Chapter 16

Social Psychology
I. Social Thinking NOTES + def in margin p 676 

· The scientific study of how we think feel and behave in social situations, whether these social situations are real or imagined 

· How the presence of others influences our thinking, feeling, and behaviours

A. Attributions 
· Definition: the explanation we offer for a particular behaviour
· Possibilities:

· Dispositional – behaving because of their personality traits, because of who they are, their internal dispositions 

· Situational – a person is yelling because he lost his job

· Interaction – someone gets grumpy when a deadline is approaching

· The fundamental attribution error – our tendency to explain their behaviours using personality traits as the reason for their behaviour, disregard the situational factors

· Ex. In a study the recruited young people, they told them that a person was going to help them, they told them she was instructed to act friendly to one group, and the other group she was aloof and critical, at the end they rated her and the warm group they said she was so nice and the other group said she was so mean 

· Exceptions – when we are explaining the behaviour of the people who are close to us or when we are explaining our own behaviours and we use situational rather than dispositional, also if we take the time to put our shoes in the place of the person 

· Effects of attributions – the ones we use are going to influence or thinking, feeling, and behaviours 

· Ex.  Homeless person, if you think he is a lazy bum you are less likely to help them, if you see a homeless person and you wonder where they came from and if you do this you are more likely to help them 

B. Attitudes and Actions 

B.1 Do attitudes guide action?

· Definition of attitudes: the learned tendency to evaluate something in a specific way 

· Three components to attitudes:

· Cognitive – you think people should drive hybrid cars 

· Emotional – get angry if you see people on the highway not driving a hybrid car 

· Behavioural – you drive a hybrid or ride a bike 

· Attitudes sometimes guide actions but more often than not there is a gap between attitude and action

· Ex. You could be a person that values honesty but in the midterm you sneak a peek at someone’s test

· When? Do attitudes guide action

· Outside influences are minimal 

· Attitude is specifically relevant to the behaviour – you value health and you hate exercise but the hate is more likely to guide our actions 

· Awareness – aware of our attitudes they are more likely to lead to action

· Extreme – attitudes are extreme

· Frequently – 

· Public – if you say the attitude publically more likely to influence action 

· Direct experience – 

B.2 Do our actions affect our attitudes?

· They could 

· The foot-in-the-door – all doing it since we were children, our tendency as human being, once we have said yes to a small request we are more likely to say yes to a bigger one

· Ex. Ask to go to your friends house and once they say yes you ask them if you can sleepover

· Ex. Upscale neighbourhood and divided into two groups and went door to door in one group and asked if they could put a really ugly sign in their yard and 17% said yes, the other group it was a small sign and they majority said yes and then they came back and asked about the bigger ugly sign and 76% said yes 

· Ex. You are dating somebody and not ready to have sex yet, they ask for just a little kiss instead and they have their foot in the door 

· Role-playing – role of student and professor is switched 

· Ex. Zimbardo (1972) – recruited young men in uni. He gave them psychological testing and he chose the ones that were really healthy psychological, two groups: one was going to be the prisoners and the other group was the guards the prisoners were arrested and brought them to a prison they built a Stanford university, they made them were the gowns, after the second day the guards were taking the role of the guards and punish them more and more, the prisoners became restless and rebellious, had to shut it down by day six because it was going out of control and the prisoners were becoming depressed 
B.3 Why do actions affect attitudes?

· Cognitive dissonance (Festinger) 

· When there is a gap between attitude and action and we are aware of this gap it is going to create a state of psychological tension it is uncomfortable and we will do whatever we can to get ride of it change the attitude or the action so they are in line with each other 

· Ex. Someone loves to go to nude bars, the person is very respectful but when you said that they are disrespectful to women but they argue it is very respectful when asked if they would still think it is respectful if it was their daughter in there they get upset

II. Social Influence 

A. Conformity and Obedience NOTES 
A.1 Conformity 

· Definition – when we change behaviours or attitudes so that they are in line with social norms or with the norms of a particular group 

· Solomon Asch – studied them 

· The question – would we still conform when the opinion of the group is clearly wrong? 

· Ex. You arrive to the lab the assistant greets you and introduces you to the other subjects but they are not real subjects, you are given a task to do, they show you a card with a line and then another card that has three lines and are asked which one is the same, when they are going first with the wrong answer 76% agreed with the incorrect answer at least once, agreed with the wrong answer on 37% of the trials 

· Conformity is higher when…

· Unanimous – at least four people and they all have the same as soon as someone breaks the unanimity we are less likely to conform 

· Out loud – more likely to conform, if written down they are less likely to conform

· Ambiguous – don’t understand you are more likely to conform 

· Doubt – feel bad about our self we are more likely to conform 

· Admire – if they admore the group they are more likely to conform 

· Why?

· Normative Social Influence – we conform because we are afraid of disapproval and social rejection 

· Informational Social Influence – we conform because of our desire to be right 

A.2 Obedience 

· Definition – when we perform a behaviour as a direct order of a person of authority 

· How far do we go?

· Stanley Milgram – made a lot of contributions best known for social obedience 

· As a human being if we are given an order that is against our values and that hurts people what would you do 

· He sent letters to people in his community seeing if they would participate in his study they made appointments one at a time they are introduced to a fake subject, one of the people is going to be the teacher (real subject) and the learner (always the fake, strapped the learner to a chair he gets electric shock when the teacher makes a mistake 

· Before – he contacted psychiatrists professors college students and asked what they think would happen and everyone agreed that there is no way they would go to 450 and said they would stop at 150 

· Nobody stopped at 150 – 65% of them went all the way to 450 volts 

· When free to choose the shock level only 3% of them went to 450

· Bottom line – average human beings under certain circumstances when given orders they may become agents of evil or destruction 

B. Group Influence NOTES and BOOK 
B.1 Individual Behaviour in the Presence of Others

· Social Loafing: As individuals working together as individuals within that group we tend to exert less effort 
· People assume other aren’t going to work hard so why should I? 

· We are less likely to do it:

· With people we know 

· When every single person is assigned a specific difficult goal 

· It means something to you 

· Social Facilitation – is how the presence of others influence and effect your performance it can be positive or negative, if you are really confidant with it the presence of people will be positive, if it is difficult and you are not confident it will be negative 

· Deindividuation – when we are in a group or crowd and feel anonymous, self awareness goes down inhibitions down we end up doing things that we usually do not do, they are bad or criminal, if you bring back self awareness it will decrease this 

B.2 Effects of Group Interaction 

· Group polarization: When like minded individual form a group and start having meetings and discussions, initial attitudes become more intense and become more extreme it could be good or bad 

· Group think: it happens when the members of the group are so into creating harmony and put this above making good decisions, they shut themselves off from any outside influence end result bad or disastrous decisions 
· Janis (1982) 

· How to avoid group think: 
· Bring in someone from the outside to sit in on your meetings 

III. Social Relations 

A. Prejudice NOTES and BOOK 
A.1 Introduction

· Prejudgment 

· Definition: in general it is negative attitudes towards people in other groups based on superficial information 

· Three components:

· Cognitive: thoughts and beliefs about the particular social group

· Emotional: how you feel about them, usually intensely negative 

· Behavioural: your actions reflect your prejudice 

· Can be explicit and implicit – explicit means you are conscious and aware of your thoughts and feelings, can be implicit consciously your thoughts are not negative but unconsciously they can be 
· Universal – everyone has thought negative thoughts about someone 

· Sources – why is it there, several factors linked and associated with it and it serves many functions (see below) 

· Study: recruited blacks and whites and they did not have conscious prejudice they had great friends and were in interracial relationships, they brought them to the lab and showed them pictures of white and black strangers, when white people were shown white and the amygdale was not active but when shown black strangers it was active and the same for the black subjects 

A.2 Psychological Factors 

· Mental shortcuts – we can simplify things 

· Categorization – fruits or vegetables, us vs. them, us is the in-group the group we belong to and the them is the out-group the us group is 

· Heterogeneous when we think about the in-group we are super clear that we differ within the group, homogeneous we see them as all good or all bad 

· In-group bias – our tendency to make positive and favourable attributes for the behaviours of our group, negative unfavourable attributes for the out-group 

· Ethnocentricity – our cultures and our religion is superior 

· Vivid cases – 9/11 stands out this plus generalization is a breeding ground for hate 

· Just world phenomenon – the world is just, good things happen to good people, bad things happen to bad people, we blame the victim if you get shot you must have done something 

· Emotional

· World view – if you believe that marriage should only be between a man and a women you are more likely to be prejudice towards gays 

· Frustration – we don’t know why or the source is too powerful we tend to attack innocent victims (scapegoat) 

· Ward off – our own feelings of fear and frustrations 

· Tonic – people who feel bad about themselves they are more likely to be prejudice 

A.3 Social Factors 

· Learning – babies are not born prejudice, we teach them they learn through observation, men who abuse their children come from abusive families 

· Social pressure – if your family members are prejudice you are going to start sharing their views 
· Social identity – when membership in a social group is so important to us we are more likely to be prejudice 

A.4 Economic Factors 

· Dominant majority – serve as a way to keep this majority 

· Social inequalities – like the gap between poor and rich they will have negative attitudes towards each other 

· Scarce resources – when you have to fight for them, great breeding ground for prejudice 

B. Aggression NOTES 
· Definition: any act or behaviour that is done with the intention of hurting someone emotionally or physically 

· Why?

· Genetics 

· Brain – structure and function linked with it, lower levels of activity and smaller frontal lobes, remove amygdala no aggression, low levels of serotonin, low levels of GABA 

· Hormones – testosterone positive correlation the higher the levels the higher the aggression 

· Alcohol – link between the two, rapes and murders have been associated with them

· Mental illness – 

· Aversive events and feelings – when temperatures rise murders rise too 

· Frustration-aggression principle – if we are pursuing a goal and something stops us we get frustrated and we are more likely to be aggressive 

· Learning – we learn to be aggressive, men who abuse their families come from families where they were abused 

· Media – there is a cause and effect relationship. Based on hundreds of studies 

· Nature/nurture interaction – could lead to aggression 

C. Interpersonal Attraction NOTES and BOOK 
· Positive feelings towards someone and wanting a relationship with them 

· Proximity – geographical, we are more likely to be partners with someone who live near us 

· Mere exposure effect – the more you are exposed to a stimulus or a person the more you are going to like them 

· Physical attractiveness – when you know nothing about the person the only thing you have to go with is their physical attractiveness, once we get to know them as people it becomes more important, and then we tend to see them as more attractive, 
· Similarity – are more attracted to people who are more similar to us in interests values culture goals

· Reward – the more rewarding the relationship is the more you are going to like them and the more you want to have a relationship with them 

· Reciprocity of liking – we like people who like us, if you look and smile at someone they are more likely to smile back 

· Physiological arousal – not sexual arousal but can be part of it, your heart is beating fast you are excited, 

· Two factor theory of emotion – two factors must be present for us to experience an emotion, one physiological arousal must be there and then the cognitive label on it, different emotions produce similar physiological arousals, how do we know what we are feeling we look at our surroundings eg. Wedding or funeral 

· Passionate love – is the kind of love where we have really intense strong feelings of liking someone and has sexual undertones, spend all day thinking about them, makes us happy, it does not last maximum 30 months, it does not last because it is based on mystery or fantasy, we are in love with the idea of the person 

· Companionate love – some people start with this but others passionate turns into this, it is based on deep respect and admiration and genuine caring for their well being you are best friends treat each other with respect and dignity, you feel really safe with them, this type of love gets deeper and deeper 

· Equity – in a relationship that is healthy it is important to balance the giving and the receiving, assess your relationship and on average are you getting a balance 

· Self-disclosure – opening up and sharing ourselves with others, let them know what makes us happy it is a gradual thing levels of trust go up in relation 

D. Helping Behaviour NOTES and BOOK 
· Prosocial behaviour – any act you do that helps people, the motivation does not matter 

· Altruism – helping others just to help them we are not getting anything from it and we do not want anything from it 

· Pure?? Its up to you 

· Kitty Genovese (1964) – worked as a manager at a bar one day she left really late and went home parked her car and started walking to her house, a man came up behind her and stabbed her someone scared him off, but he came back and stabbed her and raped her as she was dying, first call was thirty minutes later 
· Darley and Latane (1968) – they said that they were not bad people, some people will not help under certain circumstances 

· Bystander effect – as individuals when there are other people present we are less likely to help some vs. when we are alone 

· The Psychology of Helping

· Social exchange theory – we are always trying to maximize benefits and costs, if it is too costly we are not going to help

· Reciprocity norm – we help people who help us 

· Social responsibility norm – we are socialized by family to take care of those who cannot help themselves 

E. Conflict NOTES 
· Social trap – when the pursuit or our own individual interests leads to collective harm 

· Enemy perceptions – when we have an enemy we see them as all bad and we are all good, same views for the enemy 

F. Peacemaking NOTES and BOOK 
F.1 Cooperation

· Sherif er al. – 11 and 12 year old boys and split them in two and they took two buses there and they didn’t see the other group and then they introduced them to each other and started making them compete against each other and they started hating each other, they later made them watch a movie together it did not change anything, they made them work together for food and get water and this worked 

· Superordinate goals – shared common goals all groups involve must cooperate in order to reach them  

· The jigsaw classroom – make the different people work together 

F.2 Communication 
· orange

F.3 Conciliation 
· “Graduated and Reciprocated Initiatives in Tension Reduction” (GRIT) 

· One of the groups have to step up to the plate, keep giving things to the other group 

