Social Psychology

Social psychology is the branch of psychology concerned with the way individuals’ thoughts, feelings, and behaviors are influenced by others.  Social Psychology focuses on six broad topics: person perception, attribution, attraction, attitudes, conformity, and behavior in groups.

Person perception is the process of forming impressions of others. 

· People tend to ascribe desirable personality characteristics to those who are good looking, seeing them as more sociable, friendly, poised, warm, and well adjusted than those who are less attractive.  We call this the halo effect. 

· Social schemas are organized clusters of ideas about categories of social events and people. When a schema is activated, it’s likely to influence one’s perception of a person.

· Stereotypes are widely held beliefs that people have certain characteristics because of their membership in a particular group. Prejudice consists of a negative stereotype and a strong, unreasonable dislike or hatred of a group or its individual members.

Attributions are inferences that people draw about the causes of events, others’ behavior, and their own behavior. If you conclude that a friend turned down your invitation because she’s overworked, you’ve made an attribution about the cause of her behavior. People make attributions mainly because they have a strong need to understand their experiences. They want to make sense out of their own behavior, others’ actions, and the events in their lives.

· Attributions are only inferences. Your attributions may not be the correct explanations for events.

· A common form of bias seen in observers is the fundamental attribution error, which refers to observers’ bias in favor of internal attributions in explaining others’ behavior.

· The self-serving bias is the tendency to attribute one’s successes to personal factors and one’s failures to situational factors.

Interpersonal attraction refers to positive feelings toward another. The keys to attraction are:

· Physical attractiveness- The matching hypothesis proposes that males and females of approximately equal physical attractiveness are likely to select each other as partners.

· Similarity effects- “birds of a feather flock together”

· Reciprocity effects- involve liking those who show that they like you.

Attitudes are positive or negative evaluations of objects or thought. The process of persuasion includes four basic elements: source, receiver, message, and channel

· Source-persuasion is more successful if the source is credible, an expert, trustworthy, likable, attractive and similar to yourself.

· Central Route of Persuasion- occurs when the attitude of the audience, or individual, is changed as a result of thoughtful consideration of the message.

· The Peripheral Route to Persuasion occurs when positive or negative cues (such as images, sounds, or language) are associated with the object of the message. For example, an advertisement featuring a song that the audience member likes, or a person whom the audience member sees as appealing might cause a person to have positive feelings toward the brand, without that person ever thinking deeply about the message.

Dissonance Theory assumes that inconsistency among attitudes propels people in the direction of attitude change. It exists when cognitions contradict each other.

Conformity occurs when people yield to real or imagined social pressure. Solomon Asch found through a clever little procedure called the “standard line” that group size and group unanimity are key determinants of conformity. Obedience is a form of compliance that occurs when people follow direct commands, usually from someone in a position of authority. Make sure you know the Milgram Study. It’s long winded so check it out in your notes.

Behavior in Groups

· The bystander effect is when people are less likely to provide needed help when they are in groups when they are alone.

· Social loafing is a reduction in effort by individuals when they work in groups as compared to when they work by themselves.

· Group polarization occurs when group discussion strengthens a group’s dominant point of view and produces a shift toward a more extreme decision in that direction

· Groupthink occurs when members of a cohesive group emphasize concurrence at the expense of critical thinking in arriving at a decision.

· Social facilitation is an increase in performance when in the presence of others. In order for this to take place the task must either be simple of the participant must be an expert.  If neither of these apply then performance will decline in the presence of others.

· Deindividuation is when the presence of others both arouses people and diminishes their sense of responsibility. The result can be uninhibited responsibility.

