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Chapter 16 Notes
Social Psychology studies how we perceive our social world (social thinking and social perception), how other people influence our behaviour (social influence), and how we behave towards other people (social relations).

In daily life, we make attributions, judgements about the causes of our own and other people’s behaviour and outcomes. 

Heider, a pioneer of attribution theory, maintained that our attempts to understand why people behave as they do typically involve either personal attributions or situational attributions. Personal (internal) attributions infer that people’s behaviour is caused by their characteristics. Situational (external) attributions infer that aspects of the situation cause a behaviour.

Kelley says that three types of information determine the attribution we make: 

· Consistency. Is the response consistent over time?
· Distinctiveness: Does the person say the same thing about everything?

· Consensus: Do other people agree?

When consistency, distinctiveness, and consensus are all high, we are likely to make a situational attribution. When consistency is high and the other two factors are low, we make a personal attribution. 
People often form negative opinions the participants in these studies because we tend to make a fundamental attribution error; we underestimate the impact of the situation and overestimate the role of personal factors when explaining other people’s behaviour. When we behave, we are not watching ourselves and therefore we perceive other people’s behaviour badly, but we don’t see ourselves as doing the same. This is not inevitable; when people have time to reflect on their judgements or are highly motivated to be careful, the fundamental attribution error is reduced. 

A self-serving bias is when we protect our self-esteem by making relatively more personal attributions for successes and more situational attributions for failures. 

Many studies suggest that the tendency to attribute other people’s behaviour to personal factors reflects a Westernized emphasis on individualism. With increasing age, India made more situational attributions and those from America made more personal attributions. 

Our cultural background also seems to affect the way we go about making attributions. East Asians develop more complex views about the causes of behaviour and Koreans score higher on holistic thinking and take more information into account when making decisions. 
The same underlying principle- a link between holistic thinking and beliefs about causality- seems to account for information seeking differences between cultures as well as among individuals within each culture.
We constantly form impressions of other people, just as they form impressions of us. Attributions play a key role in impression formation. 

When forming impressions, the primacy effect refers to our tendency to attach more importance to the initial information that we learn about a person. (saying good adjectives first makes people think better about a person). New information can change our opinion, but it has to work harder to overcome that initial impression because 1) we are most alert to information we receive first, and initial information may shape how we perceive subsequent information.

We seem to have a remarkable capacity for forming snap judgements based on small amounts of initial information, and some evolutionary psychologists propose that evaluating stimuli quickly (friend or foe) was adaptive to our survival. 
Primacy effect decreases and recency effects (giving greater weight to the most recent information) may occur when we asked to avoid making snap judgements, are reminded to carefully consider the evidence, and are made to feel accountable for our judgements. 

Our mental set, a readiness to perceive the world in a particular way, powerfully shapes how we interpret a stimulus. Our sets are formed by schemas, mental frameworks that help us organize and interpret information. Although the behaviour can be interpreted in multiple ways, you “fit” his behaviour into the particular schema that is already activated. 

A stereotype, which is a generalized belief about a group or category of people, represents a powerful type of schema. People’s stereotypes create a mental set that biased their perception of Hannah’s subsequent behaviour. 

A self-fulfilling prophecy occurs usually without conscious awareness, when people’s erroneous expectations lead them to act towards others in a way that brings about the expected behaviours, thereby confirming the original impression. 

Attitudes and Attitude Change
Our attitudes are positive or negative evaluative reaction toward a stimulus, such a person, action, object, or concept. The conclusion is that overall, attitudes predict behaviour to a modest degree. Three factors determine why the attitude behaviour relationship is strong in some cases, but weak in others.

1. Attitudes influence behaviour more strongly when counteracting situational factors are weak. Financial incentives, conformity, and obedience may lead people to behave in ways that are at odds with their inner convictions. According to the theory of planned behaviour, our intention to engage in a behaviour is strongest when we have a positive attitude towards that behaviour, and when subjective norms (our perceptions of what others think we should do) supports our attitudes and when we believe that the behaviour is under our control. 

2. Attitudes have a greater influence on behaviour when we are aware of them, and when they are strongly held. Attitude behaviour consistency increases when people consciously think about their attitudes before acting. Attitudes are stronger when formed through direct personal experience rather than second-hand information.

3. General attitudes are better at predicting general classes of behaviour, and specific attitudes are better at predicting specific behaviours. 

According to Festinger’s theory of cognitive dissonance, people strive for consistency in their cognitions. When two or more cognitions contradict one another, the person experiences an uncomfortable state of tension that Festinger calls cognitive dissonance, and becomes motivated to reduce this dissonance. People who lied for only $1 could not use the monetary gain to justify their behaviour. Therefore, they changed their attitude about the task to bring it more into line with how they had behaved.
Behaviour that is inconsistent without our attitude is called counteractional behaviour, and it produces dissonance only if we perceive that our actions were freely chosen, rather than coerced. Dissonance is maximized when the behaviour threatens our sense of self-worth or produces negative consequences that were foreseeable. 
Dissonance does not always lead to attitude change. People can reduce dissonance by rationalizing that their attitude or their behaviour wasn’t important, by finding external justification, or by making other excuses (I may not be perfect, but other people are still worse). 

We infer what other people’s attitudes “must be” by watching how they behave. According to Bem’s self perception theory, we make inference about our own attitudes in much the same way( by observing how we behave. Bem believes that you observe how you have acted, and infer how you must have felt to have behaved in this fashion. 

Self perception theory and cognitive dissonance theory both predict that counter-attitudinal behaviour will produce attitude change. One key difference is that dissonance theory assumes that we experience heightened psychological arousal (tension produced by dissonance) when we engage in counter-attitudinal behaviour. In some cases at least, we do. Moreover, if unpleasant arousal motivates attitude change, then factors that reduce arousal reduce attitude change. 

Dissonance theory better explains why people change their views after behaving in ways that openly contradict their clearly defined attitudes, particularly when such behaviours threaten self image. But when counter-attitudinal behaviour does not threaten self-worth and we have weak attitudes to begin with, such behaviour is less likely to create significant arousal- yet people still may alter their attitudes to be consistent with the way  they have behaved (self-perception theory). Both appear to be correct, under different circumstances, but both agree that our behaviours can influence our attitudes. 

Persuasion involves a communicator who delivers a message through a channel (e.g. in writing, verbally, or visually) to an audience within a surrounding context. 

Communicator credibility- how believable the communicator is- often is the key to effective persuasion. Audience members who do not enjoy thinking deeply about issues may pay little attention to the content of a message and simply go along with the opinions of a highly credible source. Credibility has two major components: expertise and trustworthiness. The most effective persuader is one who appears to be an expert and to be presenting the truth in an unbiased manner, as well as one who advocates a point of view contrary to his or her own self interest. 

The two-sided refutational approach is more effective to persuade someone. Especially when the audience initially disagrees with the message or is aware that there are two sides to the issue, a two sided message will be perceived as less biased. 

A highly credible communicator can afford to present a more discrepant viewpoint than a low-credibility communicator, but in general, a moderate degree of discrepancy is more effective. 

Messages that attempt to persuade by arousing moderate fear and provides people with effective, feasible low cost ways to reduce the threat are effective. If it is too scary, people may simply deny the message or the communicator’s credibility. 

There are two basic routes to persuasion. The central route to persuasion occurs when people think carefully about the message and are influenced because they find the arguments compelling. The peripheral route to persuasion occurs when people do not scrutinize the message, but are influenced mostly by other factors, such as a speaker’s attractiveness or a message’s emotional appeal. 
We process a message most closely when it is personally relevant. Some people differ in their need for cognition. People also differ in their approach to new information. Those who are uncertainty-oriented look for information that is new and unpredictable. In contrast, certainty-oriented individuals avoid such situations, particularly when the information is self relevant. Thus, uncertainty-oriented people follow the central route when issues are personally relevant, but those who are certainty oriented do not. In fact, they are more likely to rely on peripheral information when the information is self-relevant, and are more influenced by factors such as speaker attractiveness or expertise. 

Social influence

Triplett said “The presence of others energizes performance.” Performance improved for cyclists when people were in each other’s presence. The mere presence of cofactors or a passive, silent audience enhanced performance. 

Zajonc proposed a theory to explain this paradox. The mere presence of another person (or member of the same species) increases our arousal. Second, as arousal increases, we become more likely to perform whatever behaviour happens to be our dominant response to that specific situation. If you are an expert or when the task is simple or well learned, performance increases. If your dominant response is to make errors, it will happen more often. 
Social facilitation is an increased tendency to perform one’s dominant response in the mere presence of others. 
Social norms are shared expectations about how people should think, behave, and they are the cement that binds social systems together. A social role consists of a set of norms that characterizes how people in a given social position ought to behave. The roles of “university student”, “police officer”, etc. Carry different sets of behaviour expectations. Because we may wear many hats in our daily life, role conflict can occur when the norms accompanying different roles clash. University students who hold jobs or who have children often experience role conflict as they try to juggle the competing demands of school, work, and parenthood. 

Norms and roles can influence behaviour so strongly that they compel a person to act uncharacteristically. It is difficult for any society to function without norms because it automatically happens. Whether at a cultural level or a small random group, humans placed together seem to develop common standards for behaviour and judgement. 
Without conformity- the adjustment of individual behaviours, attitudes, and beliefs to a group standard, we would have social chaos. 

At times we follow the opinions or behaviour of other people because we believe they have accurate knowledge and what they are doing is right. This is called informational social influence. We also may conform to obtain rewards that come from being accepted by other people, while at the same time avoiding their rejection. This is called normative social influence. 

Factors that affect conformity are:

· Group size( this does not affect conformity 

· Presence of a dissenter( When a confederate disagreed with the others, this reduced real participants’ conformity. They key is when someone else dissents, this person serves as a model for remaining independent from the group. 

When the correct answer is obvious, conformity decreases when the consequences of going along with the group’s erroneous judgement are made more costly. When we are less sure of the right way to behave, conformity increases as the stakes become higher. 

Gender differences in conformity have been weak or non-existent. 
Minority Influence
To maximize its influence, the minority must be highly committed to its point of view, remain independent in the face of majority pressure, and be consistent over time, yet appear to keep an open mind. Dissenting information presented by the minority may cause majority members to change their view, at least privately. 
Obedience to Authority

Without obedience, society would face chaos. However, obedience can also produce tragic results (Hitler). 

Remoteness of the victim. Obedience was greater when the learner was out of sigh. When the teacher and learner were placed in the same room, obedience dropped to 40 percent. When the teacher had to make physical contact, dropped to 30 percent.

Closeness and legitimacy of the authority figure. Obedience was highest when the authority figure was close and perceived as legitimate. When the experimenter left the scene and gave orders by phone, or when a confederate took over and gave orders, obedience dropped.

Cog in a wheel. Obedience increases when someone else does the “dirty work”. When participants feel fully responsible for a learner’s welfare, not a single person obeyed to the end.

Personal characteristics. Differences between obedient vs. disobedient participants were weak or non –existent. Likewise, gender was not consistently related to obedience rates. 

By arranging the situation appropriately, most people- ordinary, decent citizens- can be induced to follow orders from an authority figure they perceive as legitimate, even when doing so contributes to harming innocent people. 

The powerful norm of reciprocity involves the expectation that when others treat us well, we should respond in kind.

The door in the face technique: A persuader makes a large request, expecting you to reject it (you slam the door in the persuader’s face), and then present a smaller request.

The foot in the door technique is when a persuader gets you to comply with a small request first (getting the foot in the door) and later presents a larger request. Researchers are  not sure why it is effective.

Lowballing is when a persuader gets you to commit to some action and then- before you actually perform the action- he or she increases the “cost” of that same behaviour. 

Both lowballing and the foot in the door technique involve moving from a smaller request to a larger, more costly one. But with the foot in the door approach, the smaller and larger requests often involve different acts, and the larger request is made after you finish complying with the smaller request. In lowballing, the stakes for the same behaviour are raised after you commit to it but before you consummate the behaviour. Having made a commitment, you may find it easier to rationalize the added costs or may feel obligated to the person to whom you made the commitment. 

Crowd Behaviour and Deindividuation 

Lebon suggests that the anonymity that exists in mobs leads to a loss of personal identity and a weakening of restraints that prompt people to engage in behaviours they would not perform as individuals. This is called deindividuation, a loss of individuality that leads to disinhibited behaviour. 

The key is anonymity to outsiders. Conditions that make an individual less identifiable to people outside the group reduce feelings of accountability, and slightly, but consistently, increase the risk of anti-social actions. People are most likely to encourage a potential suicide victim to jump when the crowd was large and it was dark outside. Reducing anonymity, and thereby increasing public accountability, may be the most basic approach to counteracting deindividuation. 
Group influences 

The tendency for people to expend less individual effort when working in a group rather than when working alone is called social loafing. In contrast to social facilitation experiments, in which a person performs a task individually (in front of an audience or with a coactor) and does not pool her or his effort with anyone, social loafing involves collective performance. This also occurs on cognitive tasks.

Karau and Williams propose a collective effort model- on a collective task, people with put forth effort only to the extent that they expect their effort to contribute to obtaining a valued goal. Social loafing is more likely to occur when:

· People believe that individual performance within the group is not being monitored

· The task (goal) has less meaning or value to the person

· The group is less important to the person

· The task is simple and the person’s input is redundant with that of other group members

Fatigue also seems to increase social loafing. It occurs more strongly in all-mall groups than in all-female or mixed-sex groups, possibly because women may be more concerned about group outcomes than men. Participants from individualistic cultures exhibit more social loafing than people from collectivistic cultures, in which group goals are especially valued. 

Social loafing suggests that, in terms of group performance, the “whole is less than the sum of its parts.” Some members may engage in social compensation to achieve a highly desired goal- they will work harder in a group than alone if they expect that their colleagues either don’t have enough ability or will slack off. 

The group’s final opinion or attitude likely will be even more conservative if the group is generally conservative to begin with. But if the group members lean toward a more liberal or risky viewpoint to begin with, the group’s decision will tend to become more liberal or riskier. This idea is group polarization( when a group of likeminded people discuss an issue, whether face-to-face or through email, the average opinion of group members tends to become more extreme. 

One reason for group polarization, based on the normative social influence, is that people attracted to a group may want to gain approval. A second reason, based on informational social influence, is that during group discussions people hear arguments supporting their positions that they had not previously considered. These new arguments tend to make the initial position seem even more valid. 

Janis said that the decision makers in a number of significant US events were blundered by groupthink, the tendency for group members to suspend critical thinking because they are striving to seek agreement. It is most likely to occur when:
· Is under high stress to reach a decision

· Is insulated from outside input

· Has a directive leader who promotes his or her personal agenda

· Has high cohesion, reflecting a spirit of closeness and ability to work well together

People are so committed to reaching a consensus, while remaining loyal and agreeable, that members suspend their critical judgement. Group members who express doubt are faced with direct pressure to stop rocking the boat. Some members serve as mind guards by preventing negative information from reaching the group. Ultimately, members display self-censorship and withhold their doubts, creating a potentially disastrous illusion of unanimity in which each member comes to believe that “everyone else seems to agree”. 

Group think can be prevented if the leader remains impartial during discussions, regularly encourages critical thinking, brings in outsiders to offer their opinions, and divide the larger group into subgroups to see if each subgroup independently reaches the same decision. 

Social Relations
Attraction, prejudice, altruism, and aggression are four types of social interaction.

Hill suggests that we affiliate for four basic reasons: to obtain positive stimulation, to receive emotional support, to gain attention, and to permit social comparison. Social comparison involves comparing our beliefs, feelings, and behaviours to those of other people. 

University students who scored higher on need for affiliation made more friends during the semester. People with a high need for affiliation also show a stronger psychological sense of community- the feeling of being part of a larger collective, or being engaged with others in pursuing common goals. 

Fear inducing situations, emergencies, and hospital patients increase our desire to be with others. 

Attraction( In reality, we interact most with people who are physically closer. Proximity increases the chance of frequent encounters, and over 200 experiments provide evidence of a mere exposure effect. Repeated exposure to a stimulus typically increases our liking for it. People most often are attracted to others who are similar to themselves. Similarity of attitudes, beliefs, and values seem to matter the most. 

One reason we like people with similar attitudes is that they validate our view of the world. Much more often than not, opposites repel.
Most people seem drawn to beauty like moths to a flame. Men and women are more likely to misrepresent their qualities to make them more similar to the person if they are good looking. Humans often assume that attractive people have more positive personality characteristics than unattractive people. Because we are often judged by the company we keep, we also may prefer to associate with attractive people in order to buttress our self esteem.

We are most likely to have a dating partner or spouse whose level of physical attractiveness is similar to our own- a matching effect. 
Compared to women, men show more interest in short-term mating (e.g. dating without developing a committed relationship) and perceive short-term mates as more desirable. Men have more permissive attitudes than women about both casual and pre-marital sex, and have more sexual partners over their lifetime.
Men typically prefer younger women, whereas women prefer older men. Men place higher value on a mate being physically attractive and possessing good domestic skills, whereas women place greater value on the potential mate’s earning potential, status, and ambitiousness. 
Social structure theory proposes that men and women display different mating preferences because society directs them into different social roles. In two-income marriages, women are more likely to be the partner who switches to part-time work or a full-time homemaker role after childbirth. Thus society’s division of labour still tends to socialize men into the “bread-winner” role and women into the “homeworker” role. 

According to social penetration theory, relationships progress as interactions between people become broader, involving more areas of their lives, and deeper, involving more intimate and personally meaningful areas. 
Self-disclosure- the sharing of innermost thoughts and feelings is a key role in fostering close relationships. The relationship is reciprocal. 

According to Thibaut and Kelley’s social exchange theory, the course of a relationship also is governed by rewards and costs that the partners experience. The overall outcome (rewards minus costs) in a relationship can be positive or negative.
Outcomes are evaluated against two standards .The first, called the comparison level, is the outcome that a person has grown to expect in relationships, and it influences the person’s satisfaction with the present relationship. Outcomes that meet or exceed the comparison level are satisfying; those that fall below this standard are unsatisfying. The second standard, called the comparison level for alternatives, focuses on potential alternatives to the relationship, and it influences the person’s degree of commitment. Thus a person may leave a satisfying relationship if something even better is available, or may remain committed to a relationship that is unsatisfying because the alternatives seem worse. 
Love
There are five fundamental types of love: parental love, erotic (sexual) love, self-love, love for humanity, and love of God. Passionate love involves intense emotion, arousal, and yearning for the partner. Companionate love involves affection, deep caring about the partner’s well being, and a commitment to “being there” for the other. Both types of love contribute to satisfaction in long-term romantic relationships. In general, passionate love is less stable and declines more quickly over time than companionate love. 

Sternberg proposes a three component triangular theory of love that focuses on intimacy (closeness, sharing, and valuing one’s partner), commitment (the decision to remain in the relationship), and passion (feelings of romance, physical attraction, and sexual desire). 

Different combinations of these components characterize seven types of love. Sternberg proposes that the ultimate form of love between people- consummate love- occurs when intimacy, passion, and commitment are all present.
According to the cognitive-arousal model of love, the passionate component of love has interacting cognitive and physiological components. Primed with our beliefs and expectations about love, when we experience high arousal in the presence of someone whom we perceive as attractive and desirable, we may conclude that we must be “falling in love”. This model suggests that emotional arousal actually caused by some other factor may sometimes be misinterpreted as love. 
This phenomenon is known as transfer of excitation: arousal due to our source is perceived (“misattributed”) as being due to another source.

Dutton and Aron concluded that men’s sexual attraction toward the woman was increased by the arousal produced by being on the suspension bridge, and a meta-analysis of over 30 experiments supports this model.
The difference between couples who stayed together versus got divorced did not depend on how many conflicts they got into, but instead the manner in which couples dealt with their anger. The four behaviours: criticism, contempt, defensiveness, and stonewalling happened when couples did not deal properly with conflict. Happily married couples would work without yelling and soothe one another, lowering physiological arousal and emotionally positive interchanges.

Prejudice and Discrimination
Attractiveness and body build make people form impressions of you. Ethnicity and gender matter( they can cause prejudice and discrimination.
Prejudice refers to a negative attitude towards people based on their membership in a group. Thus we prejudge people, dislike them or hold negative beliefs about them- simply because they are female or male, belong to one ethnic group or religion rather than to another, are gay or straight, and so on. 

Discrimination refers to overt behaviour; it involves treating people unfairly based on the group to which they belong. 

Many people consciously hide their prejudices, expressing them only when they believe it is safe or socially appropriate. However, some people show bias when tested in sophisticated ways. Greenwald developed an implicit association test to test prejudice in which a series of word pairs, such as black—pleasant and white—pleasant are flashed on a screen. People will react faster to the one they believe makes sense. 

Whether overt or subtle, prejudice and discrimination are caused by a constellation of factors, including historical and cultural norms that legitimize differential treatment of various groups. 

We display prejudice though in-group favouritism, a tendency t o favour in-group members and attribute more positive qualities to us than to them. Out-group derogation reflects a tendency o attribute more negative qualities to them than to us. People more so show in- group favouritism. 

People display an out-of-group homogeneity bias. They generally view members of our groups as being more similar than members of in groups. (We are diverse), but (they are all alike). 

We create mental sets based on out-group members perceived characteristics and create mental sets that shape how we perceive the world. When we encounter individual members of out-groups whose behaviour clearly contradicts of stereotypes, usually someone can explain away how they are different through luck, special advantage, effort, or special category.
In realistic conflict theory, competition for limited resources fosters prejudice. When economic conditions worsen, hostility towards minority groups increases because people in the in-group feel threatened. Competition breeds hostility and derogation. 
According to social identity theory, prejudice stems from a need to enhance our self-esteem. Some people try to gain self-esteem by expressing prejudice, which helps them restore it. Self-esteem is based on two components: a personal identity and a group identity. When threats to our group arise, they harm self-esteem. Prejudiced individuals show greater concern with accurately determining who is an in-group vs. out-group member.

Self-fulfilling prophecies are one of the most invisible yet damaging ways of maintaining prejudiced beliefs. Interview’s negative stereotypes can lead to discriminatory treatment during a job interview, and this discriminatory behaviour can cause the applicant to perform more poorly—ultimately confirming the interviewer’s initial stereotype.

Steels says that stereotype threat proposes that stereotypes create a fear and self-consciousness among stereotyped members that they will “live up” to other people’s stereotypes. 

The best known approaches to prejudice reduction are based on a principle called equal status contract: Prejudice between people is most likely to be reduced when they 1) engage in sustained close contact
2) have equal status, 3) work to achieve a common goal that requires cooperation, and 4) ate supported by broader social norms.

School desegregation increased prejudice because equal status contact was often not met, and contact when status is unequal serves only to perpetuate both group’s negative stereotypes of one another. Close and personal contacts did not occur. Classroom experiences also focuses on individual rather than cooperative learning, and intergroup contact was often not supported by broader social norms. 

Cooperative learning programs place children into multiracial learning groups. Contact is close and sustained, each child is accorded equal status and each has responsibility for learning and then teaching other group members one piece of the information that is needed for the group to succeed in its assignment. Such programs reduce prejudice and promote appreciation of ethnic group differences. 

Helping Others
The principle of kin selection refers to the idea that people are more likely to help when you are family so that the genes will be passed on. 

Norm of reciprocity states that we should reciprocate when others treat us kindly. Second, the norm of social responsibility states that people should help others and contribute to the welfare of society. We are reinforced when we adhere to these norms, and punished when we do not. We internalize pro-social norms and values as our own, enabling powerful self-reinforcers such as pride, self-praise, and feelings of satisfaction to maintain pro-social behaviours even when external reinforcement is absent. 

Indian children and adults believe it is a moral obligation to help friends and strangers, regardless. American children and adults feel less obligated to help when the need is mild. 

Altruism is the desire to aid another without concern for one-self. According to Batson’s empathy-altruism hypothesis, altruism does exist, and it is produced by empathy, the ability to put oneself in the place of others and experience what they are feeling. 

The negative-state relief model states that high empathy makes us feel distress when we learn of others’ suffering, so by helping them we reduce our own personal distress- a self focused goal, not an altruistic one.
A bystander, to help you, must:

1. Notice the situation. 

2. Decide if this is an emergency. People usually look around to see how other people are responding. 

3. Assuming responsibility to intervene( falls on you if you are alone, but if others are present, there may be a diffusion of responsibility. 

4. Whether you actually intervene depends on your self-efficacy (confidence) in dealing with the situation. Sometimes people are not sure what type of action to take.

5. A bystander may decide not to intervene because of the perceived costs (appearing foolish, physical harm). 

The bystander effect is when the presence of multiple bystanders inhibits each person’s tendency to help, largely due to social comparison or diffusion of responsibility. This is more so when bystanders are strangers.

We are also more likely to help when we are in a good mood, have pre-existing guilt, observing a helpful role model, and when we are not in a hurry. 

Some people are more likely to receive help than others.

· Similarity. If someone is similar to us, we are more willing to provide help. It makes it easier to identify with them.

· Gender. Men will help women more than men, women will help any gender the same.

· Perceived responsibility- people are more likely to receive help if the need for aid is viewed as being caused by factors beyond their control.

The just world hypothesis holds that, because people want to view the world as fair, they perceive that people get what they deserve and deserve what they get. 

Exposing people to pro-social models is an approach to increase pro-social behaviour. Developing feelings of empathy and connectedness with others makes people more likely to help. As well, simply learning about factors that hinder bystander intervention may increase the tendency to help someone in distress.

Aggression
Aggression represents any form of behaviour that is intended to harm another person, and it can be analyzed at biological, environmental, and psychological levels.

Aggression is rooted in heredity. It partly shows why some people are more violent than others. 

The search for biological causes of aggression has led researchers deep within the brain, to the hypothalamus, amygdale, and other sub cortical structures. No single brain structure is the aggression switch.

Aggression also involves activity of the frontal lobes and the most important role that the frontal lobe play in impulse control. Low levels of serotonin activity can result in impulsive aggression. Higher testosterone levels contribute to greater social aggression. 

The frustration-aggression hypothesis, which is wrong, states that 1), frustration inevitably leads to aggression, and 2) all aggression is the result of frustration. 

Painful stimuli, provocation, crowding, and heat can all increase aggression. 

If animals in their early battles win, it will become a vicious aggressor. If it loses early, it becomes submissive. 


Self-justification is helpful to make it psychologically easier to aggress towards others. They may say they ‘deserve it’, that other people are worse, that they are nor responsible, or by dehumanizing their victims. 

Other factors, like the attribution of intentionality, affect how we respond to provocation. We are more likely to become angry and retaliate when we perceive that someone’s negative behaviour is intended. 

Our degree of empathy also influences how we react to provocation. When someone offends us and then apologizes, the likelihood that we will forgive her/him depends on how well we can understand them. It also depends on our ability to regulate our emotions. Reduced frontal lobe activity may impair our ability to control aggressive impulses. 

Freud believed that his principle of catharsis stated that performing an act of aggression discharges aggressive energy and temporarily reduces our impulse to aggress. 
Some people have overcontrolled hostility, do not lash out at all, and then commit shocking and brutal crimes. 

Movies and TV violence can influence people greatly. The highest influence is when they are in similar situations. Overall, most research supports the social learning theory prediction that watch movie and T V violence, and playing video games, increases the risk that children and adults will act aggressively. 
Lecture Notes
Origin of Stereotype

· Cognitive miser theory

· Idea that we have limited cognitive resources so any device that releases cognitive resources will be used often

· Kernal of truth hypothesis

· Stereotypes may stem from some real fact that gets overgeneralized

· Outgroup homogeneneity effect

· Tendency to assume that there is more similarity among out-group members than in-group members

· Game of Death Show 2010 in France

· Like Milgram’s study but no authority figure
Instead, contestants were cheered on by the audience

· 80% continued to 350 v

· Group (mob) behaviour

· Crowds foster anonymity

· Emotional contagion

Strive for consistency to reduce tension

Bullying
Males are bullied more than females and it declines in secondary school.

65% of countries have lower rates than Canada.

The four most common ways of bullying are:

· Verbal Bullying- name calling, sarcasm, teasing, spreading rumours, threatening, making negative references to one’s culture, ethnicity, race, religion, gender, or sexual orientation, unwanted sexual comments

· Social Bullying- mobbing, scapegoating, excluding, humiliating others

· Physical Bullying- hitting, poking, pinching, chasing, shoving, coercing, destroying or stealing belongings, unwanted sexual touching

· Cyber bullying- using the internet or text messaging to intimidate, put down, spread rumours or make fun or someone.

Effects of Bullying

Withbrawal from family and school activites, Wanting to be left alone, shyness, stomach aches

· Hypothalamus - attack behaviours

· Amygdala - self-defence

· Frontal lobe - impulse control

Lee’s 6 Basic Love Styles

1.
Passionate love (eros) - immediate intense arousal/attraction

2.
Game-playing love (ludus) - short lived, no attachment

3.
Friendship love (storge) - grows out of a long friendship

4.
Logical love (pragma) - partner chosen for practical reasons

5.
Possessive love (mania) - obsessive, jealous preoccupation

6.
Selfless love (agape) - needs of other takes precedence

