Chapter 7: Conformity

Intro: 
· Story of innocent girl & boy that got beat up by people at school 
· Conformity is why people joined in instead of stop it 

Conformity: When & why
· Conformity: is a change of behaviour as a result of the real or imagined the influence of other people
· Conforming was found to be present in other species (rats) even when it was costly to do so 
· Rats given toxic thing that made them throw up and avoid a food, but would eat it if other rats ate it
· Tendency to conform to the behaviour of others is found to be so powerful it can override behaviours that promote survival (e.g. avoiding poisonous food like the rats)
· North American culture stresses the importance of not conforming
· We like to believe that our behaviour not influenced by others
· Don’t like to think of selves as spineless, puppets, rather players 
· Study asked students to rate how they felt about own intellectual abilities 
· If showed other + ratings other students made of themselves, they would rate themselves as + too
· Sometimes extreme example of Solar Temple cult members 
· Perhaps anyone would have conformed if they were put in the same extreme situations  
· Other extremes situations: Canadian peacekeepers torturing someone to death, military atrocities, Holocaust 
· Bottom line: we conform more than we realize or would like to admit 
· Conformity itself is not good or bad – can make people conform to recyle.
· Soc psych doesn’t care if conforming is good or bad, it cares about why people conform 

Informational Social Influence – the need to know what’s right
· Informational social influence – conforming because we believe that other’s interpretation of an ambiguous situation is more correct than ours and will help us choose an appropriate course of action 
· We see other people as a source of information to guide our behaviour, which causes us to conform 
· When we act like everyone else is acting we are conforming
· So the influence of other people leads us to conform because we see them as a source of information and think their interpretation of a situation is better than ours.
· Informational social influence can lead to:
· Private acceptance: Genuinely believing what the other person is doing is correct so you conform to them
· Public compliance: Conforming to other people’s behaviour publicly without necessarily believing in what they are doing
· Study: In Sheriff’s experiments, he used the autokinetic effect (a visual illusion) to create an ambiguous situation
· asked people to judge what how much the light moved (alone) then in a group 
· everyone experiences the autokinetic effect differently, some see a lot of movement some see v little 
· in groups, people reached a common estimate 
· also found that people actually believed the group’s result because he asked them to judge the experiments alone again and they gave the group’s answer.
· this suggested that people were relying on one another to define reality and came to privately accept group estimate (i.e. private acceptance)
· Information conformity does happen in real life (we don’t have to judge light moving irl) but this phenomenon is pervasive in everyday lives
· When we are facing an important decision we are even more likely to rely on other people for information

When do people conform to informational social influence?
· When the situation is ambiguous
· For example when we have a fire alarm we normally look at people around us to see what to do
· Basically when we are unsure of the correct way to respond to something
· The more unsure you are  the more likely you are to rely on othrs 
· An example from a textbook is the torture of the Somalian child (Shidane Arone). The soldiers were told to “abuse” intruders (this is term is ambiguous) and were not properly trained for their peacekeeping mission. The ambiguous situation made the soldiers look to each other. 
· When the situation is a crisis
· In this case we don’t have time to stop and think about what to do. So the most natural thing is to look at people around us and copy them.
· Contagion: The rapid transmission of emotions or behaviour through a crowd
· Example: the play on the radio about invading Martians
· So many American’s believed it because: 
· 1) Play parodied existing show very well
· 2) Informational social influence – people didn’t know if it was real or not. So they looked at their family and friends and when they saw them look worried they freaked out as well.
· Example: Solar temple cult where the leader convinced everyone that the world was going to end. This was a perceived as a crisis by some people, and they turned to leader for guidance & accepted that death by fire was the right way to go. When people believe that they are in crisis, they are more likely to succumb to these forms of influence. 
· When other people are the experts
· When someone has more knowledge about something you trust him or her when the case is ambiguous or there’s a crisis. Unfortunately, experts are not always reliable.
· For example if you see smoke on an airplane you look to the flight attendants.
· But the police also believe the Martian invasion radio broadcast… unreliable experts
· The role of experts in exerting information social influence: 
· Professors are the experts
· Research found that social science students were more liberal at the end of college, compared to engineers who became more conservative. This is because of informational social influence – i.e. the info students learned from profs (experts)

When informational social influence backfires
· Using others as a source of information can be dangerous if others are misinformed
· Mass Psychogenic Illness
· Extreme and misdirected informational social influence
· Similar physical symptoms in a group of people for which there is no known physical or medical cause
· Example: toxic bus, where a man told the driver that he was about to have a bad day, and he puked later. Other passengers puked too and even reporters & paramedics. They all suspected chemical attack. But testing showed the symptoms were not due to chemicals & no chemicals found. Conclusion: the symptoms were a case of mass psychogenic illness, where anxiety caused people to feel the symptoms 
· Media plays a big role in modern mass psychogenic illness. Took 200 years for “dancing mania” type of mass psychogenic illness in Middle Ages to spread. But now it takes minutes for people around the world to learn about an unusual event today. Luckily, mass media also has the power to stop contagion by giving a more logical explanation. 

Resisting social informational influence
· How to resist an inaccurate informational social influence?
· Engaging rational problem-solving
· Instead of relying on others, and being caught up in contagion, find onw information
· Decision to conform influences how people define reality 
· If you conform, you see the world as they do 
· If you don’t, you see world differently as they do 
· Study: asked students to read a controversial story about black teen getting shot and killed by police. Controversial because a lot of the details of the situation [image: ]were ambiguous. Then the students were asked how they interpreted the situation. Then told that other people that police were 75% responsible and teen 25%. Then told their answers were lost and re-report. 
· Results: people who agreed that the police were more responsible changed their interpretations to be more consistent with the group opinion. People who disagreed that the police were not responsible deviated even further from the group opinion!
· **Decisions about whether we conform to informational influence will affect our behaviour but also our interpretation of reality**

Normative Social Influence – the need to be accepted or liked
· Brazilian children surfing on top of trains. Students & ecstasy. This can’t be informational social influence, because “oh idk what to do but a stranger wants to sell me M that might kill me! That’s a good idea, I see other people doing it” is not a realistic scenario. (i.e. these are high-risk activities). There must be another reason why people conform. 
· Normative social influence: the influence of other people that leads us to conform in order to be liked an accepted by them 
· Not necessarily private acceptance
· Humans are social & need companionship  thus we conform to be accepted by our groups
· Social norms: the implicit or explicit rules a group has for the acceptable behaviors, values, and beliefs of its members 
· To be a good member in the group you have to conform to social norms
· Members who do not follow norms are seen as difficult or deviant 
· Group use ridicule to punish members who do not follow the norms
· Study shows this is why when we see someone being ridiculed we are more likely to conform; we don’t want to be punished via ridicule 

Conformity and Social Approval
· People conform to be liked and accepted by others
· Exploring the parameters of normative social influence
· Study: Asch line experiments 
· Task is to match the length of the line to a card with three lines on it 
· Seven confederates and the real participant answered 
· The answers were clearly obvious so it was expected that people would us rational problem solving even if the group was wrong… nope!
· Results: surprisingly high level of conformity! 
· Why did this happen
· Not ambiguous situation so it’s not like the participants need other ppl’s advice to decide 
· “Here was a group; they had a definite idea; my idea disagreed; I didn’t want to particularly to make a fool of myself”  – participant 
· Normative pressures usually result in public compliance without private acceptance (vs. Informative social influence which can cause public or private compliance, normative pressures only lead to public) 
· Meaning people go along with the group even if they do not believe in what they are doing
· It still matters when it is complete strangers but it matters more when it is people we are close to, then we are more likely to conform
· Normative social influence can happen because we don’t want to risk social disapproval even from complete strangers.
· When Asch line study was repeated where people wrote down answers instead of saying aloud, conformity dropped because they group would never find out their answer – don’t have to worry about social disapproval
· There is biological evidence to how unpleasant it is to resist normative social influence. When people resisted the groups incorrect answer the amygdala (brain area associated with negative emotions) and right claudate nucleus (area that regulates social behaviour) were activated.
· Supports that normative social influence occurs because people feel negative emotions when do not conform (i.e. go against the group).

When do people conform to normative social influence?
· Social impact theory states that conforming to social influence depends on
· Strength
· How important the group is to you 
· Immediacy
· How close to you is the group in space and time during influence attempt
· Number
· How many people are in the group
· Conformity will increase as strength and immediacy increase
· Groups to which we strong identify with (strength) and are often in the presence of (immediacy) will exert more normative influence on us 
· Study: Bicultural minorities (e.g. second-gen Asian Canadians) feel they’re not fully accepted by the majority group (Euro-Canadians) because of physical distinctiveness. Asian women did a task in front of mirror or not in front of mirror. They were asked to rate paintings but could see the rating of Chinese-Canadians and Euro-Canadian. The mirror group conformed more to the Euro-Canadian ratings because they are reminds by the mirror that they don’t fit in & are especially motivated to conform
· Number however operates in a different manner. Going from 3 to 4 people makes more of a difference and going from 50 people to 51 people. As the size of the group increases each additional person has less of an influencing effect. When group is small adding another member will increase conformity but if the group is large adding another person will not make that much of a difference.
· Social impact theory: conformity pressures peak at 4 or 5 group members 
· Study: 
· When group is making the wrong judgement, as each member of the group gives an incorrect answer  the conformity pressure increase; participants will conform to be accepted by the group 
· When group is making a right judgement  group size less likely to matter; you will turn to the group for information; as each member of the group provides a correct response, more responses doesn’t really matter 
· Thus, the size of the group is most likely to affect conformity when: 
· When normative social influence is operating 
· i.e. in situations when the group is clearly wrong, conformity is influenced by normative social influence 
· Also, it doesn’t take an extremely large group to create normative social influence (peak @ 4 or 5 group members) 

When the group size is three or more (not in text, old note)
· Conformity increases as the number of people in the group increases
· Up certain point
· Conformity pressures due to the group size have a peak. It does not just keep increasing as the group number increases.
· One other thing to keep in mind: In situations that the group is clearly wrong, conforming is due to normative influence. But in situations where the group is making a judgment that could be correct conforming would be due to informational influence and here, the group size does not matter.
· So group size has an effect when normative social influence is operating not informational social influence.

When the Group is important
· Strength of the group is how important the group is to us (how much we love and respect them)
· Groups we are more attracted to and we strongly identify with will have greater normative influence on us  do not want to lose them.
· For example woman who wanted to engage in physical activity were more influenced by other female friends then by a doctor telling them to be active
· When we are attracted to a group and reminded that we do not fit in we are more likely to conform to that group
· Experiment to American Chinese woman
· Woman who are reminded of their distinctive appearance ranked European Canadian art more similar to Euro-Canadian rating)

When the group is unanimous
· Normative social influence is most powerful when everyone in the group says or believes the same thing
· Having one ally agree with you dramatically helps a person resist normative pressures
· Tested in Asch’s line test, when one confederate gave the right answer, conformity was dramatically lower
· Observing someone else resist normative social influence makes an individual more likely to do the same
· People who hold unpopular beliefs are able to maintain them in the face of group pressure if they can convince at least a few others to agree with them
· E.g. believers of the hollow Earth theory (where an unknown civilization resides in the center of the Earth lmao); ridiculous but the theory lives on because believers convinced people to support it 

Gender differences in conformity
· On average men are less easily influenced than women but the difference is very small
· Gender differences are especially likely to be found in group pressure situations in which an audience can observe how much you conform. In this case women are more likely to conform (e.g. Asch line test)
· In situations in which conformity is private, gender differences disappear (e.g. Asch line test, where answers written on paper)
· This can be explained by the social roles of men and women are taught in our society, women are taught to be more agreeable and supportive but men are taught to be more independent
· Important to keep in mind that these differences are small
· The gender of the researcher makes a difference. Male researchers were more likely than female researchers to find that men conformed less. 
· Because they are more likely to use experimental materials that are more familiar to own gender. 
· E.g. Male researcher using sports test 
· People are more likely to conform in ambiguous situations, so women would be more likely to conform in unfamiliar situations designed by male researchers.
· When questionnaire with both neutral and male/female familiar topics was used to test this issue, it was found that:
· Women conform more than men on the masculine items 
· Men conform more than women on the feminine items
· Woman and men conformed equally on the gender-neutral items

When the group’s culture is collectivist
· In collectivist cultures show higher rates of conformity
· In collectivist cultures conformity is considered a valued trait, not a negative one
· Because it promotes harmony and supportive relationships in the group
· The emphasis on one’s group is critical – For example Japanese students were found to conform even less than North Americans when dealing with strangers.
· People with more than one national identity can associate different values with each of those identities. For example, an Asian American will say conformity is very important when identifying their Asian self but will say it is not important when identifying the American self
· These effects held irrespective of degree of acculturation to Canada 
· It was found that individuals of hunting tribes conform less than individuals of farming tribes
· Inuit hunting societies value independence, assertiveness in order to bring food home 
· African farming societies value cooperativity and conformity (traits that make close living & interdependent farming more successful)  
· It was also determined that cultures with higher pathogen prevalence conform to more. For example, they need to have bathing norms to ensure cleanliness and health.

Consequences of normative social influence
· Normative social influence can be used for good or ill
· For example, adding bigger bills in a donation box will make people donate more to fit in with the social norm (which is not even real in this case)
· In an experiment, people saved more energy in their homes when they were given a normative message about their neighbours doing so
· We underestimate the power of normative social influence – participants believe that the message about their neighbours had little effect on them 
· Cases were conforming to the group social norms has been bad
· Brazilian kids train surfing
· How is a deviant (someone who doesn’t follow group norms) treated? 
· Study showed that in a discussion, communication with the deviant drops sharply when they don’t conform. The group would also punish the deviant by nominating them out of the group & assigning them the most boring tasks
· The results of the study have parallels in real life. Canadian military officer was given an outdated vaccine & voiced his concerns publically (which was against the norm of military personnel). The was subsequently ostracized & given menial tasks. Women in the military who filed complaints were treated the same way 
· At the University of Toronto, students over estimated the amount of their peers that drink, smoke, and do drugs. Students are more likely to do these things if they really think a lot of their friends and peers do the same
· Researchers found that students’ perceptions of the social norms are strong predictors of how they will behave
· This suggests a path for prevention. If students know how many of their peers drink, which is less than what they think, then they will be less likely to drink.
· Flaw to this is that some recepients of the message will drink/do drugs below the average level and then increase this behaviour to match the normal (not good) – “boomerang effect” 
· Also, rewarding people for not complying with undesirable social norms might help prevent it from happening

Resisting normative social influence
· How to resist normative social influence
1) Be aware that social normative influence is operating 
· Is the presence of others causing you to change your behaviour from what you think is right? 
2) Take action 
· Specifically, find an ally (or many allies); this helps us resist normative pressures 
3) Remember that conforming to normative social influence most of the time earns you the right to deviate occasionally without serious consequences 
· Conforming to a group overtime earns you idiosyncrasy credits (i.e. the credits a person earns, over time, by conforming to a groups’ norms; if enough idiosyncrasy credits are earned, the person can behave deviantly on occasion without retribution from the group)


Loyal deviance: A special case of defying a group that matters a lot to us to stop the group for making a mistake.

Normative Social influence in everyday life
· Fashion – We tend to wear what is appropriate in society

Social influence and Women’s and Men’s body image
Females:
· Western culture (particularly North America) currently values unrealistic thinness in females. Other parts of the world consider plumpness attractive. 
· In an experiment, it was determined that a heavy body would be considered more attractive in a country where food was more scarce 
· Countries with a very reliable food supply preferred moderate to slender female bodies
· Western culture currently values thinness in the females (thin is beautiful)
· But this has not always been the case; this has changed over the years. For example, around World War II, heavier woman were more attractive even in North America.
· Note: in the US, there is greater acceptance of curvaceous body types for African American women than white women
· College aged Japanese women were more likely than American women to perceive themselves as being overweight (despite the face that Jap women were significantly thinner than American women). They also reported greater dissatisfaction with their bodies
· The “need for approval” was a significant predictor of eating disorders for Jap women but not American women
· This likely happens because Japanese cultures place a greater emphasis on conformity so the pressure to be thin operates with even more consequences for Japanese women.
· Women learn what kind of body is considered to be attractive at a given time in by looking at media, family, and friends.
· The sociocultural pressure for thinness on women is a type of “normative social influence” 
· In an experiment, woman who were exposed to attractive, thin models in advertisements based self-esteem more on appearance and reported greater body dissatisfaction (called “Victoria’s dirty secret”)
· Study showed that subtle exposure to thin models (e.g. rating which sunglasses looked best on models) made women feel worse. Blatant exposure to models (e.g. rating how attractive models were) caused women to be defensive and rated their bodies higher 
· Real life exposure to thin models is usu subtle, and not blatant, thus making us feel bad about own body
· Consequences of this kind of normative social influence: Strong link between body dissatisfaction & low self esteem, 
· Normative social influence explains woman’s attempts to create the ideal body through dieting  leads to serious health consequences and mental health problems.
Males
· Cultural norms about mens’ ideal body have also changed overtime and has arrived at a more muscular body 
· Men’s bodies are advertised as more undress now than before 
· Informative and normative social influence operates on men and women
· Men that read the male oriented magazines were significantly correlated with negative feelings about one’s own body, and they valued thinness in women more.
· May lead me to engage in risky behaviour such as using steroids or crash dieting.
· In an attempt to overcome body ideals, male and female participants who received the body image intervention (discussed how unrealistic appearance ideals are and the risks associated with trying to conform. They also created arguments against social norms about appearance) where more likely to reject appearance norms.
· Only Girls in the intervention group where less likely to base their self-esteem on appearance compared to girls in the control group.
· These results are encouraging and suggests that it is possible to help people withstand dominant pressures

Minority Influence: when the few influence the many
· Minority Influence: when a minority of group members influences the behaviour or beliefs of the majority
· 2 important points:
· Consistency is key: must express the same view over time
· Members of the minority have to agree
· If one members of the minority waivers between two views OR two members of the minority do not agree, they will be dismissed.
· People in the majority influence through Normative Social influence
· More likely to produce public compliance via normative social influence 
· People in the minority influence through Informational social influence (because the majority does not care how the minority views them)
· More likely to produce private acceptance via information social influence 

Compliance: Requests to Change your behaviour
· Recall: 2 people why reasons conform
· Other people serve as a source of useful information (Informational Social influence)
· Pressure to follow norms (Normative social influence)
· Compliance is a change in behaviour in response to a direct request from another person
· We want to know when and why people comply with requests

The door-in-the-face technique
· In this technique, you present a person with a very large request knowing they will refuse, and then with a smaller, reasonable request to which they will hopefully agree
· For example, when collecting donations for charity, ask for $500 to which people will refuse, and then ask for $5 which they will be more likely to agree to that than when just asked for $5.
· Why does it work?
· Reciprocity norm: If people do something nice for us, we should reciprocate it and do something nice for them
· Relating it to this example
· The “nice” thing the person is doing is lowering the price. Makes the other person feel obligated to return the favour and be reasonable.
· The disadvantage of this technique is that it is short-term; a person will not be likely to comply with further requests.

The foot-in-the-door technique
· This technique is opposite to the door in the face (starting with a small request instead of large)
· You present the person with a small request first which you expect them to accept, and follow it with a larger request that you hope they will accept
· Sales people found that they were more likely to make a sale if they got the customer to agree to let them in the house first
· Prof was convinced to teach one class, then all classes, and coming up w final exam lol 
· Why does it work?
· It triggers a change in self-perception. When you agree to the small request you view yourself as a person who helps others, so you agree with the next larger request as well.
· This technique is good for long term compliance

Lowballing
· Salesperson convinces the customer to buy something at a lower price  then raises the price  customer will still likely buy it at the higher price
· Happens a lot in car sales
· Three reasons why it works
· When you agreed to the lower price you sort of made a commitment (though its reversible/irrevocable)
· The commitment to the lower price triggers the anticipation of an exciting event
· Even though the final price is higher than what the customer thought it would be initially, it is probably only slightly higher than at another place
· The key is that you get someone to commit to something and then you begin to reveal that what they signed up for involves them do a lot more (or paying a lot more) than they expected.
· Because Stanton is saying is not just in sales, it can be in dating also. You go on a date with someone, they ask you pick them up, then to take them to the grocery store, etc. they are revealing hidden costs you did not expect when you initially agreed to the date.

Connections: Reverse Psychology
· Getting someone to do something for you by purposely getting them to contradict you
· “there is no way you can finish these dishes in 20 mins” to get someone to finish the dishes
· Reverse psychology aka “Strategic self-anticonformity”
· 2 reasons to use it
· To get attitude or behavioural change (e.g. get some to do something for you)
· [bookmark: _GoBack]To get emotional reassurance from another person (i.e. wanting to here that you are needed)
· Most common 
· This technique used just as commonly as other compliance strategies and should be added to the list 

Obedience to Authority
· Obedience: Conformity in response to the commands of an authority figure
· Can have extremely serious and tragic consequences (e.g. Holocaust)
· The soldiers carrying out orders in the holocaust are not necessarily bad people, they just had extremely strong social influence acting on them.
· Electric shock experiment (Milgram)
· Experimenter instructs you to deliver a shock to the person you are teaching every time they make a mistake. You increase the level of the shock every time the learner makes a mistake
· Learner started screaming to let him out but the experimenter tells the person that it is important to continue. 62.5% delivered the max amount of voltage which is deadly
· These results are consistent across the gender, age, ethnicity, education, and TIME (modern studies replicate the same findings)
· No one is immune from pressure to obey to authority 
· So the questions is: how did ordinary people conform to the wishes of the experimenter
· Role of Normative Social Influence
· When authority figure is very insistent that we obey and continue to deliver shocks, it’s difficult to say no 
· Obedience is highest in the presence of a directive authority figure. When this authority figure is removed, people behave contrary to the authority’s wishes.
· When the test participants were paired up with Confederates, seeing them disobey made it easier for the participants disobey.
· Role of informational social influence
· Informational social influence is strong when the situation is ambiguous and when the other people in the situation have more expertise
· Here the experimenter is an expert in people listen to him
· When the researcher left the room and a confederate teacher was brought in, the participants did not listen to the confederate because they’re not an expert  conformity decrease 
· People are less likely to obey when they perceive that the authority figure is actually not an expert 
· Another variation involving two researchers (experts) that began disagreeing when 150V was reached  100% of participants stopped conforming 

Other reasons why we obey
· Conforming to the wrong norm
· Sometimes we don’t realize that the social norm we are following is not appropriate to the situation, or even applicable to the situation
· At the beginning of Milgram experiment, the experimenter is an expert and the norm is to follow him. When his request became unreasonable, you already started following his orders so you just continue to do so anyways.
· If the participant took 15 min break alone, rather than continue in the fast-paced experiment, they’re realized the should no longer follow the norm to obey authority 
· Self-justification
· This is related to dissonance, every time we have to make a difficult decision there is desire to reduce dissonance
· Once the participant delivered one shock, they reduce dissonance by justifying the 15-volt increase. So there is pressure on them to continue to deliver shocks so that their dissonance can stay low. If they disagree after two increases their dissonance will increase because they will realize they were wrong to increase volts in the first place.
· The justification at each volt increase lays the groundwork for the next shock
· This is how tortures are trained, through an incremental approach.
· It is not about aggression
· When participants where given the choice of voltage rather that a 15 volt incremental increase, most of them stayed in the low voltage ranges
· So it is not about people being aggressive or evil. It was about the social pressures that caused them to conform
· Findings from Milgram study gives us insight into the horrific treatment & deaths of prisoners in Iraq’s prison by US soldiers
· Soldier were in an unfamiliar environment & the rules kept changing & they fear repercussions if they did not comply with the order from authority figures 
· Epilogue: A look at the minority who disobeyed 
· 150V is when disobedience would most likely occur 
· This was the first time that the learner (shock recipient) would ask to be let out of the experiment 
· Not when the learner first expressed pain; pain alone not enough to get use to not conform 
· Resisting obedience: 
· Just being aware of the power of obedience to an authority figure will make us more likely to take the moral high road.
· Seeing a film on obedience  higher level of moral reasoning 
· Effects were strongest for women
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