Chapter 16
SOCIAL PSYCHOLOGY

Social Thinking
A. Attributions
· Social Psychology: scientifically study how the presence of others whether real or imagined effect thinking, behaviours, feelings, social situations etc.
· Attribution: the explanation we offer for the way we behave.
· Dispositional factors: Using personal characteristics to explain the way they are acting
· EX: shes yelling because shes a mean person
· Situational factors: Using a circumstance to explain why someone is behaving a certain way
· EX: shes yelling because she lost her job
· OR could be an interaction of both factors
· The Fundamental Attribution Error: our tendency to explain behaviours of others, particularly of those we don’t even know. We tend to use dispositional factors and disregard situational factors.
· Experiment with half of a group of people to meet with a lady knowing that she was told to either act friendly or unfriendly. Other half of group meeting with a lady without being told she was told to act a certain way. In both groups they both attributed her behaviour to her personality even the group who knew it was a situational attribute.
· Exceptions when are analyzing people we know or explaining our own behaviours

B. Attitudes and Actions
· Do attitudes guide actions?
· Attitudes: A learned tendency to evaluate someone or something in a certain specific way. Can be negative or positive or ambivalent.
· 3 components:
· Cognitive
· Emotional 
· Behavioral
· WHEN?
· Attitude is specifically relevant to the behaviour
· When we are made aware of our attitudes
· Outside influences effect attitude
· Extreme, frequent, public
· Direct experience
· Do our actions effect our attitudes?
· The foot in the door: once we accept a small request you are more likely to accept a larger request. This includes favors or changing someone’s beliefs
· Role playing: demands us to behave in certain ways
· Zimbardo: psychologist who did the Standford Prison Experiment
· Group of people playing prison guards and prisoners and they really really got into their role.
· Why do actions effect attitudes?
· Cognitive dissonance: when we are aware of a gap our attitudes and actions creates tension to get rid of that tension. So we either adjust attitude or actions.

Social Influence
A. Conformity
· Definition: when we change our behaviours or attitudes to they fit social norms or a particular group
· Soloman Asch: believed that if the opinion of the group is clearly wrong do we still conform?
· OBVS, WE ALL WANNA BE POPULARZ
· More likely to conform when the group is unanimous. Because as soon you break unanimity less people will conform.
· If we give our answer out loud infront of a group we more likely to conform but written down we are less likely.
· If we are confused or don’t know what we think we follow the group.
· If we doubt ourselves we are more likely conform
· If we admire the group then we want to be like them and we conform.
· Why do we conform?
· We conform because we fear rejected, we are afraid of disapproval.
· [bookmark: _GoBack]Normal Social Influence
· We conform to know that we are right
· When we aren’t sure we turn to a group to see what’s right
· Obedience
· Performing a behaviour as an order of a person of higher authority 
· Milgram
· Would an average decent human being if we were given an order go against our values?
· The experiment: 40 subjects with the person being a teacher and with a fake student and the teacher has to zap the student every time the student gets it wrong. The shock is supposed to increase with every mistake (they don’t actually zap them) 65% of people kept going all the way to dangerous voltage even though the student would yell out.

B. Group Influence
· Individual Behaviour in the Presence of Others
· Social Loafing: When we work as a group on a common goal, were likely to exert less effort.
· Two reasons: 
· When we work in a group we diffuse responsibility
· We assume people are not going to work hard so we don’t work as hard
· Less likely to Loaf when:
· Personal goal that is meaningful to you
· Working with people you don’t know as well
· Make sure the members know their contribution is unique and important.
· Social Facilitation: How the presence of others influence and effects our performance.
· When doing a task that is easy we are encouraged by the presence of others
· When doing a task that is difficult we are going to do worse
· Deindividuation: When in a group or a crowd, we feel anonymous, inhibitions/self awareness goes down and we end up doing things we normally wouldn’t do. Thus, we engage in anti-social behaviour like rioting, vandalism etc.
· Effects of Group Interaction.
· Group polarization: The attitudes of people encourage extreme attitudes in other people. When like-minded individuals come to form a group, their intial attitudes, tendencies are going to become stronger, more intense, and more extreme
· Could be positive: working against poverty peacefully
· Could be negative: working against things with violence
· Group think: When members of a group are so into maintaining harmony, they put it above good decision making.
· Stop raising questions, concerns and shut themselves off from outside influences
· Janis (1982) coined the term group think
· How to avoid group think? 
· Find someone outside the group to sit on it on meetings
· Sleep on the idea
· Encourage critisim

Social Relations
A. Prejudice
· Definition: in general, negative attitude towards a social group and not supported by fact and based on really superficial information (prejudgement)
· 3 components:
· Beliefs and thoughts about the group
· Intense, negative emotions
· Behavioral
· Can be explicit and implicit
· Explicit: conscious of your negative attitudes
· Implicit: unconsciously prejudice
· Universal: we are all prejudice
· Study: one men and black men that were observed that were not consciously prejudice. They did this by looking at their lives. The white men saw pictures of white men no brain activity but then when they saw strange black men and the amygdala had activity. (Amgydala is where fear happens). Then vice versa for the black men to white men.
· Psychological factors:
· Mental short cuts: do it in order to simplify a complex work and to free up mental resources
· Categorization: putting things in categories 
· We do it with humans. In-group (us) and Out-group (them)
· Heterogeneous: (in group) we clearly understand that some of us are some are good and bad, criminals and saints, etc We understand we are not the same.
· Homogenous: (out group) we see one person doing something bad and we think they are all the same
· In group bias: when we come to us we make positive favorable attributions but for them we make negative attributions 
· Ethnocentricity: when we believe our culture or religion is superior to everyone else’s, we are more likely to be prejudice.
· Vivid cases: things that are burnt in our memory + stimulus generalization then we forget other evidence
· Just World phenomenon: we tend to believe the world is just and fair, good things happen to good people and bad to bad people. If the opposite happens we blame the victim because after all the world is fair
· Emotional Factors:
· Worldview: when some disturbs your view
· Frustration: feeling this when something doesn’t go the right way
· Scape goat: direct blame to innocent things because of frustration
· Ward off: use prejudice to ward off negative feelings off yourself
· Tonic: prejudice it’s a tonic for self esteem
· Social Factors:
· Learning: babies are not prejudice, they are taught
· Social pressure: when our families or close friends are prejudice we will more likely to be too because we don’t want to be rejected
· Social identity: allowing yourself to adapt the values to belong to a group
· Economic Factors: 
· Dominant majority: in a society where a group has all the riches and a small minority that is poor, prejudice is a great way to maintain the status quo
· Social Inequalities: the poor perceive the rich negatively and vice versa.
· Scarce resources: when you are competing for jobs or resources.

B. Aggression
· Definition: any behaviour that is done with the intention with to hurt, harm or destroy.
· Ex: hacking people, spreading rumors etc.
· Genetics
· Identical twins are more similar in their level of aggression than fraternal twins are.
· Brain
· Link between function and structure of the brain to aggression
· Frontal lobes are smaller with less activity
· Connection with amygdala and aggression.
· Links and associated with low levels of serotonin and gaba
· Hormones
· Higher levels of testosterone is linked with having more aggression
· Alcohol
· Depresses your frontal lobe so you are less inhibited and impulses run wild and it makes a higher probability for aggression
· Mental Illness
· Aversive events/ feelings
· Example: mice in small cages when they are crowded they will bite and scratch etc.
· Example: as it becomes hotter and hotter, levels of crime goes up too. Just 2 degrees of temperature increase can increase up to 50000
· Frustration –aggression principle: when we cannot reach our goal, we can become increasingly aggressive
· Learning
· Men who abuse their wives and children come from family tend to come from families where they themselves were abused.
· Can be a good thing as well. Like Japan after the second world war II when they got bombed they decided peace was more important and have passed laws that they can’t build nuclear weapons.
· Media
· There is a cause and effect relationship between violence in the media and aggression in real life.
· The area of the brain that responds to violence is more active in those who play violent games more than those who don’t
· Nature/nurture interaction

C. Interpersonal Attraction
· Proximity
· You have to be able to meet the person and be in the same neighborhood, city, etc.
· Mere exposure effect: based on research, we tend to like more anything that we’re more exposed too.
· Physical attractiveness
· Very important when we know nothing about someone. 
· When you get to know someone and then the importance of physical attractiveness goes down.
· Similarity 
· We like people who are similar to us, in terms of: religion, culture, hobbies, beliefs, dreams etc.
· Reward
· The more rewarding our interaction is with someone, the more we want to build a relationship with them. 
· Reciprocity of liking
· We like people who like us
· Physiological arousal
· When your heart is beating fast, you’re excited etc.
· Sexual arousal is not the only thing it is apart of it.
· Two factor theory of emotions: according to this theory, two factors must be present in order to experience any emotion. Different emotions have similar physiological arousal and we know the difference by looking for clues in our environment.
· Physiological arousal: feeling it in your body
· Interpretation of the arousal: the cognitive label like happiness, anger and etc.
· Can misinterpret the physiological arousal for interpersonal attraction.
· Passionate love
· Really strong intense feelings of liking someone plus sexual attraction,
· Doesn’t last long, last until max 30 months
· Why? Because it is based on fantasy and mystery
· Not in love with the person or who you want them to be or the idea of them.
· Companionate love
· Based on respect and admiration of the other person
· Based on genuine, deep feelings of caring for the other person. 
· With time it gets deeper and grows so it gets better as time goes on.
· Equity
· In a healthy relationship, you want balance. Need to give and receive the same. Need to access if you are giving or receiving more.
· Self Disclosure
· Someone appreciating who you are
· The more trust built, the more you open up
· Certain things must be disclosed right off the bat.

D. Helping Behaviour 
· Pro-social behaviour: any behaviour that helps other people regardless of motivation
· Altruism: helping others for no other reason other than to help. Completely selfless.
· Kitty Genovese (1964)
· The reason why people began studying helping behaviours
· She was a manager of a bar so she worked late and parked her car 100 ft away from her apartment. 
· A guy stabs her back multiple times. And he left and came back and killed her and rapes her as well. 
· 38 people heard but none of them helped and took a long time to call the police
· Darley & Latané (1968)
· They said wait a minute, there were other factors that weren’t just because it was New York City.
· Bystander effect:  as individuals, we are less likely to help when other people are around. We are more likely to claim responsibility.
· Defused responsibility: you assume someone help and your help is not needed.
· The Psychology of Helping
· Social exchange theory: we are always trying to maximize our benefits and minimize our costs.
· Reciprocity norm: we are socialized to help people who help us.
· Social responsibility norm: we are socialized to help those who cannot help themselves, help the poor, sick etc.

E. Conflict
· Social trap: pursuit in personal interest leads to collective harm.
· Enemy perception: when we have an enemy as all negative and perceive ourselves as all positive and all good. And they do the same

F. Peace making
· Cooperation
· Sherif et al. (1961)
· Creating aggression is having groups compete against each other
· In the next part, they made them watch a movie together or eat together. Did not make a difference they hated each other.
· So what do you do? Made sure they gave activities to work together between the two groups
· This lowered the tension between the two groups.
· Super ordinate goals: goals that are shared and common that require the participation of all groups involved for the goal to obtained.
· The Jigsaw classroom: give everyone a unique contribution in the class
· Communication
· Seek to understand first and be understood second.
· Conciliation
· Graduated and Reciprocated Initiatives in Tension Reduction (GRIT)
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