CHAPTER 16: Social Behaviour
Social Psychology- the branch of psych concerned with the way individuals’ thoughts, feelings, and behaviours are influenced by others

There are 6 topics of Social Psychology…

1.  PERSONAL PERCEPTION: Forming Impressing of Others

Person perception- the process of forming impressions of others

Physical Attractiveness- a person’s appearance influences personal perceptions

· people tend to assign personality characteristics to those who are good looking vs. those who are deemed less attractive
· Good Looking People: the beautiful = the good, obtain better jobs, “baby-faced” = honesty, trust

· Less Attractive People:  less competent 

· Observers are quick to draw conclusions of people based on their style of nonverbal expressiveness

Schema- cognitive structures that guide information processing

· social schema: organized clusters of ideas about categories of social events and people

· people depend on these because the schemas help them to efficiently process and store wealth of information that they take in by others interactions

Stereotypes- widely held beliefs that people have certain characteristics because of their membership in a particular group

· products of personal experiences, also part of their shared cultural background

· gender, age, ethnic, and occupational are different types

· ignores diversity ( inaccurate perceptions of people

· self-fulfilling prophecy

Illusionary Correlation- occurs when people estimate that they have encountered more confirmations of an association between social traits than they have actually seen

· illusion of asymmetric insight- the finding that people tend to think that their knowledge of their peers is greater then their peers’ knowledge of them

Social perception’s biases were adaptive in humans’ ancestral environment. Humans are programmed by evolution to immediately classify people as members of an…

· in-group: a group they belong to, or identify with

· out-group: a group that does NOT belong or identify with

· the human tendency is to automatically categorize others, may reflect the primitive need to quickly separate friend from foe

2.  ATTRIBUTION PROCESSES: Explaining behaviour

Attributions- are inferences that people draw about the causes of events, others’ behaviour, and their own behaviour

· people make attributions because they have a strong need to understand their own experiences ( make sense of their own behaviour

Internal Attributions- ascribe the causes of behaviour to personal dispositions, traits, abilities and feelings

External Attributions- ascribe the cause of behaviour to situational demands and environmental constraints 
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Bernard Weiner’s model of attributions for success and failure: assumes that people’s explanations for success and failure emphasize…

· internal vs. external causes (dimensions)

· unstable vs. stable causes
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	Internal Cause
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mood
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	External Cause


	luck

chance

opportunity
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Example: Getting a job.
I-U … your hard work to assemble a superb resume 

I-S … your excellent ability

E-U … good luck

E-S … lack of “top-flight” competition

Fundamental Attribution- observers’ bias in favour of internal attributions in explaining others’ behaviour

· example: actors favour external attributions for their behaviour, while the observers are more likely to explain the same behaviour with internal attributions
Defensive Attribution- tendency to blame victims for their misfortunes, so that one feels less likely to be victimized in a similar way

· people don’t want to face the reality that this might just happen to them 

· Belief in just world theory: we want to restore evidence of the world being unjust

Self-serving bias- the tendency to attribute one’s successes ( personal factors … one’s failures ( situational factors

Individualism- putting personal goals ahead of group goals; defining ones identity in terms of personal attributions rather then group memberships (ex. marriage for love)
Collectivism- putting group goals ahead of personal goals; defining ones identity in terms of the groups they belong to (ex. marriage arranged)
3.  CLOSE RELATIONSHIPS:  Liking and Loving

Interpersonal Attraction- positive feelings toward another

Matching hypothesis- proposes that males and females of approximately equal physical attractiveness, are likely to selection each other as partners


( Similarity causes attraction

· Attitude alignment- dating partners gradually modify their attitudes in ways that makes thems more congruent 

Reciprocity- liking those who show that they like you

Romantic relationships are characterized by two kinds of love…

1. Passionate Love- complete absorption in another that includes tender sexual feelings and agony and ecstasy of intense emotion

2. Compassionate Love- warm, trusting, tolerant affection for another whose life is deeply intertwined with its own

· Intimacy: warmth, closeness and sharing in a relationship

· Commitment: an intent to maintain a relationship in spite of difficulties and costs that may arise

Attachment Relationships in Infancy: Hazan and Shaver
· Secure attachment- developed by infants

· Anxious-ambivalent attachment- anxiety felt when separated from the care-taker
· Avoidance attachment- never bond very well with their caretaker

· Peoples romantic relationships in adulthood are similar in form to their infant attachment patterns

· Secure adults (56%) = easy to get along with; fear abandonment
· Anxious-ambivalent adults (20%) = preoccupation of love, with expectations of rejection

· Avoidance adults (24%) = difficulty getting close to others; lacks intimacy and trust

According to evolutionary psychologists: 
· certain aspects of good looks influence attraction because they are indicators of reproductive fitness

· men tend to seek youthfulness and attractiveness in their mates

· women emphasize prospective mates’ financial potential and willingness to invest material resources in children

4.  ATTITUDE: Making Social Judgments

Attitudes- positive or negative evaluations of objects of thought

· social psychology was defined as the study of attitudes
· mediocre predictors of people’s behaviour: stronger attitudes ( more predictive of behaviour

The 3 components of attitude are…

1. Cognitive: attitude is made up of the beliefs that people hold about the object of an attitude

2. Affective: consists of emotional feelings stimulated by an object of thought 
3. Behavioural: attitude consists of predispositions to act in certain ways toward an attitude object
Attitude strength- resistant to change, durable over time, and have a powerful impact on behaviour

· stronger attitudes are more resistant to change

Accessibility of an attitude- how often one thinks about it, and how quickly it comes to mind
Ambivalent attitudes- conflicted evaluations that include both positive and negative feelings about an object of thought

The 4 elements of persuasion…

1. Source- the person who sends a communication to the…

2. Receiver- is the person whom the message is sent

3. Message- the information transmitted by the source

4. Channel- the medium through which the message is sent

The 4 Theoretical Perspectives:

1. Learning Theory: Classical and operant conditioning; observational learning

2. Dissonance Theory: assumes that inconsistency among attitudes, propels people in the direction of attitude change

· Cognitive dissonance: exists when related cognitions are inconsistent ( contradict one another

3. Self-perception Theory: people infer their attitudes from their behaviour

· explains why people sometimes come to believe their own lies

4. Elaboration Likelihood Model: asserts that there are two basic ‘routes’ to persuasion…

· Central route- taken when people carefully ponder the content and logic of persuasive messages

· Peripheral route- persuasion depends on non-message factors

5.  CONFORMITY AND OBEDIENCE: Yielding to Others 

Conformity- occurs when people yield to real of imagined social pressure

Group size and unanimity are key determinants of conformity…

· increase group size ( increase conformity

· unanimous agreement is wrecked, when a “member” of the group “breaks” with others

Obedience- a form of compliance that occurs when people follow direct commands, usually from someone in a position of authority

· Stanley Milgrim’s experiments: adult men drawn from the community showed a remarkable tendency, in spite of misgivings, to follow orders to shock an innocent stranger

(  Situational pressures can make decent people do indecent things

6.  BEHAVIOUR IN GROUPS: Joining with Others

Group- consists of two or more individuals who interact and are interdependent

· share certain features that affect their functioning

· a social organism with unique characteristics and dynamics that can take on a life of its own

Bystander Effect- people are less likely to provide needed help when they are in groups than when they are alone

· less likely to occur if the need for help is not ambiguous

· ambiguous- open to or having several possible meanings or interpretations
· diffusion of responsibility 

Social Loafing- a reduction in effort by individuals when they work in groups as compared to when they work by themselves

· Example: as group size increases, the responsibility for getting a job done is divided between more people.  Many group members ease up because their individual contributions are less recognizable. 

Group Polarization- occurs when group discussion strengthens a group’s dominant point of view, and produces a shift toward a more extreme decision in that direction 

Groupthink- occurs when members of a cohesive group emphasize concurrence (agreement) at the expense of critical thinking in arriving at the decision 

Group cohesiveness- refers to the strength of the liking relationships linking group members to each other and to the group itself

Prejudice- a negative attitude held toward members of a group

· supported by selectivity and memory biases in person perception and stereotyping

· stereotypes are highly resistant to change

Discrimination- involves behaving differently, usually unfairly, toward the members of a group

Ethnocentrism- a tendency to view one’s own group as superior to others and as the standard for judging the worth of foreign ways

Social influences…

The foot-in-the-door technique- getting people to agree to a small request to increase the chances that they will agree to a larger request later
Reciprocity norm- the rule that we should pay back in kind what we receive from others

Lowball technique- involves getting someone to commit to an attractive proposition before its hidden costs are revealed 

