Social Psychology

September 9, 2016 – lecture 1

Historical, Theoretical and Methodoligical foundations 

We are social before we are human – Aristotle 
- we are embedded in a way of being subconsciously 

Establishment of social psychology 
· William Mcdougall (psychologist) and Edward Ross (sociologist) 
· In 1908 seperately published first textbooks in social psychology
· Floyd Allport
· First methodologically sound textbook in social psych
· Emphasis on experimentation and the use of the scientific method

19th century industrial climate and social psychology  (PHASE 1)
· concentration of foreces of production, absorbed people into factories
· people left their farms and went to work in factories and had money to spend for the first time 
· Taylor’s Scientific method
· Broke up human action into smallest components
· Took away worker’s expertise, made them only be a small part of the whole process
· Fragmentation 
· Abstraction of behavior from a meaningful whole
· Workers are not part of the big picture, they are only there to do one small task
· Increased productivity but the worker lost expertise 
· Factory work exemplified human behavior

Post WWII focus of social psychology (PHASE 2)
· rapid expansion in theory and experimentation
· recognized that looking at workers as a number was wrong
· interests in violence, protests, political associations 
· Milgrams authority experiements
· Asch’s conformity experiments 
· Eric Fromm’s work on pathological nature of western society
· Rise in individualism and social alientation 
· Proliferation of a social defect of automaton conformity 

Social psych in the age of post modernity – PHASE 3
· phenomena of technological enframing, globalization
· age of post-industrialism and information economics 
· decline in manufacturing sector 
· expansion of service sector
· commercialism and consumerism 
· commodification of things, people, ideas
· shift from industrialization to institutionalization 
· technological and scientific influences 
· phenomenon of continuous availability
· cyber existence and virtual worlds 
· Neil Postman	
· Technopoly: the surrender of culture to technology

Lecture 2 – September 16, 2016
The concept of the self and the self-concept
The self
· Noun ‘self’ appeared in dictionary in 1595, end of renaissance
· People used to not be seen as individuals but as part of their family 
· Houses were one room, no privacy
· Sat together on benches
· Western notion of self was introduced during renaissance
· Houses had several rooms, had own belongings
· The self does not have existence apart from the society and history that constructed it
· i..e every culture has a distict concept of the self

Self knowledge – awareness leads to concept
 Self-awareness
· the knowledge that we are a body separate from our thoughts 
· i.e. a baby recognizing himself in a mirror (at 18 months)
Self concept
· how you see yourself
· can be in terms of relations to others (i.e. I am her daughter)
· children’s self concept is descriptive (i.e. I have blue eyes)
· young adults are more interpretive (i.e. more abstract and complex)
· can be contextualized by relations to others, 
· can be described with attitudes or emotions to things

William James – The multiple self-theory
· you have as many selves as you to relations 
· 3 categories
· materiel self
· social self
· inner self
· material / physical self
· arms, legs, tall, short
· the material extended self
· emotional investment in outside things (my car, my parents)
· the material extended virtual self 
· online personas, who you choose to be on the internet
· the material extended cyborg self
· the digital self that doesn’t sleep
· the social self
· vocation and status as social identity 
· “what do I represent?”
· i.e. lawyer, Christian etc
· the social collective self
· based on collective things (gender, ethnicity, religion) 
· the looking glass self 
· seeing ourselves through the eyes of others and incorporating their views into our own self-concept 
· social comparison theory – Festinger
· we learn about ourselves by comparing ourselves to other people
· upward comparison: to determine standard of excellence, we observe other people who are better 
· downward social comparison
· compare to people who are worse to feel better about ourselves
· The inner self
· Awareness of ones personal attitudes, emotions, opinions
· Reveals an understanding of ones skills and abilities
· Inner identities are ALWAYS contextualized
· i.e. I am sociable with my friends
· I am creative with my music
· The inner self can bring anxiety and we can become fixated on some versions of yourself i.e. because someone pointed it out 
· Self complexity: the breadth of one’s self concept (in how many ways can you describe yourself

Self presentation of the extended social self
Self-presentation
· to shape other’s impressions by constructing and presenting the self
· allows one to keep a  balance between the inner self and the social self
· you can manage ones appearences by:
· psychical appearance and props
· verbal communication (accents, vocab)
· non verbal communication (body language)

Self presentation strategies - Tactical impression management 
Ingratiation
· make the other feel special through flattery
Self-promotion
· To convey strengths and positive information 
Exemplification
· to elicit perception of integrity and moral worthiness
· at the same time, it can arouse guilt and emulation in others
· you want people to look up to you
· sell yourself rather than an ideal
Intimidation
· arouse fear and gain power 
Supplication
· advertise ones weakness to solicit empathy or help
· play the victim
· however, you can start believing this about yourself
Self-handicapping
· behave so that later it can create ax excuse for failure 
· i.e. say your didn’t have time to study- explains your failure OR makes you look good if you do really well 

Lecture 3 – Social cognition 

Schemas
· a knowledge structure that provides framework for organizing new information 
· schemas help us have continuity and relate new experiences to the past 
· schemas represent lots of knowledge structures
· procedures, objects, sequences of events, social situations etc
· schemas are flexible 

schemas and memory selection 
· schema consistent material 
· you can recall info that is consistent with a schema
· fail to recall info that is non consistent with a schema 
· example of walking through room to get to doc’s office
· schema inconsistent material
· recalling inconsistent material
· particularly when it is vivid or if it interrupts an ongoing schema
· i.e. remembering a speech by George Bush where he was graceful 
Social schemas
· the culture in which people grew up is an important source of their schemas 
· cultures have different schemas 
· social schemas are cognitive structures where people organize their knowledge about the social world by subjects or themes 
· i.e. subjets: liberal, conservative, priest, doctor
· i.e. themes: terrorism, democracy, peace
· schemas powerfully affect what information we notice and remember
· our memories are reconstructive – we add or change info in accordance to our experience or knowledge
· i.e. beam me up scotty
· schemas help us reduce ambiguous information in new situations 
Automatic thinking with schemas
· using stereotypes to organize our world into schemas about classes of people 
· i.e. blacks as aggressive

Schematic distortions 
· the belief bias effect
· when people make judgments based on prior beliefs and general knowledge, rather than on evidence or logic
· sometimes we distort the evidence to make it consistent with our schemas 
· researchers showed video of football game between 2 different universities 
· neutral group says game was fair. Students say ref was unfair to own school and vise versa
· the confirmation bias
· trying to confirm a hypothesis rather than disprove it 
· belief bias in action and now we try to confirm it 
· searching for confirming evidence (this is opposed by Karl Popper – should disprove hypothesis in science studies)
· social and political implications
· countries seek to avoid finding information that would weaken their position 
· i.e. unwavering position of bush admin on the issue of weapons in Iraq

Primacy and Perseverance effects
Primacy effect
· the process where our first impression of another person causes us to interpret their subsequent behaviors that is consistent with the first impression 
the perseverance effect
· people’s beliefs about themselves and the social world persist even after the evidence supporting the beliefs is discredited 
· i.e. non existent weapons of mass destruction 

The self fulfilling prophecy 
· have an expectation about what another person is like
· this influences how they act towards that person 
· which causes that person to behave in a way that is consistent with people’s original expectations 
· beliefs, expectations, behavior, results 

Decision making heuristics 
Heuristic reasoning
· simple rules of thumb – easy ways of thinking that are useful and powerful 
· mental shortcuts people use to make judgments quickly and efficiently in situations of uncertainty 
· people often fail to appreciate the limitations of these heuristics and don’t always make wise decisions 
· every heuristic is biased 
· cognitive heuristics / biases are strong in 2 ways:
· they are used by experts in technical areas i.e. medicine, as well as by novices (not based on intelligence level therefore) 
· they are difficult to overcome 
· 

availability heuristic
· a mental rule of thumb whereby people base a judgment on the ease with which they can bring something to mind (using immediate examples that come to mind) 
· we think about what we know the most / best (know stats about shark attacks vs vending machine deaths)
· i.e. see a lot of shark attacks on tv and think that it is common and avoid water 
· recency and availability 
· we recall the more recent items or events more accurately 
· i.e. doctors will diagnose something if they have recently diagnosed it
· simulation and availability 
· the ease with which we can think of a particular scenario
· i.e. easier to imagine myself getting bachelors degree than being prime minister 
· used in advertisements 

representativeness and anchoring heuristic
· representative heuristic 
· a mental shortcut whereby people classify something according to how similar it is to a typical case
· i.e. young person with books = student
· anchoring to stereotypes 
· mental shortcut that involves using a number or value as a starting point, then adjusting ones answer from this anchor 	
· when we meet someone we rely on stereotypes to create an initial anchor
· often we don’t make sufficiently large adjustments away from the initial anchor even when we learn unique characteristics about the individual 
· have hard time letting go of first impression
decision making heuristics
· the framing effect
· that the outcome of a decision can be influenced by the background context of a choice, or the way in which the information about the choice is presented 
· presentation of information: 80% lean vs 20% fat yogurt 
· 


September 13 – lecture 2

The concept of the self and the self – concept

The concept of the self in history and culture
· the noun “self” appeared in the Oxford dictionary in 1595 (end of renaissance)
· privacy and the self were experienced very differently in the middle ages
· privacy = separation from the public, but not from the extended family or immediate community
· the typical home had one large room
· houses were overcrowded, individual privacy didn’t exist
· there was no comcept of the individual self
· you even sat with others (on benches)

construction of the western individual self
· the possibility for personal privacy was introduced during renaissance, when house had multiple rooms with private belongings
· every culture has a distict concept of the self 
· the self does not have an existence apart from the society and history that contructed that definition of it
· socio-historical perspective: the self is a cultural theory about the person
· in western culture, everyone is believed to be the owner of themselves
· as owners, we can dispose of our capacities as we wish
· we owe nothing to society for what we personally own

Self knowledge
· self awareness studies
· Gordon gallup’s chimp study: self recognition in the mirror
· Human babies: self recognition at 18 months 
· Self concept
· Children: mostly descriptive  (i.e. blue eyes, tall)
· Young adults: mostly interpretive (more abstract, complex)
· Attitudes, emotions, motivations
· Contextualized by relationships to others and ones projects 
· Self awareness and self concept combine to create a coherent sense of identity
Components of the self-concept
· the multiple self theory – William james
· your self is made up of many aspects i.e. your personality, background, physical characteristics 
· you have as many selves as you do relations
· James delianted three distict categories for the self
· The material (environmental) self
· Arms, legs, smell etc - attributes of the body
· The material extended self:
· My children, my grades, my car etc
· The extended self is determined by the emotional investment in the outside entities 
· We are also tied emotionally to our personal possessions 
· The extended virtual self
· Technological self-concept
· Can create personas online, keep info hidden
· The extended borg self
· Effects of the modern day communication technology
· Cyborg anthropology
· The second digital self that never sleeps
· The social self
· Vocation and status as social identity
· i.e. lawyer, doctor, Christian 
· “what do I represent”?
· the social collective self
· collective identities
· experience the collective guilt (i.e. germans after WWII)
· the looking glass self
· the idea that we see ourselves through the eyes of other people and incorporate their views into our self concept 
· social interaction is crucial for developing a sense of self
· social comparison theory proposed by Festinger
· the idea that we lean about our own abilities and attitdes by comparing ourselves to other people
· upward social comparison: process where we compare ourselves to people who are better than we are in a trait or ability, in order to determine the standard of excellence 
· downward social comparison: where we compare ourselves to people who are worse, to feel better about ourselves
· The inner self
· Points to an awareness of ones personal attitudes, emotions, opinion etc
· Reveals an understanding of ones skills and abilities
· Inner identities are always contextualized i.e. I am social with my friends, I am creative with my music 
· Self complexity: the breadth of ones self concept 
· in how many ways can you describe and interpret yourself?
· Multiple social identities can be conflicting i.e. lady like but also assertive at work

Self presentation (of the extended social self)
· Self presentation is the process of constructing and presenting the self in order to shape other peoples impressions and achieve ulterior goals 
· It allows one to keep a balance between the inner self and the social self
· Managing ones appearances
· Physical appearance (makeup, dimplomas on the wall)
· Verbal communication (accents, vocab)
· Non verbal comm (body language, eye gaze)

Self presentation strategies
· tactical impression management 
· the process of creating false images (i.e. intimiation, supplication, etc)
· integration 
· where others impressions are shaped through flattery
· i.e. deliberate use of deception to increase anothers liking of us
· i.e. waiters who compliment customer to get more tips
· self promotion
· to convey positive information about the self 
· i.e. job interview
· exemplification
· self presentation designed to elicit perception of integrity and moral worthiness, at the same time that it arouses guilt and emulation in others
· i.e. taking on a saint like role
· intimidation
· a self presentation tactic of arousing fear and gaining power by convincing others that one is powerful and or dangerous 
· supplication
· advertising ones weaknesses or dependenc on others to solicit empathy / sympathy 
· i.e. playing the victim 
· self handicapping
· to protect ones self image with behaviors that might create a handy excuse for later failure

Lecture 4 – social perception 
How we come to understand people

Nonverbal communication and communication
· expression of emotion
· Darwin “the expression of the emotions in man and animals”
· Nonverbal comm is species specific and not culture specific 
· Certain facial expressions acquired evolutionary significance 
· Facial expressions
· Study of the Fore (tribe) – match story with facial expression of fore person – Americans chose the same emotions 
· Identified 5 major emotions:	
· Anger
· Fear
· Disgust
· Surprise 
· Happiness
· Sadness
· Decoding of facial expressions is not universal
· Context shapes perception of facial expressions
· Other types of non verbal comm
· Eye contact and gaze
· Use of touch
· Body position, movement, personal space
· Display rules
· Culturally determined rules about which nonverbal behaviours are appropriate to display (i.e. men crying)
· Verbal expression and tone of voice 
· i.e. in collectivist cultures, negative emotions are discouraged because they disrupt the harmony of the group
· hand gestures or emblems

Communicating without non verbal cues
· does modern technology affect our communication and perception of others
· study looked at face-to-face, verbal and email comms
· high anticipatory accuracy – participants were confident of their communicative abilities regardless of mode of interaction
· recipients were less likely to get the emotional meaning if the message was through email 
· relying on words alone (i.e. an email) means using an impoverished mode of communication (i.e. easy to be misunderstood)



Implicit personality theory: filling in the blanks
· a  type of schema people use to group various kinds of personality traits together 
· i.e. good looking people are thought of as kind and generous 
· role of accessibility and priming
· easily brought to mind
· increases with recent experiences

Causal attribution: the Why question
· attribution theory
· a description of the way which people explain the causes of their own and other people’s behavior 
· internal attribution
· the inference that a person is behaving in a certain way because of something about them (i.e. attitude, personality)
· external attribution
· the assumption that a person is behaving in a certain way due to the situation that they are in (i.e. that most people would respond in the same way)
Attribution process
· Behaviour = disposition + situation 
· Focusing on disposition (personality) leads to internal attributions
· Focusing on situation leads to external attribution
· If behavior = disposition + situation
· Then Disposition = Behaviour – situation 

Correspondent inference theory
· correspondence bias
· the tendency to infer that people’s behaviour corresponds to their disposition (personality)
· i.e. we move straight from behaviours to dispositions 
· we make these internal attributions when behaviour is unexpected 

Fundamental attribution error
· the correspondence bias is so pervasive that many social psychologists call it the fundamental attribution error
· the error stems from most people behaving as personality psychologists 
· i.e. most people think that people do things because of their personality (not because of the situation)
· Therefore it is the tendency to overestimate the extent to which people’s behaviour is due to internal factors 
· Perceptual salience
· Over estimation of the causal role of perceptually salient information (i.e. we notice people’s behaviour more than the situation)
· The actor / observer difference
· When you see other peoples behaviour as dispositionally caused. BUT you explain your own behaviour on external factors
· Self serving attributions
· Explanations for ones success that credit the dispositional factors
· Explanations for ones failures that credit the situational factors
· Defensive attributions
· Explanations for behaviour that defend us from feeling vulnerable 
· i.e. bad things don’t happen to me, so I can speed and wont crash or get a ticket 
· Unrealistic optimism
· A form of defensive attribution where people think that good things are more likely to happen to them than to their peers and bad things are less likely to happen to them than their peers 
· i.e. couples are more optimistic about their future together than their friends
Blaming the victim
· a by product of attritbutional processes
· when you make dispositional attributions about victims
· this makes us believe that this bad thing could never happen to us (belief in a just world) 

socially and culturally guided perceptions and attributions 
· attributional biases are influenced by cultures
· actor / observer differences and fundamental attribution errors are more likely to happen in western cultures (they emphasize individualism, autonomy)
· clothes make the man or woman 
· modern issues (abortion, secularism)

Perception and the law
· Eyewitness testimony 
· Legal systems assign significance to eyewitness testimony (seen as reliable even if it is wrong)
· Misinformation effect
· Witnessing an event, receiving misleading information about it and then incorporating it into your memory 
· (i.e. you remember what you were told that you saw)
· retelling of the event
· retelling commits people to their recollections 
· if memory is inaccurate, it strengthens the inaccuracy (and it will be harder to think of the correct memory)
· feedback to witness
· confirming feedback increases the confidence of witnesses in their recollections 
· i.e. if you find out another witness pointed to the same suspect 
biases in memory processing- phases
1. acquisition 
a. how are the environmental contexts at play? i.e. if someone is pointing gun at you, you’re not likely to remember what they look like
b. most people will be able to describe the weapon but not the perpetrator 
c. own race bias: better to recognize people of other races 
2. storage 
a. reconstructive memory: distorted by information encountered before and after 
3. retrieval 
a. retrieve something from memory – how accurate is it?

is the testimony accurate?
· assumption 
· if the witness is confident he is most likely correct 
· witnesses and the accuracy of their testimony
· accurate witnesses tend to say that they didn’t know how they recognized the man, his face just popped out at them
· inaccurate witnesses say that they used a process of elimination 
· negative effects of descriptive writing about the suspect

detecting deception
· 15% false positive – control body temperature etc 
· 15% false negatives – stressed and says its false 

juries
· 25% of the time, judges disagree with the jury
· effects of the pre-trial publicity
· emotional publicity increases guilty verdicts
· effects of deliberation in the jury room
· Jurors with minority views are often pressured into conforming to the view of the majority 
· Final decision is the one that is favoured by the initial majority













Lecture 5 – attitudes, persuasions and justifications

Attitude types 
· attutides are viewed as positive or negative evaluations of objects, issues or phenomena 
· from a social perspective
· a collectively shared schema that one adopts
· i.e. Americans as liberators, Canadians as peacemakers 
· from a personal perspective
· a view or schema one incorporates into ones lived experience
· i.e. I’m worthless, I’m better than them
Components of attitude
· cognitive 
· an attitude based primarily on peoples beliefs about the properties of an object
· I.e. buying vacuum cleaner because it is red
· Affective
· An attitude based more on people’s feelings and values than on their beliefs about the nature of an object
· i.e. attitude towards roommate on first day
· behavioural 
· an attitude based on observations of how one behaves towards an object
· classical conditioning and instrumental conditioning 

Attitude accessibility
· the more accessible an attitude is, the harder it is to change 
· also, the more an attitude is behaviorally based, the more resistant to change it is
· accessibility depends on the strength of the association between an object and the person’s evaluation of that object 
· also measured by the speed with which people can report how they feel about an issue

Persuasion and attitude change
· Persuasive communication and attitude change
· The Yale attitude change approach
· WHO: the source of communication i.e. speaker
· Credible speakers and attractive speakers are more persuasive
· WHAT: the communication itself i.e. quality of argument 
· People are persuaded by messages that do not seem to be designed to influence them
· When the audience supports your position, it’s best to present a one sided argument
· When they disagree, better to present two sided argument and refute the argument that is against your own
· TO WHOM: the nature of the audience
· An audience that is distracted, or low in intelligence, are more susceptible to persuasive communication 
· People are susceptible more between ages 18-25


· Central route to persuasion (cognitive arguments)
· People elaborate on a persuasive argument, listening carefully to and thinking about the argument
· This occurs when people have the ability and the motivation to listen carefully 
· The more personally relevant an issue is, the more people will pay attention 
· David Suzuki example
· Peripheral route to persuasion
· When speaker does not elaborate on the argument but sway audience with peripheral cues
· Credibility of the argument: uses big words, is long
· Famous, attractive or expert speakers 
· Al gore example

· emotional influence on attitude change 
· play to peoples emotions to grab their attention
· sad people pay more attention and change their opinion when the argument is strong
· happy people pay little attention and accept what speaker is saying even if the argument is weak
· immediate attention
· emotions and moods can act as heuristic to determine our attitude
· problem is that we can misattribute what is causing our emotions (i.e. fragrance in a store)
· What emotions work best?
· If fear is created, people will want to listen to learn how to reduce it
· But this will fail if no recommendations are given for people to follow 
· Humour grabs attention but doesn’t create lasting attitude change

Resisting attitude change
· attitude inoculation 
· process of making people immune to change by initially exposing them to small doses of argument against their own position
· the more people have thought about the pros and cons, the better they can ward off attempts to change their minds using logical arguments


persuasion and advertising
· some advertisements play to peoples emotions, associate their brand with youth energy, sexual excitement etc
· Gerald Lambert and Listerine 
· Invented ‘halitosis’ – a term for bad breath 
· Subliminal advertsiting 
· James vicary – subliminal messages at the movies (shown images of popcorn and coke) – was a hoax
· Subliminal tapes – Greenwald – tested memory and self esteem tapes and found no effect
Buyology 
· buyology: subconscious thoughts, feelings and desires that drive the purchasing decisions we make
· 12 billion was spent on market research in 2007
· sensory branding: using fragrances, music etc to brand
· fragrance: fast food places use bacon scents, bread scent in supermarkets
· sound: classical music deters vandalism and violent crimes 

self justification

cognitive consistency and dissonance 
· cognitive consistency
· experience where ones feelings, attitudes, behaviours appear to be compatible with one another 
· i.e. they support one’s self schema 
· cognitive dissonance
· feeling of discomfort caused by holding 2 or more inconsistent cognitions which arouse psychological tension 
· behaviours that show self discrepancy 
· cognitive dissonance always causes discomfort and motive you to reduce the discomfort 
Dealing with cognitive dissonance
1) change the behaviour 
a. i.e. stop smoking, stop cheating
2) justify behaviour by changing one of the cognitions 
a. i.e. not believing data that links cancer to smoking
3) justify behaviour by adding new cognitions that are consonant with the behaviour 
a. adding new cognition: the filters on cigarettes trap the chemicals 
· these methods were viewed by Freud as ego defense mechanisms 

Justifying our decisions
· post decision dissonance
· aroused after someone makes a decision
· it is reduced by enhancing the attractiveness of the decision 
· distorting our likes and dislikes
· choosing causes dissonance 
· after a choice is made, we enhance the value of the chosen one 
· therefore, we cognitively spread the objects apart
· permanence of the decision 
· the more important the decision, the greater the dissonance
· i.e. getting married, choosing a degree
· leads to permanence of self persuasion
· lowballing: salesperson says a price, then says it was a mistake and raises the price 
· decision to behave immorally 
· i.e. shoplifting: justified by greediness of corporations 
· dissonance affects our personal values
· the choices we make will soften or harden our attitudes toward object of our dissonance

justifying our efforts
· the tendency for individuals to increase their liking for something they have worked hard to attain
· i.e. going through hazing to join a frat 

insufficient justification
· external justification
· explanation for dissonant behaviour that resides outside the person
· i.e. being threatened with expulsion for cheating on test
· internal justification 
· reducing dissonance by changing thinking or attitude
· “I hate my program but what doesn’t kill me makes me stronger”
· this is more permanent because it is self chosen
· large rewards prevent attitude change
· counter attitudinal advocacy: stating an opinion that is against private belief might result in change of opinion 
Aftermath of justification
· after we hurt someone, we dislike them to justify our cruelty 
· we decide that they deserved it 











Lecture 6 – Pro social behaviour

Prosocial behaviour: any act performed with the goal of benefitting another person, might also involve self interest

Altruism: desire to help someone with no benefit to oneself 

Evolutionary hypothesis:
· kin selection
· behaviours that help a genetic relative are favoured by natural selection 
· norm of reciprocity
· you think that others will help you later if you help them now 

social exchange hypothesis
· we want to maximize our rewards and minimize our costs
· benefits of helping
· helping to alleviate our own stress
· gain social approval
· increase a sense of self worth
· karma

communal vs exchange relationships
· communal
· people are concerned more with how much help the other person needs
· less concerned with the benefits we get
· exchange
· keep track of equity and who is contributing what to the relationship
· people more likely to help in-group members 
· less likely to help out-group members 

Empathy
· fully entering into anothers feelings 

empathy-altruism hypothesis
· the idea that when we feel empathy for a person, we will attempt to help them purely for altruistic reasons

personal determinants of pro social behaviour
· the altruistic personality trait
· usually learned in childhood
· not a reliable “trait”
· gender differences
· males: help in situations that call for heroic or chivalrous actions (i.e. short term help)
· females: engage in helping that is marked by nurturance and commitment (i.e. long term, family members)
· feel good, do good effect
· more likely to help when in good mood
· way of prolonging good mood
· feel bad, go good effect
· negative state relief hypothesis 
· people help to alleviate their own sadness 
· only when their sadness is NOT overwhelming

situational determinants of pro social behaviour
· rural vs. urban
· people in cities less likely to help, they keep to themselves 
· bystander intervention 
· more number of bystanders, less likely someone will get help
· diffusion of responsibility 
· each bystander’s sense of responsibility to help decreases as the number of witnesses increases

what to do in an emergency?
1) notice the event
2) recognize it as an emergency
a. pluralistic ignorance: bystanders assume nothing is wrong because no one else seems concerned 
3) assume responsibility 
4) know the appropriate forms of assistance 
5) act

How can helping be increased?
· the golden rule
· instilling helpfulness
· encourage prosocial behaviour in children
· after a kind act, tell kids they are kind and helpful
· model this behaviour to kids
· increase awareness of barriers to helping

Lecture 7 – interpersonal relationships

The 6 antecedents of attraction – what makes us like others
1) proximity (propinquity) effect
a. the more we see them, the more we like them 
2) physical attractiveness
a. men and women like the same things (big eyes, cheekbones, small nose and chin, big smile)
3) similarity 
a. provides us with social validation 
4) complementary 
a. find someone who has something that you don’t 
5) situatedness of initial attraction 
a. people can mistake inferences about what is causing them to feel the way they do (i.e. dangerous situations, availability) 
6) reciprocal liking 

attraction and friendship 
8 elements
1) enjoyment : enjoy their company
2) acceptance: don’t try to change each other
3) trust
4) respect
5) mutual assistance 
6) confiding 
7) understanding : know each others values 
8) spontaneity: can be real around each other

Relationships and social exchange theory
· reward / cost ratio 
· balance between rewards and personal cost
· comparison level:
· peoples expectations about the level of rewards and punishments they are likely to receive in a relationship 
· comparison level for alternative relationships 
· peoples expectations about what they would receive in a different relationship 
relationships and equity theory
· equity theory:
· people are happiest in relationships where the rewards and costs someone makes are equal to the contributions of the other person 
· short term relationships are usually exchange relationships: concerned about fair distribution of rewards and costs
· long term relationships: communal relationships: less concerned with accounting of who is contributing more 
· investment model:
· peoples commitment in a relationship depends on:
· satisfaction within it, in terms of rewards and costs and comparison levels for alternatives
· how much they have invested in the relationship and what would be lost by leaving it
Attachment styles and intimate relationships
· secure attachment
· trust: trust in yourself that you will act in a way that benefits the relationship
· lack of concern about being abandoned
· think that you are worthy and well liked 
· not afraid to show emotions 
· anxious / ambivalent attachment
· concern that others will not reciprocate ones desire for intimacy 
· clingy, crave attention 
· avoidant attachment
· suppression of attachment because attempts in the past have been rebuffed 
· two types:
· fearful avoidant: fear of being hurt 
· dismissive avoidant: claims to not need close relationships

Triangular theory of love (Robert Sternberg)
3 components of love:
· intimacy (liking)
· commitment (empty love)
· passion (infatuation)
intimacy + commitment = companionate love 
commitment + passion= fatuous love
Passion + intimacy = romantic love

Sternberg’s 8 types of love
1) non love
a. absence of 3 components. Abuse may be present 
2) empty love 
a. commitment is only component
3) liking
a. intimacy is only component
4) infatuated love
a. passion is only component. These types end quickly
5) companionate love 
a. intimacy and commitment 
6) fatuous love
a. passion and commitment. Often leads to marriage but commitment may fade over time
7) romantic love
a. intimacy and passion. Because of sexual attraction, it is more intense form of love than liking
8) consummate love
a. intimacy, passion and commitment. Requires nurturing to maintain it

Developing intimacy – Fowers and Olson
1) personality compatibility 
2) communication skills 
3) conflict resolution skills
4) financial management skills
5) shared leisure activities 
6) sexual relations 
7) attitudes about children and parenting 
8) consensus on roles 
9) shared spiritual values 
10)  good relationship with family and friends 

7 C’s of intimacy 
1) control – possessiveness 
2) complete – clinging, “I need you” 
3) confront – “I can be on my own” , attitude of autonomy 
4) complement “I want to be around you”, genuine affection 
5) comprehend “I want to know you”, sincere curiosity of the other 
6) commune “I am with you”, inter dependency, open communication 
7) care – “I am here for you”, selflessness, letting go of masks 



Lecture 8 – Conformity, compliance and obedience 

Conformity
· a change in behvauour due to the influence of other people
· Massacre in Vietnam
· Calley started it and everyone else joined in despite not wanting to
· American culture stresses the importance of not conforming
· Nation of rugged individualists who think for themselves
· The Marlboro man mythos
What makes us conform?
· informational social influence
· need to know what is right
· looking to others for the answers because we see them as a source of information to guide our behaviour 
· Autokinetic studies
· People believed that the group estimate is correct 
· Private acceptance
· Conforming to other people’s behaviour out of a genuine belief that what they say they are doing or saying is right 
· Public compliance
· Conforming to other’s behaviour publicly without actually believing what they’re doing or saying 

Conforming to informational social influence 
1. when the situation is ambigious 
a. the more uncertain you are, the more you will rely on others
b. when you are unsure of the right answer, you will be most open to influence from others
2. when the situation is a crisis
a. when in a crisis, we don’t have time to stop and think about what we should do
b. when scared, we look to others to see how they are responding to the situation
3. when other people are experts
a. the more knowledge a person has, the more valuable he or she will be as a guide in an ambiguous situation

Why do we conform?
· normative social influence
· the need to be accepted
· conforming to be liked even at the cost of ones beliefs 
· following social norms

Normative social influence
· most effective when the group size is 3 or more
· when the group is important 
· when the group is unanimous
· when a group is affected by culture 

Compliance
· conformity vs compliance
· compliance: request to change your behaviour or to maintain a certain type of behaviour 
· compliance might lead to mindless conformity 
· obeying internalized social norms without deliberating about ones actions

compliance vs obedience 
· Milgram shock experiments 
· 66% administered shocks when instructed
· 2.5% administered shocks when given a choice. Majority chose option with less voltage 
· raised questions of the effects of authority and bureaucracy 
· modern bureaucracy 
· compliance or obedience?
· Faceless bureaucrats 
· Diffusion of responsibility 
· Dead end trails 




Lecture 9 – aggression and why we hurt others

Aggression
· anger 
· an intense emotional response to perception of having ones basic boundaries violated
· aggression
· aimed at expressing threat and or causing pain or harm
· violence
· feelings of anger aimed at inflicting harm

Instrumental aggression vs relational aggression 
· Instrumental: means to some goal other than causing harm
· i.e. boxing match
· relational: intending to harm someone by damaging or manipulating relationships with others 
· proactive relational: behaviours are a means for achieving goals
· reactive relational aggression is behaviour that is in response to provocation, with the intent to retaliate 

Aggression and terrorism
· legitimizing ideology
· religious, political, social etc
· i..e god is on our side
· identity formation
· diverging socio cultural and religious identities
· when identity is threatened, people create ideology that is not like the country they live in
· in group vs out group dynamics 
· reactive relational aggression

is aggression inborn or learned?
· Thomas hobbes (1651)
· Humans are violent and have the nature of aggression
· Rousseau
· Restrictive society creates aggression
· Freud
· Thanatos – the death of instinct 
· Hydraulic theory: unexpression emotions build up pressure and there is a need to express the pressure
· Animal studies
· Cats and rats raised together: cats didn’t try to attack the rats 
· Rats raised in isolation were still aggressive therefore aggression may be innate
· Konrad Lorenz: observed behaviour of fish
· in absence of other males, these fish will attack males of other species 
· Human cultures
· Humans seem to have an inborn tendency to respond to certain provocative stimuli by striking out against perpetrator 
· Cultures vary widely in their aggressiveness
· European history: very violent past
· Central asia: rare acts of aggression
· Arapesh of new guinea: rare acts of aggression
· Does decrease of violence lead to decrease in aggression

Situational causes of aggression
· chemical causes
· testosterone 
· increased in male and female prisoners 
· alcohol
· lowers inhibition
· respond more violently to provocations 
· pain and discomfort
· cold water
· hand immersed in cold water became more aggressive 
· bolidly discomfort lower threshold of aggressive behaviour 
· students took test in hot room: more aggressive and more hostile towards stranger 
· frustration-aggression theory 
· if one thinks one is prevented from obtaining a goal, it will increase aggressive response 
· i.e. children and toys: not allowed to play with nice toys, afterwards they didn’t want to touch the nice toys
· direct provocation
· if we think it was unintentional we will not reciprocate 
· Aggressive objects 
· The presence of an aggressive object (i.e. gun) can increase aggression
· Social learning theory: imitation and aggression
· We learn social behaviour by observing others and imitating them
· Bandura – forms of aggression on bobo doll
· effects of media on children
· direct correlation found – media does cause aggression
· on adults: increase in violence following boxing matches
· race of loser of fight related to race of victims of murder
standford prison experiment 
· prisoners and guards adapted to their roles
· 1/3 guards judged to have real sadistic tendencies
· prisoners emotionally traumatized 
· results: impressionability and obedience of people when they were provided with a legitimizing ideology and social and institutional support


How to reduce aggression 
· “spare the rod and spoil the child?”
· threats of severe punishment will only have a temporary effect
· children who have not yet formed their values are more apt to develop a distaste for aggression if the punishment for aggressive actions is swift and not severe 
· severe punishments do not deter crime
· domestic violence
· when law enformce shows that they take this seriously, domestic violence diminishes 50% in the short term
· venting vs self awareness
· sharing about anger has shown to lead to insights and self awareness
· defusing anger through apology 
· apology has been shown to defuse the cycle of anger and retaliation 
· modeling of non aggressive behaviour 
· when witnessing ppl not being aggressive when provoked, children show less aggression when provoked
· training and communication problem solving skills
· learn to negotiate when conflicts arise
· build empathy
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