Social Psychology
Social Thinking
· Personality psychologists focus on the person. 
· Study of personal traits and dynamics that explain why different people may act different in a given situation.
· Social psychologists
· Study the social influences that explain why the same person will act differently in different situations. 
The Fundamental Attribution Error
· Social behaviour arises from our social cognition. 
· Fritz Heider
· Proposed attribution theory
· We can attribute the behaviour to the person’s stable, enduring traits (dispositional attribution) or attribute to the situation (situational attribution) 
· Ex. Juliette barely talks while Jack keeps talking. Therefore, we conclude something about their personality; Jack is outgoing while Juliette is shy. 
· Ross, 1977
· Proposed fundamental attribution error
· We overestimate the influence of personality and underestimate the influence of situations 
· Ex. Jack can be as quiet as Juliette. Catch Juliette at a party and you may hardly recognize her. 
· David Napolitan and George Goethals (1979) demonstrated fundamental attribution error in an experiment with College students. 
· Behaviour is situational. 
What Factors Affect Our Attributions? 
· When we explain our own behaviour, we are sensitive to how behaviour changes with the situation. 








Social psychology: the scientific study of how we think about, influence and relate to one another. 


Attribution theory: the theory that we explain someone’s behaviour by crediting either the situation or the person’s disposition. 


Fundamental attribution error: the tendency for observers, when analyzing others’ behaviour, to underestimate the impact of the situation and to overestimate the impact of person disposition. 


· We also are sensitive to the power of the situation when we explain the behaviour of people we know well and have seen in different contexts. 
· We more often commit the fundamental attribution error when a stranger acts badly. 
· As we act, our eyes look outward; we see others’ faces not our own. 
What Factors Affect Our Attributions? 
· A person must decide whether to attribute another’s friendliness to romantic or sexual interest. 
· Our attributions – to a person’s disposition or to the situation – have real consequences. 
Attitudes and Actions
· Attitudes are feelings, often influences by our beliefs, that predispose our reactions to objects, people, and events. 
· Attitudes affect our actions and our actions affect our attitudes
Attitudes Affect Actions
· Persuasion efforts generally takes two forms:
· Peripheral route persuasion
· Doesn’t engage systematic thinking, but does produce fast results as people respond to uninformative cues and make snap judgments. 
· Ex. A perfume ad may lure us with images of beautiful or famous people in love. 
· Central route persuasion
· Offers evidence and arguments that aim to trigger favourable thoughts. 
· Occurs when people are neutrally analytical or involved in the issue. 
· Ex. Climate scientists marshal evidence of climate warming. 
· Persuaders try to influence our behaviour by changing our attitudes. 
· Situation also influence our behaviour. 
· Strong social pressures can weaken the attitude-behaviour connection 
· Attitudes are especially likely to effect behaviour when external influences are minimal, and when the attitude is stable, specific to the behaviour, and easily recalled 
· Persuasion changed attitudes, which changed behaviour. 













Attitudes: feelings, often influenced by our beliefs, that predispose us to respond in a particular way to objects, people, and events. 
Peripheral route persuasion: occurs when people are influenced by incidental cues, such as speaker’s attractiveness.
Central route persuasion: occurs when interested people focus on the arguments and respond with favourable thoughts. 






Actions Affect Attitudes
· Not only will people stand up for what they believe, they also will more strongly believe in what they have stood up for. 
· Attitudes follow behaviour. 
· The Foot-in-the-Door Phenomenon
· In many cases, people adjust their attitudes 
· People who agreed to a small request would find it easier to comply later with a larger one. 
· A trivial act makes the next act easier. Succumb to a temptation and you will find the next temptation harder to resist. 
· Doing becomes believing 
· Attitudes-follow-behaviour principle works with good deeds as well. 
· Helped boost charitable contributions and blood donations, as well as product sales. 
· Racial attitudes likewise follow behaviour. 
· Role Playing Affects Attitudes
· When you adopt a new role you strive to follow the social prescriptions. 
· What began as play acting in the theater of life becomes you. 
· Role playing can train torturers 
· Every time we act like the people around us we slightly change ourselves to be more like them, and less like who we used to be. 
· Cognitive Dissonance: Relief from Tension
· When we become aware that our attitudes and actions don’t coincide, we experience tension, or cognitive dissonance. 
· Leon Festinger
· Cognitive dissonance theory
· We often bring our attitudes into line with our actions 
· The less coerced and dissonance we feel, the more motivated we are to find consistency, such as changing our attitudes to help justify the act. 
· We cannot directly control all our feelings, but we can influence them by altering our behaviour 
· Changing our behaviour can change how we think about others and how we feel about ourselves.








Foot-in-the-door phenomenon: the tendency for people who have first agreed to a small request to comply later with a larger request



Role: a set of expectations (norms) about a social position, defining how those in the position ought to behave. 



Cognitive dissonance theory: the theory that we act to reduce the discomfort (dissonance) we feel when two of our thoughts (cognitions) are inconsistent. For example, when we become aware that our attitudes and our actions clash, we can reduce the resulting dissonance by changing our attitudes. 



Social Influence
· We learn the effects of social strings. 
Conformity: Complying with Social Pressures
Automatic Mimicry
· Yawn mimicry can also occur across species. 
· Humans take on emotional tones of those around us. 
· We are natural mimics, unconsciously imitating others’ expressions, postures, and voice tones. 
· Tanya Chartrand and John Bargh
· Capture the mimicry
· Call it chameleon effect 
· Studies have found people synchronizing their grammar to match material they are reading or people they are hearing. 
· Obesity, sleep loss, drug use, loneliness, and happiness spread through social networks. 
· We and our friends form a social system 
· “positive herding”
· Positive ratings generate more positive ratings 
· Automatic mimicry helps use to empathize – to feel what others are feelings 
· This explains why we feel happier around happy people than around depressed people 
· British workers have revealed mood linkage or the sharing or moods 
· Empathic people yawn more after seeing others yawn 
· Empathic mimicking fosters fondness 
· Suggestibility and mimicry sometimes lead to tragedy 
· Copycat violence of Colorado’s Columbine High School
Conformity and Social Norms
· Suggestibility and mimicry are subtle types of conformity – adjusting our behaviour or thinking toward some group standard. 
· Soloman Asch (1955)
· Devised a simple test
· More than one-third of the time these “intelligent and well-meaning” college students were “willing to call white black” by going along with the group. 
· We are likely to conform when we:
· Are made to feel incompetent or insecure
· Are in a group with at least 3 people
· Are in a group in which everyone else agrees 
· Admire the groups status and attractiveness
· Have no made a prior commitment to any response
· Know that others in the group will observe our behaviour
· Are from a culture that strongly encourages respect for social standards 

































Conformity: adjusting behaviour or thinking to coincide with a group standard.














· We conform to avoid rejection or to gain social approval. We are responding to normative social influence. 
· We are sensitive to social norm – understood rules for accepted and excepted behaviour 
· We conform because we want to accurate. 
· When we accept others’ opinions about reality, we are responding to informational social influence
· Is conformity good or bad? The answer depends partly on our culturally influenced values. 

Obedience: Following Orders
· Stanley Milgram
· Knew that people often give in to social pressures 
· Undertook the most famous and controversial experiments. 
· Task: teach and then test the learner on a list of word pairs. If the learner gives a wrong answer, you are to flip a switch to deliver a brief electric shock. Shocks get higher in voltage. 
· After the 330-volt level, the learner refuses to answer and falls silent but the experimenter pushes you toward the final, 450-volt switch. 
· Most people listened and continued even when they were in pain. 
· Jerry Burger replicated the basic experiment and the number of people who listened decreased. 
· In the end, the learner was pretending to feel pain. 
· Perhaps by then the participants had reduced their cognitive dissonance – the discomfort they felt when their actions conflict with their attitudes 
· Obedience was highest when
· The person giving the orders was close at hand and was perceived to be legitimate authority figure 
· The authority figure was supported by a prestigious institution
· The victim was depersonalized or at a distance, even in another room. 
· There were no role models for defiance 
· Holocaust
· While obedience alone does not explain the Holocaust, in which anti-Semitic ideology also played a role, it was a significant factor 
· The commander gave the recruits a chance to refuse to participate in the executions. Only about a dozen refused. 






Normative social influence: influence resulting from a person’s desire to gain approval or avoid disapproval 
Informational social influence: influence resulting from one’s willingness to accept others’ opinions about reality. 







































· Before shooting, 20% of the officers did eventually dissent, managing either to miss their victims or to wander away and hide until the slaughter was over.
Lessons from the Obedience Studies
· These experiment demonstrated that strong social influences can make people conform to falsehoods or capitulate to cruelty
· In any society, great evils often grow out of people’s compliance with lesser evils. 

Group Behaviour
· Norman Triplett (1898)
· Adolescents would wind a fishing reel faster in the presence of someone doing the same thing. 
· Inspired later social psychologists to study how others’ presence affects our behaviour
· Group influences operate both in simple groups – one person in the presence of another – and in more complex groups. 
Social Facilitation
· Triplett’s claim – of strengthened performance in others’ presence – is called social facilitation 
· In tougher tasks, people perform worse when observers or others working on the same task are present. 
· Studies revealed that the presence of others sometimes helps and sometimes hinders performance because when others observe us, we become aroused which amplifies our other reactions. 
· Crowding triggers arousal 
· In experiments, when seated close to one another, participants like a friendly person even more and an unfriendly person even less. 
· What you do well, you are likely to do even better in front of an audience, especially a friendly audience. 
Social Loafing
· What happens when people perform as a group? We often give less work. 
· Bibb Latane
· Described this as social loafing
· What causes social loafing?
1. People acting as a part of a group feel less accountable, and therefore worry less about what others think.
2. Group members may view their individual contributions as dispensable
3. When group members share equally in the benefits, regardless of how much they contribute, some may slack off. Unless highly motivated and strongly identified with the group, people may free ride. 























Social facilitation: improved performance on simple or well-learned tasks in the presence of others. 













Social loafing: the tendency for people in a group to exert less effort when pooling their efforts toward attaining a common goal than when individually accountable. 





Deindividuation
· Sometimes the presence of others does both social loafing and social facilitation. 
· This process of losing self-awareness and self-restraint to called deindividuation 
· Often occurs when group participation makes people both aroused and anonymous 
· When we shed self-awareness and self-restraint – we become more responsive to the group experience, whether bad or good. 
Group Polarization
· Initial differences between groups of college students tend to grow. If the first-year students at College X tend to be artistic, and those at College Y tend to be business-savvy, those differences will probably be even greater by the time they graduate. 
· The beliefs and attitudes we bring to a group grow stronger as we discuss them with like-minded others in a process called group polarization 
· Can have beneficial results, as when it amplifies a sought after spiritual awareness or reinforces the resolve of those in a self-help group
· Group polarization can feed extremism and even suicide terrorism. 
· Separation + conversation = polarization 
· By connecting and magnifying the inclination of like-minded people, the Internet can be very, very bad, but also very, very good. 
Groupthink
· Irving Janis (1982)
· Studied the decision-making procedures leading to the ill-fated invasion 
· Discovered that the soaring morale of the recently elected president and his advisers fostered undue confidence. 
· To describe the unrealistic group thinking, Janis coined the term groupthink.
· Fed by overconfidence, conformity, self-justification, and group polarization – contributed to the fiascos. 
The Power of Individuals
· Social controls and personal control (the power of the individual) interact. 
· The power of one or two individuals to sway majorities is minority influence 
· When you are the minority, you are far more likely to sway the majority if you hold firmly to your position and don’t waffle. 








Deindividuation: the loss of self-awareness and self-restraint occurring in group situations that foster arousal and anonymity









Group polarization: the enhancement of a group’s prevailing inclinations through discussion within the group.












Groupthink: the mode of thinking that occurs when the desire for harmony in a decision-making group overrides a realistic appraisal of alternatives.








Antisocial Relations
· Social psychology studies how we think about and influence one another, and also how we relate to one another. 
· Ponder insights into antisocial relations gleaned by researchers who have studied prejudice and aggression.
Prejudice
· Prejudice means “prejudgment”
· Unjustifiable and usually negative attitude toward a group – often cultural, ethnic, or gender group.
· It is a three-part mixture of
· Beliefs (stereotypes)
· Emotions (hostility or fear)
· Predispositions to action (to discriminate) 
· To believe that obese people are gluttonous, and to feel dislike for an obese person, is to prejudiced; prejudice is a negative attitude
· To pass over all the obese people on a dating site, or to reject an obese person as a potential job candidate, it to discriminate; discrimination is a negative behaviour. 
How Prejudiced Are People? 
· Prejudice comes as both explicit (overt) and implicit (automatic) attitudes toward people of a particular ethnic group, gender, sexual orientation, or viewpoint. 
· Examples:
· Explicit Ethnic Prejudice
· Support for all forms of racial contact, including interracial dating has increased. 
· As overt prejudice wanes, subtle prejudice lingers. 
· Many people admit that in socially intimate settings, they, personally would feel uncomfortable with someone of another race. 
· Subtle prejudice may also take the form of microaggressions such as race-related traffic stops or people’s reluctance to choose a train seat next to someone of a different race. 
· Prejudice can be not only subtle but also automatic and unconscious. 
· Implicit Prejudice
· Processing can be explicit – on the radar screen of our awareness. 
· Processing can be implicit – below the radar, leaving us unaware of how our attitudes are influencing our behaviour. 
· Prejudice is often implicit, an automatic attitude 
· Consider these findings:
· Implicit racial associations 










Prejudice: an unjustifiable (and usually negative) attitude toward a group and its members. Prejudice generally involves stereotypes beliefs, negative feelings, and a predisposition to discriminatory action.
Stereotype: a generalized (sometimes accurate but often overgeneralized) belief about a group of people
Discrimination: unjustifiable negative behaviour toward a group and its members. 


























· Researches have demonstrated that even people who deny harboring racial prejudice may carry negative associations. 
· People who more quickly associate good things with White names or faces also are the quickest to perceive anger and apparent threat in Black faces. 
· Test is useful for studying automatic prejudice, critics caution against using it to assess or label individuals 
· Defenders counter that implicit biases predict behaviours ranging from simple acts of friendliness to the evaluation of work quality. 
· Unconscious patronization
· White university women assessed flawed student essays.
· When assessing essays supposedly written by White students, the women gave low evaluations, often with harsh comments, but not those who were Black students.
· To preclude such bias, many teachers read essays while “blind” to their authors. 
· Race-influenced perceptions
· Our expectations influence our perceptions. 
· People more often shot Black men than White men who were holding the harmless objects. 
· Fatigue, which diminishes one’s conscious control and increases automatic reactions, amplifies racial bias in decisions to shoot.
· Reflexive bodily responses
· Even people who consciously express little prejudice may give off telltale signals as their body responds selectively to another’s race. 
· The viewers’ implicit prejudice may show up in facial-muscle responses and in the activation of their emotion-processing amygdala. 
· By monitoring our feelings and actions, and by replacing old habits with new ones based on new friendships, we can work too free ourselves from prejudice. 
· Gender Prejudice
· Overt gender prejudice has also declined sharply. 
· Nearly everyone now agrees that women and men should receive the same pay for the same job. 
· Gender prejudice and discrimination persist. 
· In many places, sons are valued more than daughters. 
· Sexual Orientation Prejudice
· In most of the world, gay and lesbian people can not openly and comfortably disclose who they are and whom they love. 
· In places that are anti-LGBTQ, the risk of mental illness increases. 


















































Social Roots of Prejudice
· Prejudice areas because social inequalities and divisions are partly responsible. 
· Social Inequalities
· The just-world phenomenon reflects an idea we commonly teach our children – that good is reward and evil is punished. 
· It is quick to assume that those who succeed must be good and those who suffer must be bad 
· Victims of discrimination may react with either self-blame or anger. 
· Either reaction can feed prejudice through the classic blame-the-victim dynamic
· Us and Them: Ingroup and Outgroup
· We have inherited our Stone Age ancestors’ need to belong to live and love in groups. 
· Dividing the world into “us” and “them” entails racism and war, but it also provides the benefits of communal solidarity. 
· Through our social identities we associate ourselves with certain groups and contrast ourselves with others. 
· Mentally drawing a circle defines “us” the ingroup 
· But the social definition of who you are also states who you are not. 
· People outside that circle are “them” the outgroup
· An ingroup bias – a favouring of our own group – soon follows. 
· Much discrimination involves not outgroup hostility but ingroup networking and mutual support, such as hiring a friend’s child at the expense of their job candidates. 
· The urge to distinguish enemies from friends redisposes prejudice against strangers. 
· Many high school students form cliques and disparage those outside their own group. 
Emotional Roots of Prejudice
· Prejudice springs not only from the divisions of society ut also the passions of the heart
· Scapegoat theory notes that when things go wrong, finding someone to blame can provide a target for anger. 
· Students who experience failure or are made to feel insecure often restore their self-esteem by disparaging a rival school or another person 
· Explains why a rival’s misfortune sometimes provides a twinge of pleasure (Scadenfreude – German word for this secret joy that we sometimes take in another’s failure)
· Negative emotions nourish prejudice 
· Williams syndrome – display a notable lack of racial stereotypes and prejudice






Just-world phenomenon: the tendency for people to believe that world is just and that people therefore get what they deserve and deserve what they get. 











Ingroup: “us” – people with whom we share a common identity.
Outgroup: “them” – those perceived as different or apart from our ingroup 
Ingroup bias: the theory that prejudice offers an outlet for anger by providing someone to blame. 





Scapegoat theory: the theory that prejudice offers an outlet for anger by providing someone to blame









Cognitive Roots of Prejudice
· Stereotyped beliefs are a by-product of how we cognitively simplify the world.
· Forming Categoris
· One way we simplify our world is to categorize 
· Researchers believe this happens because, after learning the features of a familiar racial group, the observer’s selective attention is drawn to the distinctive features of the less-familiar minority. 
· When categorizing people into groups we often stereotype. 
· We overestimate the homogeneity of other groups (we perceive outgroup homogeneity) 
· Our greater recognition for individual own-race faces – called the other-race effect (also called the cross-race effect or own-race bias) emerges during infancy, between 3 and 9 months of age.
· People’s superiority at recognizing faces of their own race is paralleled by an own-age bias – better recognition memory for faces of one’s own age group. 
· With effort and with experience, people get better at recognizing individual faces from another group 
· Remembering Vivid Cases
· We often judge the frequency of events by instances that readily come to mind. 
· Believing the World Is Just
· Hindsight bias at work. For example, people saying that rape victims, abused spouses, or people with AIDS got what they deserved. 
· Hindsight bias promoted a blame-the-victim mentality among members of the first group
· Blaming the victim also serves to reassure people that it couldn’t happen to them. 
· People also have a basic tendency to justify their culture’s social systems 

Aggression
· Aggression is any unwanted behaviour intended to harm someone, whether done out of hostility or as a calculated means to an end. 
The Biology of Aggression
· Aggression varies too widely in each day and age and person to be considered an unlearned instinct. 
· Aggression can be caused by three biological levels – genetic neural, and biochemical
· Genetic Influences
· we know this because animals have been bred for aggressiveness 














Other-race effect: the tendency to recall faces of one’s own race more accurately than faces of other races. Also called the cross-race effect and the own-race bias.


















Aggression: any act intended to harm someone physically or emotionally. 








· the effect of genes also appears in human twin studies 
· if one identical twin admits to “having a violent temper” the other twin will often independently admit the same. 
· Fraternal twins are much less likely to respond similarly. 
· Researchers continue to search for genetic markers in those who commit violent acts: Y chromosome 
· Another marker is the monoamine oxidase A (MAOA) gene, which helps break down neurotransmitters such as dopamine and serotonin. (“warrior gene”)
· In one experiment, low (compared with high) MAOA gene carriers gave more unpleasant hot sauce to someone who provoked them.
· Neural Influences
· No one spot in the brain that controls aggression
· Aggression is a complex behaviour, and it occurs in particular contexts. 
· Animal and human brains have neural systems that given provocation, will either inhibit or facilitate aggression. 
· If the frontal lobes are damaged, inactive, disconnected, or not yet fully mature aggression may be more likely. 
· Biochemical Influences
· Our genes engineer our individual nervous systems, which operate electrochemically. 
· When injected with testosterone, gentle, castrated mice once again become aggressive. 
· Humans are less sensitive to hormonal changes. 
· As men age, their testosterone level – and their aggressiveness – diminish. 
· High testosterone correlates with irritability assertiveness, impulsiveness, and low tolerance for frustration – qualities that predispose somewhat more aggressive responses to provocation or competition for status. 
· Drugs that sharply reduce testosterone levels subdue men’s aggressive tendencies. 
· Alcohol unleashes aggressive responses to frustration. 
· Just thinking you’ve imbibed alcohol can increase aggression 
· Alcohol also inclines people to interpret ambiguous acts (accidental) as provocations 
Psychological and Social-Cultural Factors in Aggression
· Aversive Events
· Suffering sometimes builds characters
· Those made miserable have often made others miserable called the frustration-aggression principle: frustration creates anger, which can spark aggression. 
· Hot temperatures, physical pain, personal insults, foul odors, cigarette smoke, crowding, etc. – can also evoke hostility. 









































Frustration-aggression principle: the principle that frustration – the blocking of an attempt to achieve some goal – creates anger, which can generate aggression



· Reinforcement, Modeling, and Self-Control
· Children whose aggression has successfully intimidated other children may become bullies. 
· Aggression-replacement program taught generations new ways to control anger and more thoughtful approaches to moral reasoning. 
· Media Models for Sexual Violence
· Repeatedly viewing on-screen violence tends to make us less sensitive to cruelty.
· Teaches us social scripts – culturally provided mental files for how to act. 
· When we find ourselves in new situations, uncertain how to behave, we rely on social scripts. After watching many films, we follow a script in our head when faced with real-life conflicts. 
· Music lyrics are also social scripts. 
· Sexual scripts in pornographic films are often toxic. 
· When nonviolent sexual content affects aggression-related sexual attitudes, violent sexual content can also increase men’s readiness to actually behave aggressively toward women. 
· Do Violent Video Games Teach Social Scripts for Violence?
· Playing a co-op game that help people can increase real life helping
· Video games can prime aggressive thoughts, decrease empathy and increase aggression 
· University men who spend the most hours playing violent video games have also tended to be the most physically aggressive
· They note that from 1996-2006, youth violence declined while video game sales increased, and argue that other factors – depression, family violence, peer influence – better predict aggression. 
· Game-playing keeps people off the streets and out of trouble 
· Game players develop speedy reaction times and enhanced visual skills





















Social script: culturally modeled guide for how to act in various situations.






































Prosocial Relations 
The Psychology of Attraction
· Three ingredients of our liking for one another: proximity, attractiveness, and similarity 
· Proximity
· Geographic nearness – is friendship’s most powerful predictor. 
· Provides opportunities for aggression, but much more often it breeds liking. 
· Mating starts with meeting.
· Proximity breeds liking partly because of the mere exposure effect
· Familiarity feeds fondness 
· We like other people when their faces incorporate some morphed features of our own. 
· What was familiar was generally safe and approachable
· What was unfamiliar was more often dangerous and threatening. 
· Modern Matchmaking
· Those who have not found a romantic partner in their immediate proximity may cast a wider net by joining an online dating service. 
· Internet friendships often feel as real and important to people as in-person relationships. 
· Speed dating pushes the search for romance into high gear. 
· For many participants, 4 minutes is enough time to form a feeling about a conversational partner and to register whether the partner likes them 
· Physical Attractiveness
· Predicts how often people date and how popular they feel. 
· Affects initial impressions of people’s personalities 
· Babies have preferred attractive over unattractive faces 
· Less attractive people have been more likely to accept praise as sincere. 
· By providing reproductive clues, bodies influence sexual attraction
· Women feel attracted to healthy-looking men, but especially – and more so when ovulating – to those who seem mature, dominant, masculine, and affluent. 
· The face tends to be the better predictor of overall physical attractiveness 
· Averaged faces are more symmetrical and people with symmetrical faces and bodies are more sexually attractive. 
· Man’s looks do affect women’s behaviour 
· Physical attractiveness also predicts how often people date and how popular they feel
· It affects initial impressions of people’s personalities. 













Mere exposure effect: the phenomenon that repeated exposure to novel stimuli increases liking of them



































· Similarity 
· it makes a good story – extremely different types liking or loving each other 
· compared with randomly paired people, friends and couples are far more likely to share common attitudes, beliefs, and interests 
· the more alike people are, the more their liking endures. 
· We also like those who like us 
· When we believe someone likes us, we feel good and respond to them warmly, which leads them to like us even more. 
· Reward theory of attraction: we like those whose behaviour is rewarding to us, including those who are both able and willing to help us achieve our goals
Romantic Love
· if love endures, temporary passionate love will mellow into a lingering companionate love. 
· Passionate Love
· a key ingredient of passionate love is arousal
· the two-factor theory of emotion can help us understand this intense positive absorption in another. Theory assumes that:
1. emotions have two ingredients – physical arousal plus cognitive appraisal
2. arousal from any source can enhance one emotion or another, depending on how we interpret and label the arousal 
· adrenaline makes the heart grow fonder 
· when sexual desire is supplemented by a growing attachment, the result is the passion of romantic love
· Companionate Love
· as love matures, it typically becomes a steadier companionate love – a deep, affectionate attachment 
· the flood of passion-facilitating hormones subsides and oxytocin supports feelings of trust, calmness, and bonding with the mate 
· passionate love often produces children, whose survival is aided by the parents’ waning obsession with each other 
· one key to gratifying, and enduring relationship is equity. When both partners receive in proportion to what they give – their chances for sustained and satisfying companionate love are good
· Also, loving relationships need self-disclosure, the revealing of intimate details about ourselves 
· Another key is positive support. 






















Passionate love: an aroused state of intense positive absorption in another, usually present at the beginning of a love relationship








Companionate love: the deep affectionate attachment we feel for those with whom our lives are intertwined 



Equity: a condition in which people receive from a relationship in proportion to what they give to it.
Self-disclosure: the act of revealing intimate aspects of oneself to others




Altruism
· Altruism is an unselfish concern for the welfare of others. 
Bystander Intervention
· An important situational factor – the presence of others 
· If the situation enables us first to notice the incident, then to interpret it as an emergency, and finally to assume responsibility for helping 
· when more people shared responsibility for helping – when there was a diffusion of responsibility – any single listener was less likely to help, 
· confirmation of bystander effect
· the best odds of our helping someone occur when:
· the person appears to need and deserve help
· the person is in some way similar to us
· is a woman
· have just observed someone else being helpful
· not in a hurry
· in a small town or rural area
· feeling guilty 
· focused on others and not preoccupied
· in a good mood 
· happy people are helpful people 
· helpfulness breeds happiness 
· people who give money away are happier than those who spend it almost on themselves 
The Norms for Helping
· self-interest underlies all human interactions, that our constant goal is to maximize rewards and minimize costs – social exchange theory
· through socialization, we learn the reciprocity norm: the expectation that we should return help, not harm, to those who have helped us. Compels us to give 
· also learn a social-responsibility norm: we should help those who need our help even if the costs outweigh the benefits 

Peacemaking
Elements of Conflict
· conflict is a perceived incompatibility of actions, goals, or ideas 
· Social Traps
· in some situations, we support our collective well-being by purposing our personal interests 
· challenge us to reconcile our right to pursue our well-being with our responsibility for well-being of all
· Enemy Perceptions
· Psychologists have noted that those in conflict have a curious tendency to form diabolical images of one another 


Altruism: unselfish regard for the welfare of others 







Bystander effect: the tendency for any given bystander to be less likely to give aid if other bystanders are present











Social exchange theory: the theory that our social behaviour is an exchange process, the aim of which is to maximize benefits and minimize costs. 
Reciprocity norm: an expectation that people will help, not hurt, those who have helped them
Social-responsibility norm: an expectation that people will help those needing help
Conflict: a perceived incompatibility of actions, goals or ideas
Social trap: in a situation in which the conflicting parties, by each pursuing their self-interest rather than the hood of the group, become caught in mutually destructive behaviour 
· These distorted images are, called mirror-image perceptions: as we see “them” – as untrustworthy, with evil intentions – so “they” see us 
· Perceptions can become self-fulfilling prophecies 
· Mirror-image perceptions feed similar cycles of hostility on the world stage 
Promoting Peace
· Contact
· Negative contact increases disliking 
· Positive contact helps 
· If they know someone who is such, they have a stronger relationship with the other. 
· Friendly contact, improves attitudes toward others of the different race, and even toward other racial outgroups. 
· When mirror-image misperceptions are corrected, friendships may form and prejudices melt. 
· Cooperation
· Superordinate goals – shared goals that could be achieved only through cooperation 
· Sherif used shared predicaments and goals to turn enemies into friends. 
· Cooperation can lead people to define a new, inclusive group that dissolves their former subgroups. 
· In which, “us” and “them” become “we” 
· Communication
· When real-life conflicts become intense, a third-party mediator may facilitate much-needed communication 
· Mediators helps each party to voice its viewpoint and to understand the other’s needs and goals. 
· Mediators can replace a competitive win-lose orientation with a cooperative win-win orientation that leads to a mutually beneficial resolution. 
· Conciliation
· Understanding and cooperative resolution are most needed, yet least likely, in times of anger or crisis. 
· When conflicts intensify, images become more stereotyped, judgments more rigid, and communication more difficult. 
· Charles Osgood
· Advocated a strategy nicknamed GRIT
· One side first announces its recognition of mutual interests and its intent to reduce tensions
· Then initiates one or more small, conciliatory acts 
· Opens the door for reciprocity by the other party. 





Mirror-image perceptions: mutual views often held by conflicting people, as when each side sees itself as ethical and peaceful and views the other side as evil and aggressive.
Self-fulfilling prophecy: a belief that leads to its own fulfillment 








Superordinate goals: shared goals that override differences among people and require their cooperation 
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