Chapter 16: Social Behaviour 

Personal Perception

Social Psychology: The branch of psychology concerned with the way individuals thought, feels, and behaviours are influenced by others. 

Personal Perception: the process of forming impressions of others. 

· Judgments of other can be distorted by their physical appearance, as we tend to ascribe desirable personality characteristics and competence to those who are good looking.  
· Perceptions of competence based on facial, which can be made in the blink of an eye, are particularly important. 

Social Schemas: organized clusters of ideas about categories of social events and people. (people have social schemas for events like dates, picnics, etc. Also schemas for people like, dumb jocks, frat rats, whimps, etc.)

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

· Social schemas and stereotypes can influence our perceptions of others and of our own behaviour.  
· Stereotypes tend to be broad overgeneralizations that can lead us to see what we expect to see and to overestimate how often we have seen it (the illusory correlation effect)

Illusory correlation: occurs when people estimate that they have encountered more confirmations of an association between social traits than they have actually seen. 

· Evolutionary psychologists argue that many biases in person perception, such as the tendency to quickly categorize people into in-groups and out-groups, exist because they were adaptive in human’s ancestral past. 

In-group: a group that one belongs to and identifies with.

Out-group: a group that one does not belong to or identify with.

Attribution

Basic Processes 

Attributions: Are inferences that people draw about the causes of events, others’ behaviour and their own behaviour. (Concluding your friend turned down your invitation due to the fact that she’s overworked)

Internal Attributions: Ascribe the causes of behaviour to personal dispositions, traits, abilities, and feelings. 

External attribution: Ascribe the causes of behaviour to situational demands and environmental constraints. 

· According to Bernard Weiner, attributions for success and failure can be analyzed along the stable-unstable and internal-external dimensions. 

Biases 

The Fundamental attribution error: which refers to observer’s bias in favor of internal attributions in explaining others’ behaviour. 

· The Actor-Observer Bias: refers to the fact that actors favor external attributions in explaining their own behaviour, whereas observers favor internal attributions. 

Defensive Attribution: is the tendency to blame victims for their misfortune, so that one feels less likely to be victimized in a similar way. (Friend gets mugged and you blame it on where he was at that time of night, instead of on his bad luck, because if you don’t want to face the reality that it could have happened to you just as easily.)

Cultural Influences 
· Cultures vary in their emphasis on individualism, as opposed to collectivism, which influence attributional tendencies. 

Individualism: Involves putting ones personal goals ahead of group goals and defining ones identity in terms of personal attributions rather than group memberships. 

Collectivism: Involves putting group goals ahead of personal goals and defining identity in terms of the groups one belongs to.

· People from collectivist cultures appear to be less prone to the fundamental attribution error and to the self-serving bias than people from individualist cultures. 

Self-serving bias: is the tendency to attribute ones successes to personal factors and ones failures to situational factors. 

Interpersonal Attraction 

Key factors in Attraction

Interpersonal Attraction: Refers to positive feelings toward another. 

· A key determinant of romantic attraction for both sexes is physical attractiveness. 
The Matching Hypothesis: Proposes that males and females of approximately equal physical attractiveness are likely to select each other as partners.  

· Married and dating couples tend to be similar on many traits, probably because similarity causes attraction and because attraction can foster similarity. 

Perspectives on Love
· Some theorists distinguish between passionate love and compassionate love, with the latter divisible into intimacy and commitment. 

Passionate Love: is a complete absorption in another that includes tender sexual feelings and the agony and ecstasy of intense emotion. 

Companionate Love: is warm, trusting, tolerant affection for another whose life is deeply intertwined with ones own. 

Intimacy refers to warmth, closeness, and sharing in a relationship. Commitment is intent to maintain a relationship in spite of the difficulties and costs that may arise. 

· Another approach views romantic love as an attachment process and argues that love relationships in adulthood mimic attachment patterns in infancy, which fall into three categories: Secure, Anxious-ambivalent, and avoidant. (Chapter 11)
· Those who are secure tend to have more satisfying romantic relationships; attachment style is related to many aspects of behaviour. 

Cultural and Evolutionary Influences
· The traits the people seek in prospective mates seem to transcend culture, but societies vary in their emphasis on romantic love as prerequisite for marriage. 
· According to evolutionary psychologists, some aspects of good looks influence attractions because they have been indicators of reproductive fitness. 
· Women tend to underestimate men’s relationship commitment, whereas men tend to overestimate women’s sexual interest. 
· Men tend to be more interested than women in seeking youthfulness and attractiveness in mates, whereas women tend to emphasize potential mates’ financial prospects. 

Attitudes

The Structure of Attitude 

Attitudes: are positive or negative evaluations of objects of thought. 

Components
Attitudes may include up to three components:
· The cognitive component of an attitude is made up of the beliefs that people hold about the object. 
· The affective component of an attitude consists of the emotional feelings stimulated by an object of thought. 
· The behavioural component of an attitude consists of predispositions to act in certain ways toward an attitudinal object. 

Dimensions
· Attitude strength refers to how firmly attitudes are held
· Attitude accessibility refers to how often and how quickly an attitude comes to mind. 
· Attitude ambivalence refers to how conflicted one feels about an attitude. 

Relations to Behaviour
· Research demonstrates that attitudes are poor to mediocre predictors of peoples behaviour.

Explicit Attitudes: are attitudes that we hold consciously and can be readily descried. 

Implicit Attitudes: are convert attitudes that are expressed in subtle automatic responses over which we have little conscious control. 

Trying to Change Attitudes

Source Factors
The source is a person who sends a communication, and the receiver is the person to who the message is sent. 
· Persuasion tends to be more successful when a source has credibility, which may depend on expertise or trustworthiness. 
· Likability also tends to increase success in persuasion.  

Message Factors 
Message: is the information transmitted by the source and the channel is the medium through which the message is sent. 

· Two sided argument tend to be more effective than one-sided presentations. 
· Fear appeals tend to work if they are actually successful in arousing fear.
· Repetition of a message can be effective, perhaps because of the mere exposure effect. 

Mere Exposure Effect: Is the finding that repeated exposures to a stimulus promotes greater liking of the stimulus.  

Receiver Factors
· Persuasion is more difficult when the receiver is forewarned about the persuasive effort. 
· Resistance is greater when a message is incompatible with the receivers existing attitudes and when strong attitudes are targeted. 

Theories of Attitude Change

Learning Theory
· The affective component of an attitude can be shaped  by classical conditioning. 
· Attitudes can be strengthened by reinforcement or acquired through observational learning. 

 Dissonance and Self-Perception Theory 
· According to Leon Festinger, inconsistency between attitudes motivates attitude change. 
· Dissonance theory can explain attitude change after counter attitudinal behaviour or when people need to justify their great effort to attain something. 

Cognitive Dissonance exists when related cognitions are inconsistent--that is, when they contradict each other.  

Elaboration likelihood Model
· The central route to persuasion depends on the logic of one’s message, whereas the peripheral route depends on non-message factors, such as emotion. 
· Research indicates that the central route produces more durable attitude change. 

Yielding to Other

Conformity
· Research by Solomon Asch showed that people have a surprisingly strong tendency to conform. 
· Asch found that conformity becomes more likely as group sixe increases up to a size of seven. 
· However, the presence of another dissenter in a group greatly reduces the conformity observed. 
· Asch’s findings have been replicated in many cultures, with even high levels of conformity observed in collectivist societies. 

Conformity: occurs when people yield to real or imagined social pressure. 

Normative Influence: operates when people conform to social norms for fear of negative social consequences. 

Informational Influence: operates when people look to others for guidance about how to behave in ambiguous situations. 

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

· In Stanley Milgram’s landmark study, adult men drawn from the community showed a remarkable tendency to follow order to shock an innocent stranger, with 65 % delivering the maximum shock. 
· The generalization of Milgram’s findings has stood the test of time, but his work helped stimulate stricter ethical standards for research. 
· Milgram’s findings have been replicated in many modern nations and even higher rates of obedience have been seen in many places. 

Behaviour in Groups

Group: Consists of two or more individuals who interact and are interdependent. 

· The bystander effect refers to the fact that people are less likely to provide help when they are in groups then when they are alone, because of diffusion of responsibility. 

Bystander Effect: People are less likely to provide needed help when they are in groups than when they are alone. 

· Productivity often declines in groups because of loss of coordination and social loafing, which refers to the reduced effort seen when people work in groups. 

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 at the expense of critical thinking in arriving at a decision. 

Group Collectiveness: refers to the strength of the liking relationships linking group members to each other and to the group itself. 

Social Neuroscience
· Social neuroscience integrates models of neuroscience and social psychology to study the mechanisms mediating behaviour in a social context. 

· Various topics including person perception, aggression, attributions, self-concept and stereotyping have been studied from a social neuroscience perspective. 

· [bookmark: _GoBack]The amygdala has been found to be involved in cross-racial processing by racially biased individuals. 
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