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1st midterm – January 26th 
2nd midterm – Feb 23rd
3rd midterm – March 23rd 
· The Kitty Genovese murder 
· People who don’t understand what’s going on are more likely to do bad things 
· Diffusion of responsibility  - somebody else will deal with it 
· Must point at somebody and single them out in order for them to help 
· Pluralistic ignorance – everybody think its fine because the people around act like its fine (body image) 
· Looking around in ambiguous situation trying to figure out what to do 
· False idea of what they look on the outside is what’s going on
· Broken ankle study – lady fakes injuring herself – more people more passive – people let her moan and be hurt for 2-3 minutes  
· Self – disclosure 
· Don’t overdo it 
· Pantyhose study 
· Bread and milk are at the back of grocery stores 
· Scientific study of social behaviour 
· Attempt to understand and explain how thoughts, feelings, behaviours of individuals are influenced by actual, imagined or implied presence of others    
· The study of how individuals are affected by the persons around them, and basic cognitive processes that determine peoples social behaviour and feelings 
· Scientific field that seeks to understand the nature and causes individual behaviour and thought in social situations, seeks to understand how we think and interact with others 
· Scientific study of how people think about, influence, and relate to one another. 
· Power of situation  social behaviour
· Stanford experiment 
· Women in groups are generally more attractive than by themselves – cheerleader effect 
The Self 
· The goals you choose change you 
· Pretty much nothing more than the sum of our memories 
· You become whatever your partner views you as 
· Only we have access to what goes on in our lives 
· Functions of the Self 
· Organizational 
· Self-Schemas 
· The information we notice, think about, and remember is organized around ur self-view 
· Emotional
· Helping to determine our emotional responses 
· Helps us feel good 
· Self-schemas 
· Structured set of knowledge and beliefs about oneself that guides the processing of self-relevant information 
· Aspect of yourself 
· Traits/habits that help you think about yourself 
· Powerful filter – filter out concepts that don’t fit us
· Egocentric tendencies 
· Self –reference effect
· We tend to notice stuff that are relevant to ourselves 
· Egocentric bias 
· Something can be cognitive or motivational 
· People want to feel good about themselves – most productive – motivational 
· The memory for what you do is a lot better than observing other person – it’s already in your brain – cognitive 
· Self-concept 
· An individual’s set of beliefs and knowledge about himself or herself 
· How this knowledge is organized and structured 
· Cognition 
· Where does it come from 
· People have different roles in different environments 
· Social distinctiveness
· Minority identity often salient 
· Around Asian men “women”
· Around Western women “Asian” 
· Working self concept and core self concept 
· Some evidence of stability 
· Also evidence of fluctuation 
· Notion of working self-concept 
· The particular aspect of the self-concept that is accessed at the moment 
· Self – complexity 
· Whether people think about themselves as having many distinct identities 
· People who rely on others aren’t very durable 
· Assessed using a card-sorting task 
· High complexity if:
· Many identities 
· Little overlap across identities 
· Better because one can deal with more adversity 
· Individualist self (independent)
· Autonomy, focus on traits, separate from others, self-enhancement
· Collectivist self (interdependent) 
· Interrelatedness, relationships, roles, duties, modesty, strive for harmony 
· Success is reflective of the help you had before 
· Bicultural individuals 
· Self-concept shifts from one cultural norm to the other with language or cultural cues 
· Provide appropriate cues 
· Looking glass self 
· Self is a reflection of the appraisals made by significant others 
· Doesn’t how people view you – matters how you think people view you 
· I think Jane’s Smart – Jim thinks I’m smart – I think I’m smart 
· Private audiences 
· Prone to feel more awkward about something that is sexual permissive when thinking about an older family members or if they’re there – makes it less enjoyable 
· Social comparison 
· Upward comparison 
· I think person A is better than me 
· Downward comparison 
· Person A is ugly  but I’m smarter than them 
· Accurate self-evaluation 
· Self-improvement 
· Progress 
· Self – enhancement 
· Impact on self-evaluation 
· Contrast effects 
· People’s emotions depends on certain circumstances 
· Contrast and Assimilation 
· “She shares your birthday” – useless information 
· Person feels better about themselves – cue for similarity – dependent on emotions 
· Women exposed to unattractive model feel better about themselves 
· Vice versa 
· 1st and 4th years think of themselves as slightly the same 
· When exposed to ‘superstar’ student 
· 1st year is happier – I have time to become this 
· 4th year – I’m not the same person – contrast, feel bad 
· Birging – We won vs. They lost 
· Basking in reflected glory – makes us feel good about themselves 
· Autobiographical memories 
· Collection of experiences and personal narratives that help construct sense of self
· Possible selves 
· Future oriented part of the self-system; ideas about what one may become 
· Feel better when you’re motivating yourself 
· Impact on self-evaluation 
· More distant selves contrasted 
· Close, connected selves assimilated 
· Self-concept -> self-schemas  
· Functions of the self 
· Executive/controlling 
· Guides actions/self-control 
· Self-control and ego depletion 
· Attempting to eat healthy then let lose – worse for yourself because you’re in less control of yourself 
· Self-control works like a muscle – more you work it the easier it becomes 
· Self-concept and self-appraisal 
· Positive illusions 
· Self-serving bias in attributions 
· Something great happens – I did this – it’s on me
· If something bad happens – more prone to excuses 
· Illusion of superiority 
· People who think they’re better than they are 
· Unrealistic optimism 
· Entrepreneurs
· Biases in perceived control
· Revisionist memory 
·  If past is perceived as closer – more likely to assimilate themselves with that 
· Less likely to be changed 
· If past feels distant – contrast yourself with that 
· More likely to have changed 
· Self – enhancement 
· Traditional view 
· Accurate self-knowledge (‘in touch with reality’) is a crucial component of mental health and well-being 
· Positive illusions promote well-being 
· Linked to happiness, satisfying relationships, creative and productive work performance 
· Extreme positive then costs 
· Interpersonal problems, maladaptive persistence, risky health behaviour 
· To be effective, degree of illusion should be modest 
· Too little -> “optimal margin of illusion” -> too much 
· Self-serving bias in attributions 
· Preserve self-view, avoid taking responsibility 
· Illusions of superiority 
· Well-liked in short term, not in long run 
· Inability to recognize own incompetence 
· Unrealistic optimism 
· Illusion of invulnerability 
· Risk taking 
· Illusion of control 
· We like to think we’re in control of their lives 
· Gambling 
· Introspection and self-knowledge
· Common sense view
· We have direct access
· Limits of introspection – reasons for own behaviour
· ‘telling more than we know’ 
· People usually think they know why they acted the way they did 
· No necessarily accurate 
· Maier’s problem solving study 
· Participates wouldn’t have thought of the solution if the experimenter didn’t show it to them – however participates were unaware of it 
· Participates would make up a whole description of why they’re amazing 
· People usually think they know why they acted the way they did 
· Power saw study
· Participates viewed a film 
· For half the participates there was a loud power saw buzzing in the next room 
· After finished watching the film – it was rated
· Both people who watched in peace and the people who bothered by the saw rated the movie the same 
· The people bothered by the power saw were certain that it had negatively affected their ratings of the film 
· They thought they rated it more negatively 
· Reasons for our own behaviour 
· People usually think they know why acted the way they did; readily offer explanations 
· Not necessarily accurate 
· Guided by plausible casual theories 
· Factors that are plausible, salient … 
· Schacter’s two factor model of emotion 
· Emotion = arousal x emotional label 
· Physiologically most emotions are very similar 
· Not always clear why aroused 
· Need to look for external cues to infer what emotion we are experiencing 
· Potential for misattribution of emotion 
· Positive high – excited/ecstatic 
· The capilano bridge study 
· Had male participants walk across bridge to do activity with female research assistant 
· They are given a vague picture 
· Stable bridge – nothing specific about picture 
· Shaky bridge – males were adding sexual concepts with the picture – the shaky bridge made them anxious – they were given females numbers and more likely to call them as opposed to the stable bridge – 4 times more call backs on shaky bridge 
· Predicting our behaviour 
· It’s better to ask those around you for the likelihood of something happening 
· Predicting our emotions
· Impact bias 
· How we overestimate the impact of events – getting dumped – life is over 
· Durability bias 
· We overestimate how a certain emotion is going to last  - winning  lottery – thinking you’re going to be happy forever
· Immune neglect 
· Tendency of overlook important value of coping processes resulting in people overestimating the intensity and duration of distress experienced from a negative event
· Overlook how you’re able to cope with negative emotion 
· Thinking too much 
· Poster study 
· The people who got to pick the poster chose the more abstract poster
· Those who had to list things chose the poster of the kitten 
· Kittens are easy to articulate –abstract art isn’t 
· The ones who chose the kittens were more likely to not hang the poster up and were less happy 
· Difficult to explain love especially with romantic partners – may temporarily change attitudes 
· Implicit and explicit attitudes 
· Implicit – automatic – might be more anxious when you see something you dislike – more internal/gut reaction 
· Explicit – what you say – prejudice towards something 
· Self-esteem 
· The evaluation (positive vs. negative) one makes of oneself 
· The general attitude a person holds about himself or herself 
· Involves feelings; liking or disliking oneself 
· An attitude 
· Measures 
· Our attitude toward ourselves (an evaluation) 
· Global – how you feel about yourself as a whole human being 
· Doman specific – how you feel in domains (at school, in relationships)
· Trait – having a stable feeling about themselves 
· State – capturing the fluctuation (if you receive a bad grade) 
· Willing and able problem 
· You know how you feeling but aren’t willing to say it – I have high self-esteem but am modest about it 
· Able – implicit vs. explicit  
· People with high self-esteem are happier (more likely) 
· Need high self-esteem to stand up to bullies 
· The public self 
· Impression management 
· Self-presentation 
· Desirable responding 
· Self-handicapping – being modest 
· Self-monitoring 
· High self-monitors – how much you’re able to observe yourself and changing yourself in different situations 
· Having some level is good 
· People with low self-monitoring – don’t want to change 
· Dark side of self-esteem 
· Narcissism 
· Preoccupation with self 
· Hyper-vigilant to threats against self 
· If insulted – they will act aggressive towards it 
· Charming at first but alienate others eventually 
· Come off as great people – they are in it for themselves when it comes to attention 
· Stronger in-group bias 
· Will respond in prejudice ways 
· Implicit self-esteem 
· Strength of association between the self and ‘good’ 
· Functions of the self 
· Organizational 
· Self-schemas 
· Information we notice 
· Executive/ controlling 
· Guides action, self-control 
· Like a muscle, the more you use it the stronger it gets 
· Emotional 
· Helping to determine our emotional responses 
· Help us feel good 
· We may be unaware/unconscious of more than we realize 
· If something happens we want to attribute something to it 
· Feeling like you’re in control is a positive trait 
· “if people define a situation as real, then it’s real in its consequences” 
· Internal attributions 
· Something about the person is the cause, such as an attitude, preference, or a personality trait 
· External attributions 
· Something about the situation is the cause. Most people would react in the same way in those circumstances – recognizing all part of the situation that would make you act in a certain way 
· Did well – internal … failed – external 
· Correspondent inference theory 
· Make inferences that people’s behaviours correspond to their internal states 
· Trying to find cause for someone’s behaviour 
· He is eating a sausage – he likes sausage 
· She protested against legalized abortion – she is against legalized abortions 
· Perceived act – inferred disposition 
· He is eating sausage – he is being polite to the sasuage serving host 
· She spills wine – it was only an accident
· Determining factors 
· Free choice 
· Social desirability  
· Covariation model 
· People act like scientists – many possible causes for behaviour 
· Observe people over multiple instances to draw conclusions 
· Possible causes
· Person? 
· Stimulus/situation? 
· Combination 
· Rude didn’t know how to handle it 
· Circumstance 
· Three types of information assessed 
· Consistency of behaviour
· Behaviour over period of time  
· Distinctiveness 
· Consensus
· How do other people respond  
· Jack raves about the food at Ye’s 
· Person – consistency – high
· Always only talks about sushi 
· Person – distinctiveness – low 
· If distinctiveness is high – he only likes Ye’s 
· Person – consensus – low 
· Cognitive vs. motivational sources of bias 
· Motivational – we want it to be true 
· Cognitive – you’re not thinking of it – happens quick – no motivation towards it 
· Fundamental attribution error 
· Tendency to overestimate how much people’s behaviour is causes by internal, dispositional factors and to underestimate the impact of situational factors 
· People are too inclined to make correspondent inferences 
· Castro study 
· Pro-Castro or anti-Castro 
· Choice or no choice 
· People were brought in to hear speech – pro or anti castro – it was either by choice or no choice – still let the choice or no choice option affect their judgements about Castro 
· Are you smarter than a fifth grader 
· Questioner clearly knows everything according to the audience 
· Making internal attribution about questioner that he is really knowledgeable 
· Questioner was 50/50 
· Audience and contestants were both making attribution error 
· Motivation – wanting dispositions 
· Want to know who they are inside – wanting to control them 
· Need motivation to feel good 
· Cultural norms 
· Americans kept making internal attributions compared to Hindu kids 
· Hindu children made more external attributions 
· Perceptual salience
· “Behaviour engulfs the field”
· If you were looking for a cause – whatever is most obvious is going to be the blame 
· Person falls – they are clumsy 
· For oneself – blame the situation 
· Cultural differences 
· Eastern cultures are more aware of environment and situation – perceive many different things 
· Salience bias 
· The tendency to attribute outcomes to those factors that stand out in our field of attention 
· Actor-Observer study - People watch video of themselves with another person 
· Actors are people in situation – observer is the camera
· Laura watches tape of Bruce – watch her own behaviour – it was the situation 
· If Jordan was watching – he’s more likely to make a lot of dispositional inferences 
· Laura is looking at herself – she’s more likely to make dispositional inferences 
· All depends what you’re looking at – if you’re looking at yourself you’re going to make lot of dispositional inferences – “maybe I’m a nervous or anxious” , I am the cause 
· Tendency to see others behaviour as dispositionally causes, while focusing more on situational factors when explaining our own behaviour 
· FAE applies mainly to others 
· Memory from third person – make more inferences on personality 
· If you’re in a social setting – people around you are more likely to make inferences about personality then you are about yourself – first impressions 
· When given the information, we can reason optimally and rationally 
· Automatic and controlled processes
· Thinking like other skills, can become automatic 
· Automatic processes – thinking that occurs without awareness, intention control or effort – gut reaction 
· Controlled processes – thinking that occurs with awareness, intention, control or effort – takes time 
· Behaviour  personal attribution  situational attribution  dispositional inference 
· Cognitive load – give people an extra task that is cognitively demanding; depletes resources 
· Driving and texting – texting is the cognitive load 
· FAE – if you place somebody under cognitive load person won’t be able to fix it 
· Correspondence bias 
· Hear student read a talk they have prepared concerning legalized abortion 
· Student was forced to take positon 
· “Busy” – must listen to numbers while reading essay 
· More pro-abortion – if people are cognitively busy they are more likely to make FAE – if forced – still going to infer something about personality 
· “not busy” 
· If person was forced to talk – they were able to make decision easier 
· Accountability determines controlled responding – motivation 
· Can suppress tendency 
· Rebound – try and suppress a lot – eventually you’re going to get tired 
· More likely to become  a little more racist after situation 
· 
· 25 multiple choice 
· 5 fill in the blank 
· 2 short answer 

· Fundamental attribution error 

· Helps us feel like we know the person – mostly us fooling ourselves 
· When making attributions for one’s own outcomes, people tend to take personal credit for positive outcomes but to blame negative outcomes on external causes 
· Self-serving bias 
· Cognitive 
· Motivational 
· Self-esteem maintenance – blame themselves for negative outcomes 
· Most successful people thought success isn’t stable but controllable 

· Overconfidence bias 

· We’re not terrible at making social judgements 
· We’re not as good as we think we are at making social judgements 
· Overconfidence phenomena 
· The tendency to be more confident than correct – to overestimate the accuracy of one’s belief 
· Most students confidently underestimate how long it will take them to complete papers and assignments 
· Planners routinely underestimate the time and expense of projects 
· People weigh their intentions too highly in predictions 
· Planning fallacy 
· Dunning-kruger effect 
· Heuristics 
· Mental shortcut 
· Representativeness heuristic 
· Focus on whether or not he/she has features representative of his/her category 
· Implicit associations 
· Availability heuristic 
· Often make judgements based on how readily available, vivid and detailed our memories are 
· Simulation heuristic 
· What could’ve actually happened 
· The easier the simulation – the worse we feel 
· “could-have-beens” 

Social cognition 
· Certain objects are in our schemas 
· The further removed an object is from our original schema – the harder it is to recognize 
· Key aspects – organize, abstract knowledge, based on past experience 
· Kinds of schemas 
· Person/group schemas – stereotypes 
· Role schemas – “what does student do”, “what does goalie do” 
· Event schemas – at airport, restaurant 
· Self-schemas  - what am I like 
· Functions of schemas 
· Simplify – impose structure, aid in understanding 
· Guide information processing 
· Direct attentions and perception 
· Interface 
· Guide memory 
· First impression – set up someone’s schema before meeting you 
· False and faulty memories 
· Misinformation effect
· Look at picture of two cars being bumped into one another – asked how fast cars are going – more likely to remember the cars being smashed into one another 
· Active construction of reality 
· Context determines meaning 
· People perceive things that’ll make them feel better about themselves 
· Perception study – ‘donald study’
· Bring people in to memorize words as a cognitive load 
· If memorize positive words – Donald will seem like a better person – negative words – won’t like him as much 
· Aspects of the context 
· Aspects of the observer 
· Chronic accessibility 
· Goals
· Priming 
· Prime somebody – activating structure or word structure to that person 
· Priming elderly – ‘florida’ 



· Cognitive confirmation bias + behavioural confirmation bias 
· Attitude 
· What you like/don’t like, opinions 
· Favorable or unfavorable evaluative reaction toward something or someone
· General evaluation, toward an attitude object, involves: emotional response (affect), cognition, behaviour 
· Are presumed to determine our judgements and behaviour in many social contexts 
· Moderators  gender is an example – manly shoulders for male, not applicable for women 
· Self-report measures – what do you think? Agree or disagree? 
· Favorability scale, opinion thermometer 
· Likert scale – strongly agree strongly disagree 
· Osgood semantic differential – good (1)  bad (7) 
· Problems – lack of awareness, access
· Solutions – knowledge – clearer questions, definitions, ‘don’t know’ options 
· ‘bogus pipeline’ – fake lie detector 
· GSR, EMG 
· GSR is about physiological arousal – dilating, sweating etc. – different for positive/negative situations
· EMG is more effective – frowning 
· Detects zygomatic muscles reactions 
· Sum or average of attitudes predicts a stronger relationships 
· when attitude is specific to behaviour 
· to get specific results – be specific – better prediction 
· when attitudes are strong/accessible
· accessibility – comes to mind easily 
· alcohol – shortsightedness – don’t care about anything around them 
· if issue of safe sex was dropped – individual would go with it if not they were more likely to have unsafe sex 
· if attitude is accessible it will drive their behaviour and the prediction of it 
· greater accessibility related to – direct experience, personal importance, self-awareness (mirror) 
· inferring attitude 
· person is doing this – therefore their attitude is that way
· self – perception theory 
· constantly trying to learn about ourselves in order to determine our behaviour towards it 
· self-presentation 
· acting certain way – attitude moves according
· act the way you want to feel, it may shift your feelings/attitudes in the desired direction 
· fake it till  you make it 
· cognitive dissonance theory 
· unpleasant internal state that results when individuals notice inconsistency in their cognitions 
· environmental person littering – feel bad about themselves 
· motivated to get rid of that crappy feeling inside 
· Attitude behaviour discrepancies 
· I believe in helping the poor, but walked past homeless man 
· Decision between attractive alternatives 
· Choose between two possible jobs – gain benefits for whatever was picked 
· Festinger & carlsmith’s classic study – insufficient justification 
· Given either large amount or small amount of money to lie 
· Behaviour didn’t line up with actual beliefs towards study
· 8.50 was insufficient justification for lying 
· More dissonance if – behaviour is super discrepant with how you feel 
· The belief is super important to you – flirting while in relationship
·  Decrease dissonant cognitions 
· Change behaviour or attitude 
· Increase consonant cognitions – ‘I’ve been stressed lately this person is super charming’
· Minimize importance  
· Perceived free choice 
· Person was a lot more likely to write essay when experimenter was begging and gave them the choice to leave or not 
· Dissonance requires an illusion of choice 
· Overjustification – ‘loved markers before and after freely’ but when expected reward their attitudes changed towards the markers 
· Consumer testing study 
· Woman chooses reward after rating appliance 
· We deal with our choices by justifying it was right for us – fooling ourselves 
Group performance
· People rode bikes faster when other bikers were around 
· Social facilitation 
· Presence of others can help performance – simple motor tasks, bikers
· Can also hurt for more complicated tasks 
· Reconciliation of findings – arousal enhances dominant response 
· Physiological arousals enhances dominant response 
· Dominant response
· Easy, practiced, automatic, expert 
· Free throws for professional players 
· Amateur players do worse with an audience meanwhile enhances for pros 
· Source of evaluation – evaluation apprehension 
· Increases reliance on automatic responses 
· Mere presence 
· Others presence  arousal  strengthens dominant responses  enhancing easy behaviour or impairs difficult behaviour 
· Social loafing 
· Additive task s
· Achievement depends on sum of individual efforts 
· Evidence of social loafing in lab – clapping in a crowd makes you clap less 
· Tug of war 
· More people there are the less harder people will pull 
· If you’re the only person you will try harder 
· The bigger the group the less the individual effort 
· Deindividuation 
· Losing yourself in the crowd 
· Loss of self-awareness and evaluation apprehension that occurs in group situations 
· Doing together what we would not do alone 
· Antecedents 
· Group size 
· Anonymity 
· Arousing and distracting activities 
· If kids were anonymous they took more candy – took 3 times more candy and money 
· In a group – took 3 times more as well 
· Larger percentage of people in darker room reported having a positive experience 
· Sexually aroused, deeper conversations
· Role of context 
· Covered in KKK looking bag – anonymous – more likely to deliver harder shock
· Nurse – more identifiable – less likely 
· Making group decisions 
· Group polarization – group discussion strengthens the average initial inclination of group members 
· Political attitudes, social issues, prejudices, jury decisions 
· Groupthink – if group is thinking a certain way and you think its wrong you’re more likely to labelled as villain 

Conformity 
· Better to share information within network then keep it to oneself 
· Young people mimic actions 
· Informative function 
· Social bonding function 
· Mirror neurons
· Chameleon effect – if person at club or bar likes you they will mimic your action 
· Conformity – changes in behaviour or beliefs caused by real or imagined social pressure 
· Public compliance – altering public responses but not true private attitudes or beliefs 
· Private acceptance – altering both public and private attitudes or beliefs 
· ‘point of light’ 		
· People are placed in black room 
· People converge in attitudes over time – tend to line up 
· Asch – group pressure 
· Lines were shown to 6 people 
· The one person gave into public compliance – kept giving the wrong answer because those around him did too
· Moderating factors 
· Group size – bigger group more conformity 
· Unanimity – more anonymous 
· Cohesiveness – more cohesiveness more conformity 
· Status – people conform to the higher status group – want to be more liked
· Gender – women tend to conform more than men 
· Culture – collectivist cultures 
· Personality – need for individuation and control 
· Normative influence – wanting to be liked 
· Publicly comply to be liked 
· Informational influence – wanting to be right 
· If something difficult – conformity is higher 
Obedience 
· Milgram’s studies of destructive obedience 
· Shocks went up the more questions answered wrong 
· 63% killed the person through shock and obedience
· 40% if seeing the person – 30% if you had to hold the persons arm 
· When up to 93% if the person didn’t have to click the button and do nothing 
· Just because person had a coat – people obeyed 
· Just being told that two people rebelled – greatest reduction in obedience 
· Cues of status and power made participants continue 
· Ineffective disobedience; channel factors 
· People tried disobeying but still did the experiment 
· People try to compensate by saying it wasn’t their fault 
· Events were ambiguous – most people never been in that situation 
· Situation can drive anybody to doing bad things 
· All that’s needed is authority 
· Psychological reactance 
· If something is forbidden then individual wants it more 
· Conformity is good for learning 
· Networking and bonding 
· High self-monitors tend to conform more 
· 25 m/c – 5 fill in blanks – 4 short answer 

Prosocial behaviour and altruism 
· Altruism – desire to help another person
· At no cost – a motive 
·  Reciprocal altruism – desired to help those who help us 
· Prosocial behaviour – an act – benefitting another person  
· Why help 
· Social norms, evolution, social exchange theory 
· Social norms, kin selection, cost vs. rewards 
· Social responsibility – expectation to help someone in need 
· Importance of attributions 
· If attribute homeless as stupid and lazy – less likely to help them 
· Reciprocity – more likely to help those who helped us 
· Golden rule 
· Kin selection – helping in order to reproduce our genes 
· Help those who share genetic genes 
· (r*B) > C
· B – benefit to recipient 
· C – cos to altruist 
· r – degree of relatedness between the 2 
· study – given $10 
· if you trust others are going to give – more likely to give more 
· more similar faces – more likely to donate 
· vampire bats don’t care relatedness – always help other bats 
· fruit bats – vomit in another bats mouth because starving 
· social exchange theory – maximize rewards and minimize costs – then engage in helping 
· internal reward – reduced arousal and stress
· external reward – cookies, resume padding etc. 
· empathy-altruism theory – empathy leads to helping for purely altruistic reasons, regardless of personal gains 
· drawing E for others to read – more likely to experience empathy rather than drawing that only one can read 
· more likely to take shocks if people were more similar to each other 
· mimicry leads to prosocial behaviour 

Persuasion and compliance 
· how to convince someone to click or fall into ads
· car ads in the past – more information about the car
· car ads today – doesn’t focus on the detail of the car 
· elaboration likelihood model 
· how likely you are to think elaborately about something
· how does one feel about watching an ad 
· central route persuasion – interested people focus on arguments 
· have to have previous knowledge on thing
· elaboration – thinking about message
· motivation – are you a car guy? Are you into politics?
· Ability/capacity – knowledge about topic
· peripheral route persuasion – influenced by incidental cues – more regular people
· ads are less ‘interesting’ but still successful 
· central route is better but more difficult – greater reward 
· central route is only good if highly relevant 
· asked students about attitudes about standardized exam
· positive or negative
· two sections of students – exam taken next year or exam taken in 5 years 
· highly or not highly relevant
· highly relevant (exam taken next year) – really persuasive – 3 strong arguments 
· a lot of positive attitude change 
· 10 weak arguments – didn’t really care if exam was irrelevant 
· Communicator 
· Credibility – must have credentials to convince person to act upon something
· Real or implied – real psychologist/doctor etc. or people will believe somebody is something because of credit (doctors on grey’s anatomy) 
· Don’t hesitate 
· Rate of speech 
· Eye contact 
· Interest or bias of speaker 
· Sleeper effect – if somebody’s trying to convince you of something – convinced its bias – later on you forget your initial adjustment of bias and remember only what was said 
· People want to believe attractive people – want to be liked 
· Similarity – make people similar to whatever demographic 
· Positive emotions work well 
· Two sided argument works better – making yourself seem less bias and you control the narrative – gives them a bit of other side rather than your own 
· Primacy – what you were told first – easy to remember
· Recency – what you were recently told 
· Fear appeals – get person away from something – afraid of ISIS or NDP etc. 
· Too scary – deny 
· Doesn’t work if you have clear path to safety 
· Handle a way to deal with the problem or you don’t 
· Passive appeal – mass email or something – sent to everyone
· Active appeal – individual person comes up to you
· Ease of process 
· Korean war 
· Don’t let individual think – key 


· Girls generally outperform boys in school 
· Prejudice is an affective attitude – how you feel about certain groups 
· Discrimination is acting on behaviour – treating people differently 
· Stereotyping is what do we know – “facts” 
· Cognitive framework, a schema 
· Princeton trilogy 
· Got a list of 84 traits for various ethnicities  – choose 5 
· Over 80% of people thought black people were superstitious 
· Wealthy white people at Princeton had less negative traits
· Prejudice but won’t admit it or don’t know it 
· Know how to read the stats 
· Resume study 
· Low vs high quality resumes 
· White and black names were given on the resumes    
· White people got called back twice as much as black people
· Having high quality resume didn’t matter as much if person was black 
· But boosted call back for white person 
· Latent prejudice 
· People won’t have prejudice attitude unless in proper environment
· Aggression study – person they were going to shock was either black or white 
· Insult condition – confederate either says if person can handle it 
· If black confederate insulted person – shock went up 
· They had a reason to be prejudice – insulted me 
· Helping study 
· Implicit or aversive racism – from within 
· Explicit – outright saying it 
· Sexism 
· Benevolent sexism – white knight 
· Need to help them 
· Hostile sexism – more about control and force 
· Workplace discrimination 
· Tokenism – hiring someone so you’re not perceived as sexist or racist 
· Men perceive discrimination where there really isn’t none 
· Want to play the victim too 
· Men’s brain – objectification 
· Hostile sexist – views woman as a tool 
· Men get more face time on magazines (i.e. time magazine)
· Women more body 
· Consequences – more face – seen as more intelligent & ambitious 
· Doesn’t matter if man or woman 
· Prejudice 
· Social learning – learned from media or parents what a certain ethnicity is like
· Get reward for being racist 
· Realistic conflict – animal competition 
· Sherif’s robbers cave experiment 
· Takes 2 groups of kids – 10, 11 y/o 
· Separated in 2 cabins (groups)
· Begin competing against each other for limited resources 
· Boys became violent 
· Brought the groups together – boys became close so everyone gets reward 
· As unemployment goes up – decrease in immigration likeness 
· Schemas allow us to function and think quickly 
· Not like me – untrustworthy 
· Minimum group studies 
· Minimum justification for separating into groups 
· Paintings, number of dots
· Overestimation and underestimated separated into groups
· Don’t need any justification – trust them more, more rewards 
· Jewish American princess study 
· People were comfortable putting down jewish American princesses
· Given fake IQ test – told below average 
· If felt bad – rate job application worse 
· After application was rated – felt better after – self-esteem boost 
· 4 conditions – either Italian or jewish – jewish more negatively 
· Negative feedback and jewish – rate yourself more positively 
· Social cognition – how we think 
· Activation – stuff you associate with yourself is inhibited 
· Negative stuff are rare – minorities are the minority 
· Rarest thing to happen – minority committing a negative (undesirable) thing 
· People pay attention to rare things – stands out more 
· White people came in to watch black person talk about school 	
· Task – accessibility of black stereotypes
· Stereotypes became less accessible the more they listened 
· Stereotypes was reinforced when listening to court case 
·  People are faster at identifying stereotypical words opposed to neutral words 
· Person was evaluated on interpersonal skill by either white or black doctor 
· Everyone verbally responds 
· Are the stereotypes activated by black doctor getting bad news
· Positive feedback – slower at identifying ‘black’ words 
· Negative feedback – faster at identifying ‘black’ words 
· Isn’t the case for white doctor 
·  Doctor words become more accessible 
· Nothing goes on with white doctor regarding positive or negative feedback 
· People who were thought to have a scar perceived the interaction as more anxious and negative 
· Stereotype threats
· Anxiety and misidentification
· Anxiety regarding something negative – failed exam 
· Given either diagnostic or non-diagnostic verbal test 
· Black students do worse with diagnostic test 
· Afraid to confirm stereotype 
· If race was primed – massive performance difference because race was an issue 
· Sexist commercial influence performance on exam (math) for women – anxiety – awareness of stereotype 
· Inhibition – harder to think about, activation – super aware of words 
Chapter 9 – Aggression 
· Aggression  - intent to harm 
· Hostile aggression – rage – intent to injure 
· Somebody losing it 
· Instrumental – means to an end – ‘intent’ & the law 
· Could be physical/direct or social/indirect 
· Physical – punch , social – yelling 
· Aggression is situationally adaptive 
· Up to 50% of aggression is heritable 
· Frustration-aggression hypothesis 
· aggression stems from frustration
· disposition/displace on something or someone else 
· hostile aggression – pent up emotions 
· can go away once attribution changes 
· direct or displace 
· relative deprivation 
· people were seen nice things on TV 
· narcissists are prone to aggression because they think they’re entitled to something better 
· more likely to aggress – don’t have what they have 
· bandura – bobo dolls – children beat up clown after seeing adult do it 
· culture of honor 
· right to act with lethal force to protect yourself & property 
· people from ‘south’ tend to act more aggressive with insult 
· white male aggression - experiment 1 
· someone shoulders participant purposely 
· south people had more aggression and less amusement compared to people from north 
·  biochemistry study – same study except with saliva swab – experiment 2
· People from north – no hormonal change 
· Insulted – people from south had hormonal change – cortisol (stress hormone) & testosterone 
· Experiment 3 – football player enters experiment 
· people from north – gave more way for football player 
· people from south – no insult – got out the way fast 
· [bookmark: _GoBack]if insulted – got in the players face – more aggressive 
· The elaboration likelihood model 
· Central route persuasion – durable, resistant to change type attitude
· Peripheral route – not resistant to change type attitude – buy 
· Persuasion – 
· 2 sided argument works better 
· Fear – only works if given a way out 
· Active – come directly – email or at door 
· Inoculation – plant seed for doubt against persuasion 
· Sleeper effect – people forget what was said but later persuaded 
· Photocopier study 
· Commitment – commit to something simple – just say yes 
· Consistent – agree again 
· Reciprocity – artificially creating a concession for person – gave person flower person must donate because of flower 
· Social proof – testimonials, laugh tracks 
· If something is rare – we want it more – scarcity 
· Behaviour – discrimination 
· Affect – prejudice – feels 
· Stereotypes – knowledge 
· Stereotype threat – afraid you’re going to confirm the stereotype – anxiety 

Love 
· Dating sites focus on faith-destiny type relationships 
· Cultivation – grow past and tender relationship 
· Evaluation orientation 
· Inflexible 
· Intimacy – just liking – being friends 
· Commitment – no feeling or no liking 
· Passion – emotion – good feeling 
· Intimacy + passion = romance 
· Intimacy + commitment = companion in love – growing together 
· Passion + commitment = fatuous – not dense or heavy love but massive spark 
· All three – consummate love – committed, friends and spark plus passion 
· Men fall in love more quickly 
· Women who can provide for themselves value power more 
· Sexual selection – i.e. deer mating based on antler size
· Being selected out because nobody wants you 
· Kindness was 1 and intelligence was 2 for both genders on preferred characteristics 
· Men fantasize more than women 	
· Men got more upset if partner was in sexual relationship with somebody else rather than emotional  commitment 
· Women are the opposite 
· Evolutionary theory cannot be tested just speculated 
·  Attachment styles 
· Secure attachments have the most  satisfying marriages 
· Insecure – clingy, pushy, jealous 
· insecure/preoccupied – feeling of unworthiness 
· narcissistic people 
· dismissive – I am awesome other people suck 
· avoidant – don’t care as much – other people won’t love me 
· equity theory 
· fueling relationship as exchange is bad 
· positive illusions are good to a certain point 
· Michelangelo effect – tend to create the positive image that you see in partner  

· 35 students given laptops surrounded in saran wrap 

· If more aroused they were more likely to do weird sexual things 
· Latent prejudice – IAT, EMG, GSR are used to measure it 
· Cultivation orientation – have to build marriage or relationship 
· Challenge – have to work through it
· Evaluation orientation – Disney related – have to find soul-mate 
· Evaluate somebody because they have to fit the perfect ordeal 
· If doesn’t fit – they’re not the one 
· Closing time study – access to something is limited – then wanted more 
· If bar is about to close – everybody in bar becomes more attractive 
· Men rating women and vice versa – rating of gender boosted 
· Ratings increased as time went on 





 



