
Chapter 16 (Social Psychology)
1) Social Thinking
A) Attributions
· Two meanings:
· The process by which we infer the causes of behaviour
· The actual explanation that we offer
· Causes for explanation:
· Dispositional factors could be used for explanations
· Situational factors may also be used to explain a circumstance
· Interaction between internal dispositions and situational factors are also another method
· Even though these are three possibilities, we tend to fall prey to the fundamental attribution error
· We tend to overestimate dispositions, characteristics and underestimate/ignore situational factors 
· Exceptions to fundamental attribution error:
· When we are explaining our own behaviours
· When we are making attributions about people we know very well, we are less likely to fall prey
· When we let our compassion kick in towards the other person, we are also less likely
B) Attitudes and Actions
1) Do Attitudes Guide Actions?
· A learned tendency to evaluate something or someone in a specific way is an attitude
· Attitudes COULD have three components to them:
· Cognitive (what YOU think)
· Affective (emotional)
· Behavioural
· Attitudes DO guide actions, but people do not always behave in line with their attitudes – this is a surprise to psychologists
· Under what circumstances are actions more likely to affect attitudes
· Outside influences
· When attitude is specifically relevant to the behaviour
· Awareness
· When attitude is extreme
· When it is stated frequently
· When it is publicly stated
A field in psychology about how the presence of others affect our thinking, behaviour, and our feelings

· When the attitude resulted from a direct experience

2) Do Actions Affect Attitudes?
· “The foot in the door” is our tendency to, once we have said yes to a small request, accept a larger request
· Role-playing
· The roles we play will influence our actions, attitudes, etc.
·  Zimbardo example with Stanford prison
3) Why Do Actions Affect Attitudes?
· Cognitive dissonance (Festinger)
· When we realize there is a gap between actions and attitudes, it creates psychological tension within us that is aversive and uncomfortable that we are motivated to do whatever it takes to get rid of it

   2)  Social Influence
A) Conformity and Obedience
1. Conformity
· When we change attitudes or behaviours to be in line with society’s
· Solomon Ash – interested in this question, did lots of studies
· 76% of the group agreed with fake subjects even when the answer was wrong, at least on one trial
· When the group is unanimous it is four or more people
· Why do we conform?
· Normative social influence:
· We want to be liked and accepted by the group
· Informational social influence:
· We want to be right – we turn towards the group
2. Obedience
· When we perform an action as a result of a director order, from an authority figure or somebody of higher status
· How far would be go to obey?
· Milgram – brilliant mind in psychology
· The “teacher”, “learner” example
· Before he did the study, he consulted with psychiatrists, university students, and people in the community
· All three groups agreed no one would go to 450 volts, all agreed majority of the subjects would stop at 150
· 65% of the subjects when to 450 volts
· No one stopped at 150 volts
· When people were left to their own devices, only 3% of people went all the way to 450 volts
B) Group Influence
1. Individual Behaviour in the Presence of Others
· Social Loafing
· As individuals, people putting in less effort than if we were doing the task alone
· Social Facilitation:
· The presence of others are going to influence and affect our performance
· This influence depends on the task though
· When the task is difficult or is something you’re not good at, the presence of others is going to hinder your performance and vice versa
· Deindividuation
· When we are in a group and we feel anonymous, inhibitions go down, self-awareness goes down, and as a result we are going to end up behaving in ways that we normally don’t do and that we would not do if we were by ourselves
2. Effects on Group Interaction
· Group Polarization
· As a result of group interaction, the initial dominant attitude of the group is going to become more enhanced, more ingrained, stronger and deeper
· Janis (1982)
· Whenever the president made a good decision, groupthink was absent
· When ever the president made a bad decision, group think was present
· Groupthink:
· When the members of a group are so into harmony and cohesiveness and pleasing the leader, that they start ignoring relevant info, particularly if it’s contradictory

[bookmark: _GoBack]  3) Social Relations (Just Notes for Review)
A) Prejudice
1. Intro
· Prejudgment – to reach a conclusion without having considered all of the facts
· Definition of prejudice: a learned negative attitude towards a specific group
· Attitude not supported by facts, but is based on very superficial info
· Three components to prejudice:
· Cognitive Component
· Our beliefs, attitudes, thoughts, assumptions, about the group we’re prejudiced to
· Emotional Component
· Because of the prejudice we have, we may be angry at them, hating them, disgusted by them, etc.
· Behavioural Component
· A predisposition to act in a certain way
· Prejudice can be explicit (we are aware of it), or implicit (unaware of it)
· For the longest time, social psychologists believed that if someone was prejudiced, they are mentally ill
· When they did the research however, they discovered prejudice is universal
2. Sources
· Mental shortcuts (our brains take mental shortcuts to simplify a complex world, so we can free up our mental processes):
· Categorization – ex) Us(In-group) vs. Them(Out-group)
· Heterogeneous           Homogeneous
· In group-bias			
· Ethnocentricity  
· Vivid cases – events we remember (ex: 9/11)
· Just world phenomenon – our tendency to believe that the world is JUST (good people have good things happen to them, bad people have bad things happen to them)
· If this happens, we will unconsciously blame the victim



· Emotional:
· World-view: is a like a security blanket for some
· We become prejudiced to those who we perceive as dangerous to our success, etc. 
· Tonic:
· Feeling inferior and looking at the opposite group in order to make yourself feel better
· Frustration:
· When we are frustrated but don’t know why/the person who is frustrating us is more powerful, we will scapegoat the THEM
· Learning
· No person is born to the world with hate inside of them
· Social pressure
· Family or best friends are prejudiced and you still crave their love and attention, you may become prejudiced that way you still fit in with them
· Social identity
· When social identity becomes so important that your sense of self is based on you belonging to that group, social identity promotes in-group bias, which promotes prejudice
· Economic factors
· When we have a dominant majority, social inequalities, scarce resources – they all fuel prejudice
B) Aggression
· Aggression is when you perform an action with the intent to hurt, destroy or harm something/someone
· Why?
· There’s a genetic component to it based on twin studies and adoption studies
· Aggression has survival value
· Researchers have started to identify genes that are linked an associated with aggression
· The brain
· Based on research: very violent criminals and psychopaths have smaller frontal lobes with lower levels of activity
· Their brains are different than other, non-violent criminals
· Aggression is linked and associated with low levels of serotonin
· Hormones
· There’s a link between testosterone and aggression
· Very violent criminals tend to have higher levels of testosterone
· In one study they injected some rats with stress hormones and they became aggressive, attacking anything and everything in sight
· Alcohol Abuse:
· Linked and associated with aggression
· Lowers activity in the frontal lobe, making us less inhibited, leading to greater chance of aggression/violence
· Mental Illness
· Aversive Events
· Ex) Road rage, temperature-crime rates
· Frustration-aggression principle
· When we are pursuing a goal and something happens to stop us from reaching it, we become frustrated and this leads to aggression in some cases
· Learning
· We learn to be aggressive
· Men who abuse their wives and children tend to come from homes where they were abused as well
· Culture
· If we come from a cultural that values violence as a way to solve problems and erase conflict, we will be more aggressive
· Media
· Violence in the media causes an increase in violence and aggression
· Nature/Nurture Interaction
· Catharsis Hypothesis – if you are angry/frustrated you MUST let your anger out through fantasy, action, etc.
· If you do it, it will reduce your anger and calm you down






C) Interpersonal Attraction
· The degree of positive feelings we have towards someone (romantic/friendship)
· Proximity has everything to do with it
· The mere exposure effect is what makes proximity effective
· When we are exposed to a person who is either neutral or positive, time and time again – this repeated exposure is likely to increase our liking and positive feelings towards this stimulus 
· Physical Attractiveness
· A factor in interpersonal attraction
· We tend to like those who are more physically appealing
· As human beings, we tend to associate good qualities with attractive people
· Similarity
· Once we get to know someone, similarity becomes more important when talking about friendship or romance
· Desires, preferences, goals, world-view, tastes, etc.
· Reward
· We tend to stay with friends or partners when it is rewarding to us
· If it’s a relationship that is wearing on you, then you will end up leaving
· Reciprocity of Liking
· We tend to like people who like us]
· Physiological Arousal (2 factor theory of emotion)
· According to the 2-factor theory: when the body is physiologically aroused (high heart rate) from situation A (running on treadmill), this physiological arousal will spill over to situation B (interpersonal interaction)
· As a result of this spillover, we are going to find the person we are interacting with much more attractive than if our bodies were not physiologically aroused from situation A
· We will ultimately have more positive feeling for this person, due to this arousal
· Types of Love:
· Passionate Love (Romantic Love)
· Excitement, on cloud nine, they become the thing you think about all the time
· As good as it feels, passionate love has problems:
· It’s not going to last for a long time         (6-30months)
· It’s not based on reality (we idealize the person), reality eventually will set in
· Companionate Love
· Based on really getting know the person
· You are in love with that person’s actual qualities, etc.
· Deep feelings of affection, caring, commitment, etc.
· While passionate love will end, companionate love gets deeper and stronger with time
· Equity
· There has to be a balance between what you give and what you receive
· Self-Disclosure
· Opening up and sharing things with someone
· Sometimes it can be your deepest desires or things you’ve never shared with anyone
· You build your self-disclosure

D) Helping Behaviour
· Pro-social behaviour
· Any behaviour that helps another person, regardless of the motivation
· Altruism is a form
· When we do something without any apparent expectations to get something in return
· Do it at their own expense
· Kitty Genovese
· 28 year old bar manager in NYC
· Closed up and walked towards apartment one night and noticed someone was following her
· The man stabbed her, ran away, and then came back and did it again, ran away, and did it again (and raped her)
· Darley and Latane suggested that if you put anyone in these circumstances, they would have done the same thing
· This is the bystander effect
· As individuals, we are less likely to step up and help if there are more people around
· The assumption is that somebody else is helping
· This diffuses responsibility
· In order for individuals to help:
· We must notice the situation
· We must notice they need help
· We must assume responsibility to help
· The Psychology of Helping
· Social Exchange Theory
· We do help but it is guided by self interest (cost-benefit analysis)
· Reciprocity Norm
· We are taught to help those who help us when we are growing up
· Social Responsibility Norm
· We are taught to help those who need help when we are raised, ex) poor, sick, etc.

E) Conflict
· Social Traps – when the pursuit of self-interest is going to lead to collective harm
· Good example is lawn care - when people use pesticides to make their lawns look good, but do harm to the water supply in the ground
· Enemy Perceptions – when we have enemies (countries, org.’s, other people) we tend to perceive them as all bad, but we tend to perceive ourselves as all good

F) Peacemaking
1) Cooperation
· Sherif et al. (1961)
· Recruited little boys and made sure they were well adjusted/healthy
· Divided them into groups called the eagles and the rattlers – taken to camp
· The two groups never met for the first week and eventually got pinned against each other in competitions and other things
2) Communication
· One must seek to understand the individual before we respond to them
3) Conciliation
· “Graduated and Reciprocated Initiatives in Tension Reduction” (GRIT)
· GRIT was developed by Osgood, at a time where there was a lot of tension between the former Soviet Union and the United States
· It was developed to increase communication and relieve some of the tension
· When you have two enemies with tension, one party has to take initiative and speak out against the tension, suggesting an alternative to it
· Advice is to offer something small, but very significant and if it is denied, offer something slightly bigger but very significant still
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