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Chapter 1

Social Psychology: the scientific study of how people affect and are affected by others
	•	It can help you make sense of your own social world 
One of the first social psychology experiments: Norman Triplett
	•	The presence of another bicycle rider releases the competitive instinct which increases nervous energy and thereby enhances performance 
	•	Build a “competition machine”  children winded up a fishing reel and they found that children working side by side others enhanced performance compared to working alone
Max Ringelmann
	•	He had men pull on a rope alone and as part of a group and he measured the amount of effort exerted by each participant
	•	As group size increased amount of effort decreased 
	•	This study can explain why people tend to slack off when working on group projects
These 2 studies show the complete opposite this is to show that social behavior is complicated!

Psychology was divided into 2 camps
	•	Behaviorism: sought to explain all of psychology in terms of learning principles such as reward and punishment
	•	Freudian psychoanalysis: interpretations of individual experiences instead of systematic studies that counted behaviors.
Social psychology didn’t really fall into either. It was more congenial to the behaviorist in that it favored experiments and the scientific method but it was sympathetic to the Freudian camp with its interest in inner states and processes  

McDougall and Ross published the first social psychology textbook

ABC Triad: “A” stands for affect; how people feel inside, “B” stands for behavior; what people do, their actions, “C” stands for Cognition; what people think about 


When trying to explain some pattern of behavior the first place social psychologist generally look is to the situation 

Anthropology: the study of human culture, the shared values, beliefs, and practices of a group of people
Economics: the study of the production, distribution and consumption of goods and services and the study of money
History: the study of past events
Political Science: the study of political organizations and institutions, especially governments
Sociology: the study of human societies and the group that form those societies 

Social psychology and Psychology
Psychology: the study of human behavior
	•	Social psychology is a branch of psychology
Biological psychology (physiological psychology, neuroscience): the study of what happens in the brain, nervous system and other aspects of the body
Clinical psychology: branch of psychology that focuses on behavior disorders and other forms of mental illness and how to treat them
	•	Focuses on abnormalities while social psychology focuses on normality’s
Cognitive psychology: the study of thought processes such as how memory works and what people notice
	•	Social psychology has borrowed heavily from cognitive psychology especially by using their methods for measuring cognitive processes 
Developmental psychology: the study of how people change across their lives from conception and birth to old age and death
	•	Borrowed much from social psychology but not the other way around
Personality psychology: the branch of psychology that focuses on important differences between individuals 
	•	Long and close relationship with social psychology 

Philosophy: “love of wisdom” the pursuit of knowledge about fundamental matters such as life, death, meaning, reality, and truth 
Applied Research: research that focuses on solving particular practical problems  

Common sense provides a good starting point for social psychologists to do their work

The scientific method involves 5 basic steps
	•	The researcher states a problem for study
	•	The researcher formulates a testable hypothesis as a tentative solution to the problem. 
	•	The researcher designs a study to test the hypothesis and collects data. Anyone observing the data collection process should be able to replicate or repeat it 
	•	A test is made of the hypothesis by confronting it with the data. Statistical methods are used to test whether the data are consistent or inconsistent with the hypothesis. No single study can prove anything beyond all doubt. There is always the possibility that the data turned out a certain way as a fluke, by random chance. Usually researchers test their hypothesis at the .05 significance level. If the test is significant at their level it mean that researchers are 95% confident that the results from this studies indicate a real difference and not a fluke.
	•	The researcher communicates the study results. The researcher submits a manuscript describing exactly what was done and what was found to the editor of a scientific journal. The editor then selects a few other experts in the area to review the manuscript. The editor reads the manuscript independently, reads the reviewers’ comments and then decides whether to accept the manuscript for publication. Only about 10-20% of manuscripts submitted to the best social psychology journals are accepted 
Within-subjects design: an experiment in which each participant is exposed to all levels of the independent variable
Between-subjects design: an experiment in which each participant is exposed to only one level of the independent variable 

Social psychologists derive their hypothesis from theories: unobservable constructs that are linked together in some logical way 

Independent variable: is any observable event that causes the person to do something. It is independent in the sense that its values are created by the researcher and are not affected by anything else that happens in the experiment 
Dependent variable: is any observable behavior produced by the person. It is “dependent” in the sense that its values are assumed to depend on the values of the independent variable. 
	•	In a study of the effect of alcoholic and nonalcoholic beer on aggression, aggression is the dependent variable 
Operational definition: classifies the oretical constructs in terms of observable operations, procedures, and measurements 
Confederate: a research assistant pretending to be another participant in a study 

Construct validity of the cause: the extent to which the independent variable is a valid representation of the theoretical stimulus
Construct validity of the effect: the extent to which the dependent variable is a valid representation of the theoretical response

Experiment: a study in which the researcher manipulates an independent variable and randomly assigns people to groups
	•	2 essential features
	•	1) Researcher has control over the procedures. By exercising control the researcher tries to make sure that any differences observed on the dependent variable were caused by the independent variable and not by other factors
	•	2) Participants are randomly assigned to the levels of independent variables 
Random assignment: procedure whereby each study participant has an equal chance of being in each treatment group
	•	By randomly assigning participants to groups the researcher attempts to ensure that there are no initial differences between groups 
Quasi-experiment: a type of study in which the researcher can manipulate an independent variable but cannot use random assignment
	•	In a quasi-experiment, the researcher “takes people as they are.” Researchers often use preexisting groups because random assignments isn’t possible 
Internal validity: the extent to which changes in the independent variable caused changes in the dependent variable
Confounding: occurs when the effects of two variables cannot be separated 

Generally many variables act together to make a change, not a single variable itself 
Factorial design: an experiment that includes more than one independent variable or factor
Main effect: the effect of a single independent variable on the dependent variable, ignoring the effect of other independent variables
Interaction: refers to the joint effects of more than one independent variable on the dependent variable 

Reactance: an unpleasant emotional response that people often experience when someone is trying to restrict their freedom
	•	Being pressured to get out of your parking spot in a parking lot
Field experiment: an experiment conducted in a real-world setting
	•	Generally high in experimental and mundane realism but they lack the tight control that laboratory experiments have 
	•	More difficult to make causal statements from field experiments compared to laboratory experiments 

The primary strength of a laboratory experiment is control over other variables that might influence the results; the primary weakness is that the setting is less realistic

Experimental Realism: the extent to which study participants get so caught up in the procedures that they forget they are in an experiment
	•	More important than mundane in determining whether the results of a study will generalize to the real world
Mundane Realism: the extent to which the setting of an experiment physically resembles that real world 
External validity: the extent to which the findings from a study can be generalized to other people, other settings and other time periods  

Correlational approach: a nonexperimental method in which the researcher merely observes whether variables are associated or related
	•	In this approach the researcher does not try to control variables or randomly assign participants to groups, instead the researcher merely whether observes things normally go together such associations are called correlations
	•	Main weakness is that it does not allow the researcher to conclude that changes in one variable caused the changes in the other variable 
Correlations: the relationship or association between 2 variables 
	•	+ Correlation, as one variable goes up the other variable goes up 
	•	ex; the more cigarettes a person will smoke the more likely they are to get lung cancer 
	•	- Correlation; one variable goes up and the other goes down
	•	ex; more time a college student spends playing video games the lower their GPA will be 
	•	When there is no correlation the 2 variables are not related in a linear fashion
	•	No correlation between IQ and shoe size 
Correlation coefficient: a statistical relationship or association between 2 variables
	•	A correlation coefficient of zero indicates that the 2 variables are not linearly related, but doesn’t mean that the 2 variables are unrelated 
Meta-analysis: a quantitative literature review that combines the statistical results from all studies conducted on a topic 

The critics that social psychology research lacks external validity

Replication: repeating a study to be sure similar results can be obtained 

Some argue that college students might not be representative of the population, when replicating studies and replacing college students with other participant’s results have a minimal difference. Therefore its not a serious problem  

Most studies are done in the US or Western countries and other cultures worry that it may not apply to them  











Chapter 2
Psyche: broader term for mind, encompassing emotions, desires, perceptions and indeed all psychological processes 
	•	To understand it it is useful to know what the psyche/human mind is designed for
	•	Nature and culture those are what made the psyche the way it is
Nature:  the physical world around us, including its laws and processes
Theory of Evolution: a theory proposed by Darwin to explain how change occur in nature 
	•	We are all animals
Common traits among living things to prolong life; death/survival, reproduction, change
Natural Selection: the process whereby those members of a species that survive and reproduce most effectively are the ones that pass along their genes to future generations
	•	Operates on the basis of 2 criteria: survival and reproduction
	•	Reproduction: producing babies that survive long enough to also reproduce 
	•	Mutation: a new gene or combination of genes 
Survival: living longer
	•	“Survival of the fittest” to describe natural selection. Animals compete against each other for survival 
	•	Being social provides benefits. Being social is a strategy that enables some animals to survive and reproduce effectively
	•	Being social improves survival and reproduction
	•	The downside of being social is that it is more difficult to achieve than solitary life 
	•	Bigger brains were mainly linked to having larger and more complex social groups. Small brained animals tend t live alone or in small, simple groups, whereas bigger brained animals presumably smarter have more relationships with each other and more complicated groups
	•	It evolved mainly in order to enable human beings to have rich, complex social live. The brain is not for understand the physical world around us so much as it is for understanding each other 
Social animals: animals that seek connections to others and prefer to live, work and play with other members of their species 
Cultural animals: the view that evolution shaped the human psyche so as to enable humans to create and take part in culture (animals lack culture)
	•	Culture is a kind of social system
	•	Culture is this an advanced way of being social
	•	Following are some important features of cultures
	•	1) Shared ideas: culture is the world of shared ideas. Culture enables you to interact with people you have never met before, by virtue of belonging to the same culture
	•	2) Culture as system: culture exists as a network linking many different people. The problem with the idea of a network is it doesn’t capture the dynamic (changing) aspects of culture, culture never sits still. Its useful to think of culture as a system consisting of many moving parts that work together
	•	3) Culture as praxis: whether a culture should be understood more on the basis of shared beliefs and values or shared ways of doing things 
	•	Praxis: practical ways of doing things (depends on shared ideas)
	•	4) Culture, information and meaning 
Duplex Mind: the idea that the mind has 2 different processing systems (conscious and automatic
	•	Automatic system: the part of the mind outside of consciousness that performs simple operations 
	•	Usually very helpful
	•	Operates during sleep
	•	Operated by impulse
	•	Generally runs everything 
	•	Conscious system: the part of the mind that performs complex operations
	•	Runs when you are awake and shuts off when your sleeping
Automatic VS Conscious 
	•	“A” is like many different little machines doing many unrelated things at once VS “C” does one thing at a time
	•	“A” quick and efficient VS “C” slow and cumbersome
	•	A doesn’t require effort C does
	•	Advantages in the conscious system
	•	Much more flexible
	•	Being slow and cumbersome is much better at confronting novel, unfamiliar circumstances and deciding how to react
	•	Can combine information in complex, rule-driven ways
	•	Can perform complex logical reasons 
	•	“A” system is intuition, gut feelings and “C” system is reasoning/logical thinking 
	•	The 2 parts of the duplex mind are not entirely independent of each other, they work together
	•	The automatic system serves the conscious system in the sense that it operates behind the scenes to make conscious thought possible 
	•	The “A” system also works like a n alarm system that signals to the conscious system that something is wrong and that careful, conscious thinking is needed
	•	Sometimes the 2 systems go against each other, conscious system overrides the automatic impulse 

One thing that sets humans part from other animals is how many inner, psychological traits they have that help them get along. These include the understanding that other humans have inner states like their, the capacity for language, and the ability to imagine how others perceive them

Nature says go, culture says stop
	•	Culture is full of rules
	•	Role of nature is always to create positive desires and impulses or that culture only says what not to do
	•	Self-control- culture
	•	Nature has made us selfish but culture needs us to resist and overcome selfish impulses
	•	Selfishness is natural, nature programmed us to be selfish 
The conflict between selfish impulses and self-control is probably the most basic conflict in the human psyche
Tradeoff: a choice in which taking or maximizing one benefit requires either accepting a cost or sacrificing another benefit
	•	One important set of tradeoffs concerns time; benefits right now or benefits in the future 
	•	Natural selection has no favored caring about the distant future 
Detection; how much they can see and resolution, how clearly they can see 
	•	Animals, detection is emphasized over resolution
	•	Humans have more emphasis on resolution which means perceiving things precisely 








Chapter 3 
	•	The self is right in the middle of the battle between self impulses and social conscience
The self has 3 main parts
	•	1) Self-knowledge/self-concept: a set of beliefs about oneself
	•	2) Interpersonal self/public self: the image of the self that is conveyed to others
	•	3) Agent self/executive function: the part of the self involved I control, including both control over other people and self-control
	•	The part that gets things done. It enables the self to make choices and exert control, including both self-control and control over other people and things 
Self comes into being at the interface between the inner biological processes of the human body and the sociocultural network to which the person belongs

Self as impulse: a person’s inner thoughts and feelings
Self as institution: the way a person acts in public, especially in official roles

Selves are somewhat different across different cultures. The most studied set such cultural differences involves interdependence VS independence. It is not inherently better to be either independent or interdependent. Nor is everyone in one culture independent or interdependent. Asians see the self as deeply enmeshed in a web of personal, family, social and cultural relationships, outside of which there is meaninglessness and loneliness. Americans see the self as following its own path to autonomy self-sufficiency and unique individuality 

Independent self-construal: a self-concept that emphasizes what makes the self different and sets it apart from others
Interdependent self-construal: a self-concept that emphasizes what connects the self to other people and groups 

Social Roles: the different roles a person plays, as in a play or movie

What is special about the human self is that it is flexible enough to take on new roles and to change roles

Without society the self would not exist in full

Without self-awareness, selfhood and self-knowledge would be impossible

Self-awareness: attention directed at the self
	•	2 main kinds
	•	1) Private self-awareness: looking inward on the private aspects of the self, including emotions, thoughts, desires and traits
	•	2) Public self-awareness: looking outward on the public aspects of the self that others can see and evaluate 
	•	Makes people behave better
	•	Made people more attuned to societal standards and hence made them act in a more socially desirable manner- mirror tests
	•	Increasing self-awareness can make people behave less aggressively, conform more to their sexual morals and stay on their diets
Standards: ideas (concepts) of how things might possibly be 
	•	Standards include ideals, norms, expectations, moral principles, laws, the way things were in the past, and what other people have done

Drinking alcohol is one of the most common methods in reducing self-awareness

Public self-consciousness: thinking about how others perceive you

Self-regulation: the process people use to control and change their thoughts, feelings and behaviors 

Looking-glass self: the idea that people learn about themselves by imagining how they appear to others
	•	Cooley proposed three components to the looking-glass self
	•	You imagine how you appear to others
	•	You imagine how others will judge you
	•	You develop an emotional response as a result of imagining how others will judge you
Generalized other: a combination of other people’s views that tells you who and what you are 

This is perhaps the biggest fallacy in the notion of the looking-glass self: it seems to depict the person as a passive recipient of information, as if people simply believed whatever other people old them about themselves. In reality, people pick and choose, and sometimes they completely reject what other tell them 

Introspection: the process by which a person examines the content of his or her mind and mental states 
	•	One source of self-knowledge, it has limits; development: children believe that their parents know them better than the children know themselves 
	•	Is a conscious process. The automatic system does a great deal of work that the conscious part of the mind does not know about or understand 
Social comparison: examining the difference between oneself and another person
	•	“putting people first”
	•	Upward social comparison: comparing yourself to people better than you
	•	Can inspire you to want to do better in order to reach their level
	•	Downward social comparison: comparing yourself to people worse off than you
	•	Can make you feel better
Self-perception theory: the theory that people observe their own behavior to infer what they are thinking and how they are feeling
	•	Opposite of introspection

Phenomenal self (working self-concept): the image of self that is currently active in the person’s thoughts

Intrinsic motivation: wanting to perform an activity for its own sake
Extrinsic motivation: performing an activity because of something that results from it
Overjustification effect: the tendency for intrinsic motivation to diminish for activities that have become associated with rewards

Being the lone member of some category heightens self-awareness and can impair performance 

3 main motives shape the quest for self-knowledge. These motives sometimes compete against each other, and different motives predominate in different people or different situations
	•	1) Appraisal Motive:  The simple desire to learn the truth about oneself, whatever it is
	•	Main preference is for information that is both important and reliable
	•	Ex: the appraisal motive may motivate people to start out with tasks of medium difficulty, because these offer the most information. If you start out with something that is very easy, then success does not give you much information about whether you have high or low ability, because anyone might succeed at an easy task. By the same token, if you start out with something that is very difficult, then failure does not give you much information about whether you have high or low ability, because anyone might fail at a difficult task
	•	2) Self-enhancement motive: the desire to learn favorable or flattering things about the self
	•	Can exert considerable bias, driving people to dismiss or ignore criticism while exaggerating or inflating any signs of their good qualities 
	•	3) Consistency Motive: a desire to get feedback that confirms what the person already believes about herself or himself
	•	Once people have formed opinions or beliefs about almost anything, they are resistant to change. The consistency motive is also sometimes called the self-verification motive, which implies that people actively seek to “verify” their self-concepts by obtaining confirmation that what they think about themselves is correct
	•	Self-enhancement was the strongest. People most want to hear good things about themselves. Their second preference is for confirmation of what they already think (consistency). They do also want accurate information but they desire for the truth runs a distant third to the desires for favorable and consistent feedback
	•	The self-enhancement motive has an especially strong emotional appeal, whereas the consistency motive has more of a cognitive appeal
Self-handicapping: tradeoffs. Putting obstacles in the way of one’s own performances of that anticipated or possible failure can be blamed on the obstacle instead of on lack of ability 

Automatic Egotism: response by the automatic system that “everything good is me and everything bad isn’t me”

Self-reference effect: the finding that information bearing on the self is processed more thoroughly and more deeply, and hence remembered better, than other information

Endowment effect: the finding that items gain in value to the person who owns them
	•	Ex: if a person buys a mug off someone and gives them 3$ for it and another person wants to buy your mug off of you, you will sell it for more money because it’s yours and it has a sentimental value to you. Being connected to the self gave it more value 

Evidence suggests that one’s social world is a powerful source of stability in the self
Self-concept change is most common, and possibly easiest, when one’s social environment changes 

Self-esteem: how favorably someone evaluates himself or herself
	•	People with low self-esteem: they do not want to fail, their ideas about themselves are conflicted and uncertain, a pattern called “self-concept confusion”, they focus on self-protection (trying to avoid loss of esteem) instead of self-enhancement, they are more prone to emotional highs and lows
Self-deception strategies: mental tricks people use to help them believe things that are false
	•	Type of self-deception strategy- self-serving bias:  a pattern in which people claim credit for success but deny blame for failure 

High self-esteem has 2 main benefits
	•	Initiative, fosters confidence
	•	High self-esteem feels good
Sociometer: measure of how desirable one would be to other people as a relationship partner, team member, employee, colleague or in some other way

Negative aspects of high self-esteem- Narcissism: excessive self-love and a selfish orientation
	•	Nearly all narcissists have high self-esteem but many people who have high self-esteem aren’t narcissists 
	•	High self-esteem is also associated with higher prejudice 
	•	Bullies have high self-esteem
	•	But people who stand up to bullies and resist them including coming to the aid of the victims also have high self-esteem 
Self-presentation
	•	Any behavior that seeks to convey some image of self or some information about the self to other people 








































Chapter 4
How do we make choices?
	•	Two steps
	•	1) Involves whittling the full range of choices down to a limited few, this step can be done rather quickly. It entails some risk that a potentially good choice will be rejected without careful consideration, but it is the only way that the human mind can deal with a large set of possible choices
	•	2) Involves more careful comparisons of the highlighted options 
	•	Major patterns that guide people’s choices
	•	Risk aversion: the greater weight given to possible losses than possible gains
	•	Temporal discounting: the greater weight is given to the present over the future 
	•	Certainty effect: the greater weight given to definite outcomes than to probabilities 
	•	Keeping options open
Error management theory: the idea that both men and women seek to minimize the most costly type of error, but that men’s and women’s goals and hence worse errors differ 

Why people don’t chose?
	•	Status quo: the preference to keep things the way they are rather than change
	•	People often sick to what they know even when the alternatives seem better
	•	Omission bias: the tendency to take whatever course of action does not require you to do anything (also called the default option) 
	•	Many people do nothing, the will leave the default in place
	•	People avoid making choices and taking actions that they fear they will regret later on
Reactance Theory
	•	The idea that people are distressed by loss of freedom or options and seek to reclaim or reassert them
	•	Negative feelings people have when their freedom is reduced
	•	Reactance produces 3 main consequences
	•	1- it makes you wan the forbidden option more and or makes it seem more attractive
	•	2- reactance may make you take steps to try to reclaim the last option, often described as “reasserting your freedom”
	•	3- you may feel or act aggressively towards the person who has restricted your freedom
Entity theorists: those who believe that traits are fixed, stable things (entities) and thus people should not be expected to change
Incremental theorists: those who believe that traits are subject to change and improvement

Entity theories often choose the easiest task, because they want guaranteed success, whereas incremental theorists prefer harder, more challenging task where they can learn

Learned helplessness: belief that one’s actions will not bring about desired outcomes, leading one to give up and quit trying 

Self-determination theory: the theory that people need to feel at least some degree of autonomy and internal motivation
	•	People may be motivated by something originating inside them or by some external pressure or force 
	•	A central point of self-determination theory is that people have an innate need for autonomy, which means that at least some of their activities must be motivated by their inner drives and choices, rather than by external factors 
	•	Intrinsic desires, they feel happier and healthier whereas reaching goals linked in extrinsic motivations is much less able to produce such benefits 
Panic button effect: a reduction in stress or suffering due to a belief that one has the option of escaping or controlling the situation, even if one doesn’t exercise it  

Goal: an idea of some desired future state
	•	They are meaningful links between values and action
	•	Culture sets out a variety of possible goals, and people choose among them depending on their personal wants and needs and also on their immediate circumstances
	•	Pursing goals involves at least 2 steps
	•	1- setting goals, evaluating how difficult or feasible a goal is and deciding how much you want to pursue it 
	•	2- pursing the goal which may include planning what to do and carrying out those behaviors
Zeigarnik effect: a tendency to experience automatic, intrusive thoughts about a goal whose pursuit has been interrupted

It is more helpful to have specific goals and goals that are difficult but reachable 

The person who has a hierarchy of goals, with many steps leading up to the ultimate distal goal, is far more likely to be successful 

The duplex mind is relevant to goal hierarchies. The automatic system can keep track of the goals and initiate behavior to purse each step along the way. The conscious system may be useful, however, when an intermediate goal is blocked. Consciousness is a flexible system for processing information and it can find a substitute goal when the overarching or ultimate goal is blocked 

Having only proximal goals is not much better than having only distal goals, you have to have a balance between the 2

Goal shielding: when the activation of a focal goal the person is working on inhibits the accessibility of alternative goals
	•	Seems to occur naturally even automatically  
Planning fallacy: belief that one’s own project will proceed as planned, even while knowing that the vast majority of similar projects have run late 

Self-regulation: the self’s capacity to alter its own responses; self-control  
	•	Effective self-regulation has 3 main components: standards, monitoring and strength
	•	Standards refer to concepts of how things might or should be
	•	When people find they do not measure up to their ideals or goals, they often try to change themselves. Having clear standards that do not conflict is important for successful self-regulation 
	•	Also involve, what not to do
	•	Monitoring: keeping track of behaviors or responses to be regulated 
	•	The way people monitor themselves is typically summarized as a feedback loop TOTE: the self-regulation feedback ok of Test Operate, Test Exit  
	•	Strength/ Capacity for change: the active phase of self-regulation; willpower, what goes on in the “operate” phase, during which people actually carry out the changes to their states or responses so as to bring them into line with the standards 
Self-Defeating behavior:  any action by which people bring failure, suffering, or misfortune on themselves 
	•	People may perform self-destructive acts but they do not do them out of self-destructive intentions
	•	2 main reasons for self-defeating behaviors
	•	1- involves tradeoffs; sometimes good and bad outcomes are linked, and in order to get the desired good outcome people accept the one too 
	•	2- involves faulty knowledge and a reliance on strategies that don’t work
Capacity to delay gratification: the ability to make immediate sacrifices for later rewards 

Suicidal people are high in self-awareness 








Chapter 5- Social cognition 

Social cognition: a movement in social psychology that began in the 1970s that focused on thoughts about people and about social relationships 

 Cognitive Miser: a term used to describe people’s reluctance to do much extra thinking 

Stroop test: a standard measure of effortful control over responses, requiring participants to identify the color of a word

Stroop effect: in the stroop test, the finding that people have difficulty overriding the automatic tendency to read the word rather than name the ink color 

Elements that distinguish automatic from controlled processes: awareness, intention, control, effort and efficiency

Automatic thinking is not guided by intention it may just happen whether you intend it or not

Automatic thoughts are highly efficient, unlike controlled thoughts

Automatic thinking involves little effort because it relies on knowledge structures: organized packets of information that are stored in memory 

Schemas: knowledge structures that represent substantial information about a concept its attributes, and its relationships to other concepts 
	•	Schemas are developed through your experiences and they guide the way you process information
Scripts: knowledge structures that define situations and guide behavior 
	•	Scripts are schemas about certain kinds of events
	•	Scripts can be learned by direct experience or by observing others
Priming: planting or activation an idea in someone’s mind
	•	Described priming as the “wakening of associations” 
Framing: whether messages stress potential gains (positively framed) or potential losses (negatively framed), refers to how information is presented to others
Gain-framed appeal: focuses on the positive, such as how your teeth will be stronger and healthier if you brush and floss them everyday
Loss-framed appeal: focuses on the negative, such as the potential for getting cavities if you do not brush and floss you teeth everyday 

Counterregulation: the “what the heck” effects that occur when people indulge in a behavior they are trying to regulate after an initial regulation failure 

Attributions: the causal explanations people give for their own and other’s behaviors and for events in general 

There are different explanations for behaviors, most explanations fall into 2 categories
	•	1- internal factors such as ability, attitudes, personality mood, and effort 	
	•	2- external factors such as the task, other people and luck
Two-dimensional theory of attributions for success and failure; internal/external and stable/unstable. 4 possible combinations 
	•	1- Internal/stable: involves ability, people think their success reflects intelligence or talent
	•	2- Internal/unstable: involves effort. Effort is unstable because it can change. If you think someone succeeded because she worked very hard, there is little guarantee that she would do well again
	•	There are cultural differences on this dimension. People from collectivist cultures emphasize effort, whereas people from individualistic cultures emphasize ability 
	•	3- External/stable: the difficulty of the task. Success simply indicated the task was easy whereas failure indicates it was hard
	•	4- External/unstable: involves luck 
Self-serving bias: the tendency to take credit for success but deny blame for failure
	•	The self-serving bias occurs for several reasons, the main reason is simply that interpreting events in that way makes people feel good 

We can reach very different conclusions about the same behavior 
Actor/observer bias: the tendency for actors to make external attributions and observers to make internal attributions 
	•	The actors tend to make external attributions whereas the observers make internal attributions 
Fundamental attribution error (correspondence bias): the tendency for observers to attribute other people’s behaviors to internal or dispositional causes and to downplay situational causes 
Ultimate attribution error: the tendency for observers to make internal attributions about whole groups of people 

There are at least 4 explanations for the fundamental attribution error
	•	1- behavior is more noticeable than situational factors, which are often hidden
	•	2- people assign insufficient weight to situational causes even when they are made aware of them
	•	3- people are cognitive misers; they often take quick and easy answers rather than thinking long and hard about things 
	•	4- language is richer in trait-like terms to explain behavior than in situational terms 

Covariation principle: for something to be the cause of a behavior, it must be present when the behavior occurs and absent when the behavior does not occur
	•	3 types of covariation information
	•	1- Consensus: whether other people would do the same thing in the same situation
	•	2- Consistency: whether the person typically behaves this way in this situation
	•	Distinctiveness: whether the person would behave differently in a different situation
	•	Attribution cube: an attribution theory that uses 3 types of information: consensus, consistency, distinctiveness
	•	People generally make an external attribution when consensus, consistency and distinctiveness are all high. People generally make an internal attribution when consistency is high but distinctiveness and consensus are low 
Heuristics: mental shortcuts that provide quick estimates about the likelihood of uncertain events
	•	4 most common ones
	•	1- Representativeness heuristic: the tendency to judge the frequency or likelihood of an even by the extent to which it resembles the typical case
	•	Coin toss more likely to get HHHTTTTHHTHTHT vs HHHHHHHHH but in reality both can happen equally 
	•	People only rely on one piece of information and disregard the rest 
	•	2- Availability Heuristic: the tendency to judge the frequency or likelihood of an event by the ease with which relevant instances come to mind
	•	After people saw Jaws no one wanted to swim in the ocean anymore
	•	People overestimate the frequency of dramatic deaths and underestimate the frequency of less dramatic deaths 
	•	3- Simulation Heuristic: the tendency to judge the frequency or likelihood of an event by the ease with which you can image 
	•	“What might have been”
	•	Bronze medalists are happier than silver medalists
	•	Silver medalists were so close to winning gold and if they would of done one thing differently they would of won gold
	•	Bronze medalists are happy to be on the podium, if they would of don’t one things different they might of came in 4th and wouldn’t of been on the podium at all 
	•	4- Anchoring and adjustment: the tendency to judge the frequency or likelihood of an even by sing a starting point (called an anchor) and then making adjustments up or down 
	•	If one party in a negotiation starts by suggesting a price or condition, then the other party is likely to base its counteroffer on this anchor 
Information overload: having too much information to comprehend or integrate 

Cognitive errors and biases 
	•	Confirmation bias: the tendency to notice and search for information that confirms one’s beliefs and to ignore information that disconfirms one’s beliefs
	•	If you believe in astrology, looking for evidence that your horoscope is true and ignoring evident that is inconsistent with your horoscope
	•	Conjunction fallacy: the tendency to see an event as more likely as it becomes more specific because it is joined with elements that seem similar to events that are likely
	•	The actual likelihood of an event being true declines when it becomes more specific because additional elements must also be true in order for the overall even to be true 
	•	Illusory correlation: the tendency to overestimate the link between variables that are related only slightly or not at all
	•	Believing that professional black athletes are dangerous (Mike Tyson bites off ears)
	•	One-shot illusory correlation: an illusory correlation that occurs after exposure to only one unusual behavior performed by only one member of an unfamiliar group 
	•	Base rate fallacy: the tendency to ignore or underuse base rate information and instead to be influenced by the distinctive features of the case being judged
	•	Thinking that it is equally likely to have 60% of births be males in a small or large hospital 
	•	Hot hand: the tendency for gamblers who get lucky to think they have a “hot” hand and their luck will continue
	•	Gamblers fallacy: the tendency to believe that a particular chance even is affected by previous events and that chance events will “Even out” in the short run 
	•	False consensus effect: the tendency to overestimate the number of other people who share one’s opinions, attitude, values and beliefs
	•	Believing that people have the same religious beliefs as you do
	•	False uniqueness effect (better-than-average effect, Lake Wobegon effect): the tendency to underestimate the number of other people who share one’s prized characteristics and abilities 
	•	Statistical regression (regressions to the mean): the statistical tendency for extreme scores or extreme behaviors to be followed by others that are less extreme and closer to average
	•	The sports illustrated jinx, In which athletic performance usually declines after appearing on the cover of sports illustrated 
	•	Illusion of control: the false belief that one can influence certain events, especially random or chance ones 
	•	Gamblers roll the dice harder for higher number and softer for lower numbers
	•	Magical thinking: thinking based on assumptions that don’t hold up to rational scrutiny 
	•	People don’t want to wear someone’s sweater who has AIDS even though in reality you can’t get AIDS from wearing someone’s sweater 
	•	People who eat chocolate in the shape of a spider 
	•	Contamination: when something becomes impure or unclean
	•	Counterfactual thinking: imagining alternatives to past or present events or circumstances
	•	After getting in a car wreck, thinking, “what if” I had gone home or used a different route 
	•	First instinct fallacy: the false belief that is it better not to change one’s first answer on a test even if one starts tot think that a different answer is correct
	•	Upward counterfactuals: imagining alternative that are better than actuality
	•	Downward counterfactuals: imagining alternative that are worse than actuality 
	•	People make far more upward than downward counterfactuals, which is probably a good thing because it causes people to consider how to make things better in the future 
	•	Downward counterfactuals have their uses, they help people feel better in the aftermath of misfortune (at least we didn’t get robbed) 
Regret: feeling sorry for one’s misfortunes, limitations, losses, transgressions, shortcomings or mistakes
	•	One important difference is that regrets are feelings whereas counterfactuals are thoughts  
Debiasing: reducing errors and biases by getting people to use controlled processing rather than automatic processing 
Meta-cognition: reflecting on one’s own thought processes “thinking about thinking” 
















Chapter 6- Emotion and Affect 

Some people use the terms emotion, mood and affect interchangeable and others as distinct concepts
Emotion: a conscious evaluate reaction to some even 
	•	Reaction to something and the person knows it 
Mood: a feeling state that is not clearly linked to some event
	•	Sad, happy
Affect: the automatic response that something is good or bad
	•	Positive affect and negative affect 

Conscious emotion: a powerful and clearly unified feeling state, such as anger or joy
Automatic Affect: a quick response to liking or disliking toward something

Emotions have both mental aspects and physical aspects

Involves the bodily response of arousal which is linked to most conscious emotions though not necessarily to automatic effect

Arousal: a physiological reaction, including faster heartbeat and faster or heavier breathing lined to most conscious emotions 

James-Lange theory of Emotion: the proposition that the bodily processes of emotion come first and the mind’s perception of these reactions then creates the subjective feeling of emotion 
	•	One important aspect of the theory is that different emotions must arise from different bodily responses 
	•	Whatever emotion the person felt, the body just showed a standard arousal pattern
	•	Emotional stimulus-- Physiological arousal- Experienced emotion 
	•	Facial feedback hypothesis: the idea that feedback from the face muscles evokes or magnifies emotions
	•	If you are smiling you will enjoy things more than if you are frowning and this is hat the study found. Participants who help the pen in their teeth thought the cartoons were funnier than did participants who help the pen in their lips 
Cannon-Bard theory of Emotions: the proposition that emotional stimuli activate the thalamus, which then activates both the cortex, producing an experienced emotion, and the hypothalamus and automatic nervous system, producing physiological arousal 
	•	Thalamus plays a central part in this theory
	•	The thalamus is a relay station for nerve impulses
	•	Information from the emotional stimulus goes to the thalamus from the thalamus the information is related both to the cerebral cortex which produces the experience of emotion and the hypothalamus and automatic nervous system which produces the increase in psychological arousal
	•	The thalamus will send 2 messages at the same time; one that produces the emotional experience “fear” and one that produces and increase in physiological increase  


Schachter-Singer theory of Emotion: the idea that emotion has two components; a bodily state of arousal and a cognitive label that specifies the emotion 
	•	Like a tv program
	•	The arousal is the on/off switch on volume control: it determines that there is going to be an emotion and how strong it will be. The cognitive label is like the channel switch; it dictates which emotion will be felt
A key issue in all these theories is how the mind deals with the body’s arousal state 

The intriguing thing about Schachter-Singer theory is that it allows for arousal states to be mislabeled or relabeled 

Excitation transfer: the idea that arousal from one even can transfer to a later event 
There are at least 2 basic arousal states that feel quite different. One is pleasant and the other is unpleasant 

“Good” arousal cannot be converted into “bad” arousal, not can “bad” arousals be converted into “good” arousals 

4 important emotions; happiness, anger, guilt and shame
	•	1- Happiness
	•	Affect balance: the frequency of positive emotions minus the frequency of negative emotions
	•	Life satisfaction; one of the complex forms of happiness, an evaluation of how one’s life is generally and how it compares to some standard 
	•	Objective predictors (money, good job, children etc) do not predict happiness
	•	People who are alone in the world are much less happy than people who have strong rich social networks
	•	Hedonic treadmill: a theory proposing that people stay at about the same level of happiness regardless of what happens to them 
	•	In general people who are happy now will be happy in the future, while those who are grumpy or depressed or irritable now will continue to be so in the future 
	•	In general subjective predictors are much stronger. Subjective refers to how you feel about something, whereas objective refers to the something. Thus, how much money you make (objective) has only a weak relationship to happiness, but how you feel about your income (subjectively) is a strong predictor of happiness 
	•	2- Anger
	•	An emotional response to a real of imagined threat or provocation
	•	Anger is an internal emotion where as aggression is an external behavior
	•	Anger, falls in the unpleasant, high arousal category, because anger both feels bad and energizes the person 
	•	People often make poor choices when they’re angry
	•	Anger is more positively social, because it seeks to approach the other and bring about change in a way that the angry person hopes will benefit the relationship
	•	Anger is greater if one sees the other person’s behavior as; very harmful, random or arbitrary, deliberately cruel 
	•	Anger is adaptive because it motivates the person to act aggressively and assertively 
	•	Anger helps get people ready to defend themselves, assert their rights pursue goals that might be blocked and perform other beneficial acts
	•	Anger helps reduce aggression
	•	There are 3 possible ways of dealing with anger
	•	Never show anger
	•	Vent one’s anger
	•	Catharsis theory: the proposition that expressing negative emotions produces a healthy release of those emotions and is therefore good for the psych
	•	Try to get rid of one’s anger 
	•	3- Guilt and Shame 
	•	Guilt: an unpleasant moral emotion associated with a specific instance I which one has acted badly or wrongly 
	•	Shame:  a moral emotion that, like guilt, involves feeling bad but, unlike guilt, spreads to the whole person
	•	Guilt focuses on the action whereas shame spreads to the whole person; Guilt says: I did a bad thing, Shame says: I am a bad person
	•	Shame is usually destructive whereas guilt is usually constructive
	•	Guilt motivated people to do good acts such as apologizing. Apologies can help repair damage to a relationships because they; convey the implicit agreement that the act was wrong, suggest that the person will try not to do it again and counteract any implication that the bad action meant that the person does not care about the relationship 
	•	People behave in more socially desirable ways when they feel guilty 
	•	Survival guilt: an unpleasant emotion associated with surviving a tragic even involving much loss of life
	•	Surviving world war I while many people died
	•	Guilt is more linked to close relationships than other emotions 
Emotions comprise an important and powerful feedback system
Emotions help people get along better
Emotion does not exist without readiness for action
Emotions help people learn
Emotions make people engage in more counterfactual thinking
Affect-as-information hypothesis: the idea that people judge something as good or bad by asking themselves “How do I feel about it?”

Affective forecasting: the ability to predict one’s emotional reactions to future events

Overestimate how they would feel a certain was and the intensity of their emotional reactions. The odds are that if any of these things did happen to you, you would get over it and return to your normal emotional state faster than you think 

Revenge is something people often pursue on the basis of affective forecasting errors that punishing someone who did something bad will bring them satisfaction and a feeling of closure 

Risk as-feeling hypothesis: people react to risky situations based on how severe the worst outcome is and how likely it is to occur. They do this at a gut level. If their gut tells them the situation is too risky they avoid it 

Broaden-and-build theory: the proposition that positive emotions expand an individual’s attention and mind-set 
	•	These build a persons intellectual, physical, and social resources 
 Being in a good mood helps flexibility, creativity, problem-solving, perform better, more persistent, try harder, more motivated, and avoid risks etc…. 

The study was able to detect gender differences in some feelings but NOT in emotions 
Men may be slightly more emotional than women, whereas women feel more willing to report their emotions and claim to have stronger feelings 

Asians place the greatest emphasis on emotional moderation 

Yerkes-Dodson law: the proposition that some arousal is better than none, but too much can hurt performance 

Emotional intelligence (EQ): the ability to perceive, access and generate, understand and reflectively regulate emotions 
	•	Scale to measure emotional intelligence: Mayer-Salovey-Caruso Emotional Intelligence
	•	4 branches
	•	1- Perceiving Emotions is defined as the ability to recognize how you and those around you are feeling. Involves the most basic psychological process 
	•	2- Facilitating Thought is defined as the ability to generate an emotion and then reason with this emotion 
	•	3- Understand Emotions is defined as the ability to understand complex emotions and how emotions can transition from one stage to another
	•	4- Managing Emotions is defined as the ability to be open to feelings, and to modulate them in oneself and others so as to promote personal understanding and growth, most psychologically integrated process
For the most part, emotions cannot be directly controlled































Chapter 7 

Beliefs: pieces of information about something; facts or opinions
Attitudes: global evaluations toward some object or issue (you like or dislike something, you are in favor of or opposed to some position) 
	•	There are some private attitudes that we would rather not share with other
	•	We may not be aware of all our own attitudes 
	•	Necessary and adaptive for humans, not for animals 
	•	They help us adjust to new situations, seeking out those things in our environment that reward us and avoiding those things that punish us 
	•	Attitudes are mainly used to sort things into “good” and “bad” categories 
	•	Attitudes are tremendously helpful in making choices
	•	Possessing an attitude increases hat ease, speed and quality of decision making 
Dual attitudes: different evaluations of the same attitude object, implicit VS Explicit 
	•	This dual model of attitudes fits the duplex mind theme of this book. It is based on the notion that a person can have different, competing attitudes in the conscious as opposed to the automatic parts of the mind 
Implicit attitudes: automatic and non-conscious evaluation responses
Explicit Attitudes: controlled and conscious evaluation responses 

There are several different measures of implicit attitudes. Most involve measuring reaction times to stimuli one popular measure if the Implicit Association Test (IAT), which measure attitudes and beliefs that people are either unwilling or unable to report (both young people and old people prefer younger people)

Erving Goffman- Stigma: an attribute that is perceived by others as broadly negative (“deeply discrediting”) 


Formation of Attitudes 
	•	Mere exposure effect: the tendency for people to come to like things simply because they see or encounter them repeatedly 
	•	Classical Conditioning: a type of learning in which, through repeated pairings, a neutral stimulus comes to evoke a conditioned response 
	•	Unconditioned stimulus: a stimulus (meat powder) that naturally evokes a particular response (salivation) 
	•	Unconditioned response: a naturally occurring response (salivation) 
	•	Neutral stimulus: a stimulus (bell) that initially evokes no response
	•	Conditioned stimulus: a neutral stimulus that, through repeated pairing with an unconditioned stimulus, comes to evoke a conditioned response 
	•	Conditioned response: a response that, through repeated pairings, is evokes by a formerly neutral stimulus
	•	Meat powder (US) makes the dog’s mouth water (UR). The first time a researcher rings a bell (NS) the dog’s mouth does not water. However if the researcher rings the bell every time the dog gets meat powder, the dog begins to expect that every time it heats the bell it will be fed (CS).  Eventually the sound of the bell alone will make the dog’s mouth water even when there’s no food around (CR) 
	•	Operant Conditioning (instrumental conditioning): a type of learning in which people are more likely to repeat behaviors that have been rewarded and less likely to repeat behaviors that have been punished
	•	Social learning (observational, imitation, vicarious learning): a type of learning in which people are more likely to imitate behaviors if they have seen others rewarded for performing them, and less likely to imitate behaviors if they see others punished for performing them
	•	Bobo doll experiment
	•	Vicarious learning of aggression by showing that children were especially likely to imitate models that had been rewarded for behaving aggressively 
Attitude Polarization: the finding that people’s attitudes become more extreme as they reflect on them
	•	Attitude polarization occurs partly because people are reluctant to admit they are wrong
	•	People are more accepting of evidence presented by ingroup members than by outgroup members 

Most consistency theories have 2 things in common; first, they specify the conditions that are required for consistency and inconsistency of cognition. Second they assume that inconsistency is unpleasant and therefore motivates people to restore consistency. Third they specify the conditions that are needed to restore consistency 
Consistency Theories
	•	Balance theory (P-O-X Theory): the idea that relationships among one person (P), the other person (O) and an attitude object (X) may be either balanced or unbalanced 
	•	Heider proposed that a person’s understanding of the relationships among P,O,X was either balanced or unbalanced
	•	Balanced is the terms for consistency
	•	A sign + or – is assigned to each relationship. To determine whether balance exists, simply multiply the signs together. If the outcome is positive, the cognitive structure is balanced (consistent). If the outcome is negative it is unbalanced 
	•	Ex: you like your social psychology professor but you and your professor both hate exams (you hate taking them and he hates writing them and grading them) if you multiply the signs together the outcome is positive, so the structure is balanced
	•	Balanced theory states that balanced states are preferred over unbalanced states, and that unbalanced states motivate people to change them to balanced states 
	•	Cognitive Dissonance: the theory that inconsistencies produce psychological discomfort, leading people to rationalize their behavior or change their attitudes 
	•	Centers on having people change their own attitudes
	•	Effort Justification: the finding that when people suffer or work hard or make scarifies they will try to convince themselves that it is worthwhile  
	•	People who suffered more to get into a group ended up liking the group more. That was the only way to convince themselves that their suffering had been worthwhile 
	•	Justifying Choices
	•	Post-decision dissonance: cognitive dissonance experienced after making a difficult choice, typically reduced by increasing the attractiveness of the chosen alternative and decreasing the attractiveness of rejected alternative 
	•	Tyranny of choice: the idea that although some choice is better than none more choice is not always better than less choice 

When people performed actions contrary to their attitudes, they often felt acutely uncomfortable

Only people who felt discomfort and attributed it to their inconsistent behavior were driven to rationalize what they had done by changing their attitudes to match their actions. Dissonance is marked not only by arousal but by an unpleasant arousal. It feels bad 

Another advance in dissonace theory linked the reaction to the interpersonal sphere. People may have some desire to be consistent in the privacy of their minds, but they have a much stronger desire to be seen by other people as consistent 

Most likely the drive toward consistency involves both parts of the duplex mind. The automatic system can learn to detect inconsistencies and send out alaram signals. The conscious system then steps in and finds some resolution to the inconsistency by thinking about how to rationalize or rethink things. It is also possible that some modes of dissonance reduction are automatic 

Accessibility: how easily something comes to mind 

A-B problem: the problem of inconsistency between attitudes (A) and behaviors (B)

The automatic system is fairly uncritical and accepts as true whatever it is told. The conscious mind can override this and change from belief to disbelief 

Belief performance: the finding that once beliefs form they are resistant to change even if the information on which they are based is discreditable

Coping: the general term for how people attempt to deal with traumas and go back to functioning effectively in life 

Assumptive worlds: the view that people live in social worlds based on certain beliefs (assumptions) about reality
	•	These include 3 main types of assumption, all of which help people live healthy and happy lives, but any of which can be shattered when one is a victim of a crime
	•	1) The world is benevolent: basically, people are nice, life is safe, and ne can count on good things happening most of the time. The opposite belief is that the world is a dangerous place full of evil, untrustworthy people  
	•	2) The world is fair and just: the world is fair, so people generally get what they deserve. If you follow the rules and treat others with fairness and kindness, you can expect to be treated that way yourself
	•	3) I am a good person: I am someone of value and therefore deserve good things to happen to me
Cognitive coping: the idea that beliefs play a central role in helping people cope with and recover from misfortunes 

Downward comparison: comparing oneself to people who are worse off 






















Chapter 8-Social influence & Persuasion 

2 types of social influence: 
	•	1) Normative influence: going along with the crowd in order to be liked and accepted 
	•	People learn to conform to their group’s rules
	•	Even when we are in a group of complete strangers we will go along with the others to a void looking like a fool
	•	Asch did a study that showed 3 lines and they had a match their line with one of the 3 lines (identical ones), and confederates answered before the participant did and they answered wrong. The answer was very obvious but the participant answered wrong because he didn’t want to feel reject from the group
	•	When people deviate from group norms they may at a heavy price- social rejection
	•	People would agree with their group even thought they know that they are morally wrong to avoid rejection
	•	2) Informational influence
	•	Autokinetic effect: illusion, caused by very slight movements of the eye, that a stationary point of light in a dark room is moving
	•	Group norms: the beliefs or behaviors that a group of people accepts as normal 
	•	Information influence: going along with the crowd because you think the crowd knows more than you do
	•	2 types of situations produce informational influences;
	•	1- ambiguous situations, so that people do not know how to behave 
	•	2- crisis situations so that people don’t have time to think for themselves
	•	Pluralistic ignorance: looking to others for cues about how to behave, while they are looking to you, collective misinterpretation 
	•	Informational social influence helps produce private acceptance: a genuine inner belief that other are right 
	•	Normative social influence may elicit mere public compliance: outwardly going along with the group but maintaining a private, inner belief that the group is wrong 
Social influence techniques ca be organized according to 4 basic principles:
	•	Commitment and consistency
	•	Once people make a commitment, they feel both internal and external pressure to behave consistently with that commitment
	•	If people don’t behave consistently with their commitment they will  experience a form of psychological discomfort called; cognitive dissonance 
	•	Foot-in-the-door technique: influence techniques based on commitment, in which one starts with a small request in order to gain eventual compliance with a larger request
	•	Low-ball-techniques: influence technique based on commitment, in which one first gets a person to comply a seemingly low-cost request and only later reveals hidden additional costs  
	•	Participants are asked to participate in a study and when they agree are then told that the study starts at 7 am
	•	Bait-and-switch: influence technique based on commitment, in which one draws people on with an attractive offer that is unavailable and then switches them to a less attractive offer that is available 
	•	Add for a new car catches you attention, you go to the car dealers to find out the car is “sold out” this was planned out for the sales person to get you in the store and once your there they will try to manipulate you to buy something else 
	•	Labeling technique: influence technique based on consistency, ni which one assigns a label to an individual and then requests a favor that is consistent with the label
	•	Related to self-fulfilling prophecy
	•	Legitimization-of-paltry-favors technique: influence technique in which a requester makes a small amount of aid acceptance 
	•	**All of the above get people to make a psychological commitment and then relies on consistency pressures to keep them loyal to this commitment even when the influencer changes the terms***
	•	Reciprocation
	•	If you take care of me, I will take care of you
	•	Foundation of culture 
	•	2 influence techniques are based on reciprocation
	•	1- Door-in-the-face technique: influence technique based on reciprocity, in which one starts with an inflated request and then retreats to a smaller request that appears to be a concession
	•	It does not work if the first request is so extreme that it is seen as unreasonable and also if the first and second requests are made by different people 
	•	The key to getting someone to agree is to pretend you are doing the person a favor by reducing your request to a much more reasonable level, so the person will feel an obligation to agree to it
	•	2- That’s-not-all technique: influence technique based on reciprocity, in which one first makes an inflated request but, before the person can answer yes or no, sweetens the deal by offering a discount or bonus 
	•	People felt most obligated to reciprocate when they believed the seller was making an exception for them personally 
	•	Scarcity 
	•	Rare opportunities are more valuable than plentiful opportunities
	•	Scarcity is sometimes used as a heuristic cue in decision making- what is rare is good
	•	Cabbage Path doll is 20$ at the store, but a rare one can be sold up too 2500$
	•	Influence techniques based on scarcity
	•	Limited-number techniques: influence technique based on scarcity, in which one tells people that an item is in short supply
	•	Fast-approaching-deadline technique: influence technique based on scarcity, in which one tells people an item or a price is only available for a limited time 
	•	Capturing and disrupting attention
	•	Other influences techniques try to capture the attention of the target of influence, or try to district the target of influence. When influencers have strong arguments, they want people to think about the convincing arguments. When influencers have weak arguments, they want to disrupt the attention of targets so they won’t think too deeply about the unconvincing arguments 
	•	Pique technique: influence technique in which one captures people’s attention, as by making a novel request
	•	Hobo asks for spare change, people ignore him so instead he says can I have 17 cents and people are more likely to listen
	•	Disrupt-then-reframe technique: influence technique in which one disrupts critical thinking by introducing an unexpected element, then reframes the message in positive light 
Persuasion: an attempt to change a person’s attitude

Aristotle specified 3 components of the persuasive process: the speaker, the subject of the speech and the hearer to whom the speech is addressed

Aristotle also identified 3 elements necessary to persuade an audience; emotional appeal, intellectual appeal and charisma

Source: the individual who delivers a message
	•	A source can be credible or non credible 
	•	Credibility is “quality or power of inspiring belief 
Sleep Effect: over time, people separate the message from the messenger
	•	If they remembered the speech they forgot who gave it

What makes a source credible?
	•	Expertise: how much a source knows
	•	Trustworthiness: whether a source will honestly tell you what he or she knows 
Aristotle’s credible speakers display; practical intelligence, a virtuous character, good will

His list and Hovland’s list is similar; 
	•	Expertise and practical intelligence: expert sources are intelligent and know what they are talking about
	•	Virtuous character and goodwill are similar to trustworthiness: trustworthy sources appear to be honest, virtuous and good-willed 

2 sources that influence whether we like someone are: similarity and attractiveness

Halo effect: the assumption that because people have one desirable trait (attractiveness) people also possess many other desirable traits (intelligence)

Convert communications: people perceived as credible sources because they are arguing against their own previously held attitudes and behaviors 

Fear appeals can be persuasive, as long as people don’t become too afraid 

Stealing thunder: revealing potentially incriminating evidence first to negate its impact 

Advertisement wear-out: inattention and irritation that occurs after an audience has encountered the same advertisement too many times
	Ex; Verizon commercial; “can you hear me now”

Repetition with variation: repeating the same information, but in a varied format; prevent advertisement wear-out

Receptivity: whether you “get” the message

Yielding: whether you “accept” the message

People with high self-esteem were receptive to persuasive messages because they had confidence in their initial positions. However, they did not yield to the message because they were satisfied within their existing attitudes

Need for cognition: a tendency to engage in and enjoy effortful thinking, analysis ad mental problem solving
	People high in need for cognition are more persuaded by strong arguments and are less persuaded by weak arguments than are people low in need for cognition

There is a U-shape relationship between age and persuasion. The easiest people to persuade are young children 

Impressionable years hypothesis: proposition that adolescents and young adults are more easily persuaded than their elders

Americans were more persuaded by the individualistic ads, whereas Koreans were more persuaded by the collectivist ads 

Overheard messages can be quite persuasive 

Distraction can help persuasion by preventing the conscious mind from thinking of counterarguments 

Elaboration likelihood model (ELM): theory that posits 2 routs to persuasion, via either conscious or automatic processing

Heuristic/ systematic model:  theory that posits 2 routes to persuasion, via either conscious or automatic processing 

One route involves conscious processions whereas the other route involves automatic processing

The route to persuasion that involves conscious processing is; central route/systematic processing: the route to persuasion that involves careful and thoughtful consideration of the content of the message (systematic model, conscious process) 

The route that involves automatic processing is called; peripheral route (heuristic processing): the route to persuasion that involves some simple cue such as attractiveness of the source (automatic processing)

***** graph on page 245 and explanation******

Protection from persuasion
-Reactance 
-In order to immunize people against persuasion it is good to expose them to some of the counterarguments against these cultural truisms and let them build up defenses against then counterarguments 
-Negative attitude change/boomerang effect: doing exactly the opposite of what one is being persuaded to do
	The parents of Romeo and Juliet in Shakespeare’s play found this out when their efforts to end the romance only drove the young lovebirds closer together 












Chapter 9- Prosocial Behavior: Doing what’s best for others 

Prosocial behavior: doing something that is god for other people or for society as a whole
	•	Includes behavior that respects others or allows society to operate 
	•	Builds relationships
	•	It is the opposite of antisocial behavior which usually destroys relationships  
	•	To get oneself accepted into a group so doing prosocial things without recognition is less beneficial 
Rules of law: when members of a society respect and follow its rules
	•	Pattern of doing what’s best for the organization without necessarily gaining selfish benefits, had been called the “good soldier” syndrome
	•	The crucial point is that people behave better when they think the rules are fair
Reciprocity: the obligation to return in kind what another has done for us
	•	“You scratch my back, I’ll scratch yours” 
	•	Fairness 
Norms: standards establish by society to tell its members what types of behavior are typical or expected 
	•	2 types of norms
	•	Equity: the idea that each person receives benefits in proportion to what he or she contributes 
	•	Equality: the idea that everyone gets the same amount, regardless of what he or she contributes 
Sensitivity about being the target of a threatening upward comparison: interpersonal concern about the consequences of outperforming others 

Do animals so fairness and unfairness?
	•	Yes, monkeys who brought rocks back to the experimenter got a slice of cucumber. Then some monkeys started getting grapes (which monkeys prefer) then monkeys that didn’t get grapes went on strike and stop bring rocks because they believed it was unfair 
	•	Monkeys understand fairness and object to unfairness 

2 kinds of unfairness
	•	Underbenefited: getting less than you deserve
	•	Overbenefited: getting more than you deserve 
	•	Only humans seem to worry about this, not animals 
	•	Getting less than your fair share provokes anger and resentment, but getting more than your fair share produces guilt 
Survivor guilt: feeling bad for having lived through a terrible experience in which many others died (living through world war 1 or 2) 

Cooperation: based on reciprocity. You do your part, and someone else does his or her part, and together you work toward common goals. Its vital for social groups to succeed 

Prisoner’s dilemma: a game that forces people to choose between cooperation and competition- P. 262

Forgiveness: ceasing to feel angry toward or seek retribution against someone who has wronged you
	•	Couples that forgive each other have higher levels of relationship satisfaction
	•	Religious people forgive more readily than nonreligious people 

Obedience: following orders from an authority figure 
	•	Ex: Milgram’s study on electrical shock – provides cautionary evidence that obedience can be abused and can under extraordinary circumstances are rare exceptions, and they should not blind us to the prosocial benefit of obedience 
	•	Very few organizations can function properly without obedience
	•	Obedience is ultimately prosocial behavior, because it supports group life and helps cultures succeed 
Conformity: going along with the crowd 

Kin selection: the evolutionary tendency to help people who have our genes
	•	More likely to help a son or a daughter VS niece or nephew 

2 forms of helping 
	•	Egoistic helping: the helper wants something in return for offering help. The helper’s goal is to increase his or her own welfare
	•	Altruistic helping: the helper expects nothing in return for offering help. The helper’s goal in this case is to increase another’s welfare 
	•	It’s motivated by empathy: an emotional response that corresponds to the feelings of the other person
Empathy-altruism hypothesis: the idea that empathy motivates people to reduce other people’s distress, as by helping or comforting
	•	People feel empathy toward people that are similar to them 

Empathy-Specific reward hypothesis: the idea that empathy triggers the need for social reward (praise, honor, pride) that can be gained by helping 

Empathy-specific punishment hypothesis: the idea that empathy triggers the fear of social punishment (guilt, shame and censure) that can be avoided by helping

Negative state relief hypothesis: the idea that people help others in order to relieve their own distress 

People are more likely to help people who are similar to them. People are more likely to help people who are attractive. People are more likely to help people if they are in a good mood VS bad mood

Belief in a just world: the assumption that life is essentially fair, that people generally get what they deserve and deserve what they get
	•	One unfortunate consequence of belief in a just world is that it leads people to blame the victim
Bystander effect: the finding that people are less likely to offer help when they are in a group than why they are alone
	•	Kitty Genovese story

Five steps to helping: graph on P. 279
	•	Notice that something is happening; more like to notice something is happening when you alone Vs in a group
	•	Interpret meaning of event: not knowing what they situation is about he hard to decide whether you should help or not. Seeing a boy being pulled out of a store by 2 older boys, people thought that it was the child’s older brother bringing him home so no one helped but really they took the boy and killed him. If other people don’t react to an event we conclude that it is not an emergency- pluralistic ignorance: looking for others for cues about how to behave, while they are looking to you; collective misinterpretation 
	•	Take responsibility for providing help: diffusion of responsibility: the reduction in feeling responsible that occurs when others are present 
	•	Know how to help: knowing what to do
	•	Provide help: one obstacle is audience inhibition: failure to help in front of others for fear of feeling like a fool is one’s offer of help is rejected, also if the costs outweigh the benefits 

Volunteerism is to other forma of helping as nonimpulsive is to impulsive 
Volunteering: a planned, long-term, nonimplusive decision to help others



















Chapter 10- Aggression and antisocial behavior 

Aggression: any behavior intended to harm another person who is motivated to avoid the harm
	•	The definition included 3 important features; first aggression is a behavior- you can see it. Aggression is not an emotion it’s a thought
	•	Second, Aggression is intentional (not accidental) and the intent is to harm
	•	The definition stipulates that the victim wants to avoid the harm
Direct aggression: any behavior that intentionally harms another person who is physically present
Indirect aggression: any behavior that intentionally harms another person who is physically absent 

Males are more likely than females to use direct aggression, whereas females are more likely than males to use indirect aggression 

Aggressive acts may also differ in their function and motivation

Reactive aggression: “hot” impulsive, angry behavior that is motivated by a desire to harm someone 

Proactive aggression: “cold” premeditated, calculated harmful behavior that is a means to some practical or material need

Violence: aggression that ahs as its goal extreme physical harm, such as injury or death 
	•	FBI classifies 4 crimes as violent; homicide, aggravated assault, forcible rape, and robbery.
	•	All violent acts are aggressive acts but not all aggressive acts are violent. 
	•	The only ones that try to cause extreme physical harm are violent 

Antisocial behavior: behavior that either damages interpersonal relationships or is culturally undesirable  

Instinct theories- Freud
	•	Instinct: an innate (inborn, biologically programmed) tendency to seek a particular goal, such as food, water and sex 
	•	Eros: the constructive; life-giving instinct 
	•	Thanatos: the destructive; death instinct 
	•	No matter how well society is designed, people will still have a drive to inflict harm 

Learning theory- Bandura
	•	Aggression is not an innate drive like hunger 
	•	The shift is from internal cues to external cues
	•	Modeling: observing and coping or imitating the behavior of others 
	•	Can weaken or strengthen responding 
	•	Bobo doll experiment 

Frustration-aggression hypothesis: proposed that “the occurrence of aggressive behavior always presupposes the existence of frustration: and “the existence of frustration always leads to some form of aggression”

Frustration: blockage of or interference with a personal goal  

Anger does not directly or inevitably cause aggression. Rather, angry people attack others because they believe that lashing out will help get rid of their anger and enable them to feel better 

Being in a bad mood is neither a necessary nor a sufficient condition for aggression

Hostile attribution bias: the tendency to perceive ambiguous actions by others an aggressive
	•	Ex; if a person bumps into you a hostile attribution would be that the person did it on purpose
Hostile perception bias: the tendency to perceive social interactions in general as being aggressive
	•	Seeing 2 other people having a conversation and inferring that they are arguing or getting ready to fight. This bias is more prevalent in aggressive individuals than in nonaggressive individuals 
Hostile expectation bias: the tendency to perceive social interactions in general as being aggressive
	•	Individuals who are characteristically aggressive are more likely than nonaggressive individuals to expect others to behave in an aggressive manner

In summary, aggressive people have inner biases that make them a) expect others to react aggressively, b) view ambiguous acts as aggressive and c) assume that when someone does something to hurt or offend them, it was deliberately and intentionally designed to have that hurtful effect 

Male rats are under stress, they respond by either fights or running away- fight or flight syndrome: a response to stress that involves aggressing against others or running away

Female rats responds to stress by nurturing others and making friends- tend and befriend syndrome: a response to stress that involves nurturing others and making friends 

People are more likely to resort to aggression when they believe it will bring success

Domestic violence (family or intimate-partner violence): violence that occurs within the home or family between people who have a close relationship with each other
	•	Aggression is highest between siblings as compared to all other relationships 
	•	Number 1 health risk in the USA
	•	Leading cause of injuries to women ages 15-44, women in noncommited relationships are especially at risk 
	•	But women attack their relationship partner slightly more often
	•	Women are just as violent as men 
	•	Children and elderly people are most likely to become victims because they can not defend themselves 

Weapons effect: the increase in aggression that occurs as a result of the mere presence of a weapon
	•	Participants who saw the guns were more aggressive than were participates who saw the sports items 

Violent media exposure increases aggressive behavior, angry feelings aggressive thoughts and physiological arousal and decreases helping behavior

Exposure to violent media causes people to behave more aggressively immediately afterwards 

There are at least 3 reasons to believe that violent video games might be even worse than tv violence. First, video game play is active, whereas watching tv is passive. People learn better than they are actively involved. Second, players of violent games are more likely than others to identify with a violent character. Third, violent games directly reward violent behavior by awarding points or allowing players to advance to the next game level 

Media depictions of pure sex reduced aggression, but films showing some kinds of violent sex led to more aggression  

Hotter temperatures, loud noises, secondhand smoke, air pollution, and crowing can increase aggression and violence

Aggression increases testosterone as much as testosterone increases aggression. Testosterone; a male sex hormone, high levels of which have been linked to aggression and violence in both animals and humans 

Serotonin: the fell good neurotransmitters low levels of which have been linked to aggression and violence in bother animals and humans 
	•	Low levels of serotonin have been linked to aggression and violence in both animals and humans 
	•	Decreases in serotonin levels increase aggression level

Alcohol
	•	More than 50% of people who commit violent crimes were intoxicated when the crimes occurred 
	•	Alcohol was positively correlated with both criminal and domestic abuse
	•	Alcohol increases rather than causes violent or aggressive tendencies. 
	•	Alcohol mainly seems to increase aggression in combination with other factors
	•	There are several possible explanations for why alcohol increase aggressive tendencies
	•	Alcohol reduces inhibitions 
	•	Causes people to focus attention only on the most salient features of a situation and not pay attention to more subtle features 
	•	Decreases awareness 
Running amok: according to Malaysian culture, refers to behavior of a young man who becomes uncontrollably violent after a blow to his ego

Self control
	•	Poor self-control is one of the strongest know correlates of crime
	•	Poor self-control is a better predictor of violent crimes than of non violent crimes
Wounded Pride
	•	Violent individuals typically think they are better than others
	•	This is not to say that high self-esteem causes aggression
	•	Violent individuals typically have the trait of narcissism which includes thinking oneself superior or special, feelings entitles to preferential treatment, being willing to exploit others, having low empathy with lesser human beings and entertaining grandiose fantasies or other ideas about oneself as a great person 
	•	Both nature and nurture can contribute 
Culture of honor: a society that places high value on individual respect, strength, and virtue and accepts and justifies violent action in response to threats to one’s honor 
Humiliation: a state of disgrace or loss of self-respect (or of respect from others)
	•	Appears to be the primary cause of violence and aggression in cultures of honor 
Poor self-control is the best predictor of violent crime in all cultures 

Other forms of antisocial behavior; 
	•	Lying
	•	Not telling the truth 
	•	Cheating
	•	An audience increases self-awareness and it will make you less likely to cheat 
	•	Internet increases school cheating 
	•	Stealing
	•	Deindividuation: a sense of anonymity and loss of individuality as in a large group, making people especially likely to engage in antisocial behaviors such as theft 
	•	Littering 
	•	Norms: social standards that prescribe what people ought to do
	•	Injunctive norms: norms that specify what most others approve or disapprove of
	•	Most effective at reducing litter 
	•	Descriptive norms: norms that specify what most people do 





































Chapter 11: Attraction and Exclusion 

Attraction: anything that draws 2 or more people together, making them want to be together and possibly to form a lasting relationship

Social acceptance: a situation in which other people have come to like you, respect you, approve of you and include you in their groups and relationships

Rejection (social exclusion): being prevented by others from forming or keeping a social bond with them; the opposite of acceptance 

Need to belong: the desire to form and maintain close, lasting relationships with other individuals 
	•	Drives people to affiliate, commit, and remain together and it makes them reluctant to live alone 
	•	2 ingredients to belongingness
	•	1- people want some kind of regular social contacts
	•	2- people want the stable framework of some ongoing relationship in which the people share a mutual concern for each other 
	•	Failure to satisfy the need to belong leads to significant health problems, up to and including a higher risk of death
	•	People who are lone in the world have more physical and mental health problems than people who belong to a good social network 
Ingratiation: what people actively do to try to make someone like them 

Similarity is a common and significant cause of attraction

Self-monitoring: the ability to change one’s behavior for different situations 
	•	People who are high in self-monitoring seek to maximize each social situation, whereas those low in that trait pay more attention to permanent connections and feelings rather than fluctuating ones. Hence the high self-monitor tennis player would prefer to play with the best tennis player in his or her circle of friends, whereas the low self-monitor would prefer to play tennis with his or her best friend, regardless of tennis ability 
Matching hypothesis: the proposition that people tend to pair up with others who are equally attractive 

Reinforcement theory: the proposition that people and animals will perform behaviors that have been rewarded more than they will perform other behaviors
	•	People would mainly like others who are rewarding to them- those who benefit them or make them feel good

Two themes of ingratiation research confirm the importance of interpersonal rewards
	•	1- do favors for someone in order to get them to like you
	•	2- praise them 

Propinquity: being near someone on a regular basis increases liking 

Social allergy effect: the idea that a partner’s annoying habits become more annoying over time- familiarity and repeated exposure can sometimes make bad things worse 

What is beautiful is good effect: the assumption that physically attractive people will be superior to others on many other traits 

Ostracism: being excluded, rejected, and ignored by others 

Rejection Sensitivity: a tendency to expect rejection from others and to become hypersensitive to possible rejection- causes people to push others away 

Rejection
	•	Makes people temporarily stupid 
	•	Undermines self-regulation- they become more impulsive and more inclined to do something they will regret later 
	•	More prone to favor the selfish impulse 
	•	Aggression and rejection are linked to each other. Aggression can lead to rejection
Loneliness: the painful feeling of wanting more human contact or connection than you have
	•	Lonely does not mean alone; loneliness is essentially independent of the quantity of relationships or social interactions
	•	Lonely people do not lack social skills, though they somehow fail to use them as much as others
	•	Lonely people are poorer at figuring out other people’s emotional states
	•	Loneliness originates in a gap between the amount or quality of social relationships that you have and the amount or quality that you want 
	•	Loneliness can also be an issue of either the quality or the quantity of relationships. You might be lonely because you don’t have enough contact with others, or because the time you spend with others does not satisfy your needs
	•	Most loneliness is linked to quality rather than quantity of interaction
	•	Relationships to large groups or organizations are relevant for men, though apparently not for women 
	•	Loneliness takes its toll on the body
	•	Lonely people sleep as much an anyone else but the sleep is not as good or as refreshing, and they may end up feeling chronically tired
	•	Lonely people take longer than others to recover from stress, illness or injury
Children are rejected by their peers for 3 main reasons;
	•	Aggressive children are rejected, possibly because children do not like violence and will avoid bullies and other whom they regard as dangerous 
	•	Some children withdraw from contact with others, and they inturn are rejected by others 
	•	Deviance leads to rejection 

Bad apple affect: the idea that one person who breaks the rules can inspire other people to break the rules also 
Unrequited love: a situation in which one person loves another but the other does not return the love 

Stalking: persisting in romantic, courtship, or other behavior that frighten and harass the rejecter in a relationship 

Chapter 12: Close relationships: passion, intimacy and sexuality 

