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Key Terms:
 
Gestalt Psychology: school of psychology stressing importance of studying the subjective way in which an object appears in people's minds, rather than the objective physical attributes of the object
 
Social Psychology: scientific study of way in which people's thoughts, feelings and behaviours are influenced by real/imagined presence of other people
 
Individual Differences: aspects of people's personalities that make them different from other people
 
Self-Esteem: people's evaluations of their own self-worth
 
Construal: the way in which people perceive, comprehend and interpret the social world
ss
Social Cognition: how people think about themselves and the social world, how people select, interpret, remember and use social information
 
Fundamental Attribution Theory: tendency to overestimate extent to which people's behaviour stems from personality traits and to underestimate role of situational factors
 
Behaviourism: school of psychology maintaining that to understand human behaviour, one need only consider the reinforcing properties of the environment
 
 
 
1.1
 
Social Psychology: scientific study in which people's thoughts, feelings, and behaviours are influenced by real or imagined presence of other people
 
Construal: way people perceive, comprehend and interpret the social world
· Naïve Realism: conviction all of us have that we perceive things "as they really are" assuming other reasonable people see things the same way we do
 
 
Social Psychology, Science, and Common Sense
 
Empirical Questions: answers derived from experimentation/measurement rather than by personal information
 
Hypotheses: performing experiments to test hypothesis about nature of social world
 
Level of Analysis: individual in the context of a situation; universal properties of human nature making everyone susceptible to social influence regardless of social class or culture
 
Social Psychology Compared With Other Fields of Study
 
Social Psychology: focuses on individuals and why they do things in social settings, emphasizes what is shared by most people making them susceptible to social influence
 
Sociology: focuses on people in groups, in society rather than the individual
 
Personality Psychology: focusing on individual and what makes people different from each other
 
1.2
 
The Power of the Situation
 
Fundamental Attribution Error: tendency to explain people's behaviour in terms of personality traits and underestimate the power of the situation
 
· Liberman, Samuels and Ross Experiment: "Wall Street Game" "Community Game" strong social norms about what kind of behaviour is appropriate in the situation.
 
Social Psychology had origins in Gestalt Psychology
 
 
The Power of Social Interpretation
 
Behaviourism: to understand human behaviour we must consider reinforcing properties of the environment
 
Gestalt Psychology: should study the subjective way in which object appears in one's mind rather than the way the objective physical attributes of the object combine
· Ex: the whole is different from the sum of its parts, must focus on how object appears to people rather than the individual elements
· Founded by Kurt Koffka, Wolfgang Kohler, Max Wertheimer in Germany
 
Kurt Lewin: founding father of modern experimental social psychology
· First to realize taking perspective of person in any social situation to see how he or she construes (perceives, interprets or distorts) the social environment
 
1.3
 
Where Construals Come From: Basic Human Motives
 
Two Motives of Primary Importance
1. Need to feel good about ourselves; people often distort their perception of rhe world to preserve their self-esteem
2. The need to be accurate; typically act on basis of incomplete and inaccurately interpreted information
 
Leon Festinger → can gain most valuable insight when two motives tug individual in opposite directions
 
The Self Esteem Approach
 
· Justifying Past Behaviour
· Suffering and Self-Justification
 
The Social Cognition Approach
 
Social Cognition: the way in which human beings think about the world
 
Expectations About the Social World
 
Self Fulfilling Prophecy (Robert Rosenthal & Lenore Jacobson 1968): if you believe you will do well, you will fulfill that prophecy and do well
 
1.4
 
Social Psychology and Social Problems
 
When people are exposed to frightening messages, instead of rational problem-solving they tend to reduce fear by engaging in denial
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2.1
 
Social Psychology: An Empirical Science
 
Hindsight Bias: people exaggerate how much they could have predicted an outcome after knowing it has occurred
 
Formulating Hypotheses and Theories
 
Theory: organized set of principles that can be used to explain observed phenomena
 
Hypothesis: testable statement/idea about relationship between two or more variables
 
Cognitive Dissonance Theory: specific predictions about when and how people change their attitudes
 
Diffusion of Responsibility: the more people who witness an emergency, less likely any given individual will intervene
 
Operational Definition: method of observing group or culture inside without imposing any preconceived notions they may have
 
2.2
 
Research Designs
 
Set of Methods:
 
· Observational: What is the nature of the phenomenon?
· Observing people and recording measurements of their behaviour
· Correlational: What is the relation between Variable x and Variable Y?
· Experimental: Is variable X a cause of variable Y?
 
Ethnography: observing from inside without imposing preconceived notions they might have
 
Inter-judge Reliability: level of agreement between two or more people who independently observe and code a set of data
 
Archival Analysis: researcher examines accumulated documents, archives of a culture
 
The Correlational Method
 
Correlational Method: measuring two or more variables and assessing the relation between them
 
Correlation Coefficient: statistic assessing how well one can predict one variable based on another
Ex: predicting people's weight from their height
 
Positive Correlation: increases in the value of one variable associated with the increase in the value of the other variable
 
Negative Correlation: increases in the value of one variable are associated with decreases in the value of the other
 
-1.00: two variables perfectly correlated in negative direction
+1.00: two variables perfectly correlated in positive direction
 
Survey
 
Survey: representative sample of people asked questions about their attitudes or behaviours
 
Random Selection: ensuring sample of people is representative
 
Limits of the Correlational Method: **Correlation does not prove causation**
 
 The Experimental Method
 
 Experimental Method: randomly assigning participant's to different conditions to ensure these conditions are identical except for the independent variable
 
Latané and Darley Study:
 
Putting groups of people in cubicles to discuss their problems in college, one says he gets seizures and has a seizure during this. One group is told that they are the only people there and the others have 3 others. This is to test the Bystander Theory.
 
Independent Variable: number of bystanders
Dependent Variable: whether they helped or not
 
High Internal Validity (key to good experiment): keeping everything the same but the independent variable
 
External Validity: extent to which results of study can be generalized to other situations
 
Random Assignment to Condition: all participant's have equal chance of taking part in any condition of an experiment (variety of participant's is distributed evenly across conditions)
 
Generalizability Across Situations
 
Psychological Realism: extent to which experiment uses situations that would happen in everyday life 
 
Cover Story: disguised version of the study's true purpose (to make people feel like they are in a real event)
 
Field Research
 
Field Experiment: studying behaviour outside the lab
 
Replications and Meta-Analysis
 
Replication: conducting study over again with different subject populations/different settings
 
Meta-Analysis: averages results of two or more studies to see if effect of independent variable is reliable
 
Basic vs Applied Research
 
Basic Research: find best answer to why people behave the way they do
 
Applied Research: solve a particular social problem
 
2.3
 
Culture and Social Psychology
 
Cross-Cultural Research: research conducted with members of different cultures to see if it is universal or specific to a single culture
 
Social Neuroscience
 
EEG: electrodes placed on scalp to measure electrical activity in brain
fMRI: placed in scanners that measure changes in blood flow in their brains
· Take this information while people think about/process social information, so researchers can correlate different brain activity to social information processing
 
2.4
 
Ethical Issues in Social Psychology
 
Informed Consent: explains nature of experiment before and ask
 
Deception: misleading participants about true purpose of study
 
Guidelines for Ethical Research
 
All research reviewed by Research Ethics Board
· Must be told they can withdraw at any time
· Confidentiality of responses
 
Debriefing: process of explaining to participant at end of experiment true purpose of the study
 
Summary
 
Social Psychology: an empirical science meaning human social behaviour can be studied scientifically
 
Formulating Hypotheses: research begins with theory, then hypotheses that can be tested based on their theories or observations of human social behaviour.
 
Hypotheses Based on Personal Observations: many hypotheses come from observations of everyday life
 
Research Designs:
· Observational method: observing people/recording their behaviour useful for describing phenomenon/ generating hypotheses
· One form: ethnography
· Archival analysis: examining documents/archives
 
·  Correlational: two variables measured, relationship assessed, useful when goal is to predict one variable from another
 
· Experimental Method: only way to determine causality
· randomly assigning participants
· Should be high in Internal Validity: ensuring conditions are identical except for independent variable
· External Validity
·  accomplished by increasing realism of experiment
· Replicating study with different populations of participants
 
Basic Research: designed to answer basic questions why people do things
Applied Studies: design ways to solve specific social problems
 
Social Neuroscience: connection between biological process and social behaviour
· Hormones and behaviour
· Human immune system
· Neurological processes in brain
 
Guidelines for Ethical Research
· Obtaining informed consent
· Participant's right to leave at any time
· Ensured anonymity/confidentiality
· Debriefing following experiment
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Social Cognition: way people think about themselves and the social world
 
Automatic Thinking
 
Automatic Thinking: thought that is nonconscious, unintentional, involuntary and effortless
 
Schema: mental structures that organize our knowledge about social world, which influence the information we notice, think about and remember
Accessible due to:
· Past experience (constantly active, ready to use to interpret ambiguous situations)
· Related to a certain goal
· Recent experiences
· Priming: process when recent experiences increase accessibility of schema
 
 
Korsakov's Syndrome: difficulty forming schemas
 
Accessibility: extent to which schemas/concepts are at forefront of our minds, likely to be used when making judgements about the social world
 
 
Embodied Cognition
 
Self-Fulfilling Prophecy: people act on their own schemas which changes extent schemas or supported or contradicted
 
Mental Strategies and Shortcuts: Heuristics
 
Judgemental Heuristics: mental shortcuts to make judgements quickly and efficiently
 
Availability Heuristic: basing judgement on ease with which you can bring information to mind
 
Representativeness Heuristic: classifying something according to how similar it is to a typical case
 
Base Rate Information: information about relative frequency of members of different categories in population
 
3.2
 
Cultural Differences in Automatic Thinking
 
Analytic Thinking Style: people focus on objects without considering the surrounding context (typical in Western cultures)
 
Holistic Thinking Style: focusing on the whole picture and the context that surrounds that object
 
fMRI: which brain regions are active
ERPS: onset & offset of neural firing
 
3.3
 
Controlled Social Cognition: High-Effort Thinking
 
Controlled Thinking: thinking that is conscious, intentional, voluntary, effortful
· Requires mental energy
· Can only think about one thing at a time
 
Counterfactual Reasoning
 
Counterfactual Thinking: mentally changing some aspect of the past as a way of imagining what might have been
· Most likely to do this when we have just missed avoiding a negative event
· By thinking about how it could be different, focuses attention on ways to cope better in the future
 
Improving Human Thinking
 
Overconfidence Barrier: people think their reasoning processes are fine just the way they are
 
Summary
 
Automatic Pilot Low Effort Thinking: great deal of social cognition involves automatic thinking which is nonconscious, unintentional, effortless
 
Schemas: mental structures to organize knowledge about ourselves and the world
 
Embodied Cognition: bodily sensations serve to prime mental structures that influence behaviour
Ex: smelling lemon cleaner brings about cleanliness schema, behaving in a moral way
 
Heuristics: mental shortcuts to make judgements quickly
 
Availability Heuristic: base judgement on ease they can bring something to mind
Representativeness Heuristic: classifying something to how similar it is to typical case
 
Base-Rate Information: prior probability that something or someone belongs in that classification
 
Cultural Difference in Automatic Thinking: Western focus on properties of objects without considering surrounding while people in East Asian focus on overall context such as the ways objects relate to one another
 
Automatic Thinking: people unconsciously monitor what's going on around them
 
High-Effort Thinking: controlled thinking which is conscious, intentional, effortful
 
Counterfactual Reasoning: change some aspect of the past as a way of imaging what might have been
 
Improving Human Thinking: people affected by overconfidence barrier in which they are too confident in accuracy of their judgements
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4.1
 
Social Perception: the study of how we form impressions of other people and make inferences about them
 
Non-Verbal Behaviour
 
Non-Verbal Communication: how people communicate unintentionally or intentionally without words
 
Mirror Neurons: respond when we perform an action and when we see someone else perform the same action; able to connect with each other emotionally through activation of mirror neurons
 
Non-Verbal Cues: substitute verbal message; hand gestures, drawing finger across throat etc
 
Facial Expressions of Emotion
 
Encode: to express nonverbal behaviour such as smiling
Decode: interpreting meaning of nonverbal behaviour people express
 
Darwin: believed nonverbal forms of communication were species specific not culture specific
 
Ekman's Conclusion: there are six or more universal facial expressions; anger, happiness, surprise, fear, disgust, sadness, contempt, pride, embarrassment, anxiety, shame, guilt
 
Are Emotional Facial Expressions Universal?
 
Issues:
· Level of accuracy participant's achieve to conclude facial expression is being perceived in the same way across cultures
· Context influences which parts of the face people fixate on
 
Cultural Differences in Perception of Facial Expressions
 
Affect Blends: one part of their face registers one emotion while another registers another motion
 
Display Rules: culturally determined rules about which emotional expressions are appropriate to show
 
Collectivist Cultures: expression of strong emotions discouraged because disrupts group harmony
 
Emblems: nonverbal gestures that have well-understood definitions within a given culture, not universal
 
4.2
 
Implicit Personality Theories
 
Implicit Personality Theory: people's schemas, ideas about what personality traits go together
 
Casual Attribution
 
Attribution Theory: people explain causes of their own and other people's behaviour 
 
Nature of Attributional Process
 
Fritz Heider: father of attribution theory
· Internal Attribution: behaviour cause is something about personality
· External Attribution: behaviour caused by situation
 
Covariation Model
 
Harold Kelley: we notice/think about more than one piece of information when forming impression of another person
· Covariation Model: you will examine multiple instances of behaviour occurring at different times in different situations
· To form attribution we examine:
· Consensus: how people behave toward the same stimulus
· Distinctiveness: how the person's behaviour being explained responds to other stimuli
· Consistency Information: frequency the observed behaviour occurs across time and circumstances
· When consensus/distinctiveness of act are low, consistency high = internal attribution
· Consensus, distinctiveness, consistency all high = external attribution
· Studies show people don't use consensus as much as Kelley says, rely on consistency and distinctiveness
 
Fundamental/Dispositional Attribution Error: overestimating people's behaviour rather than situational factors
 
Perpetual Salience: information that is the focus of people's attention, tends to be overestimated
 
Two-Step Process: first we make an internal attribution then attempt to adjust attribution by considering situation the person was in (often skip this step)
 
Actor/Observer Difference: tendency to see other's behaviour as dispositionally caused while focusing on situational factors when explaining one's own behaviour
 
Self-Serving Attributions
 
Self-Serving Attributes:  explanations for one's success that credit internal, dispositional factors
· Strongest in Canada, Australia, New Zealand
· Low in Japan, Pacific Islands, India
 
Defensive Attributions
 
Defensive Attributions: explanations for behaviour defending us from feelings of vulnerability and mortality
 
Summary:
 
Implicit Personality Theories: use general notions/schemas about which personality traits go together in one person
 
Culture & Implicit Personality Theories: implicit personality theories shared by people in culture but not all cultures
 
Causal Attribution: we determine why people do what they do to uncover feelings and traits that are behind their actions
 
Defensive Attributions: explanations for behaviour that help people avoid feelings of vulnerability
Ex: belief in a just world
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5.1
 
The Origins of the Self
 
Self Recognition develops at 18-24 months of age
 
Self Knowledge: beliefs about who we are / how we formulate and organize this information
 
Self Control: way in which we make plans and execute decisions
 
Self Esteem: how we evaluate ourselves
 
Self Schemas
 
Self Schema: organized body of knowledge about ourselves (attitudes, likes, dislikes)
 
Self Concept Clarity
 
Self Concept Clarity: extent to which knowledge about the self is stable, clearlu and consistently defined
· Clear sense of self = positive outcomes
 
Cultural Differences in Defining the Self
 
Independent view of the self: defining oneself in terms of one's internal thoughts, feelings, actions
 
Interdependent view of the self: 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
 
Gender Differences in Defining the Self
 
Relational Interdependence: focus more on close relationships
Ex: common with women
 
Collective Interdependence: define themselves in terms of social groups
Ex: common with men
 
Introspection: looking inward, examining inside imformation
 
5.2
 
Self Awareness Theory
 
Self Awareness Theory: focus attention on yourself, evaluating and comparing current behaviour against internal standards and values
 
Causal Theories: theories about causes of one's own feelings which are typically learnt culturally
 
5.3
 
Observing Our Own Behaviour
 
Self Perception Theory: when attitudes/feelings are ambiguous we infer these states by observing our behaviour and the situation it occurs
· Infer inner feelings from behaviour only when we are not sure how we feel
· People evaluate whether behaviour really reflects how they feel or whether the situation they are in made them act that way
 
Intrinsic vs Extrinsic Motivation
 
Intrinsic Motivation: desire to engage in activity because you enjoy it
 
Extrinsic Motivation: desire to engage in activity because of external rewards/pressures
 
Over-justification Effect: people view their behaviour as caused by extrinsic reasons, making them underestimate extent to which it is caused by intrinsic reasons
 
Task-Contingent Reward: getting reward for completing task
 
Performance Contingent Reward: reward depends on how well people perform the task
· Performance contingent lead to worse performance than task if rewards are taken away for poor performance 
 
William James: people have different selves that develop in response to different social situations
 
5.4
 
The Looking-Glass Self
 
Looking Glass Self: the idea that we see ourselves through the eyes of other people and incorporate their views into our self concept
 
· Reminded of significant person in lives who is critical, tend to see ourselves as possessing negative traits
· Approving internal audience in mind, more likely to view with positive characteristics
 
Comparing Ourselves With Others
 
Social Comparison Theory: people learn about their own abilities and attitudes by comparing themselves with other people
· Socially compare when there is no objective standard to measure ourselves against
· When experiencing some uncertainty about ourselves in
· People find it easier to compare with others who are similar to them
 
5.5
 
Self-Control: Executive Function of the Self
 
· Only species that can imagine events and engage in long-term planning
· The self plans and exerts control over our actions
 
Self-Regulatory Model: self control is limited resource, limited amount of energy devoted
 
5.6
 
Social Comparison
 
Downward Social Comparison: comparing yourself with people who are worse in particular trait
 
Sociometer Theory
 
Sociometer Theory: self esteem is a gauge that monitors the extent to which we are accepted or rejected by others
· Chronic / usual level of self esteem reflects extent to which we feel accepted or rejected
· State / momentary level of self esteem reflects how accepted or rejected we feel in a relationship or social situation
 
Self  Enhancement
 
Self Enhancement: holding unrealistic positive views of oneself
· The more one distorts reality, the higher the self esteem
 
Self Effacement: holding negative view of oneself (common in collectivist culture)
 
Self Verification
 
Self Verification: people have a need to seek confirmation of self-concept which can conflict with desire to uphold favourable view of yourself
· Can be uncomfortable to interact with people who view us differently from the way we view ourselves
· People strive to uphold negative self belief only when highly certain of those beliefs
· If consequences of being improperly evaluated are not good, then even people with negative views prefer positive feedback
 
 
Summary
 
Self Concept: refers to contents of the self
· Self Cognition develops at 18-24 months old
· Low self concept = negative thoughts / feelings
 
Self Schemas: knowledge structures about the self that help people understand, explain and predict their own behaviour, can remember information more if it's about themselves
 
Self Awareness Theory: when people focus on themselves they evaluate and compare current behaviour to internal standards and values
· When people introspect about why they feel a certain way they use causal theories which are learned from culture
 
Self Perception Theory: argues that when attitudes and feelings are uncertain we infer these states by observing our own behaviour and the situation it occurs
 
Looking Glass Self: sense of who are is based off other's perceptions of us
 
Social Comparison Theory: compare to others when unsure of standing on some attribute and there is no objective criterion we can use
 
Self Control: limited amount of energy to devote to this, more difficult when we are depleted
 
Sociometer Theory: self esteem operates to monitor how much we are accepted or rejected by others
 
Self Verification: we want accurate information about what we are like (generally opt for self-enhancement rather than this in Western cultures)
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6.1
 
Nature & Origin of Attitudes
 
Attitudes: evaluations of people, objects or ideas
· Affective component: emotional reactions toward the attitude object
· Cognitive component: thoughts and beliefs about object
· Behavioural component: actions or observable behaviour toward attitude or object
 
Affectively Based Attitude: attitude based only on people's emotions and feelings about the attitude object that come from people's values
· Do not result from rational examination of issues
· Not governed by logic
· Often linked to people's values
 
Cognitively Based Attitudes: based primarily on person's beliefs about properties of an attitude object
· Purpose to classify pluses and minuses of object to tell if it is worth our while
 
Behaviourally Based Attitudes: based primarily on observations of how one behaves toward an attitude object
 
6.2
 
Explicit vs Implicit Attitudes
 
Explicit Attitude: ones we consciously endorse and can easily report; rooted in recent experiences
 
Implicit Attitude: involuntary, uncontrollable and unconscious evaluations; rooted in childhood experience
 
LaPiere: Asian couple travelled with him, only 1/251 establishments refused to serve him
 
Theory of Planned Behaviour
 
Theory of Planned Behaviour:  best predictors of person's planned behaviour are person's attitudes toward specific attitudes, subjective norms, and perceived behavioural control
· Specific Attitudes
· Subjective Norms: beliefs about how people they care about will view the behaviour
· Perceived Behavioural Control: ease with which people believe they can perform the behaviour
 
6.3
 
Persuasive Communication & Attitude Change
 
Persuasive Communication: advocates particular side of an issue 
· Source of communication
· Credible & attractive
· Communication itself
· Not designed to influence
· One sided communication
· Primacy effect: people more influenced by what they hear first (back to back speeches)
· Recency Efffect: remembering second speech better than first (delay between them)
· Nature of the audience
 
Yale Attitude Change Approach: study of change of attitudes in response to persuasive messages focusing on 3 factors in bullets
 
Central and Peripheral Routes to Persuasion
 
Central Route: people motivated and have ability to pay attention to arguments
· Logically compelling
· More likely to maintain attitude over time, resistant to counter-persuasion
 
Peripheral Route: people do not pay attention to arguments but swayed by surface characteristics
· Delivered by expert or attractive communicator
 
Advertising and Attitude Change
 
Utilitarian Products: like air conditioners and coffee are cognitively based
Social Identity Products: affectively based
 
Subliminal Messages: words/pictures that are not consciously perceived but influence people's judgements, attitudes and behaviour
 
 6.4
 
Attitude Inoculation: making people immune to attempts to change their attitudes by exposing them to small doses of argument against their position
 
6.5
 
Cognitive Dissonance: uncomfortable feeling we experience when behaviour is at odds with attitudes
· Justify behaviour through changing one of dissonant cognitions
· Changing behaviour to bring in line with dissonant cognition
· Attempt to justify behaviour  by adding new cognitions
 
Post-Decision Dissonance: after person makes decision, reduced by enhancing attractiveness of chosen alternative and devaluing the rejected alternatives
 
Striatum, pre-frontal cortex: activated during dissonance
 
Justification of Effort: tendency for individuals to increase their liking for something they worked hard to attain
 
External Justification: person's reason or explanation for dissonant behaviour that resides outside the individual
 
Internal Justification: reducing dissonance by changing something about your attitudes or behaviour
 
Counter Attitudinal Advocacy: when we state opinion or attitude that runs counter to private belief or attitude 
 
Insufficient Punishment: dissonance aroused when individuals lack external justification resulting in them devaluing forbidden activity
 
Rationalization Trap: potential for dissonance reduction to produce succession of self justifications that result in chain of irrational acts
 
Self Affirmation Theory: people can reduce impact of dissonance arousing threat to their self concept by focusing on their competence on some dimension unrelated
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7.1
 
Conformity: change in behaviour as result of real or imagined influence of others
 
North American, individualistic culture: stresses not conforming
 
7.2
 
Informational Social Influence: conforming because we believe others interpretation of ambiguous situation is more correct than ours
 
Private Acceptance: conforming to other people's behaviour out of genuine belief what the yare saying / doing is right
 
Public Compliance: conforming to other's behaviour publicly without believing in what they do/say
 
When People Conform to Informational Social Influence
 
· When situation is ambiguous: when unsure of correct response, most open to influence from others
· When situation is a crisis: don't have time to stop and think, see how other people respond and do likewise
· Contagion: rapid transmission of emotions or behaviour through a crowd
· When other people are experts: the more expertise one has, the more valuable in ambiguous or crisis situation
 
When Informational Conformity Backfires
 
Mass Psychogenic Illness: occurrence of similar symptoms for which there is no known physical or medical cause in group of people
 
7.3
 
Normative Social Influence
 
Normative Social Influence: influence of other people lead us to conform in order to be liked and accepted (results in public compliance with group's beliefs but not in private acceptance) 
 
Conformity & Social Approval
 
Asch's Experiment: asked which of three lines are longer, two participant's told to say incorrect answer, third ends up conforming even though they know they were right.
 
When Do People Conform to Normative Social Influence?
 
Social Impact Theory: conforming to social influence depends on:
·  strength/immediacy of group: groups we are highly attracted/want to identify with
· number of other people in the group: conformity increases as number of people increases (once majority is 4-5 people conformity pressures peak)
 
Other Conditions When People Conform
 
· Group is unanimous: when everyone believes the same thing (unless you have an ally)
 
Gender Differences in Conformity
 
Meta-analysis: allows one to combine results across large number of studies & come up with meaningful statistical summary
 
· Group pressure situations: women more likely to conform than men
· Situations where conformity is private = gender differences disappear
· Gender of experimenter affects results of their own gender
 
Collectivist Culture: higher rates of conformity in line task; conformity seen as valued trait, agreeing with others is seen with sensitivity
 
Resisting Normative Social Influence
· Be aware that it is operating
· Conforming to group earns you idiosyncrasy credits: credit earned by conforming to group's norms, then when enough earned they can on occasion behave in a deviant manner without retribution from the group
 
Minority Influence
 
Minority Influence: minority of group influence the behaviour or beliefs of the majority
Exert their influence via informational social influence
 
7.4
 
Compliance
 
Compliance: change in behaviour in response to direct request from another person
 
Door in the face: present with a large request get refused, then give reasonable request
 
Reciprocity: if we do something nice for something else, they will do the same for you
 
Foot in the door: present with small request followed by lager request
 
Lowballing: salesperson induces customer to agree to purhcase product at very low cost, then subsequently raise the price
 
Strategic self-anti-conformity: reverse psychology
· Used to elicit attitudinal or behavioural compliance
· Elicit a reassuring or affirming message
 
7.5
 
Obedience to Authority
 
Obedience: conformity in response to the commands of an authority figure
 
Milgram Experiment
The shock experiment, after participant gets it wrong they have to administer shocks, still continued even when the person was screaming in pain
 
Summary
 
Conformity: people conform for two reasons; informational and normative social influence
 
Informational Social Influence: look to the behaviour of others when they do not know the correct thing to do, usually results in private acceptance where people genuinely believe in what other people are doing
· Usually when situation is ambiguous, a crisis, if experts are present
· Backfires when they are wrong about what is going on, contagion when emotions and behaviours spread through group (mass psychogenic illness)
· Resist this by evaluating whether information is from legit expert
 
Normative Social Influence: change behaviour to match others because want to remain a member of the group
· In Asch study saw most people conform to obviously wrong answer of the group
· Social Impact Theory: more likely to conform when group is one you care about, group members are unanimous or when group has three or more members
· Women conform more in public group pressure situations, disappears when done in private
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8.1 

Group: collection of three or more people who interact with another and are interdependent in the sense their needs and goals cause them to rely on one another 

Social Roles: shared expectations by group members about how particular people in the group are supposed to behave 

Zimbardo Experiment: 
Stanford University fake prison, paid students to become guard or prisoner. Had to end after 6 days the students took it too seriously; guards became abusive, prisoners became passive and helpless

Group Cohesiveness: qualities of group that bind members together & promote liking among them 

8.2 

Social Facilitation: When Presence of Others Energizes Us 

Zajonc Cockroach Experiment 
Placed bright light at the end of runway, timed how long it took roach to escape the light by running to the other end. It performed faster when in the presence of other roaches than when they were by themselves; mere presence of others improves performance. When the task is difficult however, we do worse in the presence of others. 

Arousal & Dominant Response 

Social Facilitation: tendency for people to do better with simple tasks but worse on complex when in the presence of others and individual performance can be evaluated. 
	• Presence of others increases physiological arousal
	• When arousal exists, it is easier to do something that is simple but more difficult to do something complex 

Three Theories on Role of Arousal: 
	1. Other people cause us to become alert & vigilant 
	2. Make us apprehensive about how we're being evaluated 
		○ Evaluation Apprehension: concern about being judged 
	3. Distract from the task 

Social Loafing 

Social Loafing: tendency for people to do worse on simple tasks but better on complex tasks when in the presence of others 
	• Stronger in men
	• Loafing stonger in Western cultures 

Deindividuation 

Deindividuation: loosening of normal constraints on behaviour leading to increase in impulsive and deviant acts 

Why? 
	1. Presence of others / wearing disguises makes people feel less accountable 
	2. Presence of others lowers self awareness
	3. Increases extent to which people obey group's norms 

8.3 

Process Loss

Process Loss: any aspect of group interaction that inhibits good problem solving 

Groupthink: kind of thinking in which maintaining group cohesiveness and solidarity is more important than considering the facts in a realistic manner 
	• Causes people to reach inferior decision 
		○ Does not consider full range of alternatives 
		○ Doesn't develop contingency plans
		○ Does not adequately consider the risks of their choice 

Group Polarization: tendency for groups to make decisions that are more extreme than the initial inclinations of their members

Leadership in Groups 

Great person theory: certain key personality traits make a person a good leader, regardless of the situation the leader faces 

Integrative Complexity: ability to recognize more than one's perspective on an issue and to be able to integrate these various perspectives 

Leadership Styles 

Transactional leaders: set clear, short term goals and reward people who meet them 

Transformational leaders: inspire followers to focus on common, long term goals; think outside the box, identify important long term goals and inspire followers to meet them 

Contingency Theory of Leadership: leadership effectiveness depends on both how task oriented or relationship oriented the leader is and the amount of control and influence the leader has over the group 
		○ Task-oriented: leader who is more concerned with getting job done than with feelings of and relationships among the workers (high control work conditions)
		○ Relationship-oriented: leader who is concerned primarily with feelings/relationships among the workers (moderate control situation) 
	
Gender In Leadership 

Good leaders have "agentic" traits (assertive, controlling, dominant, traits associated with men) women expected to be "communal" (concerned with welfare of others, warm, kind) 
	
8.4 

Conflict & Cooperation 

Social Dilemma: conflict in which the beneficial action for an individual if chosen by most people will have harmful effects on everyone 

Tit for Tat Strategy: means of encouraging cooperation by at first acting cooperatively but then responding the way your opponent did on the previous trial 

Negotiation & Bargaining 

Negotiation: form of communication between opposing sides in a conflict in which offers and counter offers are made and a solution occurs only when both parties agree 

Integrative Solution: outcome where parties in conflict make trade-offs on issues according to different interests 

Summary 

Social Facilitation: presence of others energizes us, performance enhanced on simple, worse on complex 

Social Loafing: when individual's actions cannot be evaluated, the presence of others leads to performance being impaired on simple tasks but enhanced on complex 

Leadership in Groups: leadership effectiveness is function of both the kind of person and nature of the work situation 

Using Threats to Resolve Conflict: using threats tend to escalate rather than resolve conflict. Communication resolves conflict only when it promotes trust 

Negotiation and Bargaining: important to look for integrative solution where each side concedes most on issues that are unimportant to it but very important to the other
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9.1
 
Central human motivation:
Self Expansion: desire to overlap with another person, have access to their knowledge, insights and experiences to deepen your own experiences of life
 
The Person Next Door: The Propinquity Effect
 
Propinquity Effect: finding that the more we see and interact with people, the morel likely they are to become our friends
 
Mere Exposure Effect: more exposure to stimulus, more apt we are to like it
 
Similarity
 
Similarity: people who are like us
Complementarity: people who are opposites 
 
Reciprocal Liking: liking someone who likes us in return
 
Physical Attractiveness & Liking
 
Automatic first impression influenced by looks; conscious  deliberate evaluations influenced by looks and qualities
 
Attraction & Misattribution of Arousal
 
Misattribution of Arousal: people make mistaken inferences about what is causing them to feel the way they do
 
9.2
 
Companionate love: feelings of intimacy & affection toward someone whom our lives are deeply intertwined
Passionate Love: intense longing for another person
· All these experiences activate same areas of the brain: dopamine rich centres of pleasure, reward and motivation
 
Culture & Love
 
· Romantic love has less value on collectivist than individualistic
 
Attachments Styles
 
Attachment Theory: behaviour in adult relationships based on our experiences as infants with our parents or caregivers
 
· Secure Attachment Style: caregivers who respond to needs, show positive emotions so infants trust caregiver not worried about being abandoned
 
· Avoidant Attachment Style: caregivers are aloof and distant, infants desire to be close but learn to suppress this need
 
· Anxious/Ambivalent Attachment Style: inconsistent caregivers who are overbearing in affection; infants anxious bc they can't predict when they will be responded to their needs
 
Avoidance
 
· Fearful avoidant style: desire intimate relationship but avoid them because they are afraid to trust others/worry they will be hurt
· Dismissive Avoidant style: claim they don't need close relationships
 
 
Social Exchange Theories
 
Social Exchange Theory: how people feel about a relationship depends on their perception of the rewards they receive from it, and their perception of the costs
· Reward/cost ratio: balance between rewards that come from relationship & personal cost of maintaining the relationship
· Comparison Level: expectations about levels of rewards and costs you deserve in a relationship
 
Investment Model: theory that people's commitment to relationship depends on satisfaction with relationship in terms of rewards, costs and comparison level
 
Equity Theory
 
Equity Theory: people are not just out to get the most rewards for the least cost
· Both under-benefited and over-benefited will be unsatisfied
 
· Exchange Relationships: people keep track of who is contributing/taking advantage
· Communal relationships: people give in response to other's needs regardless of whether they are repaid
 
Positive Illusions: fantasies in which we convince ourselves we have a wonderful partner regardless of the facts
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10.1
 
Prosocial Behaviour: any act performed with goal of benefitting another person
Altruism: desire to help another person even if it involves a cost to the helper
 
Evolutionary Psychology: Instincts & Genes
 
Kin Selection: behaviours that help a genetic relative are favoured by natural selection 
 
The Reciprocity Norm
 
Norm of Reciprocity: expectation that helping others will increase likelihood they will help you in the future
 
Social Exchange: Costs & Rewards of Helping
 
Social Exchange Theory: much of what we do stems from desire to maximize our rewards and minimize our costs
 
Empathy & Altruism: Pure Motive for Helping
 
Empathy: ability to put oneself in shoes of another person experiencing events and emotions the way that person experiences them
 
Empathy-Altruism Hypothesis: when we feel empathy for another person we will attempt to help that person purely for altruistic reasons, regardless of what we have to gain
 
Summary:
1. Helping is an instinctive reaction to promote the welfare of those genetically similar to us (evolutionary psychology)
2. The rewards of heling often outweigh the costs, so helping is on our self interest (social exchange theory)
3. Under some conditions, powerful feelings of empathy for others prompt selfless giving (empathy-altruism hypothesis)
 
10.2
 
Altruistic Personality: characteristics that cause him or her to help others in wife variety of situations
 
Gender Differences in Prosocial Behaviour
 
Male sex role: chivalrous and heroic
Female sex role: nurturing and caring, valuing long term relationships
 
Cultural Differences in Prosocial Behaviour
 
All cultures: more likely to help in group; group with they identify
 
Interdependent: more likely to help those in 'in group' than in independent cultures
 
Religion & Prosocial Behaviour
 
· People who attend religious services donate more
· Priming religion does increase prosocial behaviour
 
Effects of Mood on Prosocial Behaviour
 
· Feel good, do good effect
· Good mood = more helpful
· More likely to do good deed to cancel out bad deed out of guilt
 
Negative State Relief Hypothesis: idea that people help in order to alleviate their own sadness and distress
 
10.3
 
Environment: Rural vs Urban
 
Urban-overload hypothesis: because people living in cities are constantly bombarded with stimulation, they keep to themselves to avoid being overloaded by it
 
Residential Mobility
 
· People who live in one place for a long time more liikely to engage in prosocial acts that help the community
 
Bystander Intervention: Latané & Darley Model
 
1. Notice the event
1. Distracted in a hurry
 
1. Interpret event as emergency
1. Pluralistic ignorance (interpret as non-emergency)
 
1. Assume responsibility
1. Diffusion of responsibility
 
1. Know appropriate form of assistance
1. Lack of knowledge / competence
 
1. Decide to implement help
1. Cost of helping too high
 
Summary
 
Evolutionary Psychology: prosocial behaviour in terms of kin selection, idea that behaviours that help genetic relative are favoured by natural selection.
 
· People with less more likely to be more helpful
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Aggression: intentional behaviour aimed at causing either physical a or psychological pain
· Hostile Aggression: stems from feelings of anger and aimed at inflicting pain or injury
· Instrumental Aggression: as means to some goal other than causing pain
 
Gender and Aggression
 
Men:
· More likely towards other men; public places
· Does more emotional/psychological damage than female violence
· More likely to engage in severe forms of violence
· More likely to report having experienced the mildest forms of violence
 
Women:
· More likely to be directed at romantic partner than stranger
· Women are 3x more likely to experience severe violence at hands of spouse
 
The Role of Testosterone
 
Testosterone: male sex hormone associated with increased physical aggression
· Can fluctuate depending on situational factors
· May be factor in aggression but effects tend to be small in aggression
 
Culture & Aggression
 
· Collectivist cultures lower levels of aggression than European
· Tribes of central Africa, New Guinea live in peace & harmony
 
Honour Cultures: cultures that define male honour in terms of power, toughnesss, ability to protect one's property
· Have higher rates of domestic violence
 
Physiological Influence on Aggression
 
Alcohol & Aggression
· Greater consumption = greater aggression
 
Pain, Discomfort, Aggression
· Heat, humidity, air pollution, odours lower threshold for aggressive behaviour
 
11.2
 
Frustration as Cause of Aggression
 
Frustration Aggression Theory: frustration (perception that you are being prevented from obtaining a goal) increases probability of aggressive response
 
Relative Deprivation: perception you have less than you deserve, less than what you have been led to expect or less than what people similar to you have
 
Aggressive Objects as Aggressive Cues
 
Aggressive Stimulus: object associated with aggressive response
 
11.3
 
Learning to Behave Aggressively
 
Social Learning Theory: we learn social behaviour form aggression to altruism by observing others and imitating them
 
11.4
 
Catharsis & Aggression
 
Catharsis: notion that 'blowing off steam' by performing aggressive act, watching others engage in aggressive behaviour or engaging in fantasy of aggression relieves built up aggressive energies and reduces likelihood of further aggressive behaviour
 
Summary
 
Gender & Aggression
· Men more likely to be physically aggressive & to interpret situation as provocative
· Gender difference reduces when women provoked
 
Evolutionary Approach: aggression is inherited because of survival value; animals are naturally aggressive
 
Direct Provocation & Reciprocation: aggress when provoked, reciprocate aggressive behaviour of others. Aggression reduced in mitigating circumstances
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Prejudice: The Affective Componenet
 
Modern Racism: outwardly acting unprejudiced while inwardly maintaining prejudiced attitudes
 
12.2
 
Social Categorization
 
In-group bias: evaluating in group members more positively than out group members
 
Automatic processing: we have no control
Controlled processing: can suppress or override stereotypes
 
Meta-stereotype: person's beliefs regarding stereotype that out-group members hold abuot their own group
 
Ultimate Attribution Error: tendency to make dispositional attributions about entire goru of people
 
Realistic Conflict Theory: limited resources lead to conflict among groups and result in increased prejudice and discrimination
 
In-junctification: motivated tendency to see way things are as the most desirable state of affairs
Justifying the system
 
Ethnocentric: evaluating other people's culture according to standards of your own
 
12.3
 
Stereotype Threat: apprehension of minority gorup that their behaviour might confirm existing cultural stereotype
 
12.4
 
Reduce stereotypning:
· Equal status
· Mutual interdependence
· Common goal
· Informal, interpersonal contact
· Multiple contacts
· Social norms of equality
 
Extended Contact Hypothesis: knowledge that member of one's group has close relationship with member of another group can reduce one's prejudice towards that group
 
Summary
 
Prejudice; Affective Component: prejudice as hostile or negative attitude toward group based on their group membership
 
Stereotypes; Cognitive component: generalizations about group in which positive and negative assigned because of their membership
 
Discrimination; Behavioural: unjustified negative or harmful action toward members of group because of their membership
 
Causes of Prejudice:
· Social categorization: human tendency to organize people into in/out groups
· Stereotypes
· Affect and mood
· Attributional biases: overestimate outside forces
· Realistic conflict theory: prejudice when there is conflict between resources
 
Effects of Stereotyping:
· Self Fulfilling Prophecy: unknowingly create stereotypical behaviour in out group members through treatment of others
· Stereotype threat: fear to behave in manner of existing stereotype
 
Reducing Prejudice
· Contact hypothesis: bringing in/out group members together
· Extended contact hypothesis: mere knowledge that close friend is friends with out group reduces prejudice

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 

 
 
 
 
 

