CHAPTER 16 (THE LAST ONE)

SOCIAL PSYCHOLOGY

OR

“HOW PEOPLE ACT IN
GROUPS?”

Social Psychology

38 Attribution processes

3 Interpersonal attraction
38Conformity and obedience
3 Behavior in groups

B Attitudes

Social Thinking

= Social Psychology
= scientific study of how we think about,
influence, and relate to one another
= Attribution Theory
= tendency to give a causal explanation for

someone’s behavior, often by crediting either
the situation or the person’s disposition

Social Thinking

= Fundamental Attribution Error

= tendency for observers, when analyzing
another’s behavior, to underestimate the
impact of the SITUATION and to
overestimate the impact of personal
DISPOSITION

= Attitude

= belief and feeling that predisposes one to
respond in a particular way to objects, people
and events

Social Thinking

= How we explain someone’s behavior affects ho
we react to it

Tolerant reaction
(proceed cautiously, allow
dri :

‘Situational attribution
“Maybe that driver s ill.”

(speed up and race past the
other driver, give a dirty look)

[Bi'gboslﬁonal attribution
“Crazy driver!”

A Sensible World?

Attribution
¥ Attributing causality
#Internal vs. External
3 Dispositional vs. situational




Self-serving bias

38The tendency to perceive oneself
favorably

3¢E.g. students do well accept personal
credit and judge the exam to be a valid
measure of their competence vs. do
poorly criticize the exam

38People take credit for their successes
but deny blame for their failures (e.g.
Zuckerman, 1979), i.e. self-serving bias

38People forget failure feedback more
readily than success or praise (e.g.
Mischel, Ebbesen & Zeiss, 1976)

38People accept praise uncﬁtically, but
receive criticism skeptically (e.g. Kunda,
1990)

3€People try to dismiss interpersonal
criticism as being motivated by
prejudice (e.g. Crocker & Major, 1989)

3&People persuade themselves that their
flaws are widely shared human
attributes, but that their qualities are
rare and distinctive (e.g. Campbell,
1986)

Attribution Processes

= The process of asking "why"' people do what

they do

= We do this for unexplained or unexpected

events

= Kelley's covariation model
Y

= Consensus

= Do other people react in the same way as the target?

= Consistency

= Does the target react in the same way to this
stimulus on repeated exposures?

= Distinctiveness
= Does the target react the same way to similar

stimuli?

C ion modet of

BEHAVIOR COVARIATION INFORMATION ATTRIBUTION

Consistency Distingtiveness Consensus

Kelley's Covariation Model: Bob
complains in class.

Distinctiveness

High (this is the

Low (Bob argues

only class Bob in other classes)
argues in)
Consensus High (alot of Low (No one else
students argue) | is arguing)
Consistency High (Bob High (Bob

complains often
in class)

complains often in
class)

Attribution

(EXTERNAL)

(INTERNAL)




Social Thinking

= Our behavior is affected by our inner attitudes
as well as by external social influences

Internal External
attitudes influences

|

Behavior

Social Thinking |

Actions

. = Attitudes
- follow
~ behavior
~ = Cooperative
~ actions feed
mutual liking

Attitudes

Social Thinking

= Foot-in-the-Door Phenomenon
= tendency for people who have first agreed to a small
request to comply later with a larger request
» Low Ball
= Once request is agreed to, the hidden costs of complying
reveal themselves
= Role
= set of expectations about a social position
= defines how those in the position ought to behave
= Why do these work?
= We like to think that our self-identity is consistent

= Once we agree to this person on this topic, we like to maintain
consistency and keep agreeing

Norm of Reciprocity-based
Compliance

= Unsolicited Gift
= March of Dimes address labels, paying
participants in advance
* You are providing them with something in the
hope that they will reciprocate
= Door in the Face
= Initial large request (rejected) followed by a
smaller request (accepted)
= The requester has lowered their demands so
?{??I feel the need to reciprocate by giving ina
ittle

Social Thinking

= Cognitive Dissonance Theory

= we act to reduce the discomfort
(dissonance) we feel when two of our
thoughts (cognitions) are inconsistent

= example- when we become aware that
our attitudes and our actions clash, we
can reduce the resulting dissonance by
changing our attitudes

Social Thinking

= Cognitive dissonance

Fiona's attitude:
PR .
The tuition
hereis tao
L L

Cognitive dissonance
{awareness that attitude and ~—3
behavior are inconsistent)

s

Dissonance resolved

Maybe the
schoot has 2
point

Fiona's behavior:




Social Influence

= Conformity

to coincide with a group standard
= Normative Social Influence

= influence resulting from a person’s
desire to gain approval or avoid
disapproval

= adjusting one’s behavior or thinking

Social Influence

= Asch’s conformity experiments

!

z 3

Standard line Comparison lines

Social Influence

= Informational Social Influence

= influence resulting from one’s
willingness to accept others’

Social Influence

Difficult judgments

~” Conformity highest ‘]Udg ed
on important Wh'Ch

Obedience

Doing something because a legitimate
authority figure asked us to
Stanley Milgram (1960's)
» The participant is the "teacher, the confederate
is the learner
 If the learner makes an error, the "teacher” has
to 'shock’ him..with the level of shock increasing
to dangerous and deadly levels
= As the level of shock increases, the "teacher” can
hear the learner is in obvious pain

— = Participants

30 N < .
Podomiint- bt Judgments person in
confederates’ 20 |~ '*j;?ﬁ* N Slide 2 was
a 12
wrong answers 10 sy judgmen the same
0 as the
Low High person in
importance sll de 1

Social Influence

= Milgram'’s follow-up obedience experiment

Percentage of subjects who obeyed experimenter
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0 to obey tothe end
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