Social psychology: The branch of psychology that studies the effect of social variables on individual behavior, attitudes, perceptions, and motives; also studies group and intergroup phenomena. The study of the ways in which thought, feelings, perception, motives, and behavior are influenced by interactions and transactions between people. Social psychologists try to understand behavior within its social context. Social context: Includes real, imagined or symbolic presence of other people; the activities and interactions that take place between people; the features of the settings in which behaviors occur. 

Social cognition: The process by which people select, interpret, and remember social information. We examine the ways in which people construct social reality and the ways in which attitudes are formed and changed.

Constructing social reality: Judging you only by that is readily apparent.

Nearly all the Princeton students judged the game as rough and dirty and none saw it as clean and fair and most believed that Dartmouth players started the dirty play. And when the Princeton student’s viewed the game film they saw the Dartmouth team commits twice as many penalties as their own team. While viewing the same film, Dartmouth students saw both sides commit the same number of penalties. 

This study makes clear that a complex social occurrence cannot be observed in an objective unbiased fashion. Social situation obtain significance when observers selectively encode what is happening in terms of what they expect to see and want to see. 

The principal for the fans is people bring past knowledge to bear on the interpretation of current events but the objects for perceptual processing are people and situations.

Social perception: The process by which a person comes to know and categorize the personal attributes and behaviors of others. 

Attribution theory: A social-cognitive approach to describing the ways the social perceiver uses information to generate casual explanations. Determine the causes of events.

Fritz Heider: People continually make casual analyses as part of their attempts at general comprehension of the social world. People are all intuitive psychologists who try to figure out what people are like and what causes their behavior just as professional psychologists do. He believed that the questions that dominate most attributions analyses are whether the cause of a behavior is found in the person (internal or dispositional causality) OR in the situation (External or situational causality).


Co-variation principle: A theory suggesting that people attribute a behavior to a casual factor if that factor was present whenever the behavior occurred but was absent whenever it did not occur. For example: You are walking down a street and you see a friend pointing at a horse and screaming. What evidence would you gather to decide whether your friend is crazy (dispositional attribution) OR danger is afoot (A situational attribution).

Assessing co-variation with respect to three dimensions of information: 
1. Distinctiveness: Refers to whether the behavior Is specific to a particular situation- does your friend scream in response to all horses?
2. Consistency: refers to whether the behavior occurs repeatedly in response to this situation- has this horse made your friend scream in the past?
3. Consensus: refers to whether other people also produce the same behavior in the same situation- is everyone pointing and screaming?

Fundamental attribution error (FAE): The dual tendency of observers to underestimate the impact of situational factors (blame or credit the environment) and to overestimate the influence of dispositional factors on a person’s behavior (blame of credit people). 

Lee Ross experimented the FAE: The questioner. The contestant and observers rated the general knowledge of both questioner and contestant. Questioner seems to believe that both they and the contestants are average. Both contestants and observers rate the questioner to be much more knowledgeable than the contestant and the contestants even rate themselves as a bit below average. It should be clear that the situation convers a great advantage on the questioner. The contestants and observers ratings ignore the way in which the situation allowed one person to look bright and other to look dull.

Actor-observer bias: The basic difference in the way we make attributions for our own behaviors compared to the behaviors of others. We often tend to use situational attributions to explain our own behavior, whereas we tend to overestimate the extent to which disposition affects the behaviors of others.

Western cultures embody independent construal whereas most Eastern cultures embody interdependent construal.

The USA media coverage focused rather tightly on the personal characteristics of the athletes and the Japanese media considered a broader ranger of factors. The Japanese reports didn’t ignore the athletes characteristics but they also discuss other background factors including the extent to which the athletes met others expectations.  USA focused only on the positive characteristics WHILE Japan focused on both negative and positive.

Self-serving bias: An attributional bias in which people tend to take credit for their successes and deny responsibility for their failures. People tend to make dispositional attributions for success and situational attributions for failure.

Self-serving judgments arose without much reflection. When, as indicated by their brain activity, participants engaged in greater deliberation, that deliberation was more likely to yield non-self-serving, dispositional attributions for incorrect judgments.

Self-fulfilling prophecy: A prediction made about some future behavior or event that modifies interactions so as to produce what is expected.

First the teachers acted more warmly and more friendly toward the late bloomers, creating a climate of social approval. Second they put greater demands involving both quality and level of difficult on those for whom they had high hops. Third they have more immediate and clearer feedback (both praise and criticism) about the selected students performance.  Also the teachers created more opportunities for the special students to respond in class and be reinforced, giving them had evidence that they were indeed as good as the teachers believed they were.

Self-fulfilling prophecies have the greatest effect on the lives of low-achieving students. When teachers expect them to do poorly, they may do even worse; when teachers expect them to do well, that has the potential to turn their school lives around.

Attitude: The learned, relatively stable tendency to respond to people concepts and events in an evaluative way. A positive or negative evaluation of people, objects and ideas.

Three types of information that give ride to your attitude: 
1. Cognitive: What thoughts do you have in response to …? (she isn’t a serious actor)
2. Affective: What feelings does the mention of … evoke?(she looked better when she first started)
3. Behavioral: How do you behave when you have the opportunity to see of.?(I am going to wait to read her reviews before seeing the movie)

Accessibility: The strength of the association between an attitude object and a person’s evaluation of that object. (Predicts behavior) Attitudes are more accessible when they have been rehearsed more often. The more often you have formulated an attitude about something the more accessible is the attitude.

The act of rehearing and reporting their attitudes on a simple questionnaire had a major impact on people’s subsequent behavior. Attitudes are better predictors of behavior when the attitudes remain stable over time.

Another way other than accessibility: To improve attitude measures. A new measure that attempts to capture people’s automatic or implicit attitudes and that remains often-outside conscious awareness.

Persuasion: Deliberate efforts to change attitudes.

Elaboration likelihood model: A theory of persuasion that defines how likely it is that people will focus their cognitive processes to elaborate upon a message and therefore follow the central and peripheral routes.

The central route represents circumstances in which people think carefully about a persuasive communication so that attitude change depends on the strength of the arguments.

The peripheral route represents circumstances in which people do not focus critically on the message but respond to superficial cues n the situation. The absence of critical thought is called low elaboration.

The hypothesis: People are more likely to have the energy and motivation to engage in elaborative processing-the central route to persuasion-when they encounter persuasive messages at their right time of the day.
Experiment: People showed more attitude change in the direction of the statements when they read the persuasive statements at the optimal time of day. At the optimal time of day, participants were motivated to elaborate on persuasive statements. 

Cognitive dissonance: The theory that the tension-producing effects of incongruous motivate individuals to reduce such tension. (Leon Festinger) The state of conflict someone experiences after making a decision, taking an action or being exposed to information that is contrary to prior beliefs, feelings, or values.

An aversive state arises that the person is motivated to reduce it. Dissonance-reducing activities modify this unpleasant state. Dissonance has motivational force- it impels you to take actions to reduce the unpleasant feeling.  The stronger the dissonance, the greater the motivation to reduce it. 

Canadians attitudes changed considerably more for self-judgments; Japanese participants attitudes changed considerably more for a friends judgments.

Self-perception theory: The idea that people observe themselves in order to figure out the reasons they act as they d; people infer what their internal states are by perceiving how they are acting in a given situation. One flaw is that people are often insensitive about the extent to which their behavior is influenced by situational forces. 

Compliance: A change in behaviors consistent with a communication sources direct requests.

Reciprocity norm: Expectation that favors will be returned- if someone does something for another person, that person should do something in return.

Door-in-the-face technique: When people say no to a large request, they will often say yes to a more moderate request.

Salesperson knows that if they can get you to commit yourself to some small concession, they can probably also get you to commit yourself to something larger.

Foot-in-the-door technique: Once people get a foot in the door, they can use your sense of commitment to increase your later compliance.

Scarcity: People dislike feeling that they cannot have something (people like to have things others cant) 

Prejudice: A learned attitude toward a target object, involving negative affect (dislike or fear), negative beliefs (stereotypes) that justify the attitude, and a behavioral intention to avoid, control, dominate or eliminate the target object.

A false belief qualifies as prejudice when it resists change even in the face of appropriate evidence of its falseness.

Social categorization: The process by which people organize the social environment by categorizing themselves and others into groups.

In-groups: The groups, which people identify as members.

Out-groups: The groups with which people do not identify as members.

Minimal groups: Students consistently gave greater rewards to the people who they believed shared their dot estimating tendencies.

In-group bias: An evaluation of ones own group as better than others.

Racism: Discrimination against people based on their skin color or ethnic heritage.

Sexism: Discrimination against people because of their sex.

Modern racism: “blacks are demanding too much form he rest of society”

Stereotypes: Generalizations about a group of people in which the same characteristics are assigned to all members of a group.

Behavioral confirmation: The process by which people behave in ways that elicit from others specific expected reactions and then use those reactions to confirm their beliefs. Their own actions toward an out-group individual creates a context in which the individual will produce behaviors consistent with the stereotype.
 People tend to devalue information that is inconsistent with their prior stereotype.

Stereotype threat occurs when people are placed in situations in which negative aspects of stereotypes are relevant and this produces a context in which people are not able to make efficient use of their mental resources.
Muzafer Sherif:  A group solved their rivalry y introducing a problem that could be solved only through co-operative action on shared goals..

Contact hypothesis: The prediction that contact between groups will reduce prejudice only if the contact includes features such as co-operation toward shared goals. Friendship for prejudice reduction. Friendships allow making the out-group seem less threatening and reduce the anxiety associated with their contacts.

Physical attractiveness often plays a role in the kindling of friendship.
 Participants from Ghana mad nearly the same attributions to attractive and unattractive photographs. Us participants made les positive attributions to the unattractive photographs.

People who are similar to you can provide a sense of personal validation, because a similar person makes you feel that the attitudes you hold dear are the right ones. Dissimilarity often leads to strong repulsion.

You tend to like people whom you believe like you (reciprocity).  

THREE DIMENSIONS OF LOVE: 
1. Passion – sexual passion and desire
2. Intimacy – honesty and understanding
3. Commitment – devotion and sacrifice

Passionate love – a period of great intensity and absorption
Companionate love: The tendency for relationships to migrate toward a state of lesser intensity but greater intimacy.

Cultures with independent construal’s of self value the person over the collective and interdependent cultures put greater value on shared cultural goals rather than individual ones.

People who perceive the most overlap between self and other – those people who come to view the other as included within the self are most likely to remain committed to their relationship over time. Attachment style is an accurate predictor of relationship quality and has the most enduring romantic relations.

Social role: A socially defined pattern of behavior that is expected of a person who is functioning in a given setting or group.

Rules: Behavioral guidelines for acting in certain ways in certain situations. Some rules are explicitly stated in signs (do not smoke, no eating in class) or are explicitly taught to children (respect the elderly, never take candy from a stranger.) Other rules are implicit – they are learned trough transactions with others in particular settings : how loud you can play your stereo or how close you can stand to another people etc.

Situational forces can lead ordinary people to exhibit horrendous behaviors. Most students in the guard role reported being surprised at how easily they came to enjoy controlling other people. 

Social norms: The expectations a group has for its members regarding acceptable and appropriate attitudes and behaviors. Belonging to a group typically involves discovering the set of social norms that regulates desired behavior in the group setting.
You notice the uniformities in certain behaviors of all or most members, and you observe the negative consequences when someone violates a social norm.

Conformity: The tendency for people to adopt the behaviors, attitudes, and values of other members of a reference group.

Forces that may lead to conformity: 
1. Informational influence: Process-wanting to be correct and to understand the right way to act in a given situation.
2. Normative influence: process-wanting to be liked, accepted and approved of by others.

Informational influence: Group effects that arise form individuals desire to be correct and to understand how best to act in a given situation.

Normative influence: Group effects that arise from individuals desire to be liked, accepted and approved of by others.

Norm crystallization: The convergence of the expectations of a group of individuals into a common perspective as they talk and carry out activities together.

Solomon Asch: 3 factors varied: The size of the unanimous majority, the size of the discrepancy between the correct physical stimulus comparison and the majority position. With a partner the participants was usually able to resist the pressures to conform to the majority.

Group polarization: the tendency for groups to make decisions that are more extreme than the decisions that would be made by the members acting alone.

Two types of processes underlie group polarization: The information-influence model and the social comparison model. The information influence model suggests s that group members contribute different information to a decision. The social comparisons model suggests that group members strive to capture their peer’s regard by representing a group ideal that is a bit more extreme than the group’s true norm.

Groupthink: The tendency of a decision-making group to filter out undesirable input so that a consensus may be reached, especially if it is in line with the leader’s viewpoint. (Irving Janis) Groups that were highly cohesive, insulated from experts& work under directed leadership wud make groupthink decisions.
Stanley Milgram: Blind obedience is les a product of dispositional characteristics than the outcome of situational forces that can engulf anyone.

Two reasons people obey authority in these situations can be traced to the effects of normative and informational sources of influence.  People want to be liked (normative influence) and people want to be right (informational influence). 

[bookmark: _GoBack]Blind obedience to authority means obeying any and all authority figures simply because of their ascribed status, regardless of whether they are unjust or just in their requests and commands.

The hero is the person who can act mindfully, out of conscience, when others are standing by silently, allowing evil deeds to go unchallenged.
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