Psych 1000 – chapter 13 – Behaviour in social context
Attributions: judgements about CAUSES of our own/other people’s behaviours and outcomes
· Personal attributions; people’s behaviours caused by their characteristics
· Situational attributions; external… aspects of the situations cause behaviour
· 3 types of info determine attributions made:
1) Consistency (response consistent?)
2) Distinctiveness (response distinctive?)
3) Consensus (do people agree?)
· All factors high = situational attribution
· When consistency high, other factors low = personal attribution
· Fundamental attribution error: underestimate impact of the situation/overestimate role of personal factors when explaining other people’s behaviour
· Ex. Actors have same personal traits as characters played
· How we perceive other people’s behaviours rather than our own
· More info about present situation when making judgment ourselves
· Perceptual principle of figure-ground relations
· Watch others  stand out against background
· We ourselves  part of background, situation stands out
· Time to reflect/more careful = reduced error
· Self-serving bias: making more personal attributions to success/more situational attributions for failures
· Protect our self-esteem
· Depends on mood and cultural norms
· Depressed people = opposite
· Culture influences attributions for own behaviour
· Holistic view  take into account more info when making causal attributions for other’s behaviours
· Same underlying psychological principle – link between holistic thinking and causality beliefs
· Attributions key role in impression formation
· Primacy effect: tendency to attach more importance to initial info that we learn about
· Most alert to info we receive first
· Initial info may shape how we perceive subsequent info
· snap judgements based on small amounts of initial information
· recency effect; occurs when not make snap judgement
· stereotype: generalized belief about group or category of people  schema
· self-fulfilling prophecy: mistaken expectations lead them to act toward others in way that brings about the expected behaviours… confirm initial impression (w/o conscious awarenss)
· ‘his reserved response is a reaction to your behaviour’
Attitude: positive or negative evaluative reaction toward stimulus
· Predict behaviour; 3 factors b/w attitude-behaviour relationship:
1) Influence behaviour more strongly when counteracting weak situational factors
a. Theory of planned behaviour: intention to engage in a behaviour strongest when we have a positive attitude toward that behaviour
i. Subjective norms support our attitude, believe behaviour under our control 
2) Greater influence on behaviour when aware of them and when strongly held
a. Attitudes are stronger/more predictive of behaviour  formed through direct personal experiences
3) General behaviour better at predicting general classes of behaviour, specific attitudes better at predicting specific behaviours
· Theory of cognitive dissonance: strive for consistency in cognitions
· 2+ cognitions contradict>experience uncomfortable state of tension…motivated to reduce it
· ‘self-justification’ 
· Counterattitudinal behaviour: behaviours inconsistent with our attitudes
· Maximized when behaviour threatens self-worth or negative consequences foreseen
· Reduce dissonance by rationalizing attitude/behaviour wasn’t important/external justification
· Assumes experience heightened physiological arousal when engaged with counterattitudinal behaviour
· Better explains change in views after behaving in ways that contradict they own attitudes
· Infer what other’s attitude MUST be by watching how they behave
· Self-perception theory: make inferences about own attitudes by observing how we behave
· Observe how we act, infer how you must have felt to do produce action
· Explains when weak attitudes = behaviour cause less arousal and yet we still alter attitudes 	
· Persuasion  communicator>message>channel>audience within surrounding context
· Communicator credibility: how believe communicator is 
· Expertise 
· Trustworthiness
· Most effective = expert and presents truth, unbiased manner
· Physical attraction, and similar to us = more effective
· Message:
· Two-sided refutational approach
· Present both arguments
· Moderate degree of discrepancy  (other argument not to weak/strong)
· Moderate fear  effective feasible ways to reduce threat
· Central route to persuasion: think carefully about message and are influenced because ARGUMENTS COMPELLING
· Deeper foundation, lasts longer, predicts future behaviour better
· High need for cognition , personally relevant
· Uncertainty-oriented people looking for new info
· Peripheral route to persuasion: influenced by other factors (emotional appeal)
· Low need of cognition
· Certainty-oriented people looking for info
Social Influence
· Social Facilitation: 
· Mere presence of others increase arousal 
· Enhance dominant response to specific situation
· If you are good… you’ll do better
· If you make errors…you make more errors
· Social norms: shared expectations about how people think, feel, behave…binds social systems together
· Social role: set of norms characterizes how people in given social position ought to behave
· Role conflict occur when norms accompanying different roles clash
· Ex. Juggling work, school and relationship
· Norms + roles influence behaviour... act uncharacteristically
· Norms related to roles override own values
· Group situation… judgements converge, group norms evolve  it just happens
· Humans placed together develop common standard for behaviour and judgment
Conformity & Obedience
· Informational social influence: follow others opinions because we believe they have accurate knowledge
· Normative social influence: conform to obtain rewards that come from being accepted by other people/avoiding rejection
· Factors that affect conformity:
· Group size increase conformity, but after certain increase conformity levels off
· Presence of a oppose when someone else oppose, serves as model…reduce conformity
· Minority influence…highly committed to point of view, remain independent in face of majority pressure, consistent over time, appear to keep open mind
· Factors that influence destructive obedience:
· Remoteness of victim obedience greater, person out of sight
· Make physical contact reduce obedience
· Closeness and legitimacy of authority figure
· Obedience highest when authority figure was close and legitimate
· Cog in wheel
· Obedience increase when someone else does dirty work
· Decrease if participants feel fully responsible
· Personal characteristics
· Compliance techniques:
· Norm of reciprocity: expectation that when others treat us well, we do the same
· Door in the face technique: persuader makes large request>expect rejection>makes smaller request>you comply (usually same act)
· Foot in the door technique: persuader small request>you comply>presents larger request>you comply (usually different acts)
· Lowballing: persuader gets you to commit to action>increase cost right before you actually perform behaviour
· Better resist when recognize technique
· Deindividuation: loss of individuality, leads to disinhibited behaviour
· Weakening restraints/loss of identity…prompt behaviour wouldn’t performed individually
· Anonymity to outsiders key
· Reduce feelings of accountability, increase risk of antisocial actions
· Ex. Sport fan riots
· Social loafing: tendency for people to do less work when working in group
· Believe individual performance not being monitored
· Goal has less value to person
· Group is less important to person
· Task is simple, person’s input is redundant
· Fatigue increases loafing
· Depends on gender and culture
· Social compensation; work harder if they think group mates unable to work/slack off
· Group polarization: like-minded people discuss issue, average opinion of group becomes more extreme 
· Normative social influence…adopt extreme position gain group’s approval
·  Hear arguments supporting position never heard before…initial position seem more valid
· Groupthink: tendency for group members to suspend critical thinking because they are striving to seek agreement
· Under high stress to reach decision
· Insulated from outside input
· Directive leader promotes personal agenda
· High cohesion, spirit of closeness/ability to work well together
· Express doubt = face group pressure 
· Mind guards prevent neg info to reach group
· Members have self-censorship, hold doubt to themselves
· Illusion of unanimity  member believes everyone else also agrees
· Prevent by: leader should be impartial, encourage critical thinking, outside opinions, divide into subgroups
Affiliation
· 4 reasons:
1) Obtain positive stimulation
2) Receive emotional support
3) Gain attention
4) Social comparison: comparing our beliefs, feelings and behaviours with other people
a. Determine if responses normal
· High need for affiliation = psychological sense of community
· Engage with other in pursuing common goals
· Mere exposure effect: repeated exposure to stimulus typically increases liking for it (so long as stimulus is pleasant and not overly repetitive)
· Most often attracted to others similar to self
· Validate our view of world
· Judgements influenced strongly how good-looking person is
· Motivate to be with attractive people 
· assume they have more positive characteristics
· Portrayed as more social, intelligent, moral people
· Increase our own self-esteem
· Matching effect: spouse whose level of physical attractiveness similar to own 
· Attractive people match up first…and so on
· Lessen risk of rejection from more beautiful people
· Average face more attractive  symmetrical, all the features we like to see
· Self-disclosure; sharing thoughts and feelings plays key role to close relationships
· Social exchange theory: course of relationship governed by reward and costs that the partner experience 
· Reward – cost = outcome
· Comparison level; outcome person gown to expect in relationships influencing SATISFACTION
· Fall below dissatisfied, fall above satisfied
· Comparison level for alternatives; focus potential alternatives to relationship…influences person’s degree of COMMITMENT 
· Sex differences exist; cross cultural differences stronger
Love
· Passionate love: intense emotion, arousal, yearning for partner
· Declines more quickly
· Companionate love: affection, deep caring, ‘being there’ for other
· ^ both contribute to LT romantic relationships
· Triangular theory of love: intimacy, commitment, passion
· Consummate love = all three factors in play
· Cognitive arousal model of love: passionate component has interacting cognitive and physiological components
· High arousal in presence of someone desirable/attractive… conclude its love
· Transfer of  excitation: arousal due to one source is perceived as being due to another
Prejudice and Discrimination
· prejudice: negative attitude toward people based on their membership in group
· discrimination: behaviour; treating people unfairly based on the group which they belong
· people may believe they are not prejudice, but still show bias
· way we feel can influence how we think about others
· normal perceptual tendency to organize/simplify world  categorize people/objects
· in-group / out-group
· in-group favouritism; give positive qualities to own group
· out-group derogation; give negative qualities to other group
· out-group homogeneity bias; out-group members more similar to one another than in-group members
· Encounter out-group member that breaks stereotypes ?  person is exception
· Realistic conflict theory: competition for limited resources…foster prejudice
· Ex. Hostility to minorities when economic condition worsens
· Social identity theory: prejudice stems from need to enhance self-esteem
· Express more prejudice after esteem is threatened
· Derogate others to feel better
· Self-esteem based on:
1) Personal identity
2) Group identity  raise esteem by associating with in-group’s accomplishments
a. Take pride in in-group, derogate out-group
· Prejudice people take great effort to discern in-group and out-group
· Self-fulfilling prophecies maintain prejudice beliefs
· Ex. Interviewer’s negative stereotypes lead discriminatory treatment during job interview, cause applicant to do poorly
· Stereotype threat: stereotypes create fear and self-consciousness among stereotyped group member…that they will live up to other people’s stereotypes
· Occur even is group members do not accept stereotypes themselves
· Equal status contact: prejudice between people most likely to be reduced when:
1) Sustained close contact
2) Equal status
3) Work to achieve common goal requires cooperation
4) Supported by broader social terms
· * desegregration does not work 
· Shooter bias; more likely to shoot unarmed suspects who were black 
· Repeated exposure takes away bias (practice)
· Why help people?
· Norm of reciprocity 
· Norm of social responsibility
· [bookmark: _GoBack]Self-reinforces  ex. Pride
· Empathy-altruism hypothesis: altruism (desire to aid another without concern for self) does exist...produced by empathy (ability to put yourself in another’s shoes)
· Negative state relief model: high empathy causes us to feel distress when we learn of other’s suffering…helping others reduce own distress
· Bystander intervention (5 stages)
1) Notice situation
2) Decide if it is an emergency
a. Answer by social comparison…are others responding?
3) Assuming responsibility to intervene
a. If others present  diffusion of responsibility…thinking others will do it
4) Self-efficacy (confidence) in dealing with situation
5) Decide not to intervene because of perceived costs
· Bystander effect: presence of multiple bystanders inhibits each person’s tendency to help….^^
· More likely to help when:
· In good mood
· Have pre-existing guilt
· Observing role model
· Not in a hurry
· We help those based on:
· Similarity if person is similar to ourselves, help increases
· Gender  man help woman more
· Perceived responsibility  increase help  need for aid viewed as being caused by factor beyond control
· Just world hypothesis: because people view world as fair, perceive that people get what they deserve  reduce feelings to help
Aggression
· Involve hypothalamus and amygdala 
· Aggression involves frontal lobes…play in impulse control 
· Low levels of serotonin = ^ aggression
· Testosterone = ^ social aggression (weaker association with humans)
· Frustration aggression hypothesis:  (FALSE)
1) Frustration inevitably leads to aggression
2) Aggression is result of frustration 
· Crowding, heat, painful stimuli and provocation can trigger aggression (ex. Traffic jam  road rage)
· Reward affects human aggression 
· Aggressive behaviour unsuccessful, experience consequences were less likely to agress in future
· learned by observing others
· aggressive model by parents = delinquent children
· self-justification  easier to aggress towards others, convince themselves they deserve it
· Attribution of intentionality affects how we respond to provocation… 
· negative behaviour towards us…become angry/retaliate
· empathy also influences how we take provocation
· ability to regulate emotions influences as well
· catharsis: performing act of aggression discharges aggressive energy and temporarily reduces impulse to aggress
· over controlled hostility; unassertive people commit brutal crimes…bottled up anger, pressure builds to aggress
· however…easier to provoke those who just aroused by vigorous physical activity
· media violence more likely to increase viewer’s aggressive behaviour than reduce it
· TV and movie violence related to tendency  of both children and adults to behave aggressively
· Viewers learn through modelling
· Believe that aggression is usually rewarded or at least rarely punished 
· Desensitized to thought of violence, sight, and suffering of victims
· Fear of becoming target of crime or violence increases
· Boys tend to be more susceptible to media violence
· Negative stimulus usually present …highest level of aggression is observed when cues present in tv program are similar to those encountered in actual situation 
· Presence of aggression cue stimulated more aggression because its association with the media violence clip 

