2720 Tutorial
September 28
Self Esteem
Attribution: 
cognitive appraisal that assigns causes to events
- Conclusions and interpretations
- Behavioural Guide
- Feeling of Certainty
- Predictability of future events
2 types:
- Internal Attribution (The person)
- Eternal Attribution (the situation)
Self esteem (how we feel) & Self concept (who am I) are effected by attribution:
- Did poorly on a test: I'm dumb (Internal) vs The test was unfair (external)
Is there a "healthy" level of self esteem? Can it be too high?
Discussion:
- singing
- special
- everybodys a winner
Takes away their drive, passion
prevents bullying
Types of Self Esteem
- Secure High Self Esteem

- confident

- Resistant
- Defensive High Self Esteem

- positive self views

- Fragile

- High explicit, low implicit
- Narissism

-exaggerated love of self

-related to defensive high
-Threatened egotism

-hostile reaction to challenges
October 5th 
Nonverbal Communication
Common Cues
- facial expressions
- body movements/gestures
- eye contact
- touch and interpersonal space
- voice
What info do they convey?:
- Meanings
- Emotions
- Dispositions/Personality
- Motives/interest
- Relationship
- Honesty?
Impression Formation: 
Nixon-Kennedy Debate (1960)
- radio vs television, differing impressions 
Toronto mayoral race
- body language analysis
different meanings of: I didn't say you stole the wallet
Conclusions:
- Important: reading/understanding, complements verbal info, building interpersonal relationships
- don't overestimate importance: why can people communicate through email and text?
October 19
Attitudes are evaluations
Attitudes are about objects
Attitudes predict behaviors or behavioral intentions
Attitude: Implicit/Explicit
- non-conscious/conscious
- Automatic/Controllable
- Effortless/Effortful
- Feelings/Thoughts
- Associative/Propositional
How do we form attitudes?
Personal Experience
-emotional
- thoughts
Cognitive Principles/processes
- Cognitive Balance (your friend likes sham-wow, you like sham-wow)
- Valence Transfer - (dislike people who beat up hookers, dislike sham-wow)
-
Commercials Shape Attitudes
Superbowl Commercials
October 26 Attitude Change
Why?
- Rationalize behavior

- cognitive dissonance
- Incorporate new info

- cog response theory

- heuristics
How?
- hot route/cold route
Cognitive Dissonance:
- Cognitions that are logically inconsistent make people feel bad
- to reduce aversive arousal, people will change one of the dissonant cognitions
- if cant change, add extra to rationalize behavior 
Hypocrisy
- Methodology used to arouse dissonance

- Publicly promote a socially desirable behavior

- Are made aware they have not always exhibited that behavior in the past
- Different because it provokes pro-attitudinal behavior
- People change to conform with attitude
Fear Appeals
- Often used in the health domain
GROUP DISCUSSION
Protection-Motivation Theory
- influence attitudes and beh. only if all four: 
1. The Problem is severe
2. You are susceptible to the problem
3. The recommended behaviors will be effective to avoid the problem
4. You are capable of performing the behavior
Propaganda & Attitude Change
Propaganda: A persuasion attempt, motivated by a specific ideology, deliberately biased
- presents only one viewpoint
- appeals to emotion rather than reason

- does not allow listeners to weigh arguments rationally
- goal is to have recipients "willingly" accept new attitudes    
In War: 
- used by all sides, in all conflicts, at home and in enemy territory
In Education:
- 
November 2
Conformity 
- Matching behavior to what is perceived as normal in a social group
- Conformity is a group phenomenon
- Conformity usually achieves a sense of security in a group
The Human Zoo: Following the Herd: Conformity
- random questions in a mall (some no real answer)
- sitting in a burning room
- etc
Stereotypes
- beliefs or associations 

- pairs groups to traits
- application of these beliefs when forming impressions
Change Behavior?
- Holder
- Member
Overcoming/Reducing
 -negation/affirmation

- negation may cause ironic effects
- re-categorizing
- Intergroup Contact

- personal and intimate (eg friends)

- work together to common goal
November 16th
Group Dynamics
What is a group?
Leaders and Leadership
Group:
What is a group? What distinguishes from random selection of people?
- A group is two or more individuals connected by some social relationship
Formal group:
- common motives or goals
- roles (division of labour)
- status and relationships
- norms and values
- rules of praise/punishment
Influence in groups:
- Informational: learning, persuasion
- Normative: norms, roles
- Interpersonal: rewarding, threatening, majority/minority
Online groups? Discussion
Leaders and Leadership
Who is a leader?
- Formal position of Authority
- Recognized by group members as a leader
- Has greatest impact on group

- Transformational Leaders
Becoming a Leader
- Trait approach

- people become leaders because of individual characteristics
- Situational Approach

- eternal situational factors can influence who will become leader of the group
- Interactionist approach to leadership

- both traits and situations, situation determines traits
Cult: Jim Jones - Jonestown Massacre
- Jones ordered followers to commit suicide

- 909 died

- largest mass suicide in modern history
What contributed to Jones' Power? Discussion
November 30th
Altruism
A Game! Game Theory
The Prisoners Dilemma
To be selfish? Or to cooperate?
In uncertainty, safer to cheat
Tit for tat best strategy
In real life, there are many situations in which cooperation leads to the most optimal outcome in the long run
- limited resource
- competition leads to tragedy of the common
In other words, cooperation is beneficial
- therefore it has been preserved through evolutionary processes
However, in order to cooperate, people must trust each other!
Why do we help?
- Reciprocity (Direct or indirect(reputation))
- Sexual Selection
- Kin Selection
- Culture and religion influences
- bounded rationality (satisfaction instead of rational)
- beh. manipulation
December 7
Love, Attraction, and Close Relationships
What is Attractive?
Importance of Attractiveness
Attractive Faces
- First feature noticed to judge
- quick - know attractive before we even know we saw a face
- babies prefer same as adults
Features 
(Male):
- mature looking
- eyebrow ridge
- cheekbones
- long lower face
(Female):
- tall forehead
- large eyes
- cheekbones
- small nose
- smooth skin
- young appearance
Why?
- Quality genes (ratio of sex hormones, healthy enough to withstand effects)
Facial Symmetry
- symmetrical = attractive, dominant, sexier, healthier, desirable as mates
- symmetry = less environmental challenges during development
- "average" faces are more attractive

- good genes?

- cognitive preference for familiar prototypes?
Does attractiveness matter?
Does physical beauty influence mate choices?
- Men: yes, we're pretty shallow

- men make bad decisions around attractive females


- lack of self control similar to drug addicts
- Women: Sort of, also consider power and status

- other factors


- woman's own attractiveness


- ovulatory cycle



- masculine men have good genes but are poor long-term mates
Changing Attractiveness
- Women: makeup (as strong as facial features)
- Sleep (sleep deprived are less healthy, less attractive
- Emotions (smiling increases attractiveness)
Just a pretty face? :(
- not true! yay! :)
- attractive people are judged more accurately
- people pay more attention to, and are more motivated to understand more attractive others
Attractive others
- Similarity

- you like others who share similar attitudes (not personality, values)

- opposites do not attract!
- Reciprocal Liking

- we like others who like us ;)

- (not if we previously dislike them)

- hard to get doesn't work "how dare they dislike me, I am awesome!" -Karen
THE END OF ALL LABS
