Chapter 14- Social Psychology
Definition: the scientific study of how the presence of others (real or imaginary) influences and effects the way we feel, think and behave
I. Social Thinking 
· A. Attributions
· The reasons we came up with to explain why a behaviour occurred
· There are different explanations to explain why a behaviour occurred
· Possibilities:
· Dispositional factors (Internal Factors i.e. this is who they are)
· Situational Factors
· Most explanations are an interaction of both possibilities
· The fundamental attribution error
· When it comes to explaining other people’s behaviours we are more likely to focus on dispositional factors and disregard situational factors
· Exceptions
· When we explain our own behaviour, we’re more likely too focus on situational factors
· When we explain the behaviours of people we know
· When we allow empathy and compassion we don’t fall according to the fundamental attribution error
· Effects of attribution error
· The attributions we make will influence how we think, feel and behave
· B. Attitudes & Actions
· B.1 Do Attitudes guide actions
· Attitudes: relatively stable evaluation of someone
· Can be positive, negative or neutral
· 3 Components
· Cognitive components (i.e. thoughts, feelings)
· Emotional components
· Behavioural components
· Attitudes can guide actions (but not always)
· Your actions will be more likely guided by your attitudes
· When outside influences are minimal
· Attitudes are specific
· We are aware of our attitudes
· Attitudes is extreme
· When the attitude is talked about frequently
· When you publicly express your attitude
· When the attitude is developed from a direct experience
· B.2 Do actions affect attitudes
· The foot-in-the-door phenomenon
· Once we have agreed to a small request, we are more likely to say yes to a second larger request
· Role-playing: everyone has a social role (ex. Student, son, employee)
· Social roles influence how we behave
· Zimbardo (1972)
· A group of guys were split up into two groups, guards and prisoners at random without them knowing
· The criminals were randomly brought in and put in a jail cell (The people were put in real-life situations)
· After the second day, the two groups adjusted to their social roles
· Guards would become more abusive
· Criminals started as rebellious and later started behaving as prisoners (i.e. obedient, passive, etc…)
· Groups behaved very much in their social roles that they ended it in 6 days. (Became very realistic though these people were all decent people)
· B.3 Why do actions affect attitudes
· Cognitive dissonance (Festinger)
· According to Festinger, cognitive dissonance explains why actions affect attitudes
· We enter into a state of cognitive dissonance when we realise there is a gap between our actions and attitudes
· A state of psychological tension (Aversive, uncomfortable)
· We get rid of it by changing our actions or attitudes

II. Social Influences
· A. Conformity & Obedience
· A.1 Conformity
· Adopt or change a behaviour/attitude to match those of other
· Solomon Asch
· Study: Tried to answer the question “Will we conform to the opinion of the group even when its wrong?”
· Invites subjects to the lab
· Only one of them is a “real” subject
· There is a set of questions and slowly the “fake” subjects start choosing the wrong answer
· 76% of the “real” subjects agreed at least once when the answer of the group was clearly wrong
· However, the subject will answer the question with distress
· We are more likely to conform
· If we have to say the answer out loud
· When we’re ambiguous of the answer
· When the group choice is unanimous
· When we doubt our abilities
· When we advance the people of the group
· If we come from a more collectivist culture
· When the group has 3+ people
· Normative Social Influence
· Influence resulting from a person’s desire to gain approval or avoid disapproval
· Informational Social Influence
· We have a desire to be right
· When we are unsure we follow the group since we have a desire to be right
· A.2 Obedience
· Performing an action because an authoritative figure gave us an order
· Degree of obedience is important, but blind obedience is a problem which can lead to disasters
· 3Milgram
· Would people continue to obey when given orders to something destructive
· Study: 40 male subjects form different occupations
· Fake subjects acts as a learner and is zapped by the “real” subject if he makes a mistake
· The “real” subject doesn’t stop zapping when the learner is in extreme pain since they were told to
· When they weren’t under instructions most of them stopped immediately after the subject was in pain
· Conclusion: people continue to obey to authoritative figures even when it has destructive consequences
· B. Group Influence
· B.1 Individual Behaviour in the Presence of Others
· Social Loafing
· Our tendency as individuals to exert less effort in a group project compared to an individual assignment. There are 2 reasons:
· Diffused responsibility: when we can’t pinpoint a responsible person
· Slacking off because we think others will slack off
· Exceptions
· When the task is personally meaningful we will work as hard as we can
· If the group we belong to has a high standing in society, we all work hard to maintain that standard
· If we admire the group, we will work hard to get into the group
· Social Facilitation
· If the task is easy or you’re super skilled, the presence of others will enhance your performance
· If the task is difficult or you aren’t skilled, the presence of others will diminish your performance
· Deindividuation
· Our tendency, in a crowd, to engage in behaviours that we normally won’t behave in (Includes destructive behaviours)
· B.2 Effects of Group Interaction
· Group Polarization
· As a result of interactions within the group, the original person’s point of view will become stronger
· Groupthink: linked with inferior thinking and poor decisions
· Janis (1982): coined the term “groupthink”
· Discovered when the presidents made bad decisions, groupthink was present
· Groupthink is more present when some factors like unity, being unanimous, pleasing the leader, etc… are present
· Stop thinking and properly evaluating problems
· Avoid groupthink?
· Must encourage disagreement
· Assign a “devil’s advocate
· Hire an outside source to challenge any opinions
· Don’t act an impulse; think thoroughly
· As a leader, don’t immediately share your opinion

III. Social Relations
· A. Prejudice
· A.1 Introduction
· Definition: an attitude towards a specific group of people
· Attitude isn’t based on facts or truth
· Attitude is based on inaccurate, incomplete and superficial information
· 3 components
· 1. Cognition
· 2. Emotions
· 3. A tendency to behave a different way
· Prejudice is an “attitude” while discrimination is an “action”
· Prejudice can be explicit or implicit
· Explicit: clear, conscious and awre your prejudice
· Implicit: being unconscious that your prejudice
· Prejudice is universal
· A.2 Sources of Prejudice
· Mental Shortcuts:
· Categorization: categorizing your group vs. another group
· Your group is the “In-group”
· The group we’re not part of is the “out-group”
· When we look at our group we see each other as different individuals (i.e. Heterogeneous)
· When we look at the other group we see them as the same individuals (i.e. Homogenous)
· In group bias
· When we believe the group we belong to is far superior to everything else
· Ethnocentricity: when we perceive our group to be superior to everything else
· We use our group as the basis to judge other groups
· Just World Phenomenon: we believe good things happen to good people
· When we strongly believe this we end up blaming the victim
· Emotional Shortcuts
· Worldview: for some of us our worldview is essential to feel safe in the world
· When someone has a different view it threatens us and our worldview
· We then become prejudice
· Tonic: when we feel we’re worthless, some people will see others as worse to build up their self-esteem
· Frustration- when we’re frustrated, and we can take it out to the source of the frustration, we’ll take it out on the other people/group
· They become the scapegoat
· Learning
· Our prejudice is learned from our environment
· Ex. Family, friends, school, etc…
· Social Pressure
· When people we admire are prejudice we may adapt their prejudice to be accepted by them
· Social Identity
· Belonging to a group is part of our social identity
· For some people, a group is essential for their self of sense
· Opens the door to prejudice
· Economic Factors
· If we are living in a poor economic time with lots of competition, we will open the door to prejudice
· When we have a big gap in social status, we can become prejudice
· B. Aggression
· Definition: any behaviour that is done with the intention to hurt, harm or destroy
· Why are we aggressive?
· Early theories
· In the beginning, we believed aggression was an instinct
· Today, we refuse that theory
· Aggression is a complete behaviour
· Instinct means it is automatic and unlearned. It would also mean everyone in the species would act this way
· There is a genetic component to aggression
· Brain
· Multiple parts of the brain and many neurotransmitters are linked to aggression
· Frontal Lobe
· Serotonin
· Amygdala
· Hormones
· Ex. High levels of testosterone= High levels of aggression
· Ex. High levels of stress hormones= High levels of aggression
· Alcohol—there is a connection between alcohol and aggression
· Alcohol depresses the brain
· Includes the frontal lobes
· We end up acting instinctively
· Mental Illness
· Aversive Events
· When we experience aversive events we become more aggressive
· Frustration—aggression principle
· If we are trying to pursue a goal, and something stops us, we become frustrated which makes us more aggressive
· Learning
· We learn to be aggressive
· Media
· All forms of media contain violence
· There is a cause and effect relationship between violence in the media and real-life
· Violence in the media effects us in two ways
· We may imitate the action
· We become desensitized to violence in real-life
· Nature/ Nurture Interaction
· Catharsis hypothesis
· If you are angry, you should let it all out
· Short term: you may feel a bit better
· Long term: you are going to become angrier
· Anger must be dealt in a healthy way
· C. Interpersonal Attraction
· Proximity (Geographical): in order to fall in love, we must meet them
· We tend to befriend people who are close to us (ex. Who we work with, who we live near, etc…)
· Proximity also facilitates the “Mere exposure effect”
· Mere exposure effect: when we are repeatedly exposed to a stimulus that is neutral or positive, we will become more pleased by this stimulus
· Physical Attractiveness: we tend to look at attractive faces more than less attractive faces
· We tend to associate physical attractiveness with positive qualities
· Physical attractiveness is more important when we don’t  know about them
· We tend to find people we like attractive
· Physiological arousal
· 2-factor theory of emotion
· As it applies to interpersonal attraction, physiological arousal from situation#1 will spillover to situation #2
· As a result of the spillover, interpersonal attraction is increased
· Reciprocity of liking
· We tend to like people that like us
· Similarity
· We’re attracted to people that are similar to us in values, goals, beliefs, interests, etc…
· The more similar we’re the more likely the situation is to continue and strive
· Reward
· The relationship must be rewarding for both parties
· Passionate Love
· Have higher pleasure pathways 
· Passionate love is very short (6-30 months)
· Based on fantasy of love
· We’re in love with our idea of them
· Companionate Love
· Characterized by deep respect, admiration, affection and commitment
· Can be long-lasting
· The love gets deeper overtime
· Equity
· Very important to have a balance between the giving and receiving
· Must assess your giving and receiving
· Self-disclosure
· Sharing, opening up, etc… ourselves to the other person
· Slowly and stepwise
· Must build trust
· Prosocial behaviours
· A behaviour that helps other people
· The motivation of the behaviour doesn’t matter
· Altruism: a type of prosocial behaviour
· The motivation is solely to help others
· Animals also show altruism
· Kitty Genovese (1964)
· Got murder and sexual assaulted by a psychopath
· 38 people heard screams, yet nobody called 911
· According to 2 psychologists it was due to the Bystander effect
· Bystander Effect: our tendency as individuals to be less likely to step up and help during an emergency when there are others around
· More people= lower probability of us helping
· 2 main explanations:
· 1. Diffusion of responsibility  when there are others around we are less likely to believe there is an emergency
· 2. When we’re confused about what is going on, we get our information from the group (i.e. If others act calm and act like it isn’t an emergency, we will take clues from them)
· According for us to help during an emergency
· 1. We must notice the situation
· 2. We must decide it is an emergency
· 3. We must take responsibility for the situation
· The Psychology of Helping
· Social exchange theory
· What guides helping behaviour is self-interest
· [bookmark: _GoBack]If the benefits outweigh the costs, we will help
· Reciprocity norm
· We help those who help us
· Social Responsibility norm
· We’re socialized and trained to help those who need help
· We can also help due to empathy and compassion
· E. Conflict
· Social Trap: when the pursuit of individual interest and short term gains leads to collective agreement and harm
· Enemy Perception: we perceive ourselves as “all good, all positive” and we perceive out enemies as “all bad, all negative”
· However, our enemies think the same thing
· Known as Mirror perception
· F. Peacemaking
· F.1 Cooperation
· Sherif et al. (1961)
· Experiment: Robbers cake experiment
· Got psychological well-adjusted 12-year-old boys
· Split them into 2 groups
· The groups didn’t know of each other
· Once they discovered the existence of the other group, they became competitive
· In the last step, Sherif gave them superordinate goals
· Superordinate goals: goals that are highly valuable for different groups
· In order to obtain those goals, they must work together
· The Jigsaw classroom
· You divide the classroom into different groups (must be diverse)
· They work on group projects
· Each student will have a vital role in the group
· They will be forced to interact with each other
· F.2 Communication
· Fundamental for understanding others
· F.3 Conciliation
· GRIT (Graduated and Reciprocated Initiatives in Tension Reduction)
· Developed by Charles Osgoode
· GRIT is a step-by-step de-escalation process
· It starts unilaterally with the hope that both parties will make reciprocated gestures
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