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Social Media Stats: 70% of people use some form of social media
 
Which Social Media Platforms are the Most Popular?
· Facebook still most widely used social media
· 50% of 18-24 year olds check Facebook when they wake up
 
Which Gender Uses Social Media More? Both use it the same amount.
 
Fun Facts About Facebook
· 2 billion monthly active users
· 5 new profiles created every second
· 83 million fake profiles
· Highest traffic is mid-week between 1pm-3pm
· Average time spent on Facebook is 20 minutes
 
 
Why Do We Use Social Media?
 
 
Relationship Maintenance
· 78% of people use Facebook to stay connected with others
· How?
· Liking, commenting, birthday reminders
· Reciprocity Effect
· More likely to "like" others posts/photos after they've liked our pictures/posts
 
Self Presentation
· Face to face interactions are cognitively demanding than online interactions
· Online we can present ourselves exactly the way we want
· 68% of people share posts to give others a better sense of who they are
 
Self Esteem
· 62% of people feel better about themselves when people react positively to what they post
· Looking at our own Facebook profil enhances self esteem
 
Management of Mood and Emotions
· When in a negative mood, more likely to make downward social comparisons by looking at the profiles of people we see as less successful/attractive as us
· "Catching" other positive mood
 
Emotional Contagion on Facebook
1. Manipulation exposure to emotional content in News Feed
1. Took 689,000 news feeds and manipulated them, reduced exposure to negative posts or reduced exposure to positive
2. Emotions that people expressed in status updates after this exposure (positive vs negative words)
1. More positive status updates when exposed to fewer negative posts
2. Less positive status updates when exposed to fewer positive posts
 
 
How Does Personality Affect Facebook Use?
 
Extraversion: extent to which people are social, cheerful, active and talkative
 
Extraverts:
· Have more Facebook friends
· More likely to post about current activities and post pictures
 
· Facebook provides extraverts with another way to communicate with friends and contacts made offline
 
Neuroticism: extent to which people express negative emotions such as anxiety and sadness, difficulty managing stress
 
More neurotic people :
· Spend more time on Facebook, shower greater emotional attachment to Facebook
 
Narcissists:
· Post more self-promotional information
· More likely to post selfies and edit posted photos
· Post deeper personal information
 
 
Do Facebook Profiles Reflect The "Real" You?
 
· Idealized Virtual Reality Hypothesis: our profiles display an idealized characteristics that do not reflect who we really are
· Extended Real-Life Hypothesis: people use social media to communicate their real personalities
 
Extended Real-Life Hypothesis
 
	Real Personality
	 
	 
	Compare to Facebook Personality

	· According to participants
· According to family/friends 
	 
	 
	· According to coders that look at participant's Facebook page
·  


 
· Profiles accurately reflected all personality traits examined
· Extraversion was perceived most accurately
· Neuroticism was perceived the least accurate
 
 
Computer-Based Personality Judgements are More Accurate Than Those Made By Humans
 
· Computer programme analyzed Facebook likes of 7000 volunteers
· Computer's judgement of Facebook profiles was more accurate than friend's and family's judgements
· www.youarewhatyoulike.com
 
 
Romantic Relationships and Social Media
 
Showing Interest and Attraction
· Focus groups of 15-18 year olds
· "liking" old pictures and status updates, sending private messages
· Heterosexual women are more likely to Fcaebook "stalk" potential partner's profile after seeing a post of the person with an attractive woman
· Perceived as better looking if our Facebook friends are good looking
 
Relationship Styles and Social Media
· People that are uncomfortable with intimacy and closeness
· Prefer to use social media to communicate with romantic partner
· Have less visible relationships on Facebook
· People that have a fear of abandonment perform the most partner surveillance on Facebook
 
Does Facebook Reveal Relationship Satisfaction?
· More selfies with partner associated with feelings of love and commitment
· People in happy relationships
· More likely to have partner in profile picture
· Partners with more overlap in identity have more similar Facebook profiles
 
Romantic Insecurity on Social Media
· People are morel likely to post about relationship on days when they feel more insecure
· More romantic jealousy the more time you spend on Facebook
· People experience more jealousy on Snapchat than Facebook
 
How Does Facebook Affect Well-Being?
 
More Facebook use associated with:
· More feelings of connection with others
· Higher self esteem
· More social involvement
 
More Facebook use associated with:
· Weaker social interaction
· Lower self esteem
· Lower emotional well being
· Lower life satisfaction
· Increased loneliness and depression
· Increased envy
 
How Facebook is Used Seems to Matter
 
Passive Use hurts well being:
· Scrolling through news feed, looking at friend's profiles
· Creates more feelings of envy
· Active Use doesn't impact well-being
 
Type of Communication Frequency
· People tend to use Facebook more passive
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Social Psychology, Science, and Common Sense
 
Social Psychology: scientific study of the way in which people's thoughts, feelings, actions are influenced by the real or imagined presence of other people, concerned with how people are influenced by their construal, interpretation of their social environment
 
Social Psychologists: study how/why thoughts feelings and behaviours are shaped by our social environment
 
Construal: way in which people perceive, comprehend, interpret their social world; subjective interpretations of social phenomena
 
Empirically-based Science: ideas and assumptions are tested by objective and systematic collection of data using scientific method
 
Social Psych → uses controlled experiments
 
Philosophy → similar questions, different methods
 
Folk Psychology → what your mother tells you about men; unreliable, oversimplified and contradictory
 
Social Psych vs Sociology
 
· Both share an interest in situational and societal influences on behaviour
· They differ in their levels of analysis
· Social psych studies individuals
 
Social Psychology vs Personality Psychology
· Both share emphasis on individuals and reasons for behaviour
· Social psychologists emphasize psychological processes shared by most people that make them susceptible to social influence
· Personality focuses on individual differences or aspects of people's personalities that make them different from others
 
Phrenology: would check bumps of the head
 
Social Psychology vs Clinical Psychology
· Clinical psychologists seek to understand and treat people with psychological issues
· Social psychologists focus on the more typical ways in which individuals think, feel, behave, and influence each other
· Clinical: ex: effectiveness of treatment to people suffering with depression; interested in what contributes to onset of mental health conditions
· Social psych: not how do things go wrong, how does it work inside the human being to start with so that most studies we'll read about, participant's are normal individuals, how social perception/cognition work in the normal individual; sometimes will have relevance to people with mental illness
 
Social psych vs Cognitive Psych
· Cognitive psychologists study mental processes overall
· Social psychologists are interested in mental processes with respect to social information and how these processes influence social behaviour
 
Fathers of Social Psychology
 
Norman Triplett, 1897: observer effects on behaviour; having someone watch you experiment affects the way they do it; social environment has significant affect on performance
 
Max Ringelman, 1899: poor collective performance; if you have performance situations where it was not possible to identify your contribution, you worked less hard at it. If you had a tug of rope situation where there was one person on either side, looking at force put into it compared to a team of 4 people, as soon as you work as a team you work less hard than alone
 
William MacDougall (1908), Edward Ross (1908), Floyad Alport (1924)
 
 
The Power of the Situation:
· At the heart of social psychology
· A large part of our social environment
· People often underestimate its effect on behaviour
 
Catastrophizing and Pain Behaviour Experiment
· Distress is a way to get other people to aid
· Laboratories: painful stimulus: cold compressor; asking pain free participants to immerse arm in a very cold thing of water, for the average person it hurts a lot
· Exposed to this painful stimulus if there is someone with you, would that impact your pain behaviour? (grimacing, rubbing) does it differ depending on if you're a high or low catastrophizer? Manipulating social presence, also influence of personality (low/high C)
· Low Catastrophizer: alone & observer
· High catastropher: alone & oberserver
· All different variations
· When alone there is not that much of a difference, but if you put someone in the room with them is that it doesn't influence the pain of the low C but there is an increase in the high C
· Putting someone in the room with them influences how much pain behaviour they experience
· Interviewed to ass whether having someone in the room influenced them: all participants said "no", often we are not aware of the manner in which the situation influences the way we think/behave
 
 
Fundamental Attribution Error: tendency to overestimate extent to which person's behaviour is due to internal, dispositional factors and to underestimate the role of external, situational factors
Also known as fundamental attribution error also kwnon as correspondence bias… on powerpoint
 
Early Studies providing data suggesting we have this uncontrollable neglect of situational information:
· Jones and Harris (1967):
· given essay to read written by a student, one of the essays was student choosing Pro-Castro essay, after you read this you are asked to rate their opinion of Castro (if it's positive, probably think they like him vice versa)
· you are going from their behaviour and inferring something about them
· If you are told this person had choice to write pro-Castro or Anti then you would think their behaviour reveals something about them; if you were told the essay was someone TOLD to write essay and had no choice, what do you know about their true underlying information? Nothing.
· Find that even when person is in the no choice situation, they still rate the person's true attitude in line with essay they read; suggesting that people have difficulty appreciating the power of the situation in determining people's behaviour
 
· Students read pro-charter or anti charter essay (there was a lot of discussion on laws playing role in how people were allowed to display themselves in public)
· People had strong feelings pro/against charter. Tried to replicate Jones and Harris
· If you read a pro-charter and told person had a choice, you would infer their underlying essay was in line with essay written
· If told they were assigned, you know nothing about the individual's underlying attitude
· Saw exactly what Jones and Harris found!
· Fundamental Attribution: have difficult time to make use of important situational information
 
Underestimating Situational Factors
 
Study by Liberman, Samuels, Ross
· Importance of situation; have two variables, asked who are some people who you think are really competitive or cooperative. They get them to behave "Wall Street Game" or "Community Game"
· Interested in looking at degree to which type of person you are vs what you are told about the game, how many cooperative or competitive moves you make
· Independent Variable: (manipulation) how students predicted by others to play (cooperative or competitive), instructions given to players (Wall Street vs Community)
· Dependent Variable: (result of the manipulating) percentage choosing cooperative strategy
· Results:
· Show that players influenced by name given to the game (situational factor)
 
Relevance to Real Life
· Just world phenomena
· Salience of behaviour
· Effortful cognition
· Culture
 
The Power of the Situation
· Situational factors have large influence on behaviour, but we must examine them from perspective of those in it
· Construals not objective… continued on PowerPoint
· Ex: reaction to friendly greeting depends on recipient's construal on meaning of greeting
· Greeting from car salesman interpreted differently than that of a friend
 
Emphasis on subjective perceptions has its roots in Gestalt Psychology
· Kurt Lewin, founding father applied Gestalt to his own psychology
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Science: objective approach to knowledge
 
The Story of Kitty Genovese: early 60s in New York, where Kitty is attacked on the way to her apartment, 38 people witness the attack, attack goes on for 45 minutes, no one helps.
· Two social psychologists came up with: Diffusion of Responsibility; if human believes it's someone else's responsibility to take action they do nothing.
 
Latané et Darkey
 
Independent Variable: variable that is hypothesized, manipulated
Dependent Variable: depending on independent variable
 
IV: Number of Bystanders
DV: How many participant's helped
 
Less participant's (no onlookers) = more likely to help the victim
 
Theory: organized set of principles that can be used to explain observed phenomena
· Evaluated with:
· Simplicity: trying to fix complex phenomenon, try to understand it simply
· Comprehensiveness
· Generativity : gives rise to new ideas; prompts more thinking on that question
 
Hypothesis: testable statement about relationship between two or more variables derived from theory
 
Theory Refinement: develop theory derived from that theory, based on results revise the theory to formulate new hypotheses; social psychologists engage in continual process if theory refinement
 
How To Do Social Psychology Research:
 
1. Selecting research topic based on theory
2. Searching relevant research literature
3. Formulating hypotheses
4. Selecting research method
5. Collecting data
6. Analyzing data
7. Reporting the results
 
Types of Research:
 
Basic Research: increasing understanding of human behaviour, designed to test specific hypotheses from specific theory
ex: examining sex differences in how brain is interacting with people who are distressed
 
Applied Research: goal to enlarge understanding of naturally occurring events, finding solutions to practical problems
ex:  do people feel more comfortable with male or female pediatricians
 
Variables: Independent & Dependent
· Subject Variable: variables that characterize pre-existing differences among study participants
 
Conceptual Variables and Operational Definitions:
 
Conceptual Variable: abstract/general variable
 
Operational Definition: how conceptual variable will be manipulated or measured
 
ex: pain tolerance, in any study have to assess the intolerance: amount of time someone keeps arm in cold water, tolerance is the conceptual variable, operational definition is the amount of time in water.
 
Construct Validity: extent measures used actually measure what they were designed to measure
· Ex: pain catastrophizing experiment
 
 
Research Methods
 
Observational: describing people/ their thoughts, feelings, behaviours; observing behaviour
· Archival Studies: examining existing records of past events/behaviours
· Surveys: asking people questions about their attitudes, beliefs, behaviours
· Measurement issues:
· Operational Definitions: defining behaviours being studied
· Inter-judge Reliability: reliability/accuracy of reporting
· Level of agreement between two or more people who independently observe/code a set of data
· This ensures observations are not subjective impressions of one individual
 
Experimental Method: bringing it into the lab
 
Correlational Research
 
Correlational: goal to learn about relationship between variables, no manipulation 
Perfect correlation: 1.0
 
Correlation Coefficient: measure of strength and direction of relationship of two variables
(Pearson Correlation: range -1 to +1)
· +1: perfect correlation between two variables
· -1: one increase corresponds to one unit decrease
· Concurrent: assessed both variables at same time
· Prospective:
 
**correlation is not causation**
 
Experiments
 
Experiments: used to examine cause-and-effect relationships
 
Two Essentials:
 
1. Researcher has control over experiment, manipulating variables of interest while ensuring uniformity elsewhere
 
1. Participants are randomly assigned to different treatment conditions
 
Internal Validity: ensuring nothing other than independent variable is affecting dependent
· Keep everything about situation the same except independent variable
· Do this by controlling all extraneous variables & randomly assigning people to the conditions
 
External Validity: extent to which results of study can be generalized to other situations/people
· Generalizability across situations
· Generalizability across people
 
Field Experiment: conducted in the real world
 
Random Assignment: condition is process where all participants have equal chance of taking part in any condition of experiment
 
Probability Level (p-value): calculate that results would occur by chance to prevent misinterpreting results, tells researchers how likely results occurred by chance, not because of independent variable
· Results are significant if probability is less than 50 in 100 that results are due to chance factors instead of independent variables
 
Psychological Realism: extent experiment triggers same perceptions, thoughts, decision making that would occur in everyday life
 
Cover Stories: used to maintain psychological realism by telling participant's purpose of the study is different than it really is
 
Generalizability: extent to which we can generalize people in experiment to people in general
 
Always trade off between internal/external:
· Have enough control over situation to ensure no extraneous variables influence results
· Ensuring results can be generalized to everyday life
 
Main Effects and Interactions
 
Main Effect: overall effect of independent variable on dependent variable
 
Interaction: how effect of each independent variable is different as function of other independent variables
 
Ethics and Values in Social Psychology
 
Role of Institutional Review Boards (IRBs)
· Informed Consent: deliberate/voluntary decision to participate in research
· Debriefing: disclosure made to participant's after research procedures completed
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Cognition: how we process the world around us
 
Automatic Pilot Thinking: low-effort thinking, don't have to willingly intend it, brain keeps track of that information
· Unconscious, unintentional, involuntary, effortless
· Ex: recognizing a common object
· We rely on schemas for this information
· Schemas: mental structures people use to organize knowledge about the world, organized sets of information operating without intention, helping you perceive/ remember the world
 
Schema
 
Functions of Schemas
· Help organize/make sense of world, fill in gaps of knowledge
· Help to have continuity and relate new experiences to the past
· Influence the way we process information
· Information relevant to schema processed quicker than information that is not
 
Associative Network: chain of association between related concepts
· Activation of one schema opens the activation of another schema
 
Controlled Social Cognition: high-effort thinking
 
Accessibility : extent that schemas/concepts are at forefront of people's minds and likely to be used when making judgements about social world
 
Priming: process where recent experiences increase schema or trait's accessibility
 
Priming/Accessibility Study
 
· Memorizing words, half given list of words that have sensationalism (adventurous, self confident) told it is a memory experiment, thinking the content of these words is irrelevant
· Other told memorize words like reckless and conceited
· Next experiment impression formation experiment; reading paragraph about 'Donald'
 
Embodied Cognition
 
Self-Fulfilling Prophecy: people's expectations about a person influence behaviour towards that person, causing the person's behaviour to become consistent with their original expectation
 
Rosenthal & Jacobson: 1968
· Teachers manipulated expectations of their student's potential influenced by the student's actual performance
· Told the teacher's that the kids were late bloomers and were gifted, the teachers treated them better after hearing this, the kids were chosen randomly and ended up having better results academically (proving self-fulfilling prophecy)
 
Expectancies Change Behaviour
· More personal attention
· Gave bloomers more material to read
· Gave bloomers more feedback on their work
· Gave bloomers more opportunities to respond
 
Three Step Self-Fulfilling Prophecy Process
 
1. Perceiver's behaviour toward the target
2. Target's behaviour toward the perceiver
3. Perceiver's expectations
 
Mental Strategies & Shortcuts
 
Judgemental Heuristics: mental shortcuts to make judgements/decisions quickly and efficiently
 
Availability Heuristic: mental rule of thumb where people base judgement on the ease with which they can bring something to mind
 
Representativeness Heuristic: mental shortcut where people classify something according to how similar it is to a typical case
 
· Research shows people do not use base rate information, relying more on representativeness heuristic
 
The Power of Automatic Thinking
 
· Automatic thinking =  used to make decisions/judgements
 
· Unconscious minds make better decisions on some tasks than conscious minds
 
High Effort Thinking
 
High Effort Thinking: sometimes we need to pause/think deeply about ourselves and social world
 
Controlled Thinking: conscious, intentional, voluntary, effortful
· Effortful, requiring mental energy
· People can only think controlled consciously about one thing at a time
· One purpose is to provide checks and balances for automatic processing
 
Counterfactual Reason
 
Counterfactual Thinking:
·  mentally changing some aspect of the past as a way of imagining what might have been, usually conscious/effortful not always voluntary/intentional
· More likely to engage when one can easily imagine avoiding negative event
· Easier to imagine a tragedy having been avoided, the more distressed people feel
· Focuses people's attention so they can cope better in future and take steps to prevent similar outcomes from occurring in the future
 
Improving Human Thinking: Avoiding overconfidence barrier: too much confidence in accuracy of one's judgements
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Social Perception: study of how we form impressions of other people/make inferences about them
· Important source of information; nonverbal behaviour
 
Nonverbal Behaviour
 
Nonverbal Communication: way in which people communicate intentionally or unintentionally
 
Nonverbal Cues: include facial expressions, tones of voice, gestures, body position/movement, use of touch. Eye gaze
 
Primary Uses of Nonverbal Behaviour:
 
· Expressing emotion
· Conveying attitudes
· Communicating personality
· Substitution for verbal messages
 
· Facial expressions most significant channel of non-verbal communication
· Charles Darwin believed primary emotions conveyed by face are universal
 
Cross-cultural research by Ekman and his colleagues support the universality of at least six universal facial expressions of emotion:
· Anger, happiness, surprise, fear, disgust, sadness
· Contempt, pain and others have since been added to the list
· Causes of emotions:
· Anger; transgression
· Fear; threat
· Sadness; loss
· Happiness; acceptance
 
Identifying emotions in the face:
· Other researchers question the universal recognition of basic facial expressions of emotion (Russell et Al, 1993)
· Culture affects how facial expressions are interpreted
 
How Good are People at Identifying Emotions in the Face? Experiment
· Happiness had greatest degree of consensus
· Fear was rated the lowest
 
Japanese/American Experiment
· Masuda & colleagues studied how Japanese and American participants interpreted emotion of target figure using cartoon drawings of people in groups
· The Japanese participants were more influenced by expressions of group members surrounding target figure than were the Americans
· Japanese would recognize not only the main person's facial expression, but also the ones of those around them
 
Interpreting Facial Expressions:
· Facial expressions may sometime be hard to interpret accurately because:
· People may try to appear less emotional than they are
· People may display blends of multiple affects simultaneously
 
Affect Blend: facial expression in which one part of the face is registering one emotion and another part of the face is registering a different emotion; faking a smile, but impossible to make your eyes not look sad if you are sad because you have little muscle control over the eyes
 
Cultural Norms Can Influence Display of Emotions:
 
· Display rules are culturally determined rules about which non-verbal behaviours are appropriate to display
· Ex: may be more acceptable for men to display anger than women
· More individualistic cultures more likely to encourage expression of emotions
· North America: a lot of expression
· In collectivist cultures, expression of strong negative emotions is discouraged as it disrupts group harmony
· Asian cultures
 
Emblems: non verbal gestures that have well-understood definitions within a given culture
· Usually have direct verbal translations, such as the 'okay' sign
· Are not universal; each culture has devised its own emblems
 
Cultural Differences in Gestures:
· Eye contact & gaze
· Personal space/touching
· Hand/head gestures
· OK sign
· Thumbs up gesture
· Hand-purse gesture
· Nodding the head
 
Causal Attributions: answering the "why" questions
 
· Although nonverbal behaviour may be relatively easy to decode, there is still substantial ambiguity about why people act the way they do
· This is the focus of Attribution Theory: description of way in which people explain the causes of their own and other people's behaviour
 
Placebo Effect: believing you have been given anti-depressants, just thinking this relieves you of symptoms
 
Heider distinguished two kinds of causal attributions:
 
Internal Attribution: inference that person's behaviour is due to something about him/her such as their attitude, character or personality
 
External Attribution: inference that person's behaviour is because of something about the situation they are in; assumption is that most people would respond the same way in that situation
 
Attributions
 
· Fritz Heider (1957)
· Conceptual coherence to our perceptions
· Sense of predictability to our social world
· Person: something about person was cause of behaviour
· The Canadians won because they are an amazing team
· Situation: something about situation was cause of behaviour
· The Canadians won because the other team played a bad game 
 
Attributional Processing increases for negative/unexpected outcomes, more motivated to search for explanations when outcomes are negative or unexpected
 
Kelly's Covariation Theory
 
For behaviours that are high in consistency, people make personal attributions when there is low consensus and distinctiveness and stimulus attributions when there is high consensus and distinctiveness. Behaviours that are low in consistency are attributed to passing circumstances
 
 
 
Attributions & Reactions
 
Negative Behaviour →Dispositional Attribute; the man is a hostile person → Unfavorable Reaction (I don't like this man)
 
Or
 
Negative Behaviour (A man is rude to his colleague) → Situational Attribution (The man was given an unfair evaluation) → Sympathetic Reaction (I can understand)
 
Causal Attributions:
 
Consensus Information: information about extent to which people behave the same way as the actor foes toward the same stimulus
 
Distinctiveness Information: information about extent to which one particular actor behaves in same way to different stimuli
 
Consistency Information: information about extent to which behavior between one actor and one stimulus is the same across time & circumstances
 
Fritz Heider
 
· We favour dispositional explanations of other's behaviour
· To provide us with a sense of meaning and predictability in our social world
· Attributions as basic unit of analysis in social psychology
 
 
Are dispositional inferences automatic?
 
Automatic?
· Without intention
· Not affected by concurrent cognitive demands?
· How many doorways crossed on the way to school?
 
Why do we fail to acknowledge the role of the situation?
 
Gilbert and Malone (1995)
· Social perception is a two step process:
· Involved automatic and controlled processes
· Heavily influenced by cognitive resources
· 
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Self Concept: knowledge of who you are
 
Self Esteem: sense of self worth
 
Self Knowledge: how you explain/predict yourself
 
Self Awareness: act of thinking about yourself
 
Social Self: roles as student, family member; group identity
 
Beginnings of the Self Concept
 
· Only great apes seem capable of self recognition
· Self recognition / ability to see yourself as a distinct entity is an important first step in development of a self concept
 
Rouge Test
Looking at yourself in the mirror, put a red dot on their forehead and then if they touch this red dot and notice the difference, assumption of self recognition
 
Self Schemas: organized body of knowledge about the self (Attitudes, performances traits) that influence what people notice, think about, and remember about themselves
 
Self Concept Clarity:
· the extent to which knowledge about self is stable, clear, consistently defined
· Those with low self concept clarity tend to have low self esteem and are prone to depression compared to those with high self concept clarity
 
Age Effects
 
· Younger children define themselves in terms of concrete characteristics(hair etc)
· As we age our self concept is defined more in terms of psychological characteristics
 
Cultural Differences
 
Western Cultures
·  Independent View of Self concept defining oneself in terms of internal thoughts, feelings, actions and not in terms of the thoughts, feelings, actions of other people
· Insider perspective of the self, focusing on private experiences without considering how others see them
· More concerned with achieving success
 
Eastern Cultures
· Inter-dependent cultures: defining oneself in terms of one's relationships to other people and recognizing that one's behaviour is often determined by thoughts, feelings, actions of others
· More likely to have outside perspective of the self, viewing themselves thorough other people
· More concerned with avoiding failure
 
 
Gender Differences
 
Individualist Culture → men tend to have independent view of the self, women more relational, interdependent view defining themselves more in terms of their relationships with others
 
Men in individualistic don't completely lack interdependence, rather than relational interdependence men are more likely to have collective interdependence
Watkins et Al (1998)
 
Both genders have equal tendency to have relational view of self in collectivist cultures that emphasized interdependence
 
Introspection
 
Introspection: process where people look inward and examine own thoughts, feelings, motives
 
Causal Theories: theories about causes of one's feelings and behaviours, often learned from culture
 
Perceptions of Our Own Behaviour
 
Daryl Bem (1972)
People can learn about themselves simply by watching their own behaviour
 
Self Perception Theory: when internal cues are difficult to interpret, people gain insight by observing their own behaviour
 
Self-Perceptions of Emotion
 
Facial Feedback Hypothesis: changes in facial expression can lead to changes in subjective experiences of emotions
 
Laird (1974)
Facial expressions affect emotion through process of self perception
Alternative Explanation: facial movements evoke physiological changes that produce emotional experience
 
Self Awareness Theory: when people focus their attention on themselves they evaulate and compare behaviour to internal standards and values
 
Observing our own Behaviour
 
Intrinsic Motivation: desire to engage in activity because we enjoy it, find it interesting
 
Extrinsic Motivation: desire to engage in activity because of external rewards or pressures
 
· Replacing intrinsic motivation with extrinsic motivation makes people lose interest in activity they initially enjoyed
· Over-justification Effect: people view their behaviour as caused by extrinsic behaviour
 
Preserving Intrinsic Motivation
 
Performance Contingent Reward: (for performing well on a task) less likely to decrease intrinsic interest than task contingent rewards; rewarding for simply performing a task
 
Looking-Glass Self: see ourselves through eyes of others and incorporate their views into our self concept
 
Social Comparison
 
Collectivist: more concerned avoiding failure, opposite with individualistic cultures
 
Upward Social Comparison: process where we compare ourselves to people who are better than we are in a particular trait or ability
 
Locketwood et Al (2005)
European-Canadians more motivated by positive role models than Asian-Canadians who were more motivated by unsuccessful role models
 
Self Control: self concept serves the executive function of regulating behaviour, choice, plans for future, requires energy difficult when tired or stressed
 
Self Enhancement: unrealistically positive view of oneself, large in individualist cultures
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Midterm Exam: Chapter 1-7
 
Objective of political campaigns is to change your attitude & influence voting behaviour
 
Ex: Downy, associating positivity with their product rather than others
 
Attitudes:
· Internal: lives inside of you
· Relatively stable: your attitudes similar to what they were last week, next week
· Positivity-negativity
 
Four Possible Reactions to Attitude Objects: people evaluate objects along both positive and negative dimensions. As a result, our attitudes can be positive, negative, ambivalent or indifferent
 
High: positive attitude ; dual attitudes (ambivalence) =  can think both positively and negatively about topic
 
 
Nature and Origin of Attitude
 
Attitude: evaluation of person, object, idea
 
· Affective: based on people's emotions/feelings about attitude object
· Emerge from values, morals, beliefs
· Can also emerge from sensory experience or aesthetic reaction
· Ex: I like the Montreal Canadians, based on people's value systems
 
· Cognitive: based on person's beliefs about properties of an attitude object
· Classify advantages / limitations of attitude object usually for utilitarian purposes
· Ex: deciding whether to purchase a car or a vacuum cleaner
· Ex: I like Toyotas because of their reliability
 
· Behavioural: based on observations of how one behaves toward an attitude object
· Ex: I guess I am healthy because I go to the gym everyday
 
Explicit Attitudes: attitudes we consciously endorse; aware of
Ex: what is your opinion about plan to install heated sidewalks? (you are aware, some response comes to mind reflecting attitude)
 
Implicit Attitudes: involuntary, uncontrollable, unconscious; not aware of
Ex: often arise form cultural stereotypes,
 
What Shapes Attitudes?
· Family environment
· Social group
· Experiences
 
Tesser (1993)
· Attitudes of identical twins more similar than those of fraternal
 
 
How Attitudes Are Measured: Self Report
 
Attitude Scale: multiple item questionnaire designed to measure person's attitude toward an object 
Ex: Likert scale; rating things on a scale from agree to disagree
 
Bogus Pipeline: phoney lie detector device that is used to get respondents to give truthful answers to sensitive questions
 
Covert Measures
 
Physiological Arousal: may just reveal intensity rather than directional attitude
 
Facial Electromyograph (EMG): an electronic instrument that records facial muscle activity associated with emotions and attitudes
 
IAT
 
Implicit Association Test:
· based on notion that we have implicit attitudes
· association between attitude objects and evaluation
· Measures speed one responds to pairings of concepts
 
Link Between Attitudes and Behaviour
 
Is the assumption that attitudes influence behaviour a valid one?
 
LaPiere's (1934): Asian couple with the white professor; he concluded that attitudes have no influence over behaviour
 
Wicker's (1969): attitudes and behaviour are weakly correlated
 
Kraus (1995)
· Attitudes substantially predict future behaviour
· Attitude must correspond to the behaviour
 
The Theory of Planned Behaviour:
· attitudes, perceived social norms and feelings of control together determine one's intentions which guide behaviour
· Attitudes towards specific behaviour combine with subjective norms to influence person's intention
 
The Effectiveness of Persuasive Communication
 
· Source of the communication
· Nature of the communication
· Nature of the audience
 
The Yale Attitude Change:
 
The Message:
· Length of the message
· Order: primacy vs recency
· Message discrepancy
· Fear appeals
· Positive emotions
· Subliminal messages
 
Source vs Message: role of audience involvement
 
· People who were high or low in personal involvement heard a strong or weak message from expert or non-expert. If you are highly involved, more involved by strong arguments than weak arguments. For low involvement participants persuasion based on source than arguments.
· Person who is high in involvement is going to be more concerned about content of communication, low in involvement is more concerned with the expertise
 
 
The Sleeper Effect: participants changed immediate attitudes more in response to a message from a high credibility course than in response to a message low credibility source. When 3 weeks pass, high credibility source loses impacts when you forget where it came from, and low credibility gains impact.
 
Message Source:
· Credibility
· Likeability
 
What Makes an Effective Source?
 
· Believable sources must be credible sources
· Credible entails:
· Competence or expertise
· Trustworthiness
· Must be likeable sources
· Similarity
· Physical attractiveness
 
Research Example: Chaiken (1979)
· Male and female students approach others on campus, asking them to sign a petition to stop serving meat on campus; attractive one asking, 40% of people were willing, unattractive only 30% of people were willing
 
Effects of Presentation Order and Timing on Persuasion
A study by Miller and Campbell demonstrated the effect of presentation order and timing of opposing arguments on persuasion; if election is three weeks from now, have opportunity to speak this week or next week, you would want to speak next week because it is closer. But if the election was 5 weeks away could speak this week, then someone with delays, recency effect (farther away message 1, less impact it seems to have)
 
The Role of Fear
 
Fear-arousing communication: persuasive message attempting to change people's attitudes by arousing their fears; moderate level of fear & recommendations to enable change is most effect use of this
 
Two Routes to Persuasion
 
Central Route:
· person thinks carefully about a message
· Influenced by strength and quality of the message
 
· Assumption that recipients are attentive, active, critical, thoughtful
· Assumption is correct only some of the time
· When it is correct, the persuasiveness of the message depends on the strength of th message's content
 
 
Peripheral Route:
·  person does not think critically about contents of a message
· Influence by superficial cues
 
· People are persuaded on the basis of superficial, peripheral cues
· Message is evaluated through the use of simple-minded heuristics
 
Subliminal Messages: words or pictures used to persuade that are not consciously perceived
 
Two Routes to Persuasion: central route, people influenced by strong arguments and evidence, on peripheral, persuasion based on heuristics and other superficial cues.
 
Persuaded by our own attitudes
 
Stanford Prison Experiment: Zimbarod set up basement of psychology building as a prison, people designated to play roles of inmates
 
Cognitive Dissonance
 
Dissonance: occurs whenever we do something that makes us feel stupid or immoral
· Discomfort motivates us to take steps to reduce it
 
Resisting Persuasion
 
Attitude Inoculation: process of making people immune to attempts to change their attitudes by exposing them to small doses of the arguments against their position
 
Product Placement: persuasion method where products placed into v show
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Norm Formation and Conformity
 
Sherifs study
three participant's estimates of movement of light differed but when in groups they conformed to the norm of the group
 
Compliance: change in behaviour elicited by direct request
 
Norm of Reciprocity: receiving creates a "debt" that we feel compelled to return
 
That's not all: two step where influencer begins with inflated request then decreases its apparent size by offering a discount or bonus
 
What Breeds Obedience?
· Emotional distance of victim
· Closeness and legitimacy of authority
· Institutional authority
· Liberating effects of group influence
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Group Influence
· Heightened emotional intensity
· Feelings of solidarity
· Disinhibition
· Feelings of power?
 
Group: collection of three or more individuals interact with each other and are interdependent
· Their needs and goals cause them to rely on each other
· Two people are usually referred to as a dyad
 
Why People Join Groups
 
· Forming relationships with others fulfills a number of basic human needs
· The need to belong is an innate need found across cultures
 
Group Influences
· Belongingness
· Identity
· Safety
· Learning
 
The Composition and Function of Groups
 
· Forming relationships with others fulfills a number of basic human needs
Social norms: specify how group members should behave
Social roles: shared expectations by group members how particular people in the group are supposed to behave
 
Gender Roles: expectations about how men and women should behave
· In many cultures, women are expected to assume the role of wife and mother, with limited opportunities to pursue a career
· Employed women often work at traditionally female occupations
 
Group Cohesiveness: qualities of a group that bind members together and promote liking among them
 
Stages of Group Development
 
Forming: members try to orient into group
Storming: members try to influence group so that it fits their needs
Norming: members try to reconcile the conflicts that emerged during storming and develop common sense of purpose and perspective, establishing norms
Performing: try to perform tasks and maximize group's performance
Adjourning: members disengage from group distancing from other members and reducing their activities within the group
 
Fathers of Social Psychology
· Norman Triplett 1897, observer effects on behaviour
 
Normann Triplett: received copy of official bike records of 1897 season. From these records he notices that bicycle racers had the fastest times were from those racing against cyclists and slowest times were by cyclists who raced against the block. Those observations inspired his related experiments in an attempt to define the effects of what is now called social facilitation. He endeavored to find out the effect of the real, imagined and supplied presence of other people in relation to someone's performance of a specific task.
 
Social Facilitation
 
Social Facilitation: tendency for people to do better on simple taks but worse on complex tasks when they are in the presence of others and their individual performance can be evaluated
 
Zajonc's Mere Presence Theory : the mere presence of others is sufficient to produce social facilitation
 
Cockroach's and Social Facilitation
Cockroaches run in either eays tunnels or hard, they ran alone or with others; social facilitation helped cockroaches only on the easy tunnel, heightened arousal allowed them to complete it faster than they did alone but when addressing the hard tunnel the presence of other cockroaches actually had an adverse effect and slowed down their times as compared to the solo time trials.
 
Three Theories Explaining Role of Arousal
1. Presence of other people cause us to become alert and vigilant
2. Others make us apprehensive about being evaluated
3. Others distract us from the task
 
Social Loafing
 
Father of Social Psych: Max Ringelman, 1899, poor collective performance
 
Ringelmann: individual output declines on pooled tasks
 
Social Loafing: group produced reduction in individual output on easy takss in which contributions are pooled
 
Latane & Al
Students told to cheer or clap loudly, varied group size, measured sound pressure per person;
 
When is Social Loafing Less Likely to Occur?
 
· People believe their own performance can be identified and evaluated by themselves or by others
· Task is important or meaningful to those performing it
· People believe that their own efforts are necessary for a successful outcome
· Group expects to be punished for poor performance
· Group is small/cohesive
 
When Others Relax Us
 
Latane et Al (1979)
· Students told to cheer or clap loudy
· Varied group size
· Measured sound pressure per person
· Results: noise produced by each of them decreased as the size of the group increased
 
Group Decisions
 
Are group decisions better than decision made by individuals?
 
Yes, if…
· Group is motivated to search for the answer that is best for the entire group
· Rely on the person with most expertise
· Allocate parts of the task to different members
 
Group interactions can inhibit good problem solving:
· Process loss: when groups do not identify the most compact members for particular problem
· Process loss: when one member dominates the discussion causing others to tune out
 
Group interactions can inhibit good problem solving
· Process loss: when groups focus on information they share in common and ignore information that is unique to certain members
· Stasser and Titus (1985)
· Excessive focus on shared information and failure of pool unique knowledge
 
Group Think
 
Are group decisions better than decisions made by the individual?
· Group interactions can inhibit good problem solving:
· When maintaining group cohesiveness and solidarity is more important than considering facts in a realistic way
 
Other conditions contributing to Group Think:
· When members identify strongly with the group
· Clear norms about what is expected from group members
· Low confidence that group can solve the problem
 
Avoiding Group Think:
· Leader must remain impartial
· Leader should seek out varied opinions
· Create subgroups
· Seek anonymous opinions
 
Group Polarization: tendency for groups to make decisions that are more extreme than the initial inclinations of the member
 
What makes a good leader?
· Integrative complexity: ability to recognize more than one perspective on an issue and to be able to integrate these different perspectives
· Transactional leaders vs transformational leaders
· Task vs relationship oriented leaders
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Attraction
 
The Need to Belong
· Is a basic human motive
· We care deeply about what others think of us
· Those with network of close social ties tend be happier, healthier and more satisfied with life than those who are isolated
 
Arthur Aron
· Central human motivation is self expansion; to overlap or blend with another person, to share their knowledge, insights and experience
 
The Thrill of Affiliation
 
Need for affiliation: desire to establish social contact with others
· We are motivated to establish and maintain an optimum balance of social contrast
 
Stress arouses our need for affiliation
· Fearful misery loves company
· Embarrassed misery seeks solitude
· Misery loves the company of those in the same miserable situation
 
The Agony of Loneliness
 
Loneliness: feeling of deprivation about social relations
· Most likely to occur during times of transitional disruption
· Loneliest group: 18-30 years old
 
The Proximity Effect: single best predictor of attraction is physical proximity or nearness
· Where we live influences the friends we make
· Students tend to date those who live nearby or in same type of housing
 
The Propinquity Effect: next door neighbours being friends, the closer you are the more likely there is a closer relationship
 
There Mere Exposure Effect: familiarity does not breed contempt; the more we are exposed to a stimulus, the more we come to like that stimulus. Familiarity can influence our self evaluations
 
First Encounters: Liking Others Who are Similar
 
Tend to associate with others who are similar to ourselves
· Byrne (1971): we like people who we perceive as having similar attitudes to our own
· Rosenbaum (1986): similarity does not spark attraction, rather dissimilarity triggers repulsion, the desire to avoid someone
 
Why Similarity Breeds Attraction?
· Believe that people who are similar to us will like us
· Similar to others provides us social validation
· Spend more time with similar others
· Have less disagreements with similar others
 
Reciprocal Liking
· Liking those who like us
· Can sometimes be more powerful than similarity
· Role of self-fulfilling prophecy
· Have less disagreements with similar others
· Only if you like yourself
 
Matching Hypothesis: people tend to become involved romantically with others who have equivalent in their physical attractiveness
· Matching is predictive of progress in a relationship
· Couples who were matched persisted longer and fell in love
 
All humans exhibit patterns of attraction and mate selection that favours the conception, birth, and survival of their offspring
 
Mate Selection: The Evolutionary Perspective
 
Men and women by nature must differ in their optimal mating behaviours
· Women seek out men who are older and financially secure
· Men can father unlimited amount of children and ensure their reproductive success by inseminating many women
· Men seek out women who are young and physically attractice
 
Supporting Evidence
 
· Universal tendency in desired age for potential mate
· Men tend to seek younger women
· Women tend to desire older men
 
· Men and women become jealous for different reasons
· Men become most upset by sexual infidelity
· Women feel more threatened by emotional infidelity
 
Is Beauty an Objective Quality?
 
Some argue that certain faces are inherently more attractive than others
· High levels of agreement for facial ratings across age and cultures
· Physical features of the face are reliably associated with judgements of attractiveness
· Babies prefer faces considered attractive by adults
 
Is the Physical Attractiveness Stereotype Accurate?
 
Good looking people do have more friends, better social skills and a more active sex life.
· Beauty is not related to objective measures of intelligence, personality, adjustment or self esteem.
· Self-fulfilling prophecy plays an important role
 
Benefits & Costs of Beauty
 
· Being good looking does not guarantee health, happiness or high self esteem
· Attributional problems with being good looking: is the attention and praise due to talent or good looks?
 
Pressure to maintain one's appearance
· Societal pressures are particularly strong when it comes to the body
· Women are more likely to suffer from modern mania for slenderness
 
Forming & Maintaining Relationships
 
Two types of love:
· Passionate love: intense longing for another person characterized by obsessive thoughts about the loved one and heightened physiological arousal
· Companionate love: feeling of intimacy and affection we feel toward someone with whom our lives are deeply intertwined
 
Parallels Between Love and Addiction
 
· Both activate brain regions involved in reward processing
· Both release dopamine in reward processing region
 
Gender Differences in Love
 
· Men fall in love quicker
· More likely to endorse romantic beliefs and value passionate love
· "love at first sight"
· Women hold more practical, friendship view of love
 
Cultural Differences in Love
 
Individualistic:
· More emphasis on romantic and passionate love
· Choosing partner is person decision
 
Collectivistic cultures:
· More emphasis on companionate love
· Consider family's wishes when choosing a partner
· Arranged marriages
 
Satisfaction:
· Marital satisfaction decreases in love marriages but increases in arranged marriages
· Parents report lower marital satisfaction than non parents
· More children a couple has, lower the marital satisfaction
 
Attachment
 
Attachment Theory: our behaviour in adult relationships is based on experiences as infants with our parents
· Attachment style in infancy forms basis of expectations for adult relationships
 
Attachment Styles:
 
· Secure: trusting of others, lack of concern with being abandoned, belief that one is worth and loved
· Avoidant: suppression of attachment needs because attempts to be closed have been rejected; find it difficult to develop intimate relationships
· Anxious/ambivalent: concern that others will not reciprocate one's desire for intimacy, resulting in relatively high anxiety about closeness 
 
Attachment in Adulthood
 
Bowlby (1969)
We form mental representations about how trustworthy others are and how we are of love based on early experiences with caregivers.
 
Two Kinds of Avoidant Attachment
 
Fearful Avoidant: close relationships are desired but avoided because of mistrust and fears of being hurt
 
Dismissive Avoidant: person is self sufficient and claims not to need close relationships
 
Parent-Partner Matching?
 
· Parents may serve as models for what heterosexual relationships are like
· For both men and women, descriptions of opposite sex parent predicted attachment dimensions of their partner
· Women with warm and responsive dads are more likely to date securely attached men
· Women with cold and distant dads are less likely to date securely attached men
· Men with cold or consistent moms more likely to date anxious women
 
Attachment Influences Relationship Satisfaction
 
Over 4 month period: secure individuals maintained commitment and perceived relationship costs, insecurely attached individuals showed decrease in commitment and greater relationship costs
 
Attachment Influences All Social Interactions
 
Pietromonaco & Barrett (1997)
· Examined how attachment style influences perceptions of everyday interactions
 
Multiple Attachment Styles
 
· Most people report variety of relationship experiences
· 47% report having relationships characterized by all 3 relationship types
· Secure relationships most common regardless of one's general attachment style
· Each specific relationship type most often reported by people whose general attachment style matched that pattern
· Ease with which people can identify specific relationships indicates their general attachment style
 
Maintaining Relationships
 
Social Exchange Theory: how people feel about their relationships depends on
· Perception of reward and costs of relationship
· Belief about level of punishment and reward we deserve in a relationship
· We maintain relationships if rewards outweigh costs 
 
Equity Theory: we maintain relationships that we perceive as balanced
· Partner A's rewards, costs and contributions to the relationship = partner B's rewards, costs and contributions
 
Commitment
 
· We maintain relationships that we are committed to
· Commitment motivates us to engage in relationship maintenance behaviours when the relationship is under threat
· Ex: commitment-devaluation effect: people who are committed to a relationship will devalue attractive alternatives
 
Commitment-Devaluation Effect
 
· Heterosexual participants rated attractiveness of opposite sex person
· Told that opposite sex person had chosen them as the best romantic match for them
· Highly committed people rated attractive alternative as less attractive than less committed people
 
Positive Illusions
 
· We idealize our partners to maintain relationships
· Typical method:
· Rate self on personality traits
· Rate partner on personality traits
· Rate ideal partner on personality traits
· People rate their partners more positively than partner rates themselves
· People's ratings of their partner closely resemble ratings of ideal partner
· Greater idealization leads to greater relationship satisfaction and stability
· Overtime, people live up to their partner's ideal view of them
 
Same-Sex Couples
 
· Overall, more similar than different from heterosexual couples
· Similar levels of relationship satisfaction
· Some factors predict relationship quality
· Positive differences
· Split household chores more fairly
· Resolve conflict more constructively
· More support from friends
· Negative differences:
· Less support from family
· Same sex partners more likely to break up
· Lesbian relationships more likely to end than gay
 
Why Do We Break Up?
 
Relationship Danger Points
 
Danger point 1: peak of passionate love:
· Usually within first 2 months
· Couple blinded in love, makes commitments too soon
 
Danger point 2: passionate love starts to wear off
· Within 2-3 months
· Because obsession with other person has worn off, partner assumes love is gone
· Don't give companionate love a chance
 
Incompatible Attachment Styles
 
· Individual's attachment style does not predict whether a relationship will last
· Partners with incompatible attachment styles more likely to break up
· Secure-secure is most stable
· Secure-insecure are most vulnerable to breakups
· Avoidant man-anxious woman are also stable despite experiencing greater relationship dissatisfaction and conflict and less trust
 
John Gottman
· Best predictors of relationship meltdown
· Criticism, defensiveness, contempt, stonewalling
 
Gender Differences in Breaking Up
 
· Women more likely to initiate break up than men
· More attuned to emotional climate of relationship
· Men suffer more negative consequences post break up than women
· Ex: decreases in life satisfaction
 
Why Breakups are Painful
 
Self Expansion: relationships expand self concept
· Threats to personal identity 
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Prosocial Behaviour: any act performed with the goal of helping another person
 
Altruism: desire to help others, even if it involves a cost to the helper
 
Closeness & Obligation
 
Method:
 
· Nominated immediate and extended family members
· Indicated emotional closeness to each person
· Presented with 2 family members in hypothetical helping scenario and indicated who they would help
· Indicated feelings of obligation to help that person
· Emotional closeness & obligation are more important in determining willingness to help than genetic relatedness
· More likely to help people that we feel close to or people that we feel obligated to help
 
Fundamentally Selfish: people selfish by nature, behave pro-socially by exerting self control
Fundamentally Prosocial: people are cooperative by nature
 
Intuitively Selfish or Prosocial?
 
Intuition: automatic, effortless, lacks insight into reasons for decision
· Fast decisions
 
Reflection: conscious thought; identifying possible actions, weighing pros and cons, rational analysis
· Slow decisions
 
Rand et Al (2012)
· Participants played public goods game, how much of pay would you conribute to common player, any money was doubled and split evenly among players. Measured time taken deciding how much to contribute to common pool
· Selfish by nature hypothesis: cooperative decisions slower
· Prosocial by nature hypothesis: cooperative decisions faster
 
Evidence From Development Research
 
· Intuitive behaviours emerge earlier in development than reflective behaviour
· Prosocial behaviour emerges early in life before cognitive control has developed
· Children engage in spontaneous prosocial behaviour
· Offering others useful information
· Helping others in need
 
Cooperation is Innate?
 
· Intuitive cooperation may be the result of social learning
· Cooperation is advantageous in daily life
· Cooperation will only be intuitive if the person develops their intuition in faily life settings where cooperation is advantageous
· People that experience others as less cooperative will be less intuitively cooperative themselves 
 
Does Altruism Exist?
 
Egoistic helping: ultimate goal of all helping is to increase our own welfare
· Social exchange theory
 
Altruistic Helping: ultimate goal of some helping is to increase the person's welfare
 
Empathy: understanding and sharing another person's emotions
· High levels motivate to help regardless of how easy it is not to help
 
Empathy-Altruism Hypothesis: when we feel empathy for another person we will attempt to help them for altruistic reasons
 
Typical Batson & Colleagues study:
· Learn about person in need, provided with opportunity to help
· Empathy manipulation
· High empathy: imagine how person feels
· Low empathy: try to be objective
 
· Ease of not helping manipulation
· Easy: will never meet this person
· Difficult: will meet this person
 
Egoism: Negative State Relief Hypothesis
 
· Increasing empathy increases feelings of sadness and distress
 
Negative State Relief Hypothesis: we help others to relieve our own distress and not to alleviate the other's distress
· People help when in negative mood to make themselves feel better
· If negative state can be eliminated in different way, people will not help
 
Challenges to the Theory:
· Expected mood-enhancing experience does not lead to reduce helping when feeling high levels of empathy
· High empathy participant's expecting mood enhancement helped as much as participant's not expecting mood enhancement
· Not all negative emotions promote helping
 
Baton's Electric Shock Paradigm
· Easy vs difficult escape condition
· High vs low empathy condition
· Participant's in high empathy:
· Reward: received money and praise
· No reward: followed usual procedure
· Reward should eliminate negative state
· People experiencing high empathy with sadness cancelling reward were no hmore helpful than low empathy participant's
 
Egoism: Felt-Oneness Hypothesis
 
Self Other Merging: sense of overlap between self and other person
· Conditions lead to empathy also lead to self other merging
· Perspective taking
· Attachment to the person
 
Felt Oneness Hypothesis: because persepctive taking evokes self other merging, helpng another entails helping ourselves
 
The Debate Continues..
 
Cialdini: studies showing that self other merging accounts for relationship between empathy and helping
 
Batson: studies showing that self other merging leads to more personal distress and less helping
 
Summary
 
· Evolutionary scientists say helping evolved via kin selection, reciprocity norm and ability to learn social norms
· Humans learn to be intuitively cooperative but only when in environments that are cooperative
· Debate about whether altruism exists continues
· Support for empathy altruism hypothesis, negative state relief hypothesis and felt oneness hypothesis
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Aggression Triggers
· Ideology
· Territory
· Resources
· Injustice
· Competition
 
What is Aggression?
 
· By 1983, more than 250 different definitions of aggression
· Aggression: behaviour that is intended to harm another individual
 
Language of Aggression
 
Violence: extreme acts of aggression
 
Anger: strong feelings of displeasure in response to a perceived injury
 
Hostility: negative, antagonistic attitude towards another person or group
 
Types of Aggression
 
Instrumental Aggression: harm inflicted as means to a desired end/objective
Ex: star trek being aggressive in order to escape danger
 
Emotional Aggression: harm is inflicted for its own sake
Ex: girl in star trek slapping the guy
 
Gender Differences
 
Universal findings that men are more violent than women; differences stables over time and place
 
Challenges to the notion that men are more aggressive than females
· Boys tend to be more overtly aggressive
· Girls more indirectly/relationally aggressive 
 
Gender & types of aggression experiment: boys more physically aggressive than girls, more direct verbal but girls more aggressive than boys
 
Origins of Aggression
 
Is Aggression Innate?
 
Freud: we have a death instinct
 
Lorenz: aggression is an innate, instinctual motivation
· Similarities between instinct theory and evolutionary psychology
· Emphasis placed on genetic survival rather than survival of individual
· Accounts for inhibition of aggression against genetically related others
 
Why Gender Differences?
· Males aggress to achieve and maintain status
· Females aggress to protect offspring
 
Role of Testosterone / Serotonin
· Positive correlation between testosterone levels and aggression
· Neuro-transmitter serotonin appears to restrain impulsive acts of aggression
· Low levels associated with high levels of aggression
· Boosting serotonin can dampen aggressivenesss
 
Is Aggression Learned?
· Can be positively/negatively reinforced
· Positive reinforcement: aggression produces desired outcomes
· Negative reinforcement: aggression prevents or stops undesirable outcomes
 
Punishment and Aggression
 
Punishment more likely to decrease aggression when it:
· Immediately follows the aggressive behaviour
· Is strong enough to deter the aggressor
· Is consistently applied and perceived as fair by the aggressor
 
Straus et Al (1997)
· Researchers recorded number of times in a week children were spanked
· Measured change after 2 years in children's antisocial behaviour
 
Social Learning Theory
 
Social Learning Theory : behaviour learned through observation of others
· Banduras et Al's inflatable doll study: aggression most likely to increase if models are rewarded and not punished for their aggressive behaviours
· By watching aggressive models people:
· Learn specific aggressive behaviours
· Develop more positive attitudes and beliefs about aggression
· Construct aggressive "scripts"
· Nonaggressive models decrease aggressive behaviour
 
Situational Influences on Aggression
 
Frustration: Aggression as a Drive
 
Frustration-Aggression Hypothesis: frustration produced by interrupting person's progress to a goal will always elicit the motive to aggress; all aggression is caused by frustration
· Motive to aggress is psychological drive that resembles a physiological drive
· Can lead to displacement
· Catharsis is the reduction of this motive
 
Does Research Support it?
· Frustration related to aggression but does not always produce aggressive inclinations
· Other causes of aggression besides frustration
 
Frustration-Aggression Hypothesis Revised: frustration can lead to aggression by creating negative uncomfortable feelings; these negative feelings that trigger aggression.
 
Influences on Aggression
 
· Type of emotion (positive or negative)
· Intensity of arousal
· Role of excitation transfer
· Arousal Affect Model: aggression influenced by intensity of arousal, type of emotion produced by stimulus
 
Automatic Cognition: Situational Cues
 
Weapons Effect: tendency for presence of guns to increase aggression
· Potential aggression enhancing situational cues associated with successful aggresion or negative effect of pain or unpleasantness
 
Catharsis: two step sequence
1. Aggression reduces level of pshyiological arousal
2. Because arousal is reduced, become less angry/less likelyto aggress further
 
High Order Cognition: Cognitive Control
 
· Deliberate, thoughtful consideration of situation can influence aggression
· Aggression can be reduced because of mitigating information
· Information the person should not be held fully responsible for aggressive actions
· Some people exhibit a Hostile Attribution Bias: tendency to perceive hostile intent in others
 
Alcohol & Aggression
 
· Alcohol like high arousal can impair the cognitive control of aggression
· How does alcohol increase aggression?
· Reduces anxiety, lowering inhibitions against aggression
· Intoxication can cause alcohol myopia, disruption in the way we process information
 
Factors Associated with Sexual Aggression Among Students
 
Marx et al (1999)
· Male Ps listened to audiotape of mock date rape
· Before listening, 1/2 consumed alcohol, 1/2 did not
· Measured Ps judgements of when man on the tape should stop sexual contact with woman
· Consumed alcohol = took longer to determine man should refrain from attempting further sexual contact
 
Media Affects: Extent of Media Violence
 
· By the end of elementary school, typical North American child will have seen
· 8,000 murders
· 100,000 acts of violence
· 2003 study found 536 separate episodes of prime-time violence during 2 week period
· Most violent TV shows targeted to children
 
Desensitizing Effects of Social Media: students who played video games took 450% longer to come to the aid of an injured stranger than those who did not
 
Immediate Effects of Media Violence
· Aggressive models increase aggressive behaviour among children and adults
· Violence imagery in music industry associated with feelings of hostility/aggressive thoughts
· Playing violent video games can increase aggressive thoughts and behaviour
 
Long Term Effects of Media Violence
· Exposure to TV violence at age 6-9 positively correlate with aggression as adults
· No gender difference
· Cross cultural study found relationship between early viewing of TV violence and later aggression
 
Violent TV viewing/aggression 15 years later
· How much TV violence viewed as 8 year olds, categorized as having low medium or high levels of TV violence viewed. Aggressiveness as adults positively correlated with amount of TV violence viewed
 
Intimate Violence
 
Sexual Aggression Among Uni Students
· 3187 females surveyed on 32 university campuses
· Over 25% experienced attempted or completed rape since age 14
· 50% occurred during dates
· Majority of women and about 1/3 of men say they have experienced coercive sexual contact
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Components of Prejudice
 
· Cognitive
· Stereotypes: generalization about group in which identical characteristics are assigned to all members of their group
· Emotional
· hostile or negative orientation toward people in a distinguishable group
· Behavioural
· Discrimination: negative behaviours directed against person because of their membership in particular group
 
Race & Gender Stereotypes
 
· Racial stereotypes
· Primarily descriptive
· Gender stereotypes
· Descriptive as well as prescriptive
 
Are Stereotypes Ever Accurate?
 
What is meant by "accurate"?
Even when based on reality, tend to exaggerate difference and understate similarities between groups
 
Stereotyping is a dynamic process
Our expectations can influence other's behaviours and confirm our stereotypes
 
Activating Automatic Stereotypes:
 
More likely:
· Stereotype accessible
· Depleted cognitive resources
· Pop culture
· Norms & values that accept stereotypes
 
Less likely:
· Exposure to counter stereotypic group members
· Knowledge of personal information about individual
· Motivated to avoid prejudice
 
Realistic Conflict Theory
· Direct competition for limited resources breeds hostility
· Great deal of prejudice likely driven by realities of competition
· Relative deprivation
 
Racism: prejudice and discrimination based on person's racial background or institutional or cultural practices that promote the domination of one group over another
 
Sexism: prejudice and discrimination based on person's gender or institutional and cultural practices that promote the domination of one gender over another
· Modern racism: form of prejudice that surfaces in subtle ways when it is safe, socially acceptable and easy to rationalize
· Implicit racism: racism that operates unconsciously and unintentionally
 
Eagly's Social Role Theory of Gender Stereotypes: according to social role theory, stereotypes of men as dominant and women as subordinate persist because men occupy higher status positions in society. Division of labour leads men and women to behave in ways that fit their social roles
 
Group Membership and Stereotyping
 
· Individuals randomly assigned to Group A or B
· Asked to rate members of the other group and of their own group
· Other group is rated more negatively
 
How Stereotypes Form: in groups vs out groups
 
· Strong tendency to divide people into ingroups and outgroups
· Consequences: exaggerate differences between the two groups
· Outgroup Homogeneity Effect: perceivers assume that there is greater similarity among members of out groups than among member's of one's own group
 
Why Out-Groups seen as Homogeneous?
1. Often do not notice subtle differences among out groups because have little personal contact with them
2. Often do not encounter a representative sample of out group members
 
Realistic Conflict Theory
· Direct competition for limited resources breeds hostility
· Great deal of prejudice likely driven by realities of competition
· Relative deprivation
 
Social Identity Theory: people strive to enhance self esteem which is made up of personal identity and social identities derived from groups ot which we belong
 
How Stereotypes Survive
 
Illusory Correlations: tendency for people to overestimate the link between variables that are only slightly or not at all correlated
· Tend to overestimate the association between variables when
· Variables are distinctive
· Variables are already expected to go together 
 
Attributions: attributional biases can perpetuate stereotypes
· Fundamental attribution error revisited
· If expectations are violated, more likely to consider situational factors
 
Subtyping & Contrast Effects
· Stereotyping stubbornly survive disconfirmation through "subtyping"
· If behaviour varies considerably from expectations, perceived difference may be magnified
· Contrast Effect: tendency to perceive stimuli that differ from expectations as being even more different than they really are
 
Self-Fulfilling Prophecy: process by which one's expectations about a person eventually lead that person to behave in ways that confirm those expectations
 
Confirmation Biases
 
Stone et Al (1997)
· Ps listened to basketball game
· 1/2 believed player was white, other thought he was black
· Asked to evaluate how player had played the game
· Students thought black one had more physical ability
 
The Contact Hypothesis: Critical Conditions
 
· Four conditions are deemed very important for intergroup contact to serve as treatment for racism
· Equal status: contact should occur in circumstances that give two groups ewual status
· Personal interaction: contact should involve one on one interactions among individual members of the two groups
· Cooperative activities: members of the two groups should jointogether in an effort to achieve superordinate goals
· Social Norms: social norms defined in part by relevant authorities should favour intergroup contact

 
 
 

