relations

A. Prejudice 
· Means to prejudge
· Reach a conclusion without looking at all the facts
· Definition
· Usually a negative attitude towards members of a specific group that is not supported by fact and based on superficial information 
· 3 components
· Cognitive
· Your beliefs
· Emotional
· Hate, rage, anger, fear
· Behavioural
· Discrimination
· Explicit 
· Conscious and aware that they have this prejudice
· Implicit 
· Unconsciously is prejudice
· Prejudice is universal 
· Why
· An entangled web
A.1 Psychological Factors
· Mental shortcuts:
· We want to simplify a complex world
· Categorization
· Us  Vs. Them
· Heterogeneous 
· We know we vary 
· Homogen
· They are all the same 
· In-group bias
· Make favorable accusations of our own group while everything about them is negative 
· Ethnocentricity 
· Our culture is it, the yard stick by which we judge everything else
· Vivid cases
· Tend to remember and take it and over generalize it 
· Just world phenomenon
· Tend to believe that good things happen to good people and bad things happen to bad people 
· Emotional Factors
· Research shows that we have the tendency to become seriously prejudice to people who we believe challenge our world  view 
· Can be perceived as a threat
· Frustration
· Some people take this frustration out on people who have nothing to do with the problem
· Scapegoat
· Ward off
· To ward off feelings of fear and worry they direct it onto someone else
· Tonic
· Use it as a tonic for low self esteem
A.2 Social factors
· Learning
· We learn to be prejudice
· Little children do not have the capacity to realize that they cannot generalize
· Social pressure
· Be like their family and friends 
· Social Identity
· Group bias and prejudice against others
A.3 Economic Factors 
· Dominant  majority
· Social inequalities
 
B. Aggression 
· A behaviour that is done with the intention to hurt, harm and destroy 
· Can be premeditated or spontaneous 
· Why?
· Aggression is in nature but no animal on earth is as aggressive as humans
· Genetics
· Some genetic variations on chromosome 11
· Brain
· Brains structures are linked with aggression
· The Amygdala
· Low levels of serotonin and aggression
· Psychopaths have much smaller frontal lobes
· Hormones
· Higher the levels of testosterone the higher the levels of aggression
· Makes them much more confident and feel powerful
· Mental Illness
· Aversive events/feelings
· When in pain more likely to snap
· Frustration-aggression principle
· When we are pursuing a goal and our goal is thwarted some of us tend to become aggressive 
· Learning
· Abused children are more likely to become abusive
· Media
· Makes you more aggressive or desensitizing  you to violence	

C. Conflict 
· Social Trap
· When the pursuit of individual interests leads to collective harm or collective destruction 
· Enemy Perceptions
· When we have an enemy we tend to perceive ourselves as all good and the enemy as all bad and vice versa

D. Interpersonal Attraction 
· Positive feelings and interested in having a relationship with them
· Proximity
· Geographical and physical proximity is one of the single most important factors 
· Mere exposure effect 
· Our tendency when we’re exposed to something or someone time and time again we’re more likely to like it 
· Physical Attractiveness
· When we meet people we know nothing about physical attraction is important
· However once we get to know people physical attractiveness becomes less important
· Similarity
· We tend to be with and to stay with people who are similar to us 
· Reward
· How rewarding is the interaction? The relationship?
· Reciprocity of liking
· We tend to like those who like us
· Physiological Arousal
· Two-factor theory of emotion
· According to this theory in order for us to experience an emotion two factors must be present 
· 1. There should be physiological arousal
· 2. The interpretation of the physical arousal 
· According to Shacter different emotions have similar physical arousal
· How do we know which emotion we are feeling?
· According to Shacter we look for clues in the environment 
· According to   Shacter physiological arousal in situation 1 spills over into situation 2 and as a result it’s going to enhance the emotions in situation 2 
· Passionate Love
· Really strong feelings of liking attraction toward someone with erotic undertones, idealism the person and be consume by them 
· 6-30 months
· Doesn’t last because it is fantasy and mystery because we don’t love them for who they are but for who we want them to  be 
· Companionate love
· Based on respect for the person, deep feelings of caring for the person and commitment 
· With time it becomes stronger and deeper and often it lasts a life time 
· Equity
· A balance between what your giving and receiving 
· On average are receiving and giving an equal amount 
· Self-disclosure
· Telling them about yourself 
E. Helping Behaviour
· Prosocial behaviour
· Anytime we do something for someone else 
· Altruism
· A specific for of prosocial behavour
· When we help others without looking for any gains for ourselves
· Kitty Genovese (1964)
· Darley and Latane (1968)
· Its not abnormal 
· By stander effect
· Our tendency as individuals not to step up and help if other people are around 
· Where as if we’re alone then we’re more likely to step up and help
· Assume that others have already done it 
· Or when the situation is ambiguous they assume that they don’t have to do it  
· In order for us to help we must notice we must asses the situation and we must assume responsibility
· The Psychology of Helping
· Social exchange theory
· Always trying to maximize benefits and minimize costs
· If helping someone is going to give us more benefits than costs than we will help 
· Reciprocity norm
· We are trained/socialized to help those who help us 
· Social responsibility norm
· We are socialized to help those who need help

F. Peace Keeping
F.1 Cooperation 
· Sherif et al. (1961)
· Recruited 22 boys who were about 11 for the purpose to go into camp
· Divided the boys into the two groups. Eagles and rattlers 
· Took them to camp separately
· Stayed in cabins that were separate from each other
· After a week they introduced them to each other
· Created competitions for them
· Started calling each other names, hated on each other, etc. 
· Brought them together without competition but this didn’t work well either 
· Sabotaged the water tank so there was no water
· Forced them to work together 
· Superodrdinate goals
· Goals that trend send group membership
· Goals that people of different groups are interested in 
· The fighting stopped
· The jigsaw classroom
· Where children from different backgrounds form a group and have a common project to work on
· Give every single member of the group for a very specific unique part of the project
· Once you do this the children will have higher self esteem, stereotypes go down and prejudice goes down 
        F.2 Communication 
	        F.3 Conciliation 
· Osgood
· Graduated and reciprocated initiatives in tension reduction  GRIT
· Someone needs to step up to the plate and admit that there is tension and offer a gift that is meaningful to the other party but start small
· If they wanna play tough then you play tough but make it clear that you don’t want to fight
· If they offer a gift as well offer them something bigger
· 


