
Prof: Jennifer Knack

Chapter 2: The Methods of Social Psychology 

  What is a psychologist? 

· you should be able to interchange these terms
· a psychologist IS a scientist 
· clinical psychologist, etc quickly comes to mind /counseling type behaviors
· SOCIAL PSYCHOLOGY FALLS UNDER THE REALMS OF EXPERIMENTAL PSYCH.
· follow the scientific method (will discuss in depth today)
Predicting Behavior Exercise

· color: green
· fruit: banana
· bird: cockatiel
· fish: bass
· exemplars read are based on a research study done. Common responses from college students; we are able to predict quite a few, but not ALL. 
· TRENDS IN RESEARCH. 
N: Usually an exception to every rule. 

N: Individual differences; &differences in experiences

Basic Definitions **These are in text**

· Theory: scientific explanation of why event/outcome occurs
-interested in pscyhological processes

FROM theories, we can derive hypotheses. 

· hypotheses: specific predictions about what should occur if theory is correct 
-come from theories

-ways of testing theory

Number of ways to TEST A THEORY (we will explore in this lecture)

· SCIENTIFIC METHOD
1. state problem
2. formulate hypothesis
3. design study 
4. analyze data

* is data consistent with hypothesis?? 

5. Communicate results. 
-where do these hypotheses come from ?? YOUR THEORY. (need to be grounded in research; may be drawing on some of your experiences but also largely on pre-existing studies, etc)

-analyzing, although often tedious, 

-communication: scientific gatherings; symposiums; publishing (sharing with the scientific community) 

VERY IMPORTANT TO SHARE KNOWLEDGE; BUILD SUPPORT/TAKE AWAY SUPPORT FOR YOUR THEORY. 

· Question: Can rats learn that food is behind the checkered pattern wall? 
-pair food behind checkered board, to train the rat 

-test the theory; is the rat relying on location or on pattern of the door? 

HOW DO WE TEST OUR THEORY? 

· Independent/predictor variables: manipulate or observe (EXPERIMENTAL RESEARCH)
· Dependent/outcome variables: measure (CORRELATIONAL RESEARCH; may be of interest to us, but we cannot manipulate it). 
· Conceptual definition: Big Picture *
· Operational definition: Specific; able to be replicated by others. *
(articulating what you mean by your conceptual definition) 

N: Correlational does NOT equal cause & effect.

· book doesn’t really go into conceptual, but does go into operational. 
N: NEEDS TO BE ABLE TO BE REPLICATED BY OTHER PEOPLE. 

let’s apply those terms! 

EXAMPLES: 

1 - RECALL Triplett’s experiment from last class? 

· IV? -conceptual?                -operational? YES         ; presence of others. 
· DV? -conceptual? YES       -operational?                ; performance.
· INDEPENDENT VARIABLE (manipulated; looking at how the presence of others affects your performance.) how did he define that presence of others? 2 GROUPS: how did he operationalize? 1. had people present. 2. did not. 
· for DEPENDENT VARIABLE, what was he conceptually interested in? Whether performance was better or worse; how long it took to reel in the fishing line. 
2 - RECALL Ringlemann’s experiment from last class; ROPE PULLING. 

Conceptual IV: presence of others

DV: Impact on performance

· how did he operationalize? 1. one person pulling by themselves 2. several pulling together as a team. 
· conceptually, whether people perform differently in the presence of others. 
· operationally, measured force, how hard they pulled, etc. 
-both Triplett & Ringlemann  were testing the same thing conceptually. 

CONCEPTUAL/OPERATIONAL DEFINITION EXERCISE: WATCHING FRIENDS EPISODE; 2x (with baby on bus) 

What might we look at? 

· social comparison 
· [ways of communication ] - maybe for another Qualitative study. 
· Monika’s OCD 
· behavioral expectations; this is what we’re mainly looking for. 
We need to come up with an operational definition: THE BEHAVIOR WITH GROUP MEMBERS VS WITH NON-GROUP MEMBERS; SEX DIFFERENCES; 

	WITH GROUP MEMBERS
	WITH NON-GROUP MEMS.
	MALE BEHAVIORS
	FEMALE BEHAVIORS

	much more sarcasm
	attempts to defend the others (Rachel )
	-towards Monika: sarcasm, but also amongst males. 
	

	
	
	position themselves noticeably far away from each other
	- position themselves notably closer 


tally marks: female vs male; 1-2  

· re-evaluate our OPERATIONAL DEFINITION: QUANTITATIVE; the # of times behaviors occur. SPECIFY -> let’s look @ expectations b/w group members.  SOCIAL expectations; for women to be good with babies; monika’s failure in this comes across as somewhat humorous. SOCIAL NORMS. look  @ the concept ; how much they DON’T ADHERE TO SOCIAL NORMS. LET’S LOOK AT IRREGULARITIES TO SOCIAL NORMS. 
· monica not having a maternal instinct
· monica throwing their basketball out the window
· ross being afraid of needles. 
· the men walking down the street with all the baby stuff. 
How far do we have to REFINE THIS DEFINITION? Operational def. needs to get to a point where there’s a consensus but it is still measuring what you want it to measure. 

frequency of VIOLATIONS ACROSS THE BOARD (and genders) OF SOCIAL NORMS: lllll lllll 

ex. 

*ross acting childish/pouting over getting the needle

*joeys behavior towards the woman looking at the baby 

REVIEW these concepts *TEST QUESTIONS*

A few other things to consider...

-extraneous variables: does NOT co-vary with intended IV; may still influence results

-confounding variables: co-varies systemically with a second, unintended IV. 

WE WANT TO ELIMINATE EXTRANEOUS VARIABLES. AND ESPECIALLY CONFOUNDING VARIABLES; will affect results. 

ex. Dr. Michaels thinks an excess of a chemical (RTQX) in brain during infancy causes permanent mental retardation. tests on rats. 

C group; nursed by mothers

B group; bottle nursed with added chemical 

B group did not perform as well as C group. 

Other factors: NOT being nursed by mother; lack of connection with mother (separately from the mother). 

Possible Solutions: 1. separate all from mothers, feed by bottle and 1 group with chemical, 1 without. 2. add another condition; have one group JUST separated from mothers. 3. do NOT separate from mothers; all bottle-fed. 

THIS IS AN APPARENT CONFOUNDING VARIABLE.

*Reaction paper outline; Violation Social Norms; text is ok to cite. APA

*Each paper is worth 22.5 points; 10 point deduction if you do not follow the instructions. def. not courier new. due: Oct. 21st

*Please try to avoid quotations. Put it in your own words! You can of course ref. class notes; which you don’t have to ref. 
Last class: talked about self-esteem. 

We will finish up Ch. 5. Then, jump to Chapter 3. 

Gender & Social Behaviour

· Believe there’s gender
 differences in personality; gender stereotypes
· Often exaggerate real differences; e.g., dominance, self-esteem, intelligence
· Fight-or-flight vs. tend-and-befriend
· fight-or-flight
· tend & befriend: women put slight emphasis on pulling together people close to them for support.
· We often exaggerate real gender differences. 
· Make sure you read sections on gender differences with a critical eye.
· There is plenty of overlap, but they are on average not too different statistically. 
Similarities in romantic attraction; honesty, kindness, intelligence

  Differences in romantic attraction


· women value: status, material wealth
· men value: physical attractiveness 
· Biological differences; genetic, physiological, hormonal 
· Evolutionary theory; parental investment theory
: different reproductive pressures
· theory that female spends 9 months caring for, nurturing the baby in the womb and searches for a mate that can best provide (through status, wealth), whereas the male who does not have this investment, tends to look more for physical attractiveness.
· Social/cultural factors; socialized differently. 
· buying toys for boys (trucks, action figures) & girls (dolls). We’re starting to see a shift in that socialization, but it’s still there. We also see differences in the colors we use to decorate. 
Self-Monitoring - extent to which people rely on external/internal cues to guide behaviour; tendency to mold/change behavior to fit situation at hand. 

Self-Monitoring

Achievement Motivation

· extent people are attracted to performance settings
· Success-oriented; approach challenges & thrive in testing situations
· Failure-threatened; avoid challenges & struggle with testing situations. 
· Most are mixed
 in motivation. 
Will easy, moderate, or difficult tasks elicit the strongest achievement motives?? 

Where will we see the biggest discrepancy in achievement? 

· Success-oriented people performed better than failure-threatened people on moderately difficult tasks (but no difference on easy or difficult tasks). 
· Difficult/challenging tasks will be equally so for everyone. 

Uncertainty Orientation

· Extent people want to learn new things about themselves & their environment
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      avoid clarifying ability
Thematic Apperception test (TAT) 

Assess. 
  Series
 of questions:

·   What do you believe is happening
? e.g. mourning, dead, affair; 
· What led up to these actions? 
· What thoughts/feeling are the characters experiencing? e.g. shame, guilt
· What happens next?
Chapter 3: Social Cognition

· Social cognition: study of how information about people is processes/stored 
· Motives of information processing; 
1. perceive world accurately 

2. view self positively 
Two Major Theories: 

1. Cognitive miser: 

· lazy, careless about thinking 
· use heuristics
 
2. Motivated tactician: 

· multiple cognitive strategies 
· choose based on goals, needs, motives 
  Schemas 

· Mental representations of objects/categories of objects
· Building blocks 
· Principal features of object/category
· Assumptions/theories of functions 
Categorization
· process of recognizing & identifying (schemas help us to do this)
· basic process to understand/structure world
· schemas help categorize
· mostly automatic
· “going beyond information given” to infer other characteristics. 
e.g. Schema of librarian; we think of glasses, conservative, more likely female (gender stereotype)

How Does the Mind Work? 

· Schemas influence how information is processed 
· what’s noticed
· interpretation
· ambiguous information; usually fits into schema unless obviously contradicts
e.g. schema of a sit down dinner 

· you are seated 
· you receive a menu , etc. 
IF the server does not come by at all, this is going to be a contradiction of your schema 
and more likely to remember this. 

e.g. if a bit of information was given to half the class and they were told it was about a football player and the other half was given the same info and told it was about a 1st grade teacher, we’d likely remember different bits of information according to our schemas. 

	Function/consequence of schema
	Description

	Categorization
	identify object

	Information gain
	assume object has typical characteristics of schema

	rapid, efficient decisions
	quickly decide how to behave

	selective attention
	notice info consistent w/ schema &/or obvious contradictions

	selective interpretations 
	ambiguous info interpreted in line w/ schema


Memory: The Storage System

· Associative network; collection of interconnected schemas
· Activation of schemas; when object encountered or actively think about schemas
·   spreading
 activation; use of one schema increases likelihood of use of related schema
· Encoding: getting information into memory (attention, comprehension & storage)


e.g. studying; retaining info.

· Retrieval: getting information out of theory 


e.g. taking the test; producing the info. 

Accessibility
· ease with which schema comes to mind
· Factors affecting accessibility
·   Priming
: when you are influenced to access a particular schema; idea of being set up for a particular schema to come to mind (plant a particular idea to activate that schema). 
· Chronic accessibility: particular schema is activated regularly over time and situations. 
· Framing: e.g. 2 options given; one sounds more appealing to most. 



like low-fat vs very high-fat. 

Midterm take-up:  Average 78%

difference between hypothesis and IV: 

conceptual vs operational definition 

confounding: vary systematic 

extraneous: do not. 

Heuristic: mental shortcut. 

Attitude Change (Chapter 7) 

Cognitive Dissonance Theory 

                   some argue that this is the biggest theory in social psychology.
· Consequences of the fit/consistency of cognitions 
· Consonant cognitions: consistent, “feel good”   They go together.
· I brush my teeth twice a day 
· Tooth brushing prevents cavities                           
· Dissonant cognitions: inconsistent; “feel bad”   They don’t go together.
· I smoke
· Smoking is linked with cancer                               
· inconsistencies between thoughts and beliefs 
Dissonant cognitions -> Unpleasant Feelings -> Do something to change your state

· inconsistencies about OWN BEHAVIOR & COGNITIONS 
**usually focus on irrational behavior (behavior that doesn’t make sense based on your cognitions)

Cognitive Dissonance Theory: Ways of Reducing Dissonance

Changing cognitions & adding consonant cognition: Rationalization (option 1 and 3)

You can either: 1. Change cognition (smoking will not cause cancer in me; changing cognition to make it more consistent with your behavior) 2. Change behavior (stop smoking) 3. Add consonant cognition (smoking relaxes me; it helps me wind down; it eases the stress). 

Which of these 3 is going to be the most difficult option? CHANGING YOUR BEHAVIOR. 

Smoking causes cancer 




Option 1  Smoking will not cause cancer in me.
      ↕                              → Cognitive Dissonance  {              Option 2 I do not smoke.

I smoke






Option 3 Smoking relaxes me.

Testing Cognitive Dissonance Theory

1. Induced compliance
· induced to comply with request
· behavior inconsistent with attitudes (Otherwise, there won’t be any dissonance)
Festinger & Carlsmith (1959)



· Male college students → boring tasks
· Cover story: effects of motivation on task performance; next participants -> interesting & enjoyable tasks
- Incentive: $1 vs. $20

- Measure attitude toward task 

· Does attitude change differ based on magnitude of incentive??
The most drastic attitude change was with the group who received $1 incentive to tell the next group that these boring, tedious tasks were very exciting, enjoyable and interesting.

Why Attitude Change?

· Dissonance between behavior & attitudes - can’t change behavior; can change attitude!
· $20 incentive: dissonance; told b/c I got $20 (external explanation for behavior)
· $1 incentive: dissonance; told b/c I must have liked it (no external explanation!) 

$20 group - didn’t need to think much about why they told the other group; they had a big incentive. $1 group tries to rationalize their action. 

2. Effort justification : invest time/energy to achieve a goal; it would seem a waste; so people attempt to justify the effort. 

Aronson & Mills (1959)
· Female college student → “sexual discussion group” 
· Screening test: severe vs. mild test
· Would join group next week; listen in
· b-o-r-i-n-g discussion (researchers discussed topics as “secondary sex behavior in the lower animals...” with pauses, etc) 
· Measure how interesting discussion was 
· Does attitude change differ based on the severity of the test they had to take to be a part of it? 
· The dissonance: 1. “I went through an embarrassing test to join this group” 2. “This group is boring”. 
· Suggests severe ‘initiation’ -> increase liking for group 
· sororities/fraternities
· engineers dying selves purple? (perfect example of effort justification; it makes sense that I would dye myself purple because I like my program).
· the more embarrassment you have to go through/the more effort you put in, the more likely you are to have a stronger tie to the group. 
· most people would think that this is very irrational behavior, but you make an effort to justify. 
3. Free choice
· post decisional dissonance
Make choice between 2 alternatives (after assessing evaluations of options) 

· 

Brehm (1956) 
· college women → rate consumer items (e.g., toaster, coffee pot) 
· choose 1 of 2 items: rated closely vs. differently 
· measure rating of items
· Does attitude change differ based on the difficulty of the decision?
More difficult to choose when they are rated closely. 

·  Dissonance: between 1. Negative features of chosen option 2. Positive features of rejected option. 
· (in differently rated; you end up liking the item you chose substantially more than the one you rejected)


· Suggests spreading of alternatives
· evaluation of chosen and rejected items differ more after decision. 
Path of least resistance to restore consistency

· Attitudes are easier to change than behaviors → most people change their attitudes. 
Alternative Interpretations: (skeptics) 

1. Self-perception theory:
people develop their attitudes by observing their behavior and concluding what attitudes must have caused them. 

· Higher rating due to logical inference from behavior 
· $1 rated higher b/c told someone task was enjoyable without justification. (Completing questionnaire; in order to think back to your actions; I told someone it was enjoyable.) $20 group got an external reinforcer/justification. 
· 
The change in attitude is because...
*dissonance theorists:      negative arousal 

Self-perception theorists:  no negative arousal. 

2. Impression Management theory: 
· Didn’t want to appear inconsistent so faked attitude change 
(Told the researcher one thing so didn’t want to seem inconsistent.)

· Flaws in theory → still report “revised attitude” with new person who had not seen behavior. (If it really was about managing your impression, then it wouldn’t matter with a new person.)
3. Self-Affirmation theory:
· Want to view self as moral, capable (in positive light) 
· Behavior threatens view of self (e.g., dishonest) 
I told a lie




Change in cognition: The tasks were fun (I did not lie)

    ↕

→ Threat to self-worth ⎨
I am an 





Reaffirm self-worth: Do something honest or good (I am a 

honest person




good person)

The evidence supports cognitive dissonance theory (does NOT prove).

Alternate theories 

· Account for pieces of dissonance findings 
· But not everything 
· Cognitive dissonance theory currently “best fit”
· Additional research (read section on your own!!)

[image: image4]
Figure: Cognitive Response Theory and Persuasive Communications.

Two Main Avenues of Persuasion

1. Information-based persuasion (the most common way to try to change attitudes)

· Persuasive communications: attempts to convince another to adopt position
2. Heuristic persuasion (mental shortcuts) 

· Change b/c cues indicating position advocated in message are valid (e.g., experts say...)
· Low effort in judging validity of message (not really evaluating it)
· Base agreement on superficial cues. 
Elements of Persuasion

Communicator (who?) 
· Credibility; perceived expertise/trustworthiness
· Attractiveness; physical appearance; similarity (we tend to like people who are similar to us)*
· Likability 
*try to increase similarity between speaker and audience 

Message (what?)
· Reason vs. emotion?? 
· Well-educated/analytical/interested audiences → respond to rational appeals 
· Uninterested audiences → respond to emotional appeals. (uneducated on that topic, not nec. in general)
· Really has to do with what you’re trying to convey and who your audience is. 
Audience (to whom?)
· Generational effects rather than life-cycle effects
· Attitudes change most during teens & early 20s; stabilize through middle adulthood
· Doesn’t mean older adults are inflexible! 

People in 50s & 60s have more liberal sexual & racial attitudes than had in 30s & 40s (e.g., of


changing with times) 

·  Your attitudes can still change as you go through adulthood; they are not rigid. 

Nov. 30, 2010

Frustration-Aggression Hypothesis 
whenever individual efforts to obtain desired goal are interfered with or blocked 

· feel frustrated - aggress
· Graph:
Note: difference b/w frustration and aggression. 

Seems as though hypothesis is supported for the most part, but the ‘insulted by another‘   condition presents a problem

· displaced aggression: directed at someone/something not actual source of frustration; e.g. kick the dog; boss/teacher bad evaluation & you take it out on significant other or friend


· triggered displaced aggression: minor trigger; aggression more intense than expected; “straw that broke camel’s back idea”; you react much stronger than expected.
Catharsis: 

· aggressive behavior releases pent-up frustration & reduces likelihood of subsequent aggression
· most research does NOT support; opposite effect seen. 
Why?
· subsequent aggression more appropriate
· initial aggression - see self as aggressive - more likely to aggress again 
Excitation Transfer
· aversive arousal: aggression (similar to frustration-aggression hypothesis; extend aversive arousal beyond frustration
· e.g., exercise, view sporting events, exposure to sexual material
· Procedure -> anger/no anger; followed by vigorous or quiet motor activity 
	
	arousal
	no arousal

	anger
	aggression
	no aggression 

	no anger
	no aggression 
	no aggression 


N: defining arousal as any kind of physiological arousal, e.g. just worked out, been to sporting event. 

· Physiological arousal other than frustration/anger can be linked to anger-related thoughts/cognitions & increase aggression 
· ANGER + AROUSAL -> AGGRESSION.
· different from frustration/aggression because it’s not just frustration that is going to cause aggression, it has a really important physiological arousal as well. 
Social Learning Theory

· learn aggressive responses by observing others; 
· you learn the following...
· how to perform behavior
· whether behavior will be rewarded or punished
· Modeling (pretty well the same idea; parents and teachers often ‘model’ behaviors)
· Bandura’s bobo study; worked with children and showed them an aggressive model, nonaggressive model or no model at all. 
· The children that saw the aggression were more likely to act in an aggressive manner as well. 
*Social learning theory graph*: live model (highest amount - 22), filmed model (17), cartoon model (15), control group (3) Filmed and cartoon model also elicit aggressive behavior. 

*Graph* demonstrates... frequency : highest aggressive behavior for non-imitative behaviors (coming up with new ideas on how to be aggressive) If you’re not seeing an aggressive model, all aggressive behaviors are non-imitative/novel behaviors. 

Cognitive Neoassociation Model

· aversive events activate schemas for fight AND flight -> elicits emotions of anger & fear
· whether respond with aggression or escape depends on pattern of cues in situation (if situational cues are in your favor, then you aggress. Otherwise, you flee.)
· Aggression is result of spreading activation. You activate one schema, which activates another, and so on which results in aggression. 
Individual differences

· 1. Narcissism: excessive love for self -> inflated views of self-worth; not connected to reality 
· defensive about ego threatening criticism
· often react with hostility & aggression (threatened egotism). 
· 2. Trait aggressiveness: likelihood that person will respond to provocations w/ aggression
· Aggression Questionnaire (AQ): physical aggression, verbal aggression, anger, hostility. 


Do People Who Score High on AQ have more elaborate aggression schemas??

· 3. cognitive neoassociation model of aggression
· 160 students (80: high on AQ; 80: low on AQ) 
· examine word pairs for similarity 
· 10 aggressive words (blood, butcher, choke) 
· 10 ambiguous words (alley, animal, bottle)
· Conditions of word-pairs:
· Aggressive-aggressive (e.g., blood & butcher)
· aggressive-ambiguous (e.g., blood & alley)
· ambiguous-ambiguous


· and see who believes which words are more similar; participants receives different conditions; and rate the words. 
· most judged aggressive-aggressive pairs as similar (e.g., fight and gun)
· aggressive-ambiguous pairs (e.g., blood, animal) 
· High AQ students rated pairs as more similar than low AQ students
· High AQ students have more elaborate aggressive schemas. 
· 4. Alcohol; depressant -> reduces inhibitions against aggression
· changes in thought, perception, interpretation 
· reduces cognitive capacity & narrow attention (N; alcohol myopia)
Q: If people commit aggressive acts while intoxicated, should we hold them more responsible b/c they chose to consume a substance that would allow them to be more aggressive OR should we hold them less responsible b/c it was the substance that allowed them to be more aggression? 

· Heat 
·   more aggressive as temperature increases


· but only to a point! (when it gets hot enough, we eventually see a decrease.)
· Heat -> uncomfortable & angry
· may activate cognitive schemas of aggression & violence. 
Social Pain

· Ostracism: being excluded, rejected, or ignored
· Rejection sensitivity: expect rejection from others; hypersensitive to possible rejection. 
· more likely to expect rejection experience/scenario. 
· Hurt feelings: b/c person doesn’t value relationship as much as they would like
· believes other doesn’t value the relationship as much as they want u to
·   nBelong
: desire to form & maintain close significant lasting relationships with others 
· everyone has different needs; NEED TO BELONG.: form and keep close, significant and lasting relationships.
*CLIP: prison; solitary confinement; need those social relationships*; We see similar things with kids who are bullied by their peers at school and isolated; it affects their mental and physical health.   

Cyberball Paradigm: 

· non-social exclusion - e.g., problem with internet; just watch
· inclusion - e.g., normal ball tossing game; receive ball about 33% of time; included.
· social exclusion - excluded from the game; first four throws are normal; then excluded. 
· Participants needs are threatened. Those with low self-esteem, report lower self-esteem afterwards. 
Threatened needs:

· Self-esteem
· nBelong
· Meaningful existence
· Control
· What’s even more enticing is that we see differences in brain activity: overlap between social pain processes and physical pain processes. 
· As you experience more social distress, your ACC (anterior cingulate; area of brain) fires more. 
· Low social distress, your ventral prefrontal cortex is managing/efficiently regulating.
· When ACC stimulation is high, ventral prefrontal is low; high activity in singular cortex is associated with social distress.


Aggression and Physical Health

· Can be the target of aggressive peers lead to physical health issues?(not only mental)
· We do see worse health outcomes. 
Dr. Knack’s research showed...

· More frequent and more severe.
· Also reporting visiting the doctor or nurse more often as well. 
· problems with self-report, but...
· measured levels of salivary cortisol. 
· kids who are bullied have lower levels 20 minutes after waking then those who aren’t (differences in physiological response as well)
· in the morning, you should see high levels
 of cortisol 
· and gradually drop down throughout the day. 
N: we would expect lower levels of cortisol in bullied kids; but in reality, they were higher. 

ideas:

· possibly, adaptation to repeated high stress scenarios. 
· decreases ability to process cortisol; to regulate their response. ; areas of brain deteriorate and become more vulnerable to stress. 
· Dr. Knack’s theory: if you are in a chronic state of stress, your body either needs to adapt or situation needs to be more relaxed.. 
· problem is that it’s correlational research; need longitudinal to be conclusive.; kids could be starting with those different levels of cortisol. 
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5 words when you think of psychologist...


scientist


curious


therapist


counsellor


helpful/understanding


reasoning 


behavior


cognitive


mind, brain


a listener





5 things when you think of scientist...


analytical 


experimental


precise


curious


research


hypotheses, theories
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Sex vs Gender (biological makeup vs feminine/masculine; psychological component) 
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Slight differences in romantic attraction for some. 
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Parental investment theory
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not black and white. 
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NOTE: The hindsight bias we experience here. 





*GOOD EXAM QUESTION*
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Questions are here fyi; you will not be asked about them. 


�


� DATE \@ "yy-MM-dd h:mm AM/PM" �11-04-20 1:46 AM�





RECALL: picture of a woman with her face in her hands & a man sprawled on the bed
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“accurately”; based on your perception. 
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Heuristics: mental shortcuts 
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More information is implied.
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when asked about your experience, you are more likely to recall based on your schema. 
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if they are automatic, how can you increase the likelihood? Some can be pulled to mind. (You can change the schemas that come to mind as you take more control of your cognitive processes). They are often automatic, but what you do afterwards can be influenced; your thought pattern can be regulated. 


�


� DATE \@ "yy-MM-dd h:mm AM/PM" �11-04-20 1:46 AM�





e.g. in discussing this, the prof has primed us for discussing stereotypes. 
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to help link the information; you don’t need to know.
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Good EXAM question: 


Tell me about one of the paradigms and example of it. (This research is an example of the induced compliance paradigm.)
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induction of cognitive dissonance.
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CHANGING YOUR ATTITUDES SO THAT THEY ARE MORE DISSIMILAR DECREASES THE DISSONANCE.  ex. If you are concentrating on the negatives of the program you chose; and the positives of the programs you’ve rejected, there will be a lot of dissonance.
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EXAM question: WHY do people arrive at these different conclusions? 
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know the difference!
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no need to memorize all. 
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KNOW THESE EVEN THOUGH THERE WON’T BE SHORT ANS
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Keep in mind that it’s correlational research; but it’s been studied experimentally and showed the same thing. 
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NEED TO BELONG.
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NEW SCIENCE. 
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after stressful events, critically high levels of cortisol can be a risk. 
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