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INTRODUCTION 

 

Social Psychology is a surprisingly broad field that overlaps with the psychology sub-

disciplines of personality and cognition and with the fields of anthropology, sociology, and 
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communication.  As the study of situational and personal/interpretive factors that influence an 

individual's social behavior, social psychology reveals a great deal about the grace and sin at 

work in our relationships and social situations. Regardless of your career goals, social 

psychology can benefit your understanding of human nature and improve your interactions with 

other people. 

 

From the moment we begin asking ourselves the big questions, we start thinking about the 

topics of social psychology. Who is the real me? As adolescents this is one of many confusing 

questions we begin asking ourselves about who we are and how we fit into the social world. 

Why do we act one way with one group of friends and differently in another context? Why are 

we persuaded by some arguments while other people form  different views? Why are we 

attracted to some people and not others? Why are some people altruistic one moment and 

aggressive another? In this e-textbook, you will learn what science can tell us about feelings, 

thoughts, and behaviors in social situations.  

 

For second year undergraduate students, this issue offers a broad survey of Social 

Psychology. We divide the issue  into three intrinsically connected themes.  

 

First, we will explore the power of the situation and how even the mere presence of 

another can change who we are. For the first half of this theme, we will examine the 

consequences of situations. What happens when we are lost in the crowd or the center of 

attention? What situations lead us to perform better or worse? And how does being part of a 

group make us different than we would be alone? For the second half, we will examine how 

situations impact how we feel inside. Who do we like or dislike? How do we choose, build, and 

dissolve relationships? And how do we think about ourselves? 

 

Second, we examine what we bring to situations and how our attitudes color our 

perceptions and thoughts. For the first half of this theme, we see where our attitudes come from, 

how we are persuaded, and how closely our attitudes match our behavior. For the second half, 

we examine our reasoning. What shortcuts and biases do we bring to understanding a situation? 

How do we assign blame or credit? 

 

Finally, we will study culture by looking for variation across cultures and cross-cultural 

universals. Do all peoples feel emotion, experience gender, express prejudice, behave 

aggressively, or understand fairness in the same way? During the third portion of class, we will 

study culture by looking for variation across cultures and cross-cultural universals. For the first 

half of this theme, we will examine groups, especially race and gender. How big are the group 

differences in comparison with the individual differences within a group? Where do our thoughts 

about us versus them come from? For the second half, we will examine basic processes and how 

universal or varied they may be across the world‘s cultures. Do all peoples feel emotion, behave 

aggressively, or understand morality and fairness in the same way?  

 

The field  of classic research and theory provide most readings while much seminar 

discussion will examine contemporary „cutting-edge‟ perspectives. 
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LECTURE 1.  

WHAT IS SOCIAL PSYCHOLOGY?   

SOME PERSPECTIVES ON  SOCIAL  PSYCHOLOGY. 

 

Outline of the lecture 

2. Social Psychology:  The science of the social side of life.  

3. Social Psychology: What it is and what it does?  

4. Social Psychology: it‘s cutting edge.  

5. A brief look at history: the origins and early development of Social Psychology.  

6. How Social Psychologists answer the fascinating questions they raise: research as the route 

to increased knowledge.  

7. The role of theory in Social Psychology.  

 

According to psychologist Gordon Allport, social psychology is a discipline that uses scientific 

methods "to understand and explain how the thought, feeling and behavior of individuals are 

influenced by the actual, imagined or implied presence of other human beings" (1985). 

Social psychology looks at a wide range of social topics, including group behavior, social 

perception, leadership, nonverbal behavior, conformity, aggression and prejudice. It is important 

to note that social psychology is not just about looking at social influences. Social perception and 

social interaction are also vital to understanding social behavior. 

 

Brief History of Social Psychology 

While Plato referred to the idea of the "crowd mind" and concepts such as social loafing and 

social facilitation were introduced in the late-1800s, it wasn't until after World War II that 

research on social psychology would begin in earnest. The horrors of the Holocaust led 

researchers to study the effects of social influence,conformity and obedience. 

The U.S. government also became interested in applying social psychological concepts to 

influencing citizens. Social psychology has continued to grow throughout the twentieth century, 

inspiring research that has contributed to our understanding of social experience and behavior. 

 

How Is Social Psychology Different From Other Disciplines? 

It is important to understand how social psychology differs from other disciplines. Social 

psychology is often confused with folk wisdom, personality psychology  and sociology. What 

makes social psychology different? Unlike folk wisdom, which relies on anecdotal observations 

and subjective interpretation, social psychology employs scientific methods and empirical study 

of social phenomena. 

While personality psychology focuses on individual traits, characteristics, and thoughts, social 

psychology is focused on situations. Social psychologists are interested in the impact that social 

environment and interaction has on attitudes and behaviors. 

Finally, it is important to distinguish between social psychology and sociology. While there are 

many similarities between the two, sociology tends to looks at social behavior and influences at a 

very broad-based level. Sociologists are interested in the institutions and culture that influence 

social psychology. Psychologists instead focus on situational variables that affect social 

behavior. While psychology and sociology both study similar topics, they are looking at these 

topics from different perspectives. 

Now that you have a better understanding of what social psychology is, we are going to look at 

some of the major topics that social psychologists investigate in their research. Many of these 

topics are related to social influence, social perception and social interaction. The following are 

just a few of the areas of interest within social psychology. 
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1. Social Cognition: 

Social cognition is concerned with the processing, storage and application of social information. 

This research area is closely related to the field of cognitive psychology, this research area 

focuses largely on the concept of schemas. Schemas  are our general ideas about the world, how 

things are and how things work. These mental shortcuts allow us to function without constantly 

stopping to interpret everything around us. We also develop associations between related 

schemas, which plays an important role in the thought process and social behavior. 

 

2. Attitudes and Attitude Change: 

Another major research area in social psychology involves the study of attitudes. Social 

psychologists are interested in the components of attitudes, how attitudes develop and how 

attitudes change. Researchers have described three core components of attitude: an affective 

component, a behavioral component and a cognitive component. Often referred to as the "ABC's 

of attitude," these elements describe how we feel, behave and understand. 

 

3. Violence and Aggression: 

What causes violence and aggression? Social psychologists are interested in how and why people 

engage in violence or act aggressively. Research in this area looks at numerous factors that may 

cause aggression including social variables and media influences. Researchers often look at the 

role social learning plays in producing aggressive behaviors and actions. 

 

4. Prosocial Behavior: 

Prosocial behavior is another major research area in social psychology. What is prosocial 

behavior? Prosocial behaviors are those that involve helping and cooperating. Researchers often 

look at why people help others, as well as why they sometimes refuse to help or cooperate. 

Much of the research in this area was prompted by the murder of a young woman named Kitty 

Genovese. This case captured national attention when reports revealed that neighbors had 

witnessed her attack and murder, but failed to call the police for help. Research inspired by the 

case produced a great deal of information on prosocial behavior and how and why people choose 

- or sometimes refuse - to help others. 

 

5. Prejudice and Discrimination: 

Prejudice, discrimination and stereotypes exist in any social group. Social psychologists are 

interested in the origins, causes and effects of these types of attitudes and social categorizations. 

How does prejudice develop? Why are stereotypes maintained in the face of contrary evidence? 

These are just a few of the questions social psychologists seek to answer. 

 

6. Self and Social Identity: 

Our perceptions of social identities and ourselves are another important research area in social 

psychology. How do people come to know and understand themselves? How do these self-

perceptions affect our social interactions? Social psychologists are interested in learning more 

about how this inner life influences our outer lives and social world. Self-awareness, self-esteem 

and self-expression are just a few of the factors that influence our social experience. 

 

7. Group Behavior: 

The behavior of groups is one of the largest research areas in social psychology. Most people 

realize that groups tend to behave differently than individuals. These group behaviors are 

sometimes beneficial and positive, but they can also be detrimental and negative. Social 

psychologists often look at topics such as group dynamics, leadership, group decision-making, 

conflicts, cooperation and group influence. 
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8. Social Influence: 

Social psychologists are also interested in the role that social influence has on behavior and 

decision-making. Topics such as the psychology of persuasion, peer pressure, conformity and 

obedience are just a few of those studied in this area of social psychology. Research has helped 

reveal the power of social influence and has uncovered ways to help people resist influence. 

 

9. Interpersonal Relationships: 

Social relationships play a major role in shaping behavior, attitudes, feelings and thoughts. 

Social psychologists study how these interpersonal relationships affect people by looking at 

attachment, liking, love and attraction. How do close relationships affect individuals? How 

important are these interpersonal relationships? These are just a few of the questions social 

psychologists seek to explain. 

 

Two Frameworks 

Social Psychology got its name in 1908 from the title of two books published separately in 

London (authored by W. McDougall, a psychologist) and in New York (authored by E.A. Ross, 

a sociologist). This name for an area of Applied Psychology gained rapid acceptance: for 

instance, in 1921 the Journal of Abnormal Psychology became the Journal of Abnormal 

Psychology and Social Psychology.  It emerged as a new label subsuming other customary 

terms. 

Initially, social psychologists studied social instincts as the way to gain a comprehensive 

understanding of the collective efforts of individuals as well as groups. In the 1920s, for 

instance, the concept of a "group mind" became the focus of analysis, implying the existence of 

a group consciousness that exceeded the individual consciousness of group members.  A 

methodological and conceptual distance developed between those social psychologists studying 

group behavior and those psychologists studying individual and group differences. Both 

disciplines started to drift apart. Social psychologists claimed that the behavior of a group cannot 

be understood just by knowing the set of complementary or incompatible characteristics of its 

individual members. Differential psychologists opposed the concept of "syntality" which is the 

group equivalent to the personality of the individual.  By learning the characteristics of the 

group, it will improve the ability to predict what that group will do in some very specific 

circumstances under scrutiny. Social psychologists learned to analyze the collective behavior of 

a stable group in terms of process variables and social structure.  In contrast, differential 

psychologists analyzed ability and personality traits of its members that supported the 

attractiveness and cohesiveness of the group, evident through performance and interactions. 

Social psychologists highlighted, for instance, that a given group itself could have its own degree 

of concern for something (group mind). Differential psychologists highlighted, by contrast, that 

only individuals in the group can indicate such concern and as a whole the group will 

demonstrate its concern in a way that may be forecasted (sintality). In other words, is a group 

considered to lead its members into being ―corrupted and deceitful‖ leading group or do 

corrupted and deceitful leaders belong to such a particular leading group? 

This distinction is just the second example of two distinct ways of developing Applied Social 

Psychology. Conventionally, "social psychologists" viewed themselves as psycho-social agents 

involved in intervention research programs.  By contrast, for decades, "differential 

psychologists" have been known as "applied psychologists".  If their methods are combined then 

the title, "Applied Social Psychology", can be used to describe intervention research and practice 

that deals directly with the facts themselves. 

  

Two Pacesetters 

Kurt Lewin (1890-1947) is considered one of the pacesetters in the domain of Applied Social 

Psychology because of emphasizing the usefulness of an experimental and experiential 
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perspective in the analysis of social behavior through action research (Lewin, 1951).  Lewin 

advocated that the method to be used by an applied social psychologist is not to just be an 

observer but to join in the group and become just another participant. He believed that the actual 

process of actions generated by a specific group is itself the subject of psychological research. 

As a consequence, the set of activities undertaken by groups appointed or organized to solve 

precise problems or to attain distinct goals become the focus of the applied social psychologist's 

interventions. Lewin stated that the best way for the applied social psychologist to intervene was 

to both participate in and observe the group's reflection of their experience as well as the way 

they memorize their actions and its results. The result of both kinds of intervention is that applied 

social psychologists become experts in action-group processes and in action-learning groups and 

so can contribute what they have learned to increase the quality of life in an affluent society.  

A second international pacesetter in Applied Social Psychology is Edwin Fleishman (1927- ) 

known for his application of the experimental and multivariate perspective in the analysis of the 

individual and the group performance. Fleishman has advocated that applied social psychologists 

employ standard scientific and technological methods, using tasks and measures that make it 

possible to reliably study individuals and situations in real life settings.  Applied social 

psychologists are external observers or at most, very indirect participants in the workgroup being 

studied. Factors affecting individual or group performance are the main subject of analysis; once 

identified and validated, such factors are viewed as psychological dimensions or constructs 

leading to improved generalizations and predictions in program interventions and in decision-

making processes where new but related tasks and situations are taken into account. The focus of 

analysis is human performance in a wide variety of settings (Fleishman & Quaintance, 1984). 

The objective is to develop taxonomies that, when merged with appropriate sets of quantitative 

data and a strategic outlook, might be useful for forecasting purposes.  Under this framework, the 

world of human actions and social behavior is not chaotic, improbable and inaccessible. The 

result of this methodological approach is that applied social psychologists can become experts 

who successfully predict and generalize about human performance, the touchstone that can 

increase the quality of life in affluent societies.   

Both Lewin and Fleishman present two quite different and seemingly incompatible research and 

intervention traditions in Social Applied Psychology. But, both perspectives have been present 

throughout the 20
th

 century when psychologists have dealt with a large variety of issues. For 

instance, 

Changes in food habits may be enhanced by fostering focus groups discussing about the 

advantages of the new product compared to other products. In this context, the consumer 

psychologist plays a visible role during the discussions. But also changes in food habits may be 

enhanced by supplying the new product and other competing products at no cost and then, 

analyzing consumption patterns during a given period through a follow up of purchases and 

returns. In this context, the consumer psychologist may remain invisible for the sample of people 

testing the new product. 

Stress symptoms may be addressed by sport psychologists fostering group discussions among 

teammates and by analyzing rational and irrational fears before and during an important match 

against a competing team. Successful learning is the consequence of a reorganization of the 

perception of stressors and of the generation of a new insight. The psychologist plays the role of 

facilitator in group discussions. An optional strategy used by other sport psychologists has been 

to assess individual stress symptoms in each member of the team and then train the team member 

in coping strategies taking into consideration differentially the predisposition to succeed or fail 

by setting aside rational and irrational fears before and during an important match. Successful 

learning is the consequence of adequate training instructions to facilitate coping strategies; the 

stressors are considered mere stimuli. The psychologist plays the role of assessor. 

Organizational and health psychologists may study the degree of satisfaction among patients in a 

hospital getting patients together in small group sessions, and inviting them to comment on direct 

or indirect examples of satisfactory or regrettable health services received during the treatment 
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period. An optional approach is to interview the patients in the room by asking them to enunciate 

examples of agreeable manners and sensitivity they have felt during their stay in the 

hospital.  Another possibility is to administer an exit survey to every patient and analyze the 

answers by specialties, by buildings, by shifts, by seasons.  The outcome will differ according to 

the strategy launched. When patients are granted the possibility of commenting using specific 

examples, strong distinctions and subtle nuances flow in the group dynamics; somehow the 

organizational and health psychologist chairing the meeting becomes another participant and 

may be viewed as such by the other members in the group. By contrast, patients usually would 

not view the interviewing psychologist as a participant in the examples set down as a reaction to 

questions such as "where you pleasantly surprised by your doctor when he or she did…?"  But in 

fact that very question only looks for an answer about positive feelings and may encourage one 

particular answer over another. Although administering a survey might create an impression of 

neutrality by the absence of the psychologist, each time generic questions such as "are you 

satisfied with…?" are posed, two out of three people tend to respond showing a general 

sentiment of contentment. Answering a survey with a positive mood is a friendly way to project 

a good image before the pollster.     

These are three instances showing that the same real life issue may be examined by social 

applied psychologists following in the footsteps of two quite distant schools in the academic 

milieu but quite close frameworks in psychological practice. 

 

PERSPECTIVES ON SOCIAL PSYCHOLOGY 

Socio-Cultural Perspective 

 Stresses the importance of social norms and culture. 

 Proposes that children learn behavior through problem-solving interactions with other 

children and adults. Through these interactions, they learn the values and norms of their society. 

 

Evolutionary Perspective 

 Argues that social behaviors developed through genetics and inheritance. 

 Emphasizes the role of biology and gene transmission across generations to explain current 

behavior. 

 

Social Learning Perspective 

 Stresses the importance of unique experiences in family, school, community, etc. 

 According to this viewpoint, we learn behaviors through observing and mimicking the 

behavior of others. 

 

Social-Cognitive Perspective 

 Supports an information processing model of social behavior, where we notice, interpret, and 

judge the behavior of others. 

 New experiences can either be assimilated (using already held beliefs to interpret the event), 

or accomodated (which involves changing existing beliefs in response to the event.) 

 By understanding how information is processed, we can better understand how patterns of 

thoughts impact behavior. 

 

Psychological Science as well as Psychological Technology. 
Applied Social Psychology utilizes the null hypothesis to verify the adequacy of propositions and 

models in a given subject. The focus is the aseptic analysis of contrasted facts through valid 

measures or reliable databases.  Researchers, consultants or practitioners, when explaining or 

predicting what happens at the individual, group or organizational level, claim a value-free 

profile. But the same researchers, consultants or practitioners currently handle advanced 

knowledge expertly to deal with and solve individual, group or societal problems by changing 
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situation A(not desirable) into situation B (highly desirable). Under such circumstance, the 

psychological product is intended to contribute to an increase in the quality of life of the society 

or the customer. The focus is the analysis of facts highlighted by values, which quite often are 

under the influence of political, deontological, and benevolent as well as self-interested motives. 

As a consequence Applied Social Psychology does adopt a value orientation technological 

profile in the process of explaining or predicting what happens at the individual, group or 

organizational level. 

A typical example may be the study of how alcohol influences the driving behavior. The Traffic 

Psychologists may increase, gradually, the intake of alcohol and analyze behavioral patterns of 

drivers in a car-simulator. The covariance between incidences and alcohol consumption is 

studied and critical levels are fixed empirically. It is the framework of Psychology as a scientific 

field of inquiry. In a similar vein, Traffic Psychologists may study the outcomes of alcohol tests 

administered in the road by agents. Under the framework of Psychology as a technological field 

of inquiry, they fix the critical level after the statistical mode in what concerns deterioration in 

equilibristic tests or they may submit their suggestions to politicians or authorities in their role of 

assistants to policy makers. Science fixes the standard after the analysis of facts, mainly in the 

laboratory. Technology fixes the standard combining facts, judgments and values within the 

framework of an strategy in road safety. The scientific perspective studies and maybe explains 

the subject whereas the technological perspective fixes and maybe solves the problem. 

 

 

Test your learning: 

1. Is Social Psychology the science of the social side of life? 

2. What is Social Psychology and what it does?  

3. Social Psychology: it‘s cutting edge.  

4. Describe  the origins and early development of Social Psychology.  

5. The role of research in Social Psychology.  

6. The role of theory in Social Psychology.  
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LECTURE 2.  

SOCIAL COGNITION. 

 

Outline of the lecture 

1. Social cognition: how we think about the social world.  

2. Schemas: Mental frameworks for organizing – and using – social information.  

3. Heuristics: how we reduce our effort in social cognition.  

4. Automatic and controlled processing: two basic modes of social thought.  

5. Potential sources of error in social cognition: why total rationality is rarer than you think. 

6. Affect and cognition: how feelings shape thought and thought shapes feelings.  

 

Social cognition is concerned with the processing, storage and application of social information. 

This research area is closely related to the field of cognitive psychology, this research area 

focuses largely on the concept of schemas. Schemas  are our general ideas about the world, how 

things are and how things work. These mental shortcuts allow us to function without constantly 

stopping to interpret everything around us. We also develop associations between related 

schemas, which plays an important role in the thought process and social behavior. 

Definition: A schema is a cognitive framework or concept that helps organize and interpret 

information. Schemas can be useful, because they allow us to take shortcuts in interpreting a vast 

amount of information. However, these mental frameworks also cause us to exclude pertinent 

information in favor of information that confirms our pre-existing beliefs and ideas. Schemas can 

contribute to stereotypes and make it difficult to retain new information that does not conform to 

our established schemas. 

Jean Piaget's Background 

Jean Piaget was born in Switzerland in 1896. After receiving his doctoral degree at age 22, 

Piaget formally began a career that would have a profound impact on both psychology and 

education. After working with Alfred Binet, Piaget developed an interest in the intellectual 

development of children. Based upon his observations, he concluded that children were not less 

intelligent than adults, they simply think differently. Albert Einstein called Piaget‘s discovery 

"so simple only a genius could have thought of it." 

http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/B002T8O0OI/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205148999/understandi0d-20
http://www.amazon.com/exec/obidos/asin/1429206179/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.allacademic.com/
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Piaget's stage theory describes the cognitive development of children. Cognitive development 

involves changes in cognitive process and abilities. In Piaget‘s view, early cognitive 

development involves processes based upon actions and later progresses into changes in mental 

operations. 

 

Key Concepts 

Schemas - A schema describes both the mental and physical actions involved in understanding 

and knowing. Schemas are categories of knowledge that help us to interpret and understand the 

world. In Piaget's view, a schema includes both a category of knowledge and the process of 

obtaining that knowledge. As experiences happen, this new information is used to modify, add 

to, or change previously existing schemas. For example, a child may have a schema about a type 

of animal, such as a dog. If the child's sole experience has been with small dogs, a child might 

believe that all dogs are small, furry, and have four legs. Suppose then that the child encounters a 

very large dog. The child will take in this new information, modifying the previously existing 

schema to include this new information. 

Assimilation - The process of taking in new information into our previously existing schema‘s is 

known as assimilation. The process is somewhat subjective, because we tend to modify 

experience or information somewhat to fit in with our preexisting beliefs. In the example above, 

seeing a dog and labeling it "dog" is an example of assimilating the animal into the child's dog 

schema. 

Accommodation - Another part of adaptation involves changing or altering our existing schemas 

in light of new information, a process known as accommodation. Accommodation involves 

altering existing schemas, or ideas, as a result of new information or new experiences. New 

schemas may also be developed during this process. 

Equilibration - Piaget believed that all children try to strike a balance between assimilation and 

accommodation, which is achieved through a mechanism Piaget called equilibration. As children 

progress through the stages of cognitive development, it is important to maintain a balance 

between applying previous knowledge (assimilation) and changing behavior to account for new 

knowledge (accommodation). Equilibration helps explain how children are able to move from 

one stage of thought into the next. 

 

Piaget's Stages of Cognitive Development 

 

Characteristics of the Sensorimotor Stage:  The first stage of Piaget‘s theory lasts from birth 

to approximately age two and is centered on the infant trying to make sense of the world. During 

the sensorimotor stage, an infant‘s knowledge of the world is limited to their sensory perceptions 

and motor activities. Behaviors are limited to simple motor responses caused by sensory stimuli. 

Children utilize skills and abilities they were born with, such as looking, sucking, grasping, and 

listening, to learn more about the environment. 

Substages of the Sensorimotor Stage: 

The sensorimotor stage can be divided into six separate substages that are characterized by the 

development of a new skill. 

Reflexes (0-1 month): 

During this substage, the child understands the environment purely through inborn reflexes such 

as sucking and looking. 

Primary Circular Reactions (1-4 months): 

This substage involves coordinating sensation and new schemas. For example, a child may such 

his or her thumb by accident and then later intentionally repeat the action. These actions are 

repeated because the infant finds them pleasurable. 
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Secondary Circular Reactions (4-8 months): 

During this substage, the child becomes more focused on the world and begins to intentionally 

repeat an action in order to trigger a response in the environment. For example, a child will 

purposefully pick up a toy in order to put it in his or her mouth. 

Coordination of Reactions (8-12 months): 

During this substage, the child starts to show clearly intentional actions. The child may also 

combine schemas in order to achieve a desired effect. Children begin exploring the environment 

around them and will often imitate the observed behavior of others. The understanding of objects 

also begins during this time and children begin to recognize certain objects as having specific 

qualities. For example, a child might realize that a rattle will make a sound when shaken. 

Tertiary Circular Reactions (12-18 months): 

Children begin a period of trial-and-error experimentation during the fifth substage. For 

example, a child may try out different sounds or actions as a way of getting attention from a 

caregiver. 

Early Representational Thought (18-24 months): 

Children begin to develop symbols to represent events or objects in the world in the final 

sensorimotor substage. During this time, children begin to move towards understanding the 

world through mental operations rather than purely through actions. 

 

Characteristics of the Preoperational Stage:  The preoperational stage occurs between ages 

two and six. Language development is one of the hallmarks of this period. Piaget noted that 

children in this stage do not yet understand concrete logic, cannot mentally manipulate 

information, and are unable to take the point of view of other people, which he termed 

egocentrism. 

During the preoperational stage, children also become increasingly adept at using symbols, as 

evidenced by the increase in playing and pretending. For example, a child is able to use an object 

to represent something else, such as pretending a broom is a horse. Role playing also becomes 

important during the preoperational stage. Children often play the roles of "mommy," "daddy," 

"doctor," and many others. 

Egocentrism: 

Piaget used a number of creative and clever techniques to study the mental abilities of children. 

One of the famous techniques egocentrism involved using a three-dimensional display of a 

mountain scene. Children are asked to choose a picture that showed the scene they had observed. 

Most children are able to do this with little difficulty. Next, children are asked to select a picture 

showing what someone else would have observed when looking at the mountain from a different 

viewpoint. 

Invariably, children almost always choose the scene showing their own view of the mountain 

scene. According to Piaget, children experience this difficulty because they are unable to take on 

another person's perspective. 

Conservation: 

Another well-known experiment involves demonstrating a child's understanding ofconservation. 

In one conservation experiment, equal amounts of liquid are poured into two identical containers. 

The liquid in one container is then poured into a different shaped cup, such as a tall and thin cup, 

or a short and wide cup. Children are then asked which cup holds the most liquid. Despite seeing 

that the liquid amounts were equal, children almost always choose the cup that appears fuller. 

Piaget conducted a number of similar experiments on conservation of number, length, mass, 

weight, volume, and quantity. Piaget found that few children showed any understanding of 

conservation prior to the age of five. 

 

Characteristics of Concrete Operations:  The concrete operational stage begins around age 

seven and continues until approximately age eleven. During this time, children gain a better 
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understanding of mental operations. Children begin thinking logically about concrete events, but 

have difficulty understanding abstract or hypothetical concepts. 

Logic: 

Piaget determined that children in the concrete operational stage were fairly good at the use of 

inductive logic. Inductive logic involves going from a specific experience to a general principle. 

On the other hand, children at this age have difficulty using deductive logic, which involves 

using a general principle to determine the outcome of a specific event. 

Reversibility: 

One of the most important developments in this stage is an understanding of reversibility, or 

awareness that actions can be reversed. An example of this is being able to reverse the order of 

relationships between mental categories. For example, a child might be able to recognize that his 

or her dog is a Labrador, that a Labrador is a dog, and that a dog is an animal. 

 

Characteristics of the Formal Operational Stage: The formal operational stage begins at 

approximately age twelve to and lasts into adulthood. During this time, people develop the ability 

to think about abstract concepts. Skills such as logical thought, deductive reasoning, and 

systematic planning also emerge during this stage. 

Logic: 

Piaget believed that deductive logic becomes important during the formal operational stage. 

Deductive logic requires the ability to use a general principle to determine a specific outcome. 

This type of thinking involves hypothetical situations and is often required in science and 

mathematics. 

Abstract Thought: 

While children tend to think very concretely and specifically in earlier stages, the ability to think 

about abstract concepts emerges during the formal operational stage. Instead of relying solely on 

previous experiences, children begin to consider possible outcomes and consequences of actions. 

This type of thinking is important in long-term planning. 

Problem-Solving: 

In earlier stages, children used trial-and-error to solve problems. During the formal operational 

stage, the ability to systematically solve a problem in a logical and methodical way emerges. 

Children at the formal operational stage of cognitive development are often able to quickly plan 

an organized approach to solving a problem. 

 

Describing learning as the interrelation between behavioral, environmental, and personal 

factors. 
Problem: How do people‘s experiences, environments, and behaviors affect how they learn? 

Theory:  

Social Cognitive Theory (SCT) describes learning in terms of the interrelationship between 

behavior, environmental factors, and personal factors. It also provides the theoretical framework 

for interactive learning used to develop both Constructivism and Cooperative Learning. 

According to SCT, the learner acquires knowledge as his or her environment converges with 

personal characteristics and personal experience. New experiences are evaluated vis-a-vis the 

past; prior experiences help to subsequently guide and inform the learner as to how the present 

should be investigated. 

Because SCT is based on understanding an individual‘s reality construct, it is especially useful 

when applied to interventions aimed at personality development, behavior pathology, and health 

promotion. For example, SCT could be used to help a patient quit smoking in so far as a smoker 

may be more willing to learn from an ex-smoker who may share experiences that resonate with a 

patient‘s unique personal history. Ideally, the patient‘s affinity with the ex-smoker, when 

combined with a supportive environment,would help him or her butt out for good! 

Discussion 
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The SCT-based framework for designing, implementing and evaluating online learning programs 

include the following: 

Observational (vicarious) learning:  

Because learning is expedited when individuals are able to observe the behaviors of others who 

are similar to them, online learning can incorporate video clips of people with similar 

backgrounds who provide commentaries and stories from their own points of view. Because the 

material resonates with the social and cultural sensibilities of the user, it makes the learning 

experience more effective and increases the probability of the knowledge being put into practice. 

Reproduction: 

Facilitating reproduction involves providing individuals with readily available means to put their 

newly acquired knowledge into practice. In the instance of an online health education module, 

patients could practice creating questions that communicate their concerns to health practitioners 

or educators. Achieving reproduction success simultaneously encourages self-efficacy. 

Self-efficacy: 

Learning is a function of the extent to which individuals are able to reflect upon and internalize 

their own successes and failures. Self-efficacy is achieved when the learner identifies his or her 

ability to perform. Using interactivity in online learning provides a mechanism that allows the 

learner to apply knowledge accurately and reliably and therefore increase his or her confidence. 

For example, it is possible to read a book about driving a car, but it is not until the learner 

actually drives successfully that learning is complete. Interactive, online educational materials 

can provide extensive, repetitive practice until mastery – and thus self-efficacy – is achieved. 

Emotional coping:  

Coping mechanisms are learned in a stimuli-response environment conducive to self-efficacy 

and observational learning. In online education, emotional coping can be facilitated by 

incorporating multimedia demonstrations of culturally sensitive examples of both appropriate 

and inappropriate methods of coping. 

Self-regulatory capability:  

Self-regulation is what allows a person to control his or her response or behavior when 

confronted with externally imposed stimuli. Feedback is an externally imposed control that 

works with a person‘s self-regulatory capability in order to make adjustments to behavior. 

Online learning materials can use feedback techniques to reinforce behavioral change and help 

learners achieve self-efficacy. For example, when performing a task correctly, the learner can be 

advised that his or her performance is correct. Conversely, immediate corrective feedback can be 

given when needed. As the learner‘s ability increases, the feedback can become more detailed 

and sophisticated, which allows the learner to refine and master the task. When learning to drive, 

for example, the student initially needs to get the vehicle on the road. As the student progresses, 

however, he or she needs to achieve specific speed limits and signaling requirements to achieve 

safe and efficient driving habits. 

 

Test your learning: 

1. What is social cognition? How do we think about the social world? 

2. Briefly explain the nature of the schemas: Mental frameworks for organizing – and using – 

social information.  

3. What are functions of  heuristics? 

4. Why do we reduce our effort in social cognition? 

5. What are the differences and similarities between  automatic and controlled processing?  

6. What are two basic modes of social thought?  

7. What are potential sources of error in social cognition?  

8. Why total rationality is rarer than you think? 

9. What interrelations  of affect and cognition? 

10. How feelings shape thought and thought shapes feelings. 
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LECTURE 3.  

SOCIAL PERCEPTION. 

 

Outline of the lecture 

1. Social perception: perceiving and understanding others.  

2. Nonverbal communication: the unspoken language of expressions, gazes, and gestures.  

3. Attribution: understanding the causes of others‘ behavior.  
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4. Impression formation and impression management: combining information about others.  

 

  In social psychology, the term person perception refers to the different mental processes 

that we use to form impressions of other people. This includes not just how we form these 

impressions, but the different conclusions we make about other people based upon our 

impressions. 

Consider how often you make these kind of judgments everyday. When you meet with a new co-

worker, you immediately begin to develop an initial impression of this person. When you visit 

the grocery store after work, you might draw conclusions about the cashier who checks you out, 

even though you know very little about this person. 

 

Attributions are inferences generated by people when they try to explain reasons for events, the 

behavior of others, and their own behavior. Attributions may be internal (dispositional), based 

on something within a person, or external (situational), based on something outside a person. A 

student who wins an art contest may decide it is because of ability (internal attribution) or 

because the judges are friends of her or his parents (external attribution). The tendency to 

overuse internal attributions (such as blaming an adolescent driver rather than road conditions for 

a car accident) is called the fundamental attribution error. Another type of attribution error, 

called self-serving bias, is described as the predisposition to attribute successes to abilities and 

efforts and failures to external, situational causes. Bernard Weiner, in his study of attributions 

made concerning success or failure, suggested that both internal and external attributions may be 

based on stability (that is, an internal factor may be deemed either stable or unstable) 

and controllability (the factor may be deemed either controllable or uncontrollable).  

 

What Information Do We Use to Form Impressions of Others? 

Obviously, person perception can be a very subjective process that can be impacted by a number 

of variables including the characteristics of the person you are observing, the context of the 

situation and your own personal characteristics. 

People often form impressions of others very quickly with only minimal information. We 

frequently base our impressions on the roles and social norms we expect from people. For 

example, you might form an impression of a city bus driver based on how you would anticipate 

that a person in that role to behave, considering individual personality characteristics only after 

you have formed this initial impression. 

Physical cues can also play an important role. If you see a woman dressed in a professional-

looking suit, you might immediately assume that she works in a formal setting, perhaps at a law 

firm or bank. Salience of the information we perceive is also important. Generally, we tend to 

focus on the most obvious points rather than noting background information. The more novel or 

obvious a factor is, the more likely we are to focus on it. 

 

Social Categorization 

One of the mental shortcuts that we use in person perception is known as social categorization. 

In the social categorization process, we mentally categorize people into different groups based 

on common characteristics. Sometimes this process occurs consciously, but for the most part 

social categorizations happens automatically and unconsciously (Bargh, et. al., 1996). Some of 

the most common grouping people use include age, gender, occupation and race. 

As with many mental shortcuts, social categorization has both positive and negative aspects. One 

of the strengths of social categorization is that it allows people to make judgments very quickly. 

Realistically, you simply do not have time to get to know each and every person you come into 

contact with on an individual, personal basis. Using social categorization allows you to make 

decisions and establish expectations of how people will behave in certain situations very quickly, 

which allows you to focus on other things. 
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The problems with this technique include the fact that it can lead to errors and as well as 

stereotyping. Consider this example: 

Imagine that you are getting on a bus, but there are only two seats available. One seat is next to a 

petite, silver-haired, elderly woman, the other seat is next to a burly, grim-faced man. Based on 

your immediate impression, you sit next to the elderly woman, who unfortunately turns out to be 

quite skilled at picking pockets. Because of social categorization, you immediately judged the 

woman as harmless and the man as threatening, leading to the loss of your wallet. While social 

categorization can be useful at times, it can also lead to these kinds of misjudgments. 

 

Implicit Personality Theories 

An implicit personality theory is a collection of beliefs and assumptions that we have about 

how certain traits are linked to other characteristics and behaviors. Once we know something 

about a cardinal trait, we assume that the person also exhibits other traits that are commonly 

linked to that key characteristic. 

For example, if you learn that a new co-worker is very happy, you might immediately assume 

that she is also friendly, kind and generous. As with social categorization, implicit personality 

theories help people make judgments quickly, but they can also contribute to stereotyping and 

errors. 

According to experts, a substantial portion of our communication is nonverbal. Every day, we 

respond to thousands on nonverbal cues and behaviors including postures, facial expression, eye 

gaze, gestures, and tone of voice. From our handshakes to our hairstyles, nonverbal details reveal 

who we are and impact how we relate to other people.   

Scientific research on nonverbal communication and behavior began with the 1872 publication 

of Charles Darwin‘s The Expression of the Emotions in Man and Animals. Since that time, there 

has been an abundance of research on the types, effects, and expression of unspoken 

communication and behavior. While these signals are often so subtle that we are not consciously 

aware of them, research has identified several different types of nonverbal communication.  

Types of Nonverbal Communication 

1. Facial Expression 

Facial expressions are responsible for a huge proportion of nonverbal communication. Consider 

how much information can be conveyed with a smile or a frown. While nonverbal 

communication and behavior can vary dramatically between cultures, the facial expressions for 

happiness, sadness, anger, and fear are similar throughout the world. 

2. Gestures 

Deliberate movements and signals are an important way to communicate meaning without 

words. Common gestures include waving, pointing, and using fingers to indicate number 

amounts. Other gestures are arbitrary and related to culture. 

3. Paralinguistics 

Paralinguistics refers to vocal communication that is separate from actual language. This 

includes factors such as tone of voice, loudness, inflection, and pitch. Consider the powerful 

effect that tone of voice can have on the meaning of a sentence. When said in a strong tone of 

voice, listeners might interpret approval and enthusiasm. The same words said in a hesitant tone 

of voice might convey disapproval and a lack of interest. 

4. Body Language and Posture 

Posture and movement can also convey a great deal on information. Research on body language 

has grown significantly since the 1970‘s, but popular media have focused on the over-

interpretation of defensive postures, arm-crossing, and leg-crossing, especially after the 

publication of Julius Fast‘s book Body Language. While these nonverbal behaviors can indicate 

feelings and attitudes, research suggests that body language is far more subtle and less definitive 

that previously believed. 
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5. Proxemics 

People often refer to their need for ―personal space,‖ which is also an important type of 

nonverbal communication. The amount of distance we need and the amount of space we perceive 

as belonging to us is influenced by a number of factors including social norms, situational 

factors, personality characteristics, and level of familiarity. For example, the amount of personal 

space needed when having a casual conversation with another person usually varies between 18 

inches to four feet. On the other hand, the personal distance needed when speaking to a crowd of 

people is around 10 to 12 feet. 

6. Eye Gaze 

Looking, staring, and blinking can also be important nonverbal behaviors. When people 

encounter people or things that they like, the rate of blinking increases and pupils dilate. Looking 

at another person can indicate a range of emotions, including hostility, interest, and attraction. 

7. Haptics 

Communicating through touch is another important nonverbal behavior. There has been a 

substantial amount of research on the importance of touch in infancy and early childhood. Harry 

Harlow‘s classic monkey study demonstrated how the deprivation of touch and contact impedes 

development. Baby monkeys raised by wire mothers experienced permanent deficits in behavior 

and social interaction. 

8. Appearance 

Our choice of color, clothing, hairstyles, and other factors affecting appearance are also 

considered a means of nonverbal communication. Research on color psychology has 

demonstrated that different colors can invoke different moods. Appearance can also alter 

physiological reactions, judgment, and interpretations. 

 

Top 10 Nonverbal Communication Tips 

Good communication skills can help you in both your personal and professional life. While 

verbal and written communication skills are important, research has shown that nonverbal 

behaviors make up a large percentage of our daily interpersonal communication. How can you 

improve your nonverbal communication skills? The following top ten tips for nonverbal 

communication can help you learn to read the nonverbal signals of other people and enhance 

your own ability to communicate effectively. 

1. Pay Attention to Nonverbal Signals 

People can communicate information in numerous ways; so pay attention to things like eye 

contact, gestures, posture, body movements, and tone of voice. All of these signals can convey 

important information that isn't put into words. By paying closer attention to other people's 

nonverbal behaviors, you will improve your own ability to communicate nonverbally. 

2. Look for Incongruent Behaviors 

If someone's words do not match their nonverbal behaviors, you should pay careful attention. For 

example, someone might tell you they are happy while frowning and staring at the ground. 

Research has shown that when words fail to match up with nonverbal signals, people tend to 

ignore what has been said and focus instead on nonverbal expressions of moods, thoughts, and 

emotions. 

3. Concentrate on Your Tone of Voice When Speaking 

Your tone of voice can convey a wealth of information, ranging from enthusiasm to disinterest to 

anger. Start noticing how your tone of voice affects how others respond to you and try using tone 

of voice to emphasize ideas that you want to communicate. For example, if you want to show 

genuine interest in something, express your enthusiasm by using an animated tone of voice. 

4. Use Good Eye Contact 

When people fail to look others in the eye, it can seem as if they are evading or trying to hide 

something. On the other hand, too much eye contact can seem confrontational or intimidating. 

While eye contact is an important part of communication, it's important to remember that good 
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eye contact does not mean staring fixedly into someone's eyes. How can you tell how much eye 

contact is correct? Some communication experts recommend intervals of eye contact lasting four 

to five seconds. 

5. Ask Questions About Nonverbal Signals 

If you are confused about another person's nonverbal signals, don't be afraid to ask questions. A 

good idea is to repeat back your interpretation of what has been said and ask for clarification. An 

example of this might be, "So what you are saying is that..." 

6. Use Signals to Make Communication More Effective and Meaningful 

Remember that verbal and nonverbal communication work together to convey a message. You 

can improve your spoken communication by using nonverbal signals and gestures that reinforce 

and support what you are saying. This can be especially useful when making presentations or 

when speaking to a large group of people. 

7. Look at Signals as a Group 

A single gesture can mean any number of things, or maybe even nothing at all. The key to 

accurately reading nonverbal behavior is to look for groups of signals that reinforce a common 

point. If you place too much emphasis on just one signal out of many, you might come to an 

inaccurate conclusion about what a person is trying to communicate. 

8. Consider Context 

When you are communicating with others, always consider the situation and the context in which 

the communication occurs. Some situations require more formal behaviors that might be 

interpreted very differently in any other setting. Consider whether or not nonverbal behaviors are 

appropriate for the context. If you are trying to improve your own nonverbal communication, 

concentrate on ways to make your signals match the level of formality necessitated by the 

situation. 

9. Be Aware That Signals Can be Misread 

According to some, a firm handshake indicates a strong personality while a weak handshake is 

taken as a lack of fortitude. This example illustrates an important point about the possibility of 

misreading nonverbal signals. A limp handshake might actually indicate something else entirely, 

such as arthritis. Always remember to look for groups of behavior. A person's overall demeanor 

is far more telling than a single gesture viewed in isolation. 

10. Practice, Practice, Practice 

Some people just seem to have a knack for using nonverbal communication effectively and 

correctly interpreting signals from others. These people are often described as being able to "read 

people." In reality, you can build this skill by paying careful attention to nonverbal behavior and 

practicing different types of nonverbal communication with others. By noticing nonverbal 

behavior and practicing your own skills, you can dramatically improve your communication  

abilities. 

 

Human Behavior and Human Performance. 
For decades, many researchers, consultants and practitioners emphasized that human behavior 

was the basic unit of analysis. The focus of empirical study or inquiry has been observable 

activities as well as responses to internal or external stimuli. The result is a profile of Applied 

Social Psychology as the Science of Human Behavior. At the same time, human performance 

also has been the basic unit of analysis for many other researchers, consultants and practitioners. 

They use it as the dependent variable when they have had to persuade present or potential 

customers about the ―ad hoc‖ suitability of their expertise. Human performance becomes the 

basic unit of analysis for applied social psychologists paying attention to those activities leading 

to a result (Campbell, McCloy, Oppler & Sager, 1993). As soon as there is a task or a challenge, 

a person‘s performance emerges and can be studied. Human performance may be the outcome of 

a thoughtful strategy, of a sincere engagement, of ad-libbing but also of a theatrical play. 

Children and adults concern themselves with the minutiae of playing as well as of reaching goals 

daily. Human performance can be seen when applied social psychologists design and evaluate 
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intervention programs to influence the degree of change in individuals or groups. Thus an 

understanding of Applied Social Psychology would not be complete without a profile of Applied 

Social Psychology as providing a Technology of Human Performance.  Human performance is 

always observable and measurable, because it points to specific actions contributing or failing to 

attain the expected result. By contrast, human behavior is not always observable but inferred, as 

it is the case sometimes in cognitive and emotional behavior. 

A typical example occurs when health psychologists analyze the nexus between stress and 

smoking patterns among health professionals and finds the occurrence of stable relationships. 

But, also they may be requested to predict the occurrence of symptoms of stress that negatively 

affect the otherwise stable and friendly interaction between medical and nursing staff in the 

hospital if smoking in public becomes formally forbidden within the premises. The first example 

deals with behavioral and the second with performance issues in the workplace. 

  

Psychological Knowledge as well as Psychological Achievements 

The main purpose pursued in rigorous research and practice is often said to be the expansion of 

the body of scientific knowledge in Applied Social Psychology.  Journals and conventions 

sponsored by national and international associations push towards this advancement. Excellence 

is strengthened after the existence and the convergence of contrasted knowledge in the 

discipline. In fact, this is the realm of hypotheses and predictions emanating from theories or 

models and validated after thorough examination and investigation into the matter. However, 

unlike in basic science, the excellence of a discipline is recognized by society only if there is a 

series of continuous accomplishments and successes led by well-known professionals involved 

in problem solving programs (Dorken, 1986; Prieto, 1992). Their achievements are compared to 

those of other competing professionals in similar domains of expertise. Success is not measured 

as a matter of public opinion or mass media but rather, it is a matter of presence or absence in 

problem solving and decision-making committees. It is a matter of inclusion or exclusion in 

strategic actions and plans launched by policy makers in the region. It is a matter of high 

visibility or clandestinely working when sound knowledge is taken into consideration when 

dealing with societal issues and dilemmas.  Achievements exist if psychologists reach the 

intended goals they have been pursuing through applied and social actions or when they 

complete a creditable action. Achievements tend to be attributed directly to the expert or the 

leading researcher involved. Achievements are understood as a contribution to progress or 

fulfillment, as masterpieces. 

A good example is how testing procedures succeed in being selected for vocational guidance or 

personnel selection.  Sometimes instructors, supervisors, superintendents, personnel managers, 

military officers and others, years if not decades before scientific knowledge about assessment, 

evaluation and psychometrics has been standardized sponsor an approach. A comprehensive 

body of knowledge has been developed as a consequence of the systematic analysis of 

accomplishments and failures.  A comparison of textbooks on psychometrics published in the 

1920s and in the 1990s shows real progress in the development of new sets of formulae and 

indices but the mathematical background remains still the same. Computers add sophistication in 

testing and evaluation methodologies, for instance, but the general framework remains the same. 

In fact, the large majority of findings published in contemporary psychometric journals rarely are 

used in Applied Social Psychology. These findings create good basic science but do not 

significantly improve the decision-making processes, accomplishments or achievements. The 

authors do not reach the audience of policy makers, and this is a critical issue concerning the 

survival of any scientific or technological discipline. An achievement is the support that 

consultant psychologists obtain when they renew a contract, when a psychological approach 

becomes a local, regional or national standard in the field, when a psychological expression for 

identifying workplace events ("sexual harassment", "creativity", IQ or EQ for instance) is 

welcomed and accepted in many languages, discourses, daily talk or legislations. A way of 

verifying the achievements of applied social psychologists is to search and find out how 
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psychological terminologies, frameworks appear in the minutes, and norms enacted within 

organizations, within the society, by the parliament, the ministry, the CEO. When done, this 

follow up raises, often, the researcher's spirit. However, it is convenient to stress that 

achievements are both of a professional and a political nature.    

  

These three dyads, taken together, values Applied Social Psychology both as 

   A Behavioral Science whose main focus is the production of sound knowledge in the context 

of scientific discoveries and advancements; 

   A Behavioral Technology focused on the attainment of persuasive achievements in the 

context of improving the quality of life in the society. 

It is not mere duality or the coexistence of two ways of being an applied social 

psychologist.  Rather, it is two equal and valid ways of understanding the role and goals of 

Applied Social Psychology within the scientific community and within the affluent society. One 

way cannot triumph over the other nor merge with the other. In each field, applied social 

psychologists serve those goals and needs fitting their techniques and frameworks and avoid 

extending their approaches beyond their established expertise  (Dorken & Associates, 1986). In 

this way they design and promote specific psychological programs to deal with real life 

problems, with issues in the laboratory or with interventions in open field studies and actions.  A 

smile is the fire escape for all ambiguities. 

 

 

Test your learning: 

1. What is social perception? 

2. What are differences in perceiving and understanding others?  

3. How can we identify nonverbal communication? 

4. Why do we use  the unspoken language of expressions, gazes, and gestures?  

5. What is attribution? 

6. Why do people try to  understand the causes of others‘ behavior?  

7. What are ways of impression formation and impression management? 

8. How do we combine information about others?  
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4. Miller, D. (2006). An Invitation to Social Psychology: Censoring and Expressing the 
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1. Breckler, S. J., Olson, J., & Wiggons, E. (2006). Social Psychology Alive. Belmont, CA: 

Thomson/Wadsworth. - 478 pp. 

2. Brislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, 
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Internet resources: 
 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 

Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      

 

 

LECTURE 4.  

 

THE SELF: WHO AM I?   

 

Outline of the lecture 

1. The Self: Answering the question ―Who am I‖?  

2. Self presentation: managing the self in different social  contexts.  

3. Self-knowledge: how do we know who we are?  

4. Thinking about the self: personal vs social identity.  

5. Self-esteem: attitudes toward ourselves.  

6. Social comparison: how we evaluate ourselves.  

7. The self as target of prejudice.  

 

By this we mean our 

 individuality 

 uniqueness 

 distinctiveness 

 characteristics and personality.  

And all of this within the greater experience of our country of birth, our race and our cultural 

identity.  Within us all lies the deep yearning to know and to be known. From this comes the 

question of self identity, who am I?   This question lies at the root of all searching on the 

journey towards meaning and purpose for our lives. 

 Who are you? 

 Who is he/she? 

 Who are they? 

 

These are the questions that we tend to ask about people. 

What are we asking and what answers are we looking for? 

http://www.amazon.com/exec/obidos/ASIN/0534578349/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/B002T8O0OI/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205148999/understandi0d-20
http://www.amazon.com/exec/obidos/asin/1429206179/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.allacademic.com/


 25 

It‘s often really difficult to say who we are as we tend to answer this question according to the 

box that is expected of us at the time. Mostly people ask us ―what do you do?‖ and believe that 

this will answer those questions. Often this is all they are really interested in - how to box and 

categorise us according to our career or financial position. 

For Authentic-Self this search is about how we allow ourselves to be seen and experienced by 

others. 

We have lost count of the people who have spoken to me over the years about their fear of being 

‗found out‘ for being a fraud and a fake. 

So many people live their lives trying to be all things to all people, and therefore lose the sense 

of who they are within.   

This leads to feelings of disconnection and fragmentation as we try to fit ourselves into the 

picture we have created. 

 

Our Self Identity 

Our identity changes often over the years – from childhood through the teenage years, then we 

identify with our career orientation, then we go into relationships, maybe parenthood, then on 

through those busy years toward midlife and then the empty nest, forward to our senior years. 

The basis for our identity begins with our family of origin and any family history that is known 

to us. However, many of my fellow travelers on this authentic path are those whose identity 

cannot be based on their ‗background‘ as there is no history or connection to it; for instance, 

those who have been adopted and have little knowledge of their birth parents. 

However, beginning at birth, we lose ourselves in the sheer energy of living - in activity, in 

people, in beliefs, in shoulds and oughts and expectations. 

Mostly we identify with outward expressions of ourselves – our career, our family, our looks, 

our clothes, our home and possessions, our class, our education – all of these things reveal some 

aspects of our identity to a certain extent. 

Often it is only when there is a crisis of change that we begin to ask if we are being true to 

ourselves. 

Then the questions arise. 

 

Self-Theories (Dweck) 
Carol Dweck (currently at Indiana University) describes a series of empirically-based studies 

that investigate how people develop beliefs about themselves (i.e., self-theories) and how these 

self-theories create their psychological worlds, shaping thoughts, feelings and behaviors.  The 

theories reveal why some students are motivated to work harder, and why others fall into 

patterns of helplessness and are self-defeating.  Dweck‘s conclusions explore the implications for 

the concept of self-esteem, suggesting a rethinking of its role in motivation, and the conditions 

that foster it.   She demonstrated empirically that students who hold an entity theory of 

intelligence are less likely to attempt challenging tasks and are at risk for academic 

underachievement.  

 

Students carry two types of views on ability/intelligence: 

1. Entity View – This view (those who are called ―Entity theorists‖) treats intelligence as 

fixed and stable.  These students have a high desire to prove themselves to others; to be seen as 

smart and avoid looking unintelligent. 

2. Incremental View – This view treats intelligence as malleable, fluid, and changeable.  

These students see satisfaction coming from the process of learning and often see opportunities 

to get better.  They do not focus on what the outcome will say about them, but what they can 

attain from taking part in the venture. 

Entity theorists are susceptible to learned helplessness because they may feel that circumstances 

are outside their control (i.e. there‘s nothing that could have been done to make things better), 
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thus they may give up easily.  As a result, they may simply avoid situations or activites that they 

perceive to be challenging (perhaps through procrastination, absenteeism, etc.).  Alternatively, 

they may purposely choose extremely difficult tasks so that they have an excuse for failure.  

Ultimately, they may stop trying altogether.  Because success (or failure) is often linked to what 

is perceived as a fixed amount of intelligence rather than effort (e.g., the belief that ―I did poorly 

because I‘m not a smart person‖), students may think that failure implies a natural lack of 

intelligence.  Dweck found that students with a long history of success may be the most 

vulnerable for developing learned helplessness because they may buy into the entity view of 

intelligence more readily than those with less frequent success (Dweck, 1999). 

Those with an incremental view (‖Incremental theorists‖) when faced with failure, react 

differently: these students desire to master challenges, and therefore adopt a mastery-oriented 

pattern.  They immediately began to consider various ways that they could approach the task 

differently, and they increase their efforts.  Unlike Entity theorists, Incremental theorists believe 

that effort, through increased learning and strategy development, will actually increase their 

intelligence. 

 

Identity Status Theory (Marcia)  

Based on Erik Erikson‘s groundbreaking work on identity and psychosocial development in the 

1960s, Canadian developmental psychologist James Marcia refined and extended Erikson‘s 

model, primarily focusing on adolescent development. Addressing Erikson‘s notion of identity 

crisis, Marcia posited that the adolescent stage consists neither of identity resolution nor identity 

confusion, but rather the degree to which one has explored and committed to an identity in a 

variety of life domains from vocation, religion, relational choices, gender roles, and so on. 

Marcia‘s theory of identity achievement argues that two distinct parts form an adolescent‘s 

identity: crisis (i. e. a time when one‘s values and choices are being reevaluated) and 

commitment. He defined a crisis as a time of upheaval where old values or choices are being 

reexamined. The end outcome of a crisis leads to a commitment made to a certain role or value. 

Upon developing a semi-structured interview for identity research, Marcia proposed Identity  

Status of psychological identity development: 

 Identity Diffusion – the status in which the adolescent does no have a sense of having 

choices; he or she has not yet made (nor is attempting/willing to make) a commitment 

 Identity Foreclosure – the status in which the adolescent seems willing to commit to some 

relevant roles, values, or gaols for the future. Adolescents in this stage have not experienced an 

identity crisis. They tend to conform to the expectations of others regarding their future (e. g. 

allowing a parent to determine a career direction) As such, these individuals have not explored a 

range of options. 

 Identity Moratorium – the status in which the adolescent is currently in a crisis, exploring 

various commitments and is ready to make choices, but has not made a commitment to these 

choices yet. 

 Identity Achievement - the status in which adolescent has gone through a identity crisis 

and has made a commitment to a sense of identity (i.e. certain role or value) that he or she has 

chosen 

Note that the above status are not stages and should not viewed as a sequential process. 

The core idea is that one‘s sense of identity is determined largely by the choices and 

commitments made regarding certain personal and social traits. The work done in this paradigm 

considers how much one has made certain choices, and how much he or she displays a 

commitment to those choices. Identity involves the adoption of 1) a sexual orientation, 2) a set of 

values and ideals and 3) a vocational direction. A well-developed identity gives on a sense of 

one‘s strengths, weaknesses, and individual uniqueness. A person with a less well-developed 

identity is not able to define his or her personal strengths and weaknesses, and does not have a 

well articulated sense of self. 
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To better understand the identity formation process, Marcia conducted interviews with young 

people. He asked whether the participants in his study (1) had established a commitment to an 

occupation and ideology and (2) had experienced, or were presently experiencing, a decision 

making period (adolescent identity crisis). Marcia developed a framework for thinking about 

identity in terms of four identity statuses. 

 

Erikson’s Stages of Development  
Erik Erikson, a German psychoanalyst heavily influenced by Sigmund Freud, explored three 

aspects of identity: the ego identity (self), personal identity (the personal idiosyncrasies that 

distinguish a person from another, social/cultural identity (the collection of social roles a person 

might play). 

According to Erikson‘s theory, every person must pass through a series of eight interrelated 

stages over the entire life cycle. 

1. Infancy: Birth-18 Months Old  

Basic Trust vs. Mistrust – Hope  

During the first or second year of life, the major emphasis is on the mother and father‘s nurturing 

ability and care for a child, especially in terms of visual contact and touch.  The child will 

develop optimism, trust, confidence, and security if properly cared for and handled.  If a child 

does not experience trust, he or she may develop insecurity, worthlessness, and general mistrust 

to the world. 

2. Toddler / Early Childhood Years: 18 Months to 3 Years  

Autonomy vs. Shame – Will  

The second stage occurs between 18 months and 3 years.  At this point, the child has an 

opportunity to build self-esteem and autonomy as he or she learns new skills and right from 

wrong.  The well-cared for child is sure of himself, carrying himself or herself with pride rather 

than shame.  During this time of the ―terrible twos‖,  defiance, temper tantrums, and 

stubbornness can also appear.  Children tend to be vulnerable during this stage, sometimes 

feeling shame and and low self-esteem during an inability to learn certain skills. 

3. Preschooler: 3 to 5 Years  
Initiative vs. Guilt – Purpose  

During this period we experience a desire to copy the adults around us and take initiative in 

creating play situations. We make up stories with Barbie‘s and Ken‘s, toy phones and miniature 

cars, playing out roles in a trial universe, experimenting with the blueprint for what we believe it 

means to be an adult. We also begin to use that wonderful word for exploring the world—

‖WHY?‖ 

While Erikson was influenced by Freud, he downplays biological sexuality in favor of the 

psychosocial features of conflict between child and parents. Nevertheless, he said that at this 

stage we usually become involved in the classic ―Oedipal struggle‖ and resolve this struggle 

through ―social role identification.‖ If we‘re frustrated over natural desires and goals, we may 

easily experience guilt. 

The most significant relationship is with the basic family. 

4. School Age Child: 6 to 12 Years  
Industry vs. Inferiority – Competence  

During this stage, often called the Latency, we are capable of learning, creating and 

accomplishing numerous new skills and knowledge, thus developing a sense of industry. This is 

also a very social stage of development and if we experience unresolved feelings of inadequacy 

and inferiority among our peers, we can have serious problems in terms of competence and self-

esteem. 

As the world expands a bit, our most significant relationship is with the school and 

neighborhood. Parents are no longer the complete authorities they once were, although they are 

still important. 
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5. Adolescent: 12 to 18 Years  
Identity vs. Role Confusion – Fidelity  

Up until this fifth stage, development depends on what is done to a person.  At this point, 

development now depends primarily upon what a person does.  An adolescent must struggle to 

discover and find his or her own identity, while negotiating and struggling with social 

interactions and ―fitting in‖, and developing a sense of morality and right from wrong. 

Some attempt to delay entrance to adulthood and withdraw from responsibilities (moratorium).  

Those unsuccessful with this stage tend to experience role confusion and upheaval.  Adolescents 

begin to develop a strong affiliation and devotion to ideals, causes, and friends. 

6. Young adult: 18 to 35 
Intimacy and Solidarity vs. Isolation – Love  

At the young adult stage, people tend to seek companions hip and love.  Some also begin to 

―settle down‖ and start families, although seems to have been pushed back farther in recent 

years. 

Young adults seek deep intimacy and satisfying relationships, but if unsuccessful, isolation may 

occur.   Significant relationships at this stage are with marital partners and friends. 

7. Middle-aged Adult: 35 to 55 or 65  

Generativity vs. Self absorption or Stagnation – Care  

Career and work are the most important things at this stage, along with family.  Middle 

adulthood is also the time when people can take on greater responsibilities and control. 

For this stage, working to establish stability and Erikson‘s idea of generativity – attempting to 

produce something that makes a difference to society.  Inactivity and meaninglessness are 

common fears during this stage. 

Major life shifts can occur during this stage.  For example, children leave the household, careers 

can change, and so on.  Some may struggle with finding purpose.  Significant relationships are 

those within the family, workplace, local church and other communities. 

8. Late Adult: 55 or 65 to Death  

Integrity vs. Despair – Wisdom  

Erikson believed that much of life is preparing for the middle adulthood stage and the last stage 

involves much reflection.  As older adults, some can look back with a feeling of integrity — that 

is, contentment and fulfillment, having led a meaningful life and valuable contribution to 

society.  Others may have a sense of despair during this stage, reflecting upon their experiences 

and failures. They may fear death as they struggle to find a purpose to their lives, wondering 

―What was the point of life?  Was it worth it?‖ 

 

Test your learning: 

1. What is the reason of answering the question ―Who am I‖?  

2. How to present  and manage the self in different social  contexts?  

3. Describe the importance of self-knowledge. 

4. How do we know who we are?  

5. Compare personal and social identity.  

6. What is the nature of self-esteem? 

7. Describe an individual‘s attitudes toward itself.  

8. What is social comparison? 

9. Why and how do we evaluate ourselves?  

10. Is the self is the target of prejudice? 

 

Required  Readings: 

1. Kenrick, D. T., Neuberg, S. L., & Cialdini, R. B. (2010). Social Psychology: Goals in 

Interaction (5th ed.). Boston: Allyn and Bacon. - 416 pp. 

2. Miller, D. (2006). An Invitation to Social Psychology: Censoring and Expressing the 

Self. Belmont, CA: Wadsworth. – 540 pp. 

http://www.amazon.com/exec/obidos/ASIN/0205698077/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698077/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0534592058/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0534592058/understandi0d-20
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3. Myers, D. G. (2009). Exploring Social Psychology (5th ed.). New York: McGraw-Hill. – 

560 pp. 

4. Buunk, B. P., & Van Vugt, M. (2007). Applying Social Psychology: From Problems to 

Solutions. Thousand Oaks, CA: Sage Publications. – 1328 pp. 

5. Smith, P. B., Bond, M. H., Kagitcibasi, C. (2006). Understanding Social Psychology 

Across Cultures: Living and Working in a Changing World. London: Sage Publications. 

– 750 pp.  

6. Baron, R. A., Branscombe, N. R., & Byrne, D. (2009). Social Psychology (12th ed.). 

Boston, MA: Pearson/Allyn and Bacon. - 864 pp 

7. Baumeister, R. F., & Bushman, B. J. (2010). Social Psychology and Human Nature (2nd 

ed.). Belmont, CA: Thomson/Wadsworth. - 765 pp. 

8. Ruscher, J. B., & Hammer, E. Y. (Eds.). (2009). Current Directions in Social 

Psychology (2nd ed.). Upper Saddle River, NJ: Pearson/Prentice Hall. – 810 pp. 

9. Burke, P. J. (Ed.). (2006). Contemporary Social Psychological Theories. Stanford, CA: 

Stanford University Press. – 974 pp.  

10. Aronson, E., Wilson, T. D., & Akert, R. M. (2010). Social Psychology (7th ed.). Upper 

Saddle River, NJ: Prentice Hall.  1007 pp.: ill. 

 

 

Additional  Readings: 

1. rislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, CA: 

Wadsworth Publishing. – 640 pp. 

2. Lonner, W. J., & Malpass, R. S. (Eds.). (1994). Psychology and Culture. Boston: Allyn 

and Bacon. – 590 pp. 

3. Aronson, E. (Ed.). (2008). Readings About the Social Animal (10th ed.). New York: 

Worth Publishers. – 1030 pp. 

4. Kruglanski, A. W., & Higgins, E. T. (Eds.). (2007). Social Psychology: Handbook of 

Basic Principles (2nd ed.). New York: Guilford Press. – 910 pp. 

5. Manstead, A. S. R., & Hewstone, M. (1995). The Blackwell Encyclopedia of Social 

Psychology. Oxford: Blackwell. – 880 pp. 

6. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of 

Attitudes. Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

7. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 

 

Internet resources: 
 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 

Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      

 

LECTURE 5.   

HUMAN DEVELOPMENT.  INFLUENCES ON DEVELOPMENT. 

 

Outline of the lecture 

1. The study of human development.  

2. Influences on an individual development.  

3. The ecology of human development.  

4. Cultural influences on development.  

5. Research designs  and methods.  

http://www.amazon.com/exec/obidos/ASIN/0073370649/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412902835/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412902835/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205581498/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0495601330/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0804753474/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0138144788/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/B002T8O0OI/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205148999/understandi0d-20
http://www.amazon.com/exec/obidos/asin/1429206179/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.allacademic.com/
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6. Ethical considerations.  

7. Theoretical approaches in the study of development. 

 

 

In this lesson, you will learn to: Define human development; Understand some of the important 

issues in developmental psychology; Identify the different types of theories. 

The study of human development is a rich and varied subject. We all have personal experience 

with development, but it is sometimes difficult to understand how and why people grow, learn, 

and act as they do. For example, consider the following scenario: 
Three-year-old Sarah has started trying to dress herself each morning. She regularly wears her 

shoes on the wrong feet, misses buttons, and puts shirts on inside-out. When her mother tries to 

help her, Sarah becomes angry and shouts, "NO! ME DO IT! 

Why does Sarah behave this way? Is her behavior related to her age, family relationships, or 

individual temperament? Developmental psychologists strive to answer such questions. 

Developmental psychology seeks to understand, explain, and predict behaviors that occur 

throughout the lifespan. In order to understand human development, a number of different 

developmental theories have arisen to explain various aspects of human growth. 

 

What Is Development? 

Development describes the growth of humans throughout the lifespan, from conception to death. 

The scientific study of human development seeks to understand and explain how and why people 

change throughout life. This includes all aspects of human growth, including physical, 

emotional, intellectual, social, perceptual, and personality development.  

The scientific study of development is important not only to psychology, but also to sociology, 

education, and health care. Development does not just involve the biological and physical 

aspects of growth, but also the cognitive and social aspects associated with development 

throughout life.   

The study of human development is important in a number of subjects, including biology, 

anthropology, sociology, education, history, and psychology. Most important, however, are the 

practical applications of studying human development. By better understanding how and why 

people change and grow, we can then apply this knowledge to helping people live up to their full 

potential. 

 

Issues in Developmental Psychology. 

There are a number of important issues that have been debated throughout the history of 

developmental psychology. The major questions include the following: Is development due more 

to genetics or environment? Does development occur slowly and smoothly, or do changes 

happen in stages? Do early childhood experiences have the greatest impact on development, or 

are later events equally important? 

 

Nature vs. Nurture 

The debate over the relative contributions of inheritance and the environment is one of the oldest 

issues in both philosophy and psychology. Philosophers such as Plato and Descartes supported 

the idea that some ideas are inborn. On the other hand, thinkers such as John Locke argued for 

the concept of tabula rosa—a belief that the mind is a blank slate at birth, with experience 

determining our knowledge.   

Today, most psychologists believe that it is an interaction between these two forces that causes 

development. Some aspects of development are distinctly biological, such as puberty. However, 

the onset of puberty can be affected by environmental factors such as diet and nutrition. 

Early Experience vs. Later Experience 

A second important consideration in developmental psychology involves the relative importance 

of early experiences versus those that occur later in life. Are we more affected by events that 

occur in early childhood, or do later events play an equally important role?  
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Psychoanalytic theorists tend to focus upon events that occur in early childhood. According to 

Freud, much of a child‘s personality is completely established by the age of five. If this is indeed 

the case, those who have experienced deprived or abusive childhoods might never adjust or 

develop normally.  

In contrast to this view, researchers have found that the influence of childhood events does not 

necessarily have a dominating effect over behavior throughout the life. Many people with less-

that-perfect childhoods go on to develop normally into well-adjusted adults. 

 

Continuity vs. Discontinuity 

A third major issue in developmental psychology is that of continuity. Does change occur 

smoothly over time, or through a series of predetermined steps? Some theories of development 

argue that changes are simply a matter of quantity; children display more of certain skills as they 

grow older. Other theories outline a series of sequential stages in which skills emerge at certain 

points of development. Most theories of development fall under three broad areas: 

1. Psychoanalytic theories are those influenced by the work of Sigmund Freud, who believed 

in the importance of the unconscious mind and childhood experiences. Freud‘s contribution to 

developmental theory was his proposal that development occurs through a series of 

psychosexual; stages.  

2. Theorist Erik Erikson expanded upon Freud‘s ideas by proposing a stage theory of 

psychosocial development Erikson‘s theory focused on conflicts that arise at different stages of 

development and, unlike Freud‘s theory, Erikson described development throughout the lifespan. 

Erikson‘s psychosocial theory of development considers the impact of external factors, parents 

and society on personality development from childhood to adulthood. 

1. Infant (Hope) – Basic Trust vs. Mistrust 

2. Toddler (Will) – Autonomy vs. Shame 

3. Preschooler (Purpose) – Initiative vs. Guilt 

4. School-Age Child (Competence) – Industry vs. Inferiority 

5. Adolescent (Fidelity) – Identity vs. Identity Diffusion 

6. Young Adult (Love) – Intimacy vs. Isolation 

7. Middle-aged Adult (Care) – Generativity vs. Self-absorption 

8. Older Adult (Wisdom) – Integrity vs. Despair 

These eight stages, spanning from birth to death, are split in general age ranges. 

3. Learning theories focus on how the environment impacts behavior. Important learning 

processes include classical conditioning, operant conditioning, and social learning. In each case, 

behavior is shaped by the interaction between the individual and the environment. 

4. Cognitive theories focus on the development of mental processes, skills, and abilities. 

Examples of cognitive theories include Piaget‘s theory of cognitive development. 

 

Abnormal Behavior vs. Individual Differences 

One of the biggest concerns of many parents is whether or not their child is developing normally. 

Developmental guidelines chart the age at which certain skills and abilities emerge, creating 

concern when a child falls slightly behind the norm. While developmental theories have 

historically focused upon deficits in behavior, focus on individual differences in development is 

becoming more common.  

Psychoanalytic theories are traditionally focused upon abnormal behavior, so developmental 

theories in this area tend to describe deficits in behavior. Learning theories rely more on the 

environment's unique impact on an individual, so individual differences are an important 

component of these theories. Today, psychologists look at both norms and individual differences 

when describing child development. 
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Introduction to Theories of Development: 

Theories of development provide a framework for thinking about human growth, development, 

and learning. But why do we study development? What can we learn from psychological theories 

of development? If you have ever wondered about what motivates human thought and behavior, 

understanding these theories can provide useful insight into individuals and society.  

Psychoanalytic Theories: 

Psychoanalytic theories of development began with the work of Sigmund Freud, who believed 

that early childhood experiences had a lasting effect on the course of development. Freud‘s work 

was enormously influential and inspired other psychologists to expand upon his work and 

develop theories of their own. One of the most famous theorists influenced by Freud was Erik 

Erikson, whose eight-stage theory of human development remains one of the best-known 

psychological theories. 

Learning Theories: 

During the first half of the twentieth century, a new school of thought known as behaviorism 

rose to become a dominant force within psychology. Behaviorists believed that psychology 

needed to focus only on observable and quantifiable behaviors in order to become a more 

scientific discipline. 

According to the behavioral perspective, all human behavior can be described in terms of 

environmental influences. Some behaviorists, such as John B.Watson and  B.F.Skinner, insisted 

that learning occurs purely through processes of association and reinforcement. Later, 

psychologist Albert Bandura rejected this narrow perspective and demonstrated the powerful 

effects of observational learning. 

Cognitive Theories: 

Cognitive theories of development look at how thought processes and mental operations 

influence growth and change. Jean Piaget created one of the most famous theories of cognitive 

development, suggesting that children are not just passive recipients of information. Instead, he 

proposed that children are little scientists" who actively construct their knowledge and 

understanding of the world. 

 

Environment and its interaction with hereditory fators 

Nature refers to what a child has inherited genetically, from the parents (e.g. eye colour, 

appenarence, etc).  The influence of environment on the development of the child is referred to 

as nurture.  The earlier view of child development focused either entirely on nature or nurture.  

Many favoured heredity, and believed that we are born with certain talents and personalities.  

These determine who we are and what we become. 

In the other view, the focus was on the role of environment.  We learn to do things for which we 

get rewards (or praises)  and do not do things for which we are punished (including disapproval 

from elders).  Both views contained some truth but neither is complete. 

To understand the development of a person, we have to study the complex interaction between 

nature and nurture (or heredity and environment). 

Let us consider an example.  A child is born with a talent for music.  In the child‘s family, this 

talent for music is expressed by the child at an early age, through his activities of singing and 

listening to music.  The parents notice the child‘s interest in music and expose the child to more 

music and give him a toy musical instrument (e.g. ek tara or flute).  The child‘s  interest in music 

grows further and his talent develops and this make the parents offer even more musical 

experiences (e.g. playing music on stage, attending music concerts etc.). 

This has a further positive effect on the child‘s talent and his desire to play music. It is thus clear 

that both the child‘s inherited talent and environment shaped his/her  development.  The child 

had the talent for music, but this led to a change in the environment by making her parents 

provide more musical experiences at home.  Now these experiences in the environment further 

developed the child‘s talent and motivation and made the parents introduce more musical 
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experiences to the child.  The process goes on and on like this in a form of transaction. This 

approach to understanding development is called a transactional model (TA). 

The TA model is able to explain why brothers and sisters, though physically in the same 

environment, always grow up in ―different‖ ways.  This simply means that the environment 

of family life is always changing in the process of adjusting to the personalities of its members. 

A first born child grows up with very different experiences than a middle born or youngest child.  

A child who displays temper tantrums (getting angry easily, without sufficient cause) has a very 

different experience with her parents as compared to her easy going brother. 

Let us take another example to make the point more clear.  Suppose you as a parent (if not 

today, then in the future)  are facing difficulty with your argumentative 12-year old.  The T.A. 

model reminds you that you must first think about the factor which has brought your child to this 

point. Is it a  personality trait that is troubling you?  Is she stubborn (does not listen to others) all 

the time and is thus part of  her nature?  Does she resist any change in her usual routine?  Does 

she lack the ability to talk to you about what‘s troubling her, and could that be upsetting her?  

The child represents one part of the puzzle or problem which has to be solved. 

The next questions you have to ask are : What is my role in all this?  Am I somehow rewarding 

the very behaviours?  Am I trying to stop by paying too much attention to them? Am I having 

too much expectation from a 12-year old?  Am I reminded of my younger sister with whom I had 

faced a similar problem, and could be causing irritation in me now? 

The environment which includes you forms the other-part of the picture. 

Finally, you need to put the two together to obtain a full picture of what is going on and how to 

bring about a positive change. In which way my behaviour is effecting my child? And most 

importantly, what do I need to change to break this pattern of behavior (argumentation in the 

child)  located in its transactions with nurture?  How can I better understand the forces behind 

my child‘s behaviour so as to improve my response to it? This may sound very theoretical to 

some of you but it‘s exactly the questions which many parents are always asking themselves, 

even if they are not aware of it.  By understanding the TA-model you will be in a better position 

to understand the interaction between nature and nurture which is responsible for your child‘s 

behaviour and development.  This will help you in deciding which role you can play for effective 

development and improve the child‘s behaviour. 

In summary according to the transactional model of development, the child changes the 

environment which in turn changes the child.  The child‘s development is like a complex 

dance in which nature and nurture both lead, and are led. 

 

Test your learning: 

1. Why does the study of human development important in social psychology?  

2. What is defined as influence on an individual development?  

3. How to understand the ecology of human development?  

4. Why do we consider cultural influences on development?  

5. Briefly describe research designs  and methods in human development.  

6. What are ethical considerations within human development research?  

7. What are key points  of different theoretical approaches in the study of development? 

 

Required  Readings: 

 

1. Miller, D. (2006). An Invitation to Social Psychology: Censoring and Expressing the 

Self. Belmont, CA: Wadsworth. – 540 pp. 

2. Myers, D. G. (2009). Exploring Social Psychology (5th ed.). New York: McGraw-Hill. – 

560 pp. 

3. Buunk, B. P., & Van Vugt, M. (2007). Applying Social Psychology: From Problems to 

Solutions. Thousand Oaks, CA: Sage Publications. – 1328 pp. 

http://www.amazon.com/exec/obidos/ASIN/0534592058/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0534592058/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0073370649/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412902835/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412902835/understandi0d-20
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4. Smith, P. B., Bond, M. H., Kagitcibasi, C. (2006). Understanding Social Psychology 

Across Cultures: Living and Working in a Changing World. London: Sage Publications. 

– 750 pp. 

5. Ruscher, J. B., & Hammer, E. Y. (Eds.). (2009). Current Directions in Social 

Psychology (2nd ed.). Upper Saddle River, NJ: Pearson/Prentice Hall. – 810 pp. 

6. Burke, P. J. (Ed.). (2006). Contemporary Social Psychological Theories. Stanford, CA: 

Stanford University Press. – 974 pp. 

 

Additional  Readings: 

1. Kruglanski, A. W., & Higgins, E. T. (Eds.). (2007). Social Psychology: Handbook of 

Basic Principles (2nd ed.). New York: Guilford Press. – 910 pp. 

2. Baron, R. A., Byrne, D., & Branscombe, N. R. (2007). Mastering Social Psychology. 

Boston, MA: Pearson/Allyn and Bacon. – 220 pp. 

3. Breckler, S. J., Olson, J., & Wiggons, E. (2006). Social Psychology Alive. Belmont, CA: 

Thomson/Wadsworth. - 478 pp. 

4. Schneider, F. W., Gruman, J., & Coutts, L. M. (Eds.). (2005). Applied Social 

Psychology: Understanding and Addressing Social and Practical Problems. London: Sage 

Publications. - 362pp. 

5. Brislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, 

CA: Wadsworth Publishing. – 640 pp. 

6. Lonner, W. J., & Malpass, R. S. (Eds.). (1994). Psychology and Culture. Boston: Allyn 

and Bacon. – 590 pp. 

7. Manstead, A. S. R., & Hewstone, M. (1995). The Blackwell Encyclopedia of Social 

Psychology. Oxford: Blackwell. – 880 pp. 

8. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of 

Attitudes. Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

9. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 

 

Internet resources: 
 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 

Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      

 

LECTURE 6.  

EARLY SOCIALIZATION AND ATTACHMENT. 

Outline of the lecture 

1. Developing social relationships.  

2. The development of attachment.  

3. Attachment, separation and deprivation.  

4. Children‘s play.  

 

Human infants are born without any culture.  They must be transformed by their parents, 

teachers, and others into cultural and socially adept animals.  The general process of acquiring 

culture is referred to as socialization. During socialization, we learn the language of 

theculture we are born into as well as the roles we are to play in life.  For instance, girls learn 

how to be daughters, sisters, friends, wives, and mothers.  In addition, they learn about the 

occupational roles that their society has in store for them.  We also learn and usually adopt our 

http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0804753474/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205495893/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0534578349/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/B002T8O0OI/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205148999/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.allacademic.com/
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culture's norms,  through the socialization process.  Norms are the conceptions of appropriate 

and expected behavior that are held by most members of the society. 

Socialization is important in the process of personality  formation.  While much of human 

personality is the result of our genes, the socialization process can mold it in particular directions 

by encouraging specific beliefs and attitudes as well as selectively providing experiences.  This 

very likely accounts for much of the difference between the common personality types in one 

society in comparison to another.  

 

Socialisation and its Agents 

As a child grows up, there is a deliberate and conscious effort made through active training to 

make the child learn the values and expectations of the society he or she lives in. The child has to 

learn to adjust and accommodate her behaviour according to the rules for appropriate behaviour 

in the society.  Parents, teachers, elders as well as the peers (same age group children) all 

influence and control the behavour of a child. 

According to the Indian view, a child comes to this world with certain behavioural tendencies 

which carry over from previous births. The role of the family is to bring up the child in such a 

way (palan) that her positive capacities are developed fully and negative tendencies are 

controlled.  Apart from the family, there are also other influences on the child from the outside 

environment.  The important agents of socialization include media, day-care centers, peer group, 

school and religion. 

Parents have the most direct effect on the development of the child.  They are role models for 

children. Their responses to child behaviour, giving approval or disapproval etc.  mould the 

personality of child and plays a very important role in acquiring rules. In addition, parents 

arrange the environment of a children in different ways. They take the child outside in specific 

settings like museum, church, temple, mosque, hill station, sea beach. The grand parents and 

aunts and uncles of the child also contribute in the socialization process. 

Children learn manners and skills by observing parents. During the life span of a person, at 

different ages, specific rituals are performed.  These rituals or samskaras represent the changes in 

the child from one stage to another. They contribute in forming the identity of the child. 

Nowadays, children search and know the world through TV, magazines, books, comics, radio 

and films. This media influences the socialization of the child in significant ways.  A positive 

influence can be learning the importance of family values by watching good and informative 

programmes. Watching aggressive and programmes based on violence can influence the child 

negatively. 

In the present way of life, when both parents are doing jobs, very young children have to be left 

at day-care centers. These centers, therefore, play an important role in the socialization of the 

child because the child will learn many  things about appropriate behaviour in the society.   

The influence of the peer group of the child, particularly during middle childhood is very 

important. In the interactions with the children of the same age group, a child learns the 

importance of team work, sharing, and trust.  One of the significant effects of this is that the 

child learns to adjust and accommodate to the view point of the others. 

The school which the child attends is another very important socializing agent.  The child learns 

different types of social, intellectual, and physical skills in school.  The school provides the 

child with a miniature society where he of she has to learnt he right values and rules and follow 

them.  Teachers act as role models whose behaviour the children learns by imitation.  Values 

such as honesty, democracy and fairness etc. are learnt in the school setting. 

Finally religion also plays an important role in socialization.   Through the different rituals which 

are part of religion, people learn values of helping, sharing and sacrific for others. 

 

How are Children Socialized? 

Socialization is a learning process that begins shortly after birth.  Early childhood is the period of 

the most intense and the most crucial socialization.  It is then that we acquire language and learn 
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the fundamentals of our culture.  It is also when much of our personality takes shape.  However, 

we continue to be socialized throughout our lives.  As we age, we enter new statuses and need to 

learn the appropriate roles for them.  We also have experiences that teach us lessons and 

potentially lead us to alter our expectations, beliefs, and personality.  

Most of the crucial early socialization throughout the world is done informally under the 

supervision of women and girls.  Initially, mothers and their female relatives are primarily 

responsible for socialization.  Later, when children enter the lower school grades, they are 

usually under the control of women teachers.  

 

What is Attachment? 

Attachment is an emotional bond to another person. Psychologist John Bowlby was the first 

attachment theorist, describing attachment as a "lasting psychological connectedness between 

human beings" (Bowlby, 1969, p. 194). Bowlby believed that the earliest bonds formed by 

children with their caregivers have a tremendous impact that continues throughout life. 

According to Bowlby, attachment also serves to keep the infant close to the mother, thus 

improving the child's chances of survival. 

The central theme of attachment theory is that mothers who are available and responsive to their 

infant's needs establish a sense of security. The infant knows that the caregiver is dependable, 

which creates a secure base for the child to then explore the world. 

 

Characteristics of Attachment 

 Safe Haven: When the child feel threatened or afraid, he or she can return to the caregiver 

for comfort and soothing. 

 Secure Base: The caregiver provides a secure and dependable base for the child to explore 

the world. 

 Proximity Maintenance: The child strives to stay near the caregiver, thus keeping the child 

safe. 

 Separation Distress: When separated from the caregiver, the child will become upset and 

distressed. 

 

Ainsworth's "Strange Situation" 

In her 1970's research, psychologist Mary Ainsworth expanded greatly upon Bowlby's original 

work. Her groundbreaking "Strange Situation" study revealed the profound effects of attachment 

on behavior. In the study, researchers observed children between the ages of 12 and 18 months 

as they responded to a situation in which they were briefly left alone and then reunited with their 

mothers (Ainsworth, 1978). 

Based upon the responses the researchers observed, Ainsworth described three major styles of 

attachment: secure attachment, ambivalent-insecure attachment, and avoidant-insecure 

attachment. Later, researchers Main and Solomon (1986) added a fourth attachment style called 

disorganized-insecure attachment based upon their own research. A number of studies since that 

time have supported Ainsworth‘s attachment styles and have indicated that attachment styles 

also have an impact on behaviors later in life. 

 

Characteristics of Attachment 

Characteristics of Secure Attachment:  Children who are securely attached generally become 

visibly upset when their caregivers leave, and are happy when their parents return. When 

frightened, these children will seek comfort from the parent or caregiver. Contact initiated by a 

parent is readily accepted by securely attached children and they greet the return of a parent with 

positive behavior. While these children can be comforted to some extent by other people in the 

absence of a parent or caregiver, they clearly prefer parents to strangers. 

Parents of securely attached children tend to play more with their children. Additionally, these 

parents react more quickly to their children's needs and are generally more responsive to their 
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children than the parents of insecurely attached children. Studies have shown that securely 

attached children are more empathetic during later stages of childhood. These children are also 

described as less disruptive, less aggressive, and more mature than children with ambivalent or 

avoidant attachment styles. 

As adults, those who are securely attached tend to have trusting, long-term relationships. Other 

key characteristics of securely attached individuals include having high self-esteem, enjoying 

intimate relationships, seeking out social support, and an ability to share feelings with other 

people. 

In one study, researchers found that women with a secure attachment style had more positive 

feelings about their adult romantic relationships than other women with insecure attachment 

styles (Mccarthy G., 1999). 

 Securely attached children exhibit distress when separated from caregivers and are happy 

when their caregiver returns. Remember, these children feel secure and able to depend on their 

adult caregivers. When the adult leaves, the child may be upset but he or she feels assured that 

the parent or caregiver will return. 

 When frightened, securely attached children will seek comfort from caregivers. These 

children know their parent or caregiver will provide comfort and reassurance, so they are 

comfortable seeking them out in times of need. 

 

Characteristics of Ambivalent Attachment 

Children who are ambivalently attached tend to be extremely suspicious of strangers. These 

children display considerable distress when separated from a parent or caregiver, but do not seem 

reassured or comforted by the return of the parent. In some cases, the child might passively reject 

the parent by refusing comfort, or may openly display direct aggression toward the parent.  

 

According to Cassidy and Berlin (1994), ambivalent attachment is relatively uncommon, with 

only 7% to 15% of infants in the United States displaying this attachment style. In a review of 

ambivalent attachment literature, Cassidy and Berlin also found that observational research 

consistently links ambivalent-insecure attachment to low maternal availability. As these children 

grow older, teachers often describe them as clingy and over-dependent.   

As adults, those with an ambivalent attachment style often feel reluctant about becoming close to 

others and worry that their partner does not reciprocate their feelings. This leads to frequent 

breakups, often because the relationship feels cold and distant. These individuals feel especially 

distraught after the end of a relationship. Cassidy and Berlin described another pathological 

pattern where ambivalently attached adults cling to young children as a source of security 

(1994).  

 Ambivalently attached children usually become very distressed when a parent leaves. This 

attachment style is considered relatively uncommon, affecting an estimated 7-15% of U.S. 

children. Research suggests that ambivalent attachment is a result of poor maternal availability. 

These children cannot depend on their mother (or caregiver) to be there when the child is in 

need. 

 

Characteristics of Avoidant Attachment 

Children with avoidant attachment styles tend to avoid parents and caregivers. This avoidance 

often becomes especially pronounced after a period of absence. These children might not reject 

attention from a parent, but neither do they seek our comfort or contact. Children with an 

avoidant attachment show no preference between a parent and a complete stranger.   

As adults, those with an avoidant attachment tend to have difficulty with intimacy and close 

relationships. These individuals do not invest much emotion in relationships and experience little 

distress when a relationship ends. They often avoid intimacy by using excuses (such as long 

work hours), or may fantasize about other people during sex. Research has also shown that adults 

with an avoidant attachment style are more accepting and likely to engage in casual sex (Feeney, 
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J., Noller, and Patty 1993). Other common characteristics include a failure to support partners 

during stressful times and an inability to share feelings, thoughts, and emotions with partners.  

 Children with an avoidant attachment tend to avoid parents or caregivers. When offered a 

choice, these children will show no preference between a caregiver and a complete stranger. 

Research has suggested that this attachment style might be a result of abusive or neglectful 

caregivers. Children who are punished for relying on a caregiver will learn to avoid seeking help 

in the future. 

 

Characteristics of Disorganized Attachment 

Children with a disorganized-insecure attachment style show a lack of clear attachment behavior. 

Their actions and responses to caregivers are often a mix of behaviors, including avoidance or 

resistance. These children are described as displaying dazed behavior, sometimes seeming either 

confused or apprehensive in the presence of a caregiver.  

Main and Solomon (1986) proposed that inconsistent behavior on the part of parents might be a 

contributing factor in this style of attachment. In later research, Main and Hesse (1990) argued 

that parents who act as figures of both fear and reassurance to a child contribute to a 

disorganized attachment style. Because the child feels both comforted and frightened by the 

parent, confusion results. 

 

Problems with Attachment 

What happens to children who do not form secure attachments? Research suggests that failure to 

form secure attachments early in life can have a negative impact on behavior in later childhood 

and throughout the life. Children diagnosed with oppositional-defiant disorder (ODD), conduct 

disorder (CD), or post-traumatic stress disorder (PTSD) frequently display attachment problems, 

possibly due to early abuse, neglect, or trauma. Clinicians suggest that children adopted after the 

age of six months have a higher risk of problems with attachment. 

While attachment styles displayed in adulthood are not necessarily the same as those seen in 

infancy, research suggests that early attachments can have a serious impact on later relationships. 

For example, those who are securely attached in childhood tend to have good self-esteem, strong 

romantic relationships, and the ability to self-disclose to others.  

 

The Four Parenting Styles 

Developmental psychologists have long been interested in how parents impact child 

development. However, finding actual cause-and-effect links between specific actions of parents 

and later behavior of children is very difficult. Some children raised in dramatically different 

environments can later grow up to have remarkably similar personalities. Conversely, children 

who share a home and are raised in the same environment can grow up to have astonishingly 

different personalities than one another. 

Despite these challenges, researchers have uncovered convincing links between parenting styles 

and the effects these styles have on children. During the early 1960s, psychologist Diana 

Baumrind conducted a study on more than 100 preschool-age children (Baumrind, 1967). Using 

naturalistic observation, parental interviews and other research methods, she identified four 

important dimensions of parenting: 

 Disciplinary strategies 

 Warmth and nurturance 

 Communication styles 

 Expectations of maturity and control 

Based on these dimensions, Baumrind suggested that the majority of parents display one of three 

different parenting styles. Further research by also suggested the addition of a fourth parenting 

style (Maccoby & Martin, 1983). 

Definitions: Naturalistic observation is a research method commonly used by psychologists and 

other social scientists. This technique involves observing subjects in their natural environment. 
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This type of research is often utilized in situations where conducting lab research is unrealistic, 

cost prohibitive or would unduly affect the subject's behavior. 

One of the advantages of this type of research is that it allows the researcher to directly observe 

the subject in a natural setting. The disadvantages of naturalistic observation include the fact that 

it can be difficult to determine the exact cause of a behavior and the experimenter cannot control 

for outside variables. 

According to psychologist Mary Ainsworth, attachment ―may be defined as an affectional tie 

that one person or animal forms between himself and another specific one – a tie that binds them 

together in space and endures over time.‖ Attachment is not just a connection between two 

people; it is a bond that involves a desire for regular contact with that person and the experience 

of distress during separation from that person. 

1. Authoritarian Parenting  
In this style of parenting, children are expected to follow the strict rules established by the 

parents. Failure to follow such rules usually results in punishment. Authoritarian parents fail to 

explain the reasoning behind these rules. If asked to explain, the parent might simply reply, 

"Because I said so." These parents have high demands, but are not responsive to their children. 

According to Baumrind, these parents "are obedience- and status-oriented, and expect their 

orders to be obeyed without explanation" (1991). 

2. Authoritative Parenting  
Like authoritarian parents, those with an authoritative parenting style establish rules and 

guidelines that their children are expected to follow. However, this parenting style is much more 

democratic. Authoritative parents are responsive to their children and willing to listen to 

questions. When children fail to meet the expectations, these parents are more nurturing and 

forgiving rather than punishing. Baumrind suggests that these parents "monitor and impart clear 

standards for their children‘s conduct. They are assertive, but not intrusive and restrictive. Their 

disciplinary methods are supportive, rather than punitive. They want their children to be assertive 

as well as socially responsible, and self-regulated as well as cooperative" (1991). 

3. Permissive Parenting  
Permissive parents, sometimes referred to as indulgent parents, have very few demands to make 

of their children. These parents rarely discipline their children because they have relatively low 

expectations of maturity and self-control. According to Baumrind, permissive parents "are more 

responsive than they are demanding. They are nontraditional and lenient, do not require mature 

behavior, allow considerable self-regulation, and avoid confrontation" (1991). Permissive 

parents are generally nurturing and communicative with their children, often taking on the status 

of a friend more than that of a parent. 

4. Uninvolved Parenting  
An uninvolved parenting style is characterized by few demands, low responsiveness and little 

communication. While these parents fulfill the child's basic needs, they are generally detached 

from their child's life. In extreme cases, these parents may even reject or neglect the needs of 

their children. 

 

The Impact of Parenting Styles 

What effect do these parenting styles have on child development outcomes? In addition to 

Baumrind's initial study of 100 preschool children, researchers have conducted numerous other 

studies than have led to a number of conclusions about the impact of parenting styles on 

children. 

 Authoritarian parenting styles generally lead to children who are obedient and proficient, 

but they rank lower in happiness, social competence and self-esteem. Authoritive parenting 

styles tend to result in children who are happy, capable and successful (Maccoby, 1992). 

 Permissive parenting often results in children who rank low in happiness and self-

regulation. These children are more likely to experience problems with authority and tend to 

perform poorly in school. 
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 Uninvolved parenting styles rank lowest across all life domains. These children tend to lack 

self-control, have low self-esteem and are less competent than their peers. 

 

Why Do Parenting Styles Differ? 

After learning about the impact of parenting styles on child development, you may wonder why 

all parents simply don't utilize an authoritative parenting style. After all, this parenting style is 

the most likely to produce happy, confident and capable children. What are some reasons why 

parenting styles might vary? Some potential causes of these differences include culture, 

personality, family size, parental background, socioeconomic status, educational level and 

religion. 

Of course, the parenting styles of individual parents also combine to create a unique blend in 

each and every family. For example, the mother may display an authoritative style while the 

father favors a more permissive approach. In order to create a cohesive approach to parenting, it 

is essential that parents learn to cooperate as they combine various elements of their unique 

parenting styles. 

 

Test your learning: 

1. Describe development of social relationships in early childhood.  

2. Explain ways of the development of attachment.  

3. Illustrate such a phenomena in human development as attachment, separation and 

deprivation.  

4. What are characteristics of  attachment? 

5. Nowadays the Four Parenting Styles are well known. Outline these. 

6. Why Do Parenting Styles Differ? 

7. Point up types and role of children‘s play. Give an example of your own experience.  
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Internet resources: 
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 http://www.psychtesting.org.uk 
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LECTURE 7.  

ADOLESCENCE AND ADULTHOOD. 

Outline of the lecture 

1. Adolescence.  

2. Lifespan development: the study of adulthood.  

3. Yong adulthood.  

4. Middle adulthood.  

5. Late adulthood. 

 

Adolescence is a challenging period for both children and their parents. Three stages of 

adolescence - early, middle, and late, are experienced by most teens, but the age at which each 

stage is reached varies greatly from child to child. These different rates of maturation are 

connected to physical development and hormone balance, neither of which the child can control. 

For this reason, adolescents should be treated as individuals and any guidelines should be 

adapted to the particular child. 

Physical Growth 

 Wide variation in onset of puberty and growth spurt. 

 Appetite increases during growth spurts and decreases markedly between them. 

 Increased need for sleep. 

 Evident sexual development, voice changes, and increased body odor are common. 

Cognitive Stage 

 Individual variation between some children who are still focused on logic and others who are 

able to combine logical and abstract thinking. 

 Some early adolescents can't think ahead to consequences of their actions. 

 Developing new thinking skills, such as thinking more about possibilities, thinking more 

abstractly, thinking more about the process of thinking itself, thinking in multiple dimensions, 

and seeing things as relative rather than absolute. 

 Practicing new thinking skills through humor and by arguing with parents and others. Use of 

humor focused on satire, sarcasm, and sex (often irritating to adults). 

Moral Development 

 Continuing egocentrism.  Often believes self to be invulnerable to negative events. 

 Increasing ability to take perspective of others into account with own perspective. 

 In addition to concern about gaining social approval, morals begin to be based on respect for 

the social order and agreements between people: "law and order" morality. 
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 Begins to question social conventions and re-examine own values and moral/ethical principles, 

sometimes resulting in conflicts with parents. 

Self-Concept 

 Self-image can be challenged by body changes during puberty and social comparisons. 

 Youth begin long-term process of establishing own identity separate from family. 

 With the onset of puberty, many girls experience pressure to conform to gender stereotypes, 

might show less interest in math and science. 

 With puberty, normal increases in girls' body fat can impact body image and self-concept 

negatively for many. Both boys and girls might be concerned with skin problems, height, weight, 

and overall appearance. 

Psychological and Emotional Traits 

 Intense self-focus. 

 Worrying about what others think about them. 

 Increased desire for privacy and sensitivity about body. 

 Frequent mood swings with changes in activities and contexts. Too much time spent alone can 

contribute to moodiness. 

 Height of forgetfulness. 

Relationship to Parents and Other Adults 

 Changes in own and parental expectations alter previous patterns of relationships with parents, 

often resulting in greater conflict. 

 Greater focus on peer friendships as youth develops an identity outside of the role of a child in 

a family. 

 Often rebuffs physical affection (but still needs it). 

 Increased interest in making own decisions; benefits from increased opportunities to make 

own decisions within scope of current abilities. 

 Youth objects more often to parental limitations (but still needs some), resulting in conflict. 

 New thinking abilities are practiced in increased use of humor and arguments (or "talking 

back") with parents/other adults, which may result in conflicts. 

 parental listening skills and nurturing continue to be important. 

Peer Relationships 

 Changes due to puberty and peer reactions commonly alter peer relationships. 

 Friendships still begin with perceived commonalities, but increasingly involve sharing of 

values and personal confidences. 

 Might develop cliques of three to six friends (usually same gender), providing greater sense of 

security.  Antisocial cliques can increase antisocial behaviors. 

 Romantic crushes common, and some dating begins. 

The social development and personality development for the young adult can be identified with a 

desire to be socially independent and with a high ambition to succeed and can include occupation 

selection, selecting a life-partner, starting a family, accepting responsibilities, and social 

networking (Nevid, Rathus,2005). 

 

Emotional Changes  

Most experts believe that the idea of young teens being controlled by their  ―raging hormones‖ is 

exaggerated. Nonetheless, this age can be one of mood swings, sulking, a craving for privacy and 

short tempers. Young children are not able to think far ahead, but young teens can and do - 

which allows them to worry about the future. Some may worry excessively about: 

their school performance; their appearance, physical development and popularity; the possible 

death of a parent;  being bullied at school;  school violence;  not having friends; drugs and 

drinking;  hunger and poverty in the country;  their inability to get a good job;  the divorce of 

their parents; and dying. 
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Many young teens are very self-conscious. And, because they are experiencing dramatic physical  

and emotional changes, they are often overly sensitive about themselves. They may worry about 

personal qualities or ―defects‖ that are major to them, but are hardly noticeable to others. (Belief: 

―I can‘t go to the party tonight because everyone will laugh at this baseballsized zit on my 

forehead.‖ Facts: The pimple is tiny and hidden by hair.) A young teen also can be caught up in 

himself. He may believe that he is the only person who feels the way he feels or has the same 

experiences, that he is so special that no one else, particularly his family, can understand him. 

This belief can contribute to feelings of loneliness and isolation. In addition, a young teen‘s 

focus on herself has implications for how she mixes with family and friends. (―I can‘t be seen 

going to a movie with my mother!‖). 

Teens‘ emotions often seem exaggerated. Their actions seem inconsistent. It is normal for young 

teens to swing regularly from being happy to being sad and from feeling smart to feeling dumb. 

In fact, some think of adolescence as a second toddlerhood. As Carol Bleifield, a middle school 

counselor in Wisconsin, explains, ―One minute, they want to be treated and taken care of like a 

small child. Five minutes later they are pushing adults away, saying, ‗Let me do it.‘ It may help 

if you can help them understand that they are in the midst of some major changes, changes that 

don‘t always move steadily ahead.‖ 

In addition to changes in the emotions that they feel, most young teens explore different ways to 

express their emotions. For example, a child who greeted friends and visitors with enthusiastic 

hugs may turn into a teen who gives these same people only a small wave or nod of the head. 

Similarly, hugs and kisses for a parent may be replaced with a pulling away and an, ―Oh, Mom!‖ 

It‘s important to remember, though, that these are usually changes in ways of expressing feelings 

and not the actual feelings about friends, parents and family. 

 

Cognitive Changes 

The cognitive or mental, changes that take place in early adolescence may be less easy to see, but 

they can be just as dramatic as physical and emotional changes. During adolescence, most teens 

make large leaps in the way they think, reason and learn. Younger children need to see and 

touch things to be convinced that they are real. But in early adolescence, children become able to 

think about ideas and about things that they can‘t see or touch. They become better able to think 

though problems and see the consequences of different points of view or actions. For the first 

time, they can think about what might be, instead of what is. A 6-yearold thinks a smiling person 

is happy and a crying person is sad. A 14-year-old may tell you that a sad person smiles to hide 

his true feelings. 

The cognitive changes allow young teens to learn more advanced and complicated material in 

school. They become eager to gain and apply knowledge and to consider a range of ideas or 

options.  

These mental changes also carry over into their emotional lives. Within the family, for example, 

the ability to reason may change the way a young teen talks to and acts around her parents. She 

begins to anticipate how her parents will react to something she says or does and prepares an 

answer or an explanation. 

In addition, these mental changes lead adolescents to consider who they are and who they may 

be. This is a process called identity formation and it is a major activity during adolescence. Most 

adolescents will explore a range of possible identities. They go through ―phases‖ that to a parent 

can seem to be ever-changing. Indeed, adolescents who don‘t go through this period of 

exploration are at greater risk of developing psychological problems, especially depression, 

when they are adults.  

Just as adults, who with more experience and cognitive maturity can struggle with their different 

roles, adolescents struggle in developing a sense of who they are. They begin to realize that they 

play different roles with different people: son or daughter, friend, teammate, student, worker and 

so forth.  
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Young teens may be able to think more like adults, but they still do not have the experience that 

is needed to act like adults. As a result, their behavior may be out of step with their ideas. For 

example, a child may participate eagerly in a walk to raise money to save the environment - but 

litter the route she walks with soda cans. Or she may spend an evening on the phone or 

exchanging e-mails with a friend talking about how they dislike a classmate because she gossips. 

It takes time for young teens and their parents to adjust to all these changes. But the changes are 

also exciting. They allow a young teen to see what she can be like in the future and to develop 

plans for becoming that person. 

 

Middle Adulthood Stages of Development. 

Cognitive development during middle adulthood generally shows an average memory loss and a 

reduced ablity to perform tasks reqiring speed.  The social and personality development during 

middle adulthood is considered by some to be synonymous with ―mid-life crisis‖ which heralds 

the reevaluation  of one‘s life goals and accomplishments and can spur positive changes, not just 

the negative changes generally associated with mid-life crisis and greater psychological health 

(Nevid, Rathus,2005). 

 

Late Adulthood Stages of Development. 

Cognitively, during late adulthood verbal skills such as vocabulary and broad spectrum 

knowledge are retained, but memory and mobility tends to decrease. The social and personality 

development can be affected by many variables during late adulthood: individuals in late 

adulthood may experience depression that may go untreated, and an individual in late adulthood 

may experience a period of readjustment to changes in their body, retirement, financial status 

change, and loss of a spouse (Nevid, Rathus,2005). 

 

Test your learning 

1. Identify the nature of adolescence.  

2. Offer a basic overview of what lifespan development is 

3. Discuss theoretical approaches in studies of adulthood.  

4. Describe the major tasks, virtue and opportunities of young adulthood.  

5. Discuss the nature of the cognitive, social and personality development during the middle 

adulthood. 

6. Describe the general effectiveness in late adulthood. 

7. Compare and contrast tasks of young, middle and late adulthood. 
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http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0804753474/understandi0d-20
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and Bacon. – 590 pp. 

4. Aronson, E. (Ed.). (2008). Readings About the Social Animal (10th ed.). New York: 

Worth Publishers. – 1030 pp. 
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Psychology. Oxford: Blackwell. – 880 pp. 

7. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of 

Attitudes. Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

8. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 

 

Internet resources: 
 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 

Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      

 

LECTURE 8.  

ATTITUDES. 

 

Outline of the lecture 

1. Attitudes.  

2. Evaluating and responding to social world.  

3. Attitude formation: how attitudes develop.  

4. When and why do attitudes influence behavior?  

5. How attitudes do guide behavior?  

6. The fine art of persuasion: how attitudes are changed.  

7. Resisting persuasion attempts.  

8. Cognitive dissonance: what it is and how do we manage it?  

 

Attitudes are usually defined as a disposition or tendency to respond positively or negatively 

towards a certain thing (idea, object, person, situation). They encompass, or are closely related 

to, our opinions and beliefs and are based upon our experiences. Since attitudes often relate in 

some way to interaction with others, they represent an important link between cognitive and 

social psychology. As far as instruction is concerned, a great deal of learning involves acquiring 

or changing attitudes. Attitude change is especially relevant to management and sales training. 

Hovland, Janis, & Kelly (1953) provided one of the first major theories of attitude change, 

developed in the framework of Hull‘s learning theory, and oriented towards the effects of 

persuasive communication. According to the Hovland et al theory, changes in opinions can result 

in attitude change depending upon the presence or absence of rewards. The learning of new 

attitudes is no different in nature than any other verbal or motor skill, except that opinions relate 

to a single proposition whereas other skills involve a series of propositions. The acceptance of a 

http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/B002T8O0OI/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205148999/understandi0d-20
http://www.amazon.com/exec/obidos/asin/1429206179/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.allacademic.com/
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new opinion (and hence attitude formation) is dependent upon the incentives that are offered in 

the communication. 

 

Heider (1958) developed a balance theory of attitude change that was influenced by Gestatlt 

principles. In Heider's theory, when beliefs are unbalanced, stress is created and there is pressure 

to change attitudes. The two main factors affecting balance are the sentiment (e.g., liking, 

approving, admiring) and unity (e.g., similarity, proximity, membership) qualities of beliefs. 

Balance exists if the sentiment or unity between beliefs about events or people are equally 

positive or negative; imbalance occurs when they are dissimilar in nature. 

Abelson (1968) and others developed theories of cognitive consistency. Cognitive consistency 

suggests that people will try and maintain consistency among their beliefs and make changes 

(i.e., accept or reject ideas) when this doesn't occur. For example, if a college student who wants 

to live in a coed dormitory and also wants to get good grades is presented with the fact that 

students who live in coed dorms get poor grades, the student will either reject this proposition or 

change his attitudes about coed dorm and good grades. 

 

Components of attitudes. 

a. Cognitive - our thoughts, beliefs, and ideas about something. When a human being is the 

object of an attitude, the cognitive component is frequently a stereotype, e.g. "welfare recipients 

are lazy" 

b. Affective - feelings or emotions that something evokes. e.g. fear, sympathy, hate. May dislike 

welfare recipients. 

c. Conative, or behavioral - tendency or disposition to act in certain ways toward something. 

Might want to keep welfare recipients out of our neighborhood. Emphasis is on the tendency to 

act, not the actual acting; what we intend and what we do may be quite different.  

 

Festinger’s theory of cognitive dissonance is one of the best known and most researched 

frameworks pertaining to attitude change. According to this theory, attitude change is caused by 

conflict among beliefs. A number of factors determine the strength of the dissonance and hence 

how much effort is required to change attitudes. By manipulating these factors, attitude change 

can be facilitated or inhibited. 

First proposed by Leon Festinger in 1957, the theory of cognitive dissonance is based on the 

principle that people prefer their cognitions, or beliefs, to be consistent with each other and with 

their own behavior. 

 

Inconsistency, or dissonance, among their own ideas makes people uneasy enough to alter these 

ideas so that they will agree with each other. For example, smokers forced to deal with the 

opposing thoughts "I smoke" and "smoking is dangerous" are likely to alter one of them by 

deciding to quit smoking. Alternatively, one can diffuse dissonance by reducing its importance 

(discounting the evidence against smoking or adopting the view that smoking will not harm you 

personally); adding new information that gives more weight to one of the dissonant beliefs or 

appears to reconcile them (deciding that smoking is less dangerous than the stresses it helps 

alleviate). 

 

In a classic study of cognitive dissonance, subjects were asked to perform a dull task and then to 

persuade others that this task was interesting and enjoyable. Some were paid one dollar to do 

this, while others were paid $20, and all of their attitudes toward the task were measured at the 

conclusion of the experiment. The subjects who had been paid one dollar showed a marked 

improvement in their attitude toward the task, while the more highly paid subjects did not. The 

designers of the experiment interpreted their results in the following way. Cognitive dissonance 

was created in all of the subjects by the conflicting facts that the task had been boring and that 

they were saying it was interesting-their statements and beliefs did not match. However, those 
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who were paid $20 had been given a justification for lying: they could tell themselves that their 

actions made some kind of sense. However, the actions of the other group made no sense unless 

they could persuade themselves that the task had indeed been interesting. Thus they acted to 

reduce the dissonance by changing their original belief. 

 

Children have shown similar responses to experimental situations involving cognitive 

dissonance. In one case, children were asked not to play with an appealing toy. One 

experimenter made this request mildly and politely while another one made it in a threatening 

fashion. Those children who had accommodated the polite request also became less attracted to 

the toy, since liking the toy and giving it up were conflicting experiences that created dissonance. 

However, the children who were threatened felt no pressure to change their opinions about the 

toy since they had a logical reason for giving it up. 

 

Several types of cognitive dissonance have been identified. In post-decision dissonance, a person 

must decide between two choices, each of which has both positive and negative components (in 

other contexts, this type of situation is called a multiple approach-avoidance conflict). Forced 

compliance dissonance occurs when people are forced to act in ways that conflict with their 

beliefs and can not find any way to justify their actions to themselves. Dissonance also occurs 

when people are exposed to new information that threatens or changes their current beliefs. 

Various group situations also generate cognitive dissonance. It occurs when a person must 

abandon old beliefs or adopt new ones in order to join a group, when members disagree with 

each other, and when the group as a whole has its central beliefs threatened by an external event 

or by the receipt of new information. 

Festinger proposed that some individuals have a higher tolerance for cognitive dissonance than 

others. Subsequent researchers have found correlations between various personality traits, such 

as extroversion, and the ability to withstand dissonance.     

 

Examples: "Attitudes are associations between attitude objects (virtually any aspect of the social 

world) and evaluations of those objects".   

"Attitudes are lasting evaluations of various aspects of the social world--evaluations that are 

stored in memory"  

"An attitude is a mental and neural state of readiness organised through experience exerting a 

directive or dynamic influence upon the individual's response to all objects and situations with 

which it is related."  

"A learned predisposition to respond in a consistently favourable or unfavourable manner with 

respect to a given object."  

Dimensions of Attitudes  

Again, different points of view. On what kinds of dimensions can we "describe" attitudes? 

Valence , aka "evaluation" (positive, negative). Strength (certainty or probability). Complexity 

(e.g., number of elements in an attitude). The ABC's of attitudes. Does each attitude have one or 

more of following components?:  

A: Affective (liking, feeling for) 

B: Behavioral (how you behave toward object in question)  

C: Cognition (your beliefs/thoughts about object in question) . 

Think of your attitudes toward the object BIG Macs.  What are the A, B, C's of this attitude? 
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Why study attitudes? 

Attitudes influence social cognition. They can function as schemas for organizing and 

interpreting information about social entities. Think about your attitudes toward "spending 

money," professors, and eating out during the week. I suggest to class: "Hey class, let's celebrate 

the end of semester by going out to dinner together at the La Caille restaurant." What's your 

response? How is response informed by each of these attitudes? 

Attitudes may influence behavior. 

People will behave in ways consistent with their attitudes. But, of course, our behaviors do not 

always conform to attitudes (and vice versa). Think of examples from your life where attitudes Ç 

behavior. Let's take an attitude survey and see how consistent your attitudes and behavior are. 

For now, consider this (some of the links are not active):  

 

We have numerous attitudes about various aspects of our lives. Attitudes are our feelings about 

an issue at hand; the clothes we wear, the foods we like or dislike, our taste in music, art, 

political parties, etc. Our attitudes can span a continuum from very positive to very negative, and 

usually fall somewhere in between. Some of our attitudes are directed at other people or groups 

of people. An attitude that involves negative feelings toward people based simply on their 

membership in a particular group (e.g., a group defined in terms of ethnicity, religion, gender, or 

sexual preference) is called prejudice. Although attitudes do not always predict our behavior, 

psychological research has shown that they (including prejudice) can affect how people behave. 

This means that prejudice toward a person or group of people might predict negative behavior 

toward that person or group. This negative behavior is called discrimination. 

Attitude formation, including prejudice, starts early in children's lives. Attitudes have many 

sources. The attitudes espoused by those around us (family, other influential adults, peers, the 

media) can profoundly affect what we think and how we feel about a myriad of issues. People's 

attitudes change across their lifespan as they gain new information and experiences. 

Unfortunately, people can be extremely resistant to changing prejudicial attitudes. There are 

three primary reasons for this. First, prejudicial attitudes are often maintained and exacerbated 

because those holding them feel threatened by the group in question. Second, feelings of 

prejudice against an "out-group" help buttress self-esteem and the positive feelings people have 

about their in-group. Third, prejudices lead people to avoid contact with members of the out-

group, affording them little new information on which to base new attitudes. 

Despite efforts to reduce prejudice and discrimination through civil rights legislation and 

education,  societies  still wrestle  with discriminatory beliefs and practices.  

Is it possible to change prejudicial attitudes toward people? How would you go about doing this? 

Will changing the prejudicial attitudes change the discriminatory behavior? Why or why not? 

Should we reverse the process? That is, will changing peoples' behaviors ultimately change their 

hateful attitudes? Why or why not?  

Measurement of Attitudes 

It's very easy to construct a horrible measure of attitudes! Take this recent example that a social 

psychologist, Mike Frone, posted on the SPSP listserve, criticizing the Gallup Poll organization 

for its recent conclusion that: 

"A majority of Americans favor having Arabs, even those who are U.S. citizens, being subjected 

to separate, more intensive security procedures at airports. About half of Americans favor  

requiring Arabs, even those who are citizens of the United States, to carry special ID.". 

Self-Report 

There are a ton of different approaches to measuring attitudes. Many of these concern self-report 

measures of attitudes. 

Three typical approaches here: All deal with how you know the "value"or "weight" you should 

assign to any one item in an entire survey and/or with how you know that any one item is a good 

representative of the general attitude. 

Scales proposed by Thurstone (very simplified version thereof).  

http://www.usu.edu/psy3510/frone.html


 49 

The point of this method is to decipher exactly what questions need to be asked to adequately 

measure the attitude domain of interest.  

 

For example: I want to measure attitudes toward completing the Study Guide. What questions do 

I ask? How do I combine answers to the questions to come up with one score?  

 

Thurstone would have me first talk to "experts" on this topic who, together with me, would 

generate a whole bunch of topic-relevant statements to present to my sample. 

 

Then, I'd have a group judge each statement as to how favorable, unfavorable, or neutral each 

statement is vis á vis the attitude topic. These judgments determine the value of the item in the 

entire survey (e.g., on a 10-point scale from very unfavorable to very favorable, one item's value 

might be 7.5; another's might be 3.4, etc.). 

Second, you ask your target sample to simply identify each item that they agree with (OR 

disagree with); you do one or the other; not both. 

Third, for each respondent, you tally the scale values of the items that the respondent identifies 

as "agreed with," based on the independent judges' estimates. 

Example (from Thurstone, 1931): 

Directions. Put a check mark in the blank if you agree with the item. 

____ 1. Blacks should be considered the lowest class of human beings. (scale value = 0.9) 

____ 2. Blacks and whites must be kept apart in all social affairs where they might be taken as 

equals. (scale value = 3.2) 

____ 3. I am not interested in how blacks rate socially. (scale value = 5.4) 

____ 4. A refusal to accept blacks is not based on any fact of nature, but on a prejudice which 

should be overcome. (scale value = 7.9) 

____ 5. I believe that blacks deserve the same social privledges as whites. (scale value = 10.3) 

  

Likert Scales  

First, you pick individual items to include. You choose individual items that you know correlate 

highly with the total score across items. 

Second, you choose how to scale each item. For example, you construct labels for each scale 

value (e.g., 1 to 11) to represent the interpretation to be assigned to the number (e.g., disagree 

strongly = 1, disagree slightly = 2, etc.) 

Third, you ask your target audience to mark each item. 

Fourth, you derive a target's score by adding the values that target identified on each item. 

Semantic Differential Scales 

First, you ascertain the dimensions of evaluation that you are going to have judges use to rate 

attitude objects. For example: positive - negative; strong - weak; active - passive (classic 

dimensions identified by Osgood, Suci, & Tannenbaum) 

Then, you have your targets rate the attitude object (e.g., masculinity; ketchup; movies) on these 

dimensions. 

Then, for each target: 

you form a score for each attitude object in terms of each dimension (making sure to take 

directionality into account). 

or: you calculate the difference between the target's responses and some comparison responses 

(e.g., ketchup connoisseurs). 

Result: 

you know how people evaluate ketchup in terms of its positivity, potency, and activity or you 

know how the lay person's judgment on these dimensions deviates from those of experts. 

Challenge: Write an extra-credit essay regarding measuring attitudes toward requiring exit exams 

of all students graduating from University. What would you measure? How would you go about 
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measuring these attitudes? What are they exactly? What problems of measurement present 

themselves? 

More implicit/covert measures (not as dependent on self-report; reduce bias; more difficult to 

fake). 

Attitude formation 

Attitudes are acquired through:  

social learning  

social comparison  

genetic factors (not all agree on this) 

Attitude formation: Learning 

Classical Conditioning  

Operant or Instrumental Conditioning  

Observational Learning or Modeling 

 

Classical Conditioning 

Many studies show that when initially neutral social stimuli are paired repeatedly with positive 

or negative stimuli, subjects will develop positive or negative attitudes toward the previously 

neutral stimulus. 

Think of advertisements. We'll see a tape of how John B. Watson went into advertising to use 

principles of learning to sell products. 

Classical conditioning can occur outside of conscious awareness below the threshold of 

conscious awareness--subliminal conditioning (Cheney turns pale!). 

Cacioppo's research: 

moving muscles associated with pulling things toward you (positive) --> positive attitude toward 

object. 

moving muscles associated with pushing thing away from you (negative) --> negative attitude 

toward object. 

Operant or instrumental conditioning 

Persons are rewarded for expressing the "correct" attitudes/punished for "incorrect." 

Ex: Think about response I would get from others if I were to express these attitudes publically: 

It's okay to smoke and drink. 

Tuition should be abolished at University.  

Students should never have to take an exam. 

Observational learning or modeling 

Persons form attitudes by observing and then imitating models they like and admire. 

Ex: Your mother states that "Only biodegradeable products should be used to do laundry." (Will 

you model that attitude?) 

Attitude formation: Social Comparison 

Social comparison is our tendency to compare ourselves with others to judge whether our view 

of social reality is correct or not 

When physical reality is vague we rely more and more on others to determine social reality 

(Festinger) 

movie example 

Attitude formation: Genetic Factors. 

Controlled twin studies in US and Sweden reveal that identical twins share more similar attitudes 

than fraternal twins. 

True for several kinds of attitudes.  

Relationship holds for twins reared apart as well as twins reared together. 

How can this be? 

Genetic factors may influence general dispositions (e.g., tendency to have positive affect) and 

conditionability that may influence formation of more specific attitudes 

When do attitudes influence behavior? 
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Attitudes don't always determine behavior (LaPiere, 1934). Went on tour with a Chinese couple 

in southwest. Chinese very discriminated against in those days. Asked hotel proprietors (in 

person) whether the Chinese couple 

(a) could stay there (99% said yes) and 

(b) could eat there (100% said yes). 

Then, sent same proprietors a letter asking same questions:  

(a) (9% said yes) and  (b) (8% said yes). 

Conclusion: attitudes do not predict actual behavior. 

BUT: Know the limitations of the study. What factors moderate the effect of attitudes on 

behavior? 

 situational factors 

 characteristics of the attitudes themselves 

 person factors 

 

Situational factors that moderate relationship. 

Situational constraints such as norms may make it impossible or unacceptable to express 

attitudes. 

Time pressure to act quickly will incline us to fall back on attitudes as guides to action than 

when we have more time to consider our actions. 

We tend to choose to enter situations in which we will feel free to behave in ways consistent 

with our attitudes. 

Participating in such situations tends to further strengthen attitudes which in turn strengthens the 

tendency to participate in similar situations in the future 

 

Characteristics of attitudes that moderate extent to which they are reflected in our behavior 

Their Origin:  

Attitudes formed on the basis of direct experience tend to exert stronger influence on behavior 

than those formed through hearsay.  

Ex: Your attitude toward legalizing smoking is probably stronger (pro or con) the more you've 

have personal experience with this issue. Moreover, your actual vote on legalizing smoking 

would be more consistent with your attitude toward it, if you had prior experience with this 

issue. 

 

Their Strength: 

Strong attitudes exert more influence on behavior. Components of attitude strength-behavior 

link: 

Knowledge:  The more informed you are on the topic, the stronger your attitude typically 

predicts behavior (e.g., if you know a lot about water conservation, and you say you favor it, you 

also are likely to actually engage in it) 

Self-interest:  The more the topic affects you, the stronger the attitude-behavior link (e.g., how 

strong is your attitude toward implementing exit exams here at University vs. at College? If you 

were given a vote at both locations, which vote would be most consistent with your attitude?) 

Social identification and value relevance:   The more the attitude topic is important to defining 

who you are, or the more it reflects on your basic values, the stronger the attitude. Stronger the 

attitude, stronger its link to behavior (e.g., attitudes toward  smoking, or alcohol consumption vs. 

attitudes toward speeding or cheating). 

Accessibility. Stronger attitudes are usually more accessible to consciousness/awareness, & 

thereby can more easily regulate behavior. The book gives the great example of computer 

orientation -- PC vs. MAC users. 

Their Specificity 

Specific attitudes are better at predicting a specific behavior than general attitudes 

General attitudes are better for predicting a general class of behaviors than specific attitudes 
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Person factors that modify extent to which attitudes are reflected in our behavior 

Attitudes are a better predictor of behavior for low self monitors than for high self-monitors 

Self-monitoring - tendency to adjust one's behavior to fit the situation, awareness of one's effects 

on others, and the ability to regulate one's nonverbal cues and behaviors to influence others' 

impressions. 

Also better predictor for those high in Need for Cognition. 

How do attitudes influence behavior? 

Theory of planned behavior (Ajzen, Fishbein). Individuals consider the implications of their 

actions before deciding how to behave. The best predictor of behavior in a situation is the 

strength of our intentions with respect to that situation. Intentions will be based on 

attitudes toward the behavior in question (e.g., studying for class is something I favor);  

subjective norms - person's beliefs about how others will evaluate the behavior (e.g., my 

roommates think studying is a waste of time); perceived behavioral control - extent to which 

person believes behavior is hard or easy to control (e.g., I've been called in this week to work 40 

hours).  

Although your attitude toward studying is positive, your intention to study (and actual studying) 

will probably be low. Even when all are congruent (attitudes, norms, and control): This model 

does well only for situations where we have time and inclination to actually reflect on possible 

behavior 

Attitude-to-behavior process model (Fazio et al.). Event triggers attitude; attitude influences 

perception of object. Event also triggers activation of knowledge regarding appropriate behavior 

(which might not agree with the attitude). Together these shape our definition of the situation 

The definition influences our behavior. This model of how attitudes shapes our perceptions of 

social events may account for our behavior when we have little (or take little) time to think. 

(pretend you're in the mall and you run into a person who's sloppily dressed and laying on the 

ground, groaning. What attitude does this trigger in you? How does that affect your likelihood of 

helping?).  

Persuasion: The Yale approach.  

Yale communications group focused on "who says what to whom" and with what effect? 

WHO is more persuasive? (Who says what to whom?) Experts (vs. nonexperts). Attractive 

communicators (vs. unattractive ones). People who speak rapidly (vs. slow speakers). 

WHAT kind of message is more persuasive? (Who says what to whom?). We generally resist 

direct efforts to persuade us. Two-sided message often more effective with audience that holds 

contrary attitude. Messages that provoke strong emotions (particularly fear) in the audience can 

be effective if they provide clear recommendations about what behavior can prevent negative 

consequences 

Who can tell me what the sleeper effect is? WHO is more likely to be persuaded? (Who says 

what to whom?). Persons may be more susceptible to persuasion when distracted by extraneous 

event. Persons low in self-esteem are often easier to persuade unless low self-esteem leads 

person to withdraw from attending to persuasive message.  

Persuasion: The Elaboration Likelihood Model (ELM). Cognitive approach focuses on WHY 

and HOW of persuasion. Petty and Cacioppo's ELM involves two processes. Each requires 

different amounts of cognitive effort. Central route - attitude change is due 

to systematic processing of information presented. Degree of attitude change depends 

on quality of the arguments. Peripheral route -- attitude change is due to superficial persuasion 

cues (attractiveness, expertise, status). Careful processing of message does not occur 

Attitude change depends on presence of persuasion cues.  

Evidence for ELM:  When persuasive messages are not interesting or relevant to persons, 

amount of persuasion is NOT influenced by the strength of the arguments. When messages are 

relevant, strength of arguments DOES influence amount of persuasion. Weak arguments added 
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to strong ones may actually reduce the amount of persuasion 

when issues are important to listeners.  

Effects of two routes on the "changed" attitude. Attitude change through central route lasts 

longer than change through peripheral route. Change through central route has involved careful 

thought. Attitude change produced through central route is more resistant to later persuasive 

efforts than change produced through peripheral route. Attitude change produced through central 

route is more closely related to behavior than change produced through peripheral route. 

Persuasion: Other Factors.  

Functions of Attitudes - e.g., organizing information, expressing beliefs and values. Persuasive 

messages containing info relevant to function of attitude are processed more carefully, and may 

be more effective than messages not relevant to functions.  

Reciprocal Attitude Change. We tend to change our attitudes in response to persons who 

previously changed their views in response to our attempts to persuade them (Cialdini).  

Message Framing & Attitude Change. Whether good news or bad is more persuasive depends on 

person's self-concept. Characteristics of target persons often influence their reactions to 

persuasive messages. Matching messages to these characteristics can be a useful strategy. 

Resistance to Persuasion/Changing One's Attitude. 

Reactance (Brehm). When people perceive persuasive messages as threat to their personal 

freedom, they may show negative reaction. Can result in negative attitude change. 

Forewarning 

Advanced knowledge that message is intended to persuade can increase resistance 

Provides opportunity to develop counterarguments. Gives time to recall facts and and 

information that may be useful in refuting argument.   

Selective avoidance.   

Tendency to avoid information that conflicts with attitudes and to actively seek out information 

that supports our attitudes is called selective exposure. These processes help us maintain our 

attitudes over long periods of time.  

Cognitive Dissonance: Changing our OWN attitudes. 

Cognitive dissonance - unpleasant internal state that exists when we notice inconsistency in our 

attitudes or between attitudes and behavior. We will feel motivated to reduce dissonance by: 

changing attitude or behavior to make them consistent, acquiring new information that supports 

attitude or behavior, or trivializing the inconsistency.  

In general, we will reduce dissonance by whichever method requires the least effort Numerous 

studies have demonstrated that cognitive dissonance produces physiological arousal- but is it an 

unpleasant experience?  Elliott and Devine (1994) demonstrated that cognitive dissonance really 

is an unpleasant experience Students who rated their feelings immediately after writing 

counterattitudinal essays reported feeling more discomfort than those who reported attitudes first 

- who had the chance to reduce dissonance by changing attitudes before they reported their 

feelings.  

Third mode of dissonance reduction, trivialization, has been studied only recently. Should be 

preferred mode when attitude change is made difficult by making original attitude salient (e.g., 

by thinking about it) . Effects of forced compliance -- situations in which person is induced to 

say or do something inconsistent with their attitudes. 

The less-leads-to-more effect - the weaker the reasons for engaging in attitudinally- 

inconsistent behavior, the stronger the cognitive dissonance, and the greater the attitude change. 

(Festinger  and Carlsmith, 1959) believe  they have a choice whether or not to behave in attitude 

discrepant way. They were personally responsible for both the chosen course of action and the 

negative effects it produced view the payment they receive as well-deserved payment rather than 

as a bribe.  
 

Test your learning 

1. What are attitudes?  
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2. How do we evaluate and respond to social world? 

3. Examine how  attitude are  formed and developed.  

4. When and why do attitudes influence behavior?  

5. How attitudes do guide behavior?  

6. How and why do we persuade others? 

7. How attitudes are changed.  

8. How to resist persuasion attempts of others.  

9. Cognitive dissonance: what it is and how do we manage it?  

 

Required  Readings: 

1. Baron, R. A., Branscombe, N. R., & Byrne, D. (2009). Social Psychology (12th ed.). 

Boston, MA: Pearson/Allyn and Bacon. - 864 pp 

2. Baumeister, R. F., & Bushman, B. J. (2010). Social Psychology and Human Nature (2nd 

ed.). Belmont, CA: Thomson/Wadsworth. - 765 pp. 

3. Myers, D. G. (2009). Exploring Social Psychology (5th ed.). New York: McGraw-Hill. – 

560 pp. 

4. Buunk, B. P., & Van Vugt, M. (2007). Applying Social Psychology: From Problems to 

Solutions. Thousand Oaks, CA: Sage Publications. – 1328 pp. 

5. Smith, P. B., Bond, M. H., Kagitcibasi, C. (2006). Understanding Social Psychology 

Across Cultures: Living and Working in a Changing World. London: Sage Publications. 

– 750 pp. 

6. Ruscher, J. B., & Hammer, E. Y. (Eds.). (2009). Current Directions in Social 

Psychology (2nd ed.). Upper Saddle River, NJ: Pearson/Prentice Hall. – 810 pp. 

7. Burke, P. J. (Ed.). (2006). Contemporary Social Psychological Theories. Stanford, CA: 

Stanford University Press. – 974 pp. 

 

Additional  Readings: 

1. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of 

Attitudes. Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

2. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 

3. Schneider, F. W., Gruman, J., & Coutts, L. M. (Eds.). (2005). Applied Social 

Psychology: Understanding and Addressing Social and Practical Problems. London: Sage 

Publications. - 362pp. 

4. Brislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, 

CA: Wadsworth Publishing. – 640 pp. 

5. Lonner, W. J., & Malpass, R. S. (Eds.). (1994). Psychology and Culture. Boston: Allyn 

and Bacon. – 590 pp. 

6. Aronson, E. (Ed.). (2008). Readings About the Social Animal (10th ed.). New York: 

Worth Publishers. – 1030 pp. 

7. Kruglanski, A. W., & Higgins, E. T. (Eds.). (2007). Social Psychology: Handbook of 

Basic Principles (2nd ed.). New York: Guilford Press. – 910 pp. 

8. Manstead, A. S. R., & Hewstone, M. (1995). The Blackwell Encyclopedia of Social 

Psychology. Oxford: Blackwell. – 880 pp. 

 

Internet resources: 
 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 

Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      
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http://www.amazon.com/exec/obidos/ASIN/0495601330/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0073370649/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412902835/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412902835/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0804753474/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/B002T8O0OI/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205148999/understandi0d-20
http://www.amazon.com/exec/obidos/asin/1429206179/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.allacademic.com/
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LECTURE 9.  

STEREOTYPING, PREJUDICE, AND DISCRIMINATION. 

 

Outline of the lecture 

1. Stereotyping, prejudice, and discrimination: the causes, effects, and cures.  

2. How members of different groups perceive inequality.  

3. The nature and origins of stereotyping.  

4. Prejudice and discrimination: feelings and actions toward social groups.  

5. Why prejudice is not inevitable: techniques for countering its effects. 

 

Stereotypes involve generalizations about the "typical" characteristics of members of the groups. 

Jane is a female, so she probably has characteristics x, y, z, ....... 

Prejudice: attitude toward the members of some group based solely on their membership in that 

group (can be positive or negative) 

Discrimination:  actual positive or negative actions toward the objects of prejudice 

 

Cognitive Sources of Prejudice: Stereotypes. 

Measuring stereotypes.  Several ways of measuring stereotypes. For example:   

1. By measuring the straightforward attribution of characteristics to nominated groups: 

Baptists are....? 

Men are...? 

Blacks are...? 

Mormons are...? 

Whites are...? 

Doctors are...? 

Women are...? 

Professors are...? 

2.  By identifying the salient characteristics attributed to groups (relative to other groups). 

What characteristics "stand out" the most about the group? 

Football players? 

Car salespeople? 

Actors? 

  

Attribution of Characteristics.  Where do Stereotypes  Come From?              

Cognitive sources. Social categorization: classifying people into groups based on common 

attributes (back to the cognitive miser idea). Ingroup - outgroup and the outgroup homogeneity 

effect: Assuming greater similarity among characteristics of the outgroup than ingroup ("us" vs. 

"them") based on several factors: We don't have as much exposure to members of the outgroup 

(compared to members of ingroup). So, we don't have chance to learn about individual 

idiosyncrasies in outgroup members. Probably also a cultural phenomenon. 

Americans really show the outgroup homogeneity effect compared to other cultures. Americans 

like to see self as "individualistic.               

"What Impact do Stereotypes Have?  Distort our perceptions: The contrast effect.         

Once stereotype is activated, these traits easily come to mind. Affect the information we attend 

to and, therefore, notice and quickly process. We'll attend more to stereotype-consistent 

information. Stereotype-inconsistent information activates attempts to disconfirm/reject it. 

Stereotypes obviously affect social judgments we make about other: They influence how much 

we like the person. They are reflected in the mood the person "puts" us in.                                 

Our expectations regarding probability of certain behaviors in the person. Snyder's ideas 

regarding selective perception and behavioral confirmation.  Perpetuation of Stereotypes Despite 
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Contradictory Information. Stereotypes become "self-confirming" (self-fullfilling prophecy). 

Think of  examples (e.g., gender-induced self-fulfilling prophecies).          

Stereotype-inconsistent exemplars are seen as exceptions; atypical interesting paradox: If a 

person is typical/representative of the group (e.g., blacks) but behaves inconsistently with 

stereotype, this will help change the group stereotype BUT  

In order NOT to be negatively stereotyped, people want to present selves as atypical exemplars 

of group (basically distancing themselves from the group stereotype). 

 

Confirmation biases 

Stereotype-inconsistent - described in behavioral terms; elicit situational attributions. 

Stereotype-consistent - described in trait terms; elicit dispositional attributions. 

Are Stereotypes Inevitable? 

Implicit and Automatic view vs. Controlled Processing Effects of Mood:  (stereotyping doesn't 

always occur, but does when in good mood). When people are in a good mood, they may be 

more inclined to engage in stereotyped thinking (Bodenhausen et al., 1994). Persons in good may 

be less motivated to engage in hard cognitive work than those in a neutral mood. Good mood 

does not reduce our capacity to think rationally, just reduces our motivation to do so 

Stereotypes - Prejudice  -  Discrimination  (not always; depends on how measured, but I say the 

links are still there). 

LaPiere detected (negative) prejudice when he surveyed hotels and restaurants about serving 

Chinese, but little discrimination 

Among other things, means that stereotypes probably fueled prejudice, but people not willing to 

admit this. People not often willing to admit to (negative or positive) stereotyping, being 

prejudiced, or discrimination but all practices & beliefs are rampant. 

(Think about your own reactions to the class activities). These beliefs are partly "structurally 

supported." 
Think about: societal or institutional sources of prejudice (e.g., our laws, our schools, the media); just-

world ideas: bad things happen to bad people, people get what they deserve vs. the rationalizations & 

excuses we give, in contrast, for our own failings. 

 

Prejudice (its functions). As an attitude, prejudice can function as a schema for organizing 

information about members of a group. Information that is consistent with our prejudices (rather 

than inconsistent) tends to receive more attention, is rehearsed more frequently, is more likely to 

be remembered. Even though prejudice can be positive or negative, let's focus on the negative. 

Prejudice involves negative feelings when they are in the presence of, or even think about, 

members of the group. Prejudice often involves stereotypes, suggesting that all members of a 

group behave in certain ways and have certain characteristics. Therefore, prejudice has both 

cognitive and affective components. Affective component is the positive or negative 

attitude/feeling. Cognitive component contains stereotypes.     

 

Origins of Prejudice. Direct intergroup conflict. Social learning. Social categorization: Us vs. 

them. Cognitive sources: stereotypes, illusory correlations, outgroup homogeneity.   

Idea is that real disparities or competition between groups leads to hostility (negative prejudice). 

Even "perceived" threats (relative deprivation) can lead to prejudice.     
Think about: strife existing between early Mormons and other groups. Can partly be explained 

in terms of realistic conflict theory, accounted for in terms of real deprivation or perceived 

deprivation. Some would argue that this theory applies to increasing prejudice (and 

discrimination) currently prevalent  in Utah, USA.  

Robber's Cave study (Sherif et al., 1961). Rattlers and Eagles in separate cabins formed close 

attachments to others in own group (Week 1) Groups brought into competition with one another 

(Week 2). Groups developed strong prejudices. Superordinate goals introduced (e.g., fixing 

bus)(Week 3). Conflict reduced.  
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Hovland & Sears (1940) - correlation between economic conditions and racial violence. Most of 

4761 lynching in US between 1882 and 1930 occurred in the South, and most victims were 

African Americans. Farm value of cotton and per-acre value of cotton each year was strongly 

correlated with the number of lynching in each year.  
Again, think about: realistic conflict notion in light of current levels of prejudice (and 

discrimination in the U.S.) as economic conditions worsen, prejudice and discrimination are on 

the rise. 

 

Social learning as source of prejudice. 

Children acquire negative attitudes toward various social groups through direct and vicarious 

learning experiences. Parents, teachers, friends, the mass media all play roles in the development 

of prejudice. Consider how minority groups or the two genders have been portrayed in the 

mediaSome even argue that we are "born" with a bias to perceive dark stimuli as more fearful 

than lighter stimuli (shown with babies and toddlers using "neutral" stimuli). 

 

Social categorization as source of Prejudice: Us vs. Them. People tend to view "us" in favorable 

terms and "them" more negatively. Ingroup-outgroup distinction affects attribution. We tend to 

attribute desirable behaviors of ingroup members to stable internal causes, but tend to attribute 

desirable behaviors of outgroup members to unstable or to external causes- sometimes called the 

ultimate attribution error. 

How does social categorization result in prejudice? 

Tajfel (1982) proposes that individuals seek to enhance their self-esteem by identifying with 

social groups. This is successful to the extent that persons perceive their group(s) as somehow 

superior to other group(s).  

Even if there is an inferior "ingroup" member, this leads to considerable derogation so as to 

preserve value of the group.  

This notion of social categorization bears on Tajfel and Turner's Social Identity Theory, which 

predicts, among other things: higher ingroup favoritism when self-esteem threatened on a 

situational basis heightened levels of ingroup favoritism when the group is really small (a 

minority) heightened levels of ingroup favoritism when one feels a marginal member of group. 

Discrimination: Behavioral manifestation of prejudice. 
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Blatant or outright discrimination has decreased in the US in recent years.  

However, there still is much discrimination in form of "modern racism" (Swim et al., 1995) 

"Modern racism" consists of outright denial that there is discrimination against minorities. 

Nonetheless, there is today still great anatagonism toward minorities, e.g., to the demands of 

minorities for equal treatment; resentment about special favors for minority groups; backlash 

against equal opportunity/affirm. action 

Tokenism - performing trivial positive actions toward targets of prejudice, and then using these 

actions as an excuse for refusing more meaningful and beneficial actions 

Tokenism has many negative effects. Lets prejudiced people point to their behavior as showing 

lack of discrimination. Damages the self-esteem of and confidence of targets of prejudice 

Reverse discrimination -- treating members of target group more favorably than members of 

other groups. Reverse discrimination has negative effects. Falsely raised expectations may clash 

with reality later on; short-term benefits may result in long-term costs. Reverse discrimination 

may hurt the members of other groups who do not receive the special treatment 

Any Reason for Optimism? 

Several forms of prejudice and discrimination have decreased in the US in recent years (Martin 

& Porter, 1995). Young persons tend to view racial differences as stemming primarily from 

social and economic factors, not from inherited biological factors. They also express optimism 

that group differences can be eliminated 

Techniques to reduce prejudice. 

Direct intergroup contact. Social learning. Social recategorization: us and them. Cognitive 

interventions: weakening stereotypes.  

Reducing Prejudice: Direct intergroup contact. 

Pettigrew (1981) and others proposed that prejudice can be reduced increasing contact between 

groups (the contact hypothesis).  

As attested to by poor results of desegregation in this country (USA), contact hypothesis 

received limited support. Contact is effective under these limiting conditions: 

Groups are roughly equal in status (social, economic, or task relevant). 

Contact involves cooperation and interdependence. 

Contact is informal so groups get to know one another as individuals. 

Interaction must permit disconfirmation of negative stereotypes. 

Persons must regard one another as typical of their respective groups. 

(Aronson's "jigsaw classroom" is good example of meeting all above conditions). 

Reducing Prejudice: Social learning 

To the extent that prejudices and stereotypes are learned, we can work to avoid teaching them to 

children. Parents and teachers, made aware of their own prejudices, may work to modify their 

behavior to encourage lower levels of prejudice in children. No real hard evidence on this, yet. 

Reducing Prejudice: Social recategorization 

The common ingroup identity model (Gaertner, Dovidio et al., 1993) 

Shades of Sherif: When members of different social groups come to see themselves as members 

of a single social entity,their attitudes toward the former outgroup members become more 

positive. 

Crucial factor is existence of situation in which groups work together cooperatively toward 

shared goals. 

Strong support for common ingroup identity model from lab and field studies, but hard to 

implement in real life settings. 

Reducing Prejudice through Cognitive interventions: Weakening stereotypes 

Stereotypes involve category-driven processing - thinking about others in terms of their 

membership in social categoriesor groups 

Stereotypes can be reduced if persons can be made to engage in attribute-driven processing -- 

thinking about the uniquecharacteristics of individuals 

Factors that encourage attribute-driven processing: 
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Give person incentive to think accurately about others (Neuberg, 1989) 

Inform persons that their own outcomes depend on another's performance, or that it is important 

that they form an accurate impression of other. 

Successful outcomes for members of other groups (e.g., career success) can counter stereotypes 

because we often attribute positive characteristics to those who have good outcomes. (problem 

is, groups about whom we which to change stereotypes don't often achieve success; thus are 

"footnoted" in Tamara's terms. Think of Bill Cosby). 

We still operate under a really strong set of beliefs based on what I would call "mega-

stereotypes": "what is beautiful is good", "what is good is beautiful". 

It's difficult to change people's definition of beautiful.... (think about this in realm of disabilities) 

Sexism: Prejudice based on gender 

Are gender stereotypes accurate? There are some gender differences in social behaviors, e.g., 

ability to send and receive nonverbal cues (DePaulo, 1992), aggression (Bettencour & Miller, in 

press), nature of same-sex friendships (Elkins & Peterson, 1993). 

Nonetheless: Size and range and gender differences is far smaller than stereotypes suggest 

(Oliver & Hyde, 1993). 

Discrimination against females 

Overt sex discrimination is illegal in US, yet women tend to be concentrated in lower status, 

lower income jobs, and earn less than men in the same occupations 

Why? Expectations. Self-confidence. Negative reactions to female leaders. (There still is an 

invisible "Glass ceiling") 

Role of expectations 

Women tend to hold lower expectations for starting and peak salaries than men, and tend to view 

lower salaries for women as being fair (Jackson et al., 1992, 1988) 

Why lower expectations? Reasons include: 

 expecting to take more time out from work to care for others 

 putting less importance on job outcomes 

 realizing that women generally earn less, even comparing themselves to other women 

Role of self-confidence 

Women tend to express lower self- confidence than men in many achievement-related situations. 

This may lead to supervisors viewing women employees as less determined to succeed on the job 

than men, and may contribute to women not receiving promotions to full equality in the 

workplace.  

Negative reactions to female leaders 

While most people agree that women can be effective leaders, people do not hold female leaders 

in as high regard or evaluate them as favorably as male leaders. Negative evaluations are 

particularly likely 

 when women adapt a "masculine" leadership style 

 when the evaluators are males 

 when most leaders in the field are men 

The Glass Ceiling -- barriers based on attitudinal or institutional bias that prevent qualified 

females from reaching top-level positions 

Women reported fewer developmental opportunities than males that increase their visibility or 

widen their scope of responsibilities 

Women report more difficulty finding support, feel left out of important networks, and have to 

fight to be recognized for work accomplishments 

 

Test your learning 

1. Compare and contrast the causes, effects, and cures of stereotyping. 

2. Explain the causes, effects, and cures of prejudice. 

3. Identify discrimination in social life.  

4. How do members of different groups perceive inequality?  
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5. What are the nature and origins of stereotyping?  

6. How to recognize prejudice and discrimination, feelings and actions toward social groups?  

7. Why prejudice is not inevitable? 

8. Exemplify techniques for countering effects of prejudice. 

 

Required  Readings: 

1. Baumeister, R. F., & Bushman, B. J. (2010). Social Psychology and Human Nature (2nd 

ed.). Belmont, CA: Thomson/Wadsworth. - 765 pp. 

2. Burke, P. J. (Ed.). (2006). Contemporary Social Psychological Theories. Stanford, CA: 

Stanford University Press. – 974 pp. 

3. Kenrick, D. T., Neuberg, S. L., & Cialdini, R. B. (2010). Social Psychology: Goals in 

Interaction (5th ed.). Boston: Allyn and Bacon. - 416 pp. 

4. Miller, D. (2006). An Invitation to Social Psychology: Censoring and Expressing the 

Self. Belmont, CA: Wadsworth. – 540 pp. 

5. Myers, D. G. (2009). Exploring Social Psychology (5th ed.). New York: McGraw-Hill. – 

560 pp. 

6. Buunk, B. P., & Van Vugt, M. (2007). Applying Social Psychology: From Problems to 

Solutions. Thousand Oaks, CA: Sage Publications. – 1328 pp. 

7. Smith, P. B., Bond, M. H., Kagitcibasi, C. (2006). Understanding Social Psychology 

Across Cultures: Living and Working in a Changing World. London: Sage Publications. 

– 750 pp. 

8. Ruscher, J. B., & Hammer, E. Y. (Eds.). (2009). Current Directions in Social 

Psychology (2nd ed.). Upper Saddle River, NJ: Pearson/Prentice Hall. – 810 pp. 

 

Additional  Readings: 

1. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 

2. Baron, R. A., Byrne, D., & Branscombe, N. R. (2007). Mastering Social Psychology. 

Boston, MA: Pearson/Allyn and Bacon. – 220 pp. 

3. Breckler, S. J., Olson, J., & Wiggons, E. (2006). Social Psychology Alive. Belmont, CA: 

Thomson/Wadsworth. - 478 pp. 

4. Schneider, F. W., Gruman, J., & Coutts, L. M. (Eds.). (2005). Applied Social 

Psychology: Understanding and Addressing Social and Practical Problems. London: Sage 

Publications. - 362pp. 

5. Brislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, 

CA: Wadsworth Publishing. – 640 pp. 

6. Lonner, W. J., & Malpass, R. S. (Eds.). (1994). Psychology and Culture. Boston: Allyn 

and Bacon. – 590 pp. 

7. Manstead, A. S. R., & Hewstone, M. (1995). The Blackwell Encyclopedia of Social 

Psychology. Oxford: Blackwell. – 880 pp. 

8. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of 

Attitudes. Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

 

Internet resources: 
 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 

Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      

 

 

LECTURE 10. INTERPERSONAL ATTRACTION AND CLOSE RELATIONSHIPS. 

 

Outline of the lecture 
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1. Interpersonal attraction and close relationships. 

2. Internal determinants of attraction: the need to affiliate and the basic role of affect.  

3. External determinants of attraction: proximity and others‘ observable characteristics.  

4. Factors based on interacting with others: similarity and mutual liking.  

5. Close relationships: family and  friends.  

6. Romantic relationships and falling in love.  

7. Marriage: Happily ever after – or not? 

 

Interpersonal Attraction. Why are we drawn to some people more than others? What sparks an 

initial attraction, and what factors then lead two people to form and maintain an intimate 

relationship? Seeking answers to these questions, researchers who study the process of 

interpersonal attraction have observed some consistent human tendencies. For example, they 

have found that familiarity breeds fondness, that people tend to like others who are physically 

attractive, and that people get along best with others who have similar attitudes and interests. 

Another research finding agrees with common sense: People tend to stay in relationships that 

provide relatively more rewards than costs. Rewards may include companionship, love, 

emotional support, and sexual gratification. Examples of costs are conflict between partners, less 

independence, and giving up opportunities in order to sustain the relationship. 

Interpersonal attraction, any of a variety of positive attitudes toward another person, can take 

many forms, including 

 affiliation: wanting to be with another person 

 liking: having a generally positive attitude toward another person 

 friendship: a mutual liking between two people, their wanting to be together 

 love: a process made up of intimacy, passion, and commitment 

Robert Sternberg proposed a triangular model of love and described three components of 

love, passion, intimacy, and decision/commitment, which combine to create four types of love. 

 ideal (consummate) love: (difficult to achieve) passion + intimacy + decision/commitment 

 romantic love: intimacy + passion 

 companionate love: intimacy + decision/commitment 

 fatuous love: passion + decision/commitment 

 

What Is Love?  

Despite the fact that love is one of the major human emotions (some would even say the most 

important one), love has only fairly recently became the subject of scientific. According to 

Sigmund Freud (1910), the study of love in the past was left to "…the creative writer to depict 

for us the 'necessary conditions for loving... In consequence it becomes inevitable that science 

should concern herself with the same materials whose treatment by artists has given enjoyment 

to mankind for thousands of years." 

While research on this subject has grown tremendously over the last 20 years, early explorations 

into the nature and reasons for love drew considerable criticism. During the 1970s, U.S. Senator 

William Proxmire railed against researchers who were studying love and derided the work as a 

waste of taxpayer dollars (Hatfield, 2001). 

Since that time, research has revealed the importance of love in child development and adult 

health. But what exactly is love? How do psychologists define this important emotion? 

According to social psychologist Zick Rubin, love is characterized by three different things: 

attachment, caring and intimacy. Using a psychometric approach to love, Rubin devised a scale 

used to assess levels of  liking and loving. 

 

Is Love Biological or Is It a Cultural Phenomenon? 

Biological views of love tend to view the emotion as a human drive. While love is often seen as 

one of the basic human emotions such as anger or happiness, some have suggested that love is 

instead a cultural phenomenon that arises partly due to social pressures and expectations. In 
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a Time article, psychologist and author Lawrence Casler said, "I don't believe love is part of 

human nature, not for a minute. There are social pressures at work." 

If love were a purely cultural invention, it would stand to reason that love would simply not exist 

in some cultures. However, anthropological research suggests that love is a universal emotion. 

Love is most likely influenced by both biological drives and cultural influences. While hormones 

and biology are important, the way we express and experience this emotion are influenced by our 

personal conceptions of love. 

Theories of Love 

Psychologists and researchers have proposed a number of different theories of love. The 

following are four of the major theories proposed to explain liking, love, and emotional 

attachment. 

Liking versus loving.  

Psychologist Zick Rubin proposed that romantic love is made up of three elements: attachment, 

caring, and intimacy. Attachment is the need to receive care, approval, and physical contact with 

the other person. Caring involves valuing the other persons needs and happiness as much as your 

own. Intimacy refers to the sharing of thoughts, desires, and feelings with the other person.  

Based upon this definition, Rubin devised a questionnaire to assess attitudes about others and 

found that these scales of liking and loving provided support for his conception of love. 

Rubin's Scales of Liking and Loving 

The nature of love has been explored by a number of theorists. According to social psychologist 

Zick Rubin, romantic love is made up of three elements: 

1. Attachment: The need to be cared for and be with the other person. 

2. Caring: Valuing the other persons happiness and needs as much as your own. 

3. Intimacy: Sharing private thoughts, feelings, and desires with the other person. 

Based upon this view of romantic love, Rubin developed two questionnaires to measure these 

variables. Initially, Rubin identified approximately 80 questions designed to assess the attitudes a 

person holds about others. The questions were sorted according to whether or not they reflected 

feelings of liking or loving. These two sets of questions were first administered to 198 

undergraduate students and a factor analysis was then conducted. The results allowed Rubin to 

identify 13 questions for 'liking' and 13 questions for 'loving' that were reliable measures of these 

two variables.  

The following examples are similar to some of the questions used in Rubin's Liking and Loving 

Scale: 

Items Measuring Liking 
1. I feel that _____________ is a very stable person. 

2. I have confidence in ______________‘s opinions. 

Items Measuring Loving 
1. I feel strong feelings of possessiveness towards ____________. 

2. I like it when __________ confides in me. 

3. I would do almost anything for _____________. 

Rubin's scales of liking and loving provided support for his theory of love. In a study to 

determine if the scales actually differentiated between liking and loving, Rubin asked a number 

of participants to fill out his questionnaires based upon how they felt both about their partner and 

a good friend. The results revealed that good friends scored high on the liking scale, but only 

significant others rated high on the scales for loving.   

Love is not a concrete concept and is therefore difficult to measure. Rubin's scales of liking and 

loving offer a way to measure the complex feeling of love.  

Compassionate and Passionate Love 
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Psychologist Elaine Hatfield has described two different types of love: compassionate love and 

passionate love. Compassionate love involves feelings of mutual respect, trust, and affection, 

while passionate love involves intense feelings and sexual attraction.  

Hatfield defined passionate love as:   "A state of intense longing for union with another. 

Passionate love is a complex functional whole including appraisals or appreciations, subjective 

feelings, expressions, patterned physiological processes, action tendencies, and instrumental 

behaviors. Reciprocated love (union with the other) is associated with fulfillment and ecstasy. 

Unrequited love (separation) with emptiness, anxiety, or despair" (Hatfield & Rapson, 1993). 

While research on love has flourished over the past 20 years, Hatfield‘s early research on this 

topic was not without critics. During the 1970s, U.S. Senator William Proxmire railed against 

researchers who were studying love and derided the work as a waste of taxpayer dollars 

(Hatfield, 2000).  

Compassionate love is characterized by mutual respect, attachment, affection, and trust. 

Compassionate love usually develops out of feelings of mutual understanding and shared respect 

for each other.   

Passionate love is characterized by intense emotions, sexual attraction, anxiety, and affection. 

When these intense emotions are reciprocated, people feel elated and fulfilled. Unreciprocated 

love leads to feelings of despondence and despair. Hatfield suggests that passionate love is 

transitory, usually lasting between 6 and 30 months.  

According to Hatfield, passionate love arises when cultural expectations encourage falling in 

love, when the person meets your preconceived ideas of an ideal lover, and when you experience 

heightened physiological arousal in the presence of the other person.  

Ideally passionate love then leads to compassionate love, which is far more enduring. While 

most people desire relationships that combine the security and stability of compassionate with 

the intensity of passionate love, Hatfield suggests that this is rare.  

Despite the debate, the work created by Hatfield and her colleagues contributed tremendously to 

our understanding of love and inspired further research on attraction, attachment, and 

interpersonal relationships. 

The Color Wheel Model of Love 

In his 1973 book The Colors of Love, John Lee compared styles of love to the color wheel. Just 

as there are three primary colors, Lee suggested that there are three primary styles of love. These 

three styles of love are: (1) Eros, (2) Ludos, and (3) Storge.   

Continuing the color wheel analogy, Lee proposed that just as the primary colors can be 

combined to create complementary colors, these three primary styles of love could be combined 

to create nine different secondary love styles. For example, a combination of Eros and Ludos 

results in Mania, or obsessive love.  

 

Lee’s 6 Styles of Loving 

 Three primary styles:  

1. Eros – Loving an ideal person  

2. Ludos – Love as a game  

3. Storge – Love as friendship 

 Three secondary styles:  

1. Mania (Eros + Ludos) – Obsessive love  

2. Pragma (Ludos + Storge) – Realistic and practical love  

3. Agape (Eros + Storge) – Selfless love  

 

Triangular Theory of Love 

Psychologist Robert Sternberg proposed a triangular theory of love that suggests that there are 

three components of love: intimacy, passion, and commitment. Different combinations of these 

three components result in different types of love. For example, a combination of intimacy and 
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commitment results in compassionate love, while a combination of passion and intimacy leads to 

passionate love.   

According to Sternberg, relationships built on two or more elements are more enduring that those 

based upon a single component. Sternberg uses the term consummate love to describe a 

combination of intimacy, passion, and commitment. While this type of love is the strongest and 

most enduring, Sternberg suggests that this type of love is rare. 

 

Test your learning: 

 

1. Interpersonal attraction and close relationships. 

2. Internal determinants of attraction: the need to affiliate and the basic role of affect.  

3. External determinants of attraction: proximity and others‘ observable characteristics.  

4. Factors based on interacting with others: similarity and mutual liking.  

5. Close relationships: family and  friends.  

6. Romantic relationships and falling in love.  

7. Marriage: Happily ever after – or not? 
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Boston, MA: Pearson/Allyn and Bacon. - 864 pp 
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Interaction (5th ed.). Boston: Allyn and Bacon. - 416 pp. 
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Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp.  
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LECTURE 11. SOCIAL INFLUENCE. 

 

Outline of the lecture 

1. Social influence: changing others‘ behavior.  

2. Conformity: group influence in action.  

3. Compliance: to ask – sometimes – is to receive.  

4. Symbolic social influence: how we are influenced by others even when they are not there.  

5. Obedience to authority: would you harm an innocent stranger if ordered to do so?  

 

 

The term social influence refers to the ways in which external factors alter behavior. Several 

types of social influence are discussed below.  

 

Conformity is changing one's behavior because of perceived pressure. Solomon Asch conducted 

a famous study on conformity in which seven subjects were asked to judge line lengths. Six of 

the subjects were confederates of the experimenter and gave wrong responses, and on many 

occasions, the real subject conformed and also gave wrong responses. 

In Stanley Milgram's well-known study of obedience to authority, subjects were told that they 

were assisting in a learning experiment and were ordered to give other subjects (confederates of 

the experimenter) shocks when they made an incorrect response. Although shocks were not 

actually given, the real subjects were told that shock intensity increased as the experiment 

progressed. To the amazement of all, all the subjects (supposedly assisting the experimenter), 

even though they became agitated, continued to obey the experimenter and to administer shocks 

even at shock intensities they believed to be 300 volts. At that time, the supposed learner 

pounded the wall as though in pain, and 22% of the subjects refused to continue. Others, 

however, did continue and increased the intensity to 450 volts. 

 

The subject of bystander intervention became of interest after a cocktail waitress was brutally 

murdered on a New York street. People heard her scream, but no one came to her aid. Research 

was conducted to determine factors that might lead to bystander intervention or to bystander 

apathy, as occurred in the New York case. Working on this topic, Bibb Latané and John Darley, 

concluded that people are more likely to receive help when they are alone rather than in a group 

and that the larger the group, the smaller the responsibility to intervene that bystanders feel. The 

cognitive model developed to explain bystander intervention (or a lack of it) includes the 

following concepts. 

 audience inhibition, a reluctance to act in front of others 

 pluralistic ignorance, an individual's interpretation that lack of action by others means that 

there is no emergency 

 diffusion of responsibility, allowing others to share and thus assume responsibility in the 

intervention process 

The Asch Conformity Experiments 

Do you think of yourself as a conformist or a non-conformist? If you are like most people, you 

probably believe that you are non-conformist enough to stand up to a group when you know you 

are right, but conformist enough to blend in with the rest of your peers. 

http://www.allacademic.com/
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Imagine yourself in this situation: You've signed up to participate in a psychology experiment in 

which you are asked to complete a vision test. Seated in a room with the other participants, you 

are shown a line segment and then asked to choose the matching line from a group three 

segments of different lengths. The experimenter asks each participant individually to select the 

matching line segment. On some occasions everyone in the group chooses the correct line, but 

occasionally, the other participants unanimously declare that a different line is actually the 

correct match. 

So what do you do when the experimenter asks you which line is the right match? Do you go 

with your initial response, or do you choose to conform to the rest of the group? 

 

What Were the Asch Conformity Experiments?: 

In psychological terms, conformity refers to an individual's tendency to follow the unspoken 

rules or behaviors of the social group to which he or she belongs. Researchers have long been 

interested in the degree to which people follow or rebel against social norms. During the 1950s, 

psychologist  Solomon Asc  conducted a series of experiments designed to demonstrate the 

power of conformity in groups. 

In Asch's experiments, students were told that they were participating in a 'vision test.' 

Unbeknownst to the subject, the other participants in the experiment were all confederates, or 

assistants of the experimenter. At first, the confederates answered the questions correctly, but 

eventually began providing incorrect answers. 

 

Results of the Asch Conformity Experiments: 

Nearly 75 percent of the participants in the conformity experiments went along with the rest of 

the group at least one time. After combining the trials, the results indicated that participants 

conformed to the incorrect group answer approximately one-third of the time. In order to ensure 

that participants were able to accurately gauge the length of the lines, participants were asked to 

individually write down the correct match. According to these results, participants were very 

accurate in their line judgments, choosing the correct answer 98 percent of the time. 

The experiments also looked at the effect that the number of people present in the group had on 

conformity. When just one other confederate was present, there was virtually no impact on 

participants' answers. The presence of two confederates had only a tiny effect. The level of 

conformity seen with three or more confederates was far more significant. 

Asch also found that having one of the confederates give the correct answer while the rest of the 

confederates gave the incorrect answer dramatically lowered conformity. In this situation, just 

five to ten percent of the participants conformed to the rest of the group. Later studies have also 

supported this finding (Morris & Miller, 1975), suggesting that having social support is an 

important tool in combating conformity. 

 

What Do the Results of the Asch Conformity Experiments Indicate?: 

At the conclusion of the experiments, participants were asked why they had gone along with the 

rest of the group. In most cases, the students stated that while they knew the rest of the group 

was wrong, they did not want to risk facing ridicule. A few of the participants suggested that 

they actually believed the other members of the group were correct in their answers. 

These results suggest that conformity can be influenced both by a need to fit in and a belief that 

other people are smarter or better informed. Given the level of conformity seen in Asch's 

experiments, conformity can be even stronger in real-life situations where stimuli are more 

ambiguous or more difficult to judge. 

 

Criticisms of the Asch Conformity Experiments 

One of the major criticisms of Asch's conformity experiments centers on the reasons why 

participants choose to conform. According to some critics, individuals may have actually been 

motivated to avoid conflict, rather than an actual desire to conform to the rest of the group. 
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Another criticism is that the results of the experiment in the lab may not generalize to real-world 

situations. However, many social psychology experts believe that while real-world situations 

may not be as clear cut as they are in the lab, the actual social pressure to conform is probably 

much greater, which can dramatically increase conformist behaviors. 

 

Contribution to Psychology 

The Asch conformity experiments are among the most famous in psychology's history and have 

inspired a wealth of additional research on conformity and group behavior. This research has 

provided important insight into how, why and when people conform and the effects of social 

pressure on behavior. 

 

The Milgram Obedience Experiment. The Perils of Obedience. 

"The social psychology of this century reveals a major lesson: often it is not so much the kind of 

person a man is as the kind of situation in which he finds himself that determines how he will 

act." – Stanley Milgram, 1974.  

If a person in a position of authority ordered you to deliver a 400-volt electrical shock to another 

person, would you follow orders? Most people would answer this question with an adamant no, 

but Yale University psychologist Stanley Milgram conducted a series of obedience experiments 

during the 1960s that demonstrated surprising results. These experiments offer a powerful and 

disturbing look into the power of authority and obedience. 

 

Introduction to the Milgram Experiment 

Milgram started his experiments in 1961, shortly after the trial of the World War II criminal 

Adolph Eichmann had begun. Eichmann‘s defense that he was simply following instructions 

when he ordered the deaths of millions of Jews roused Milgram‘s interest. In his 1974 

book Obedience to Authority, Milgram posed the question, "Could it be that Eichmann and his 

million accomplices in the Holocaust were just following orders? Could we call them all 

accomplices?" 

 

Method Used in the Milgram Experiment 

The participants in the Milgram experiment were 40 men recruited using newspaper ads. In 

exchange for their participation, each person was paid $4.50. 

Milgram developed an intimidating shock generator, with shock levels starting at 30 volts and 

increasing in 15-volt increments all the way up to 450 volts. The many switches were labeled 

with terms including "slight shock," "moderate shock" and "danger: severe shock." The final two 

switches were labeled simply with an ominous "XXX." 

Each participant took the role of a "teacher" who would then deliver a shock to the "student" 

every time an incorrect answer was produced. While the participant believed that he was 

delivering real shocks to the student, the student was actually a confederate in the experiment 

who was simply pretending to be shocked. 

As the experiment progressed, the participant would hear the learner plead to be released or even 

complain about a heart condition. Once the 300-volt level had been reached, the learner banged 

on the wall and demanded to be released. Beyond this point, the learner became completely 

silent and refused to answer any more questions. The experimenter then instructed the participant 

to treat this silence as an incorrect response and deliver a further shock. 

Most participants asked the experimenter whether they should continue. The experimenter issued 

a series of commands to prod the participant along: 

1. "Please continue." 

2. "The experiment requires that you continue." 

3. "It is absolutely essential that you continue." 

4. "You have no other choice, you must go on." 
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Results of the Milgram Experiment 

The level of shock that the participant was willing to deliver was used as the measure of 

obedience. How far do you think that most participants were willing to go? When Milgram 

posed this question to a group of Yale University students, it was predicted that no more than 3 

out of 100 participants would deliver the maximum shock. In reality, 65% of the participants in 

Milgram‘s study delivered the maximum shocks. 

Of the 40 participants in the study, 26 delivered the maximum shocks while 14 stopped before 

reaching the highest levels. It is important to note that many of the subjects became extremely 

agitated, distraught and angry at the experimenter. Yet they continued to follow orders all the 

way to the end. 

Because of concerns about the amount of anxiety experienced by many of the participants, all 

subjects were debriefed at the end of the experiment to explain the procedures and the use of 

deception. However, many critics of the study have argued that many of the participants were 

still confused about the exact nature of the experiment. Milgram later surveyed the participants 

and found that 84% were glad to have participated, while only 1% regretted their involvement. 

 

Discussion of the Milgram Experiment 

While Milgram‘s research raised serious ethical questions about the use of human subjects in 

psychology experiments, his results have also been consistently replicated in further 

experiments. Thomas Blass (1999) reviewed further research on obedience and found that 

Milgram‘s findings hold true in other experiments. 

Why did so many of the participants in this experiment perform a seemingly sadistic act on the 

instruction of an authority figure? According to Milgram, there are a number of situational 

factors that can explain such high levels of obedience: 

 The physical presence of an authority figure dramatically increased compliance. 

 The fact that the study was sponsored by Yale (a trusted and authoritative academic 

institution) led many participants to believe that the experiment must be safe. 

 The selection of teacher and learner status seemed random. 

 Participants assumed that the experimenter was a competent expert. 

 The shocks were said to be painful, not dangerous. 

Later experiments conducted by Milgram indicated that the presence of rebellious peers 

dramatically reduced obedience levels. When other people refused to go along with the 

experimenters orders, 36 out of 40 participants refused to deliver the maximum shocks. 

"Ordinary people, simply doing their jobs, and without any particular hostility on their part, can 

become agents in a terrible destructive process. Moreover, even when the destructive effects of 

their work become patently clear, and they are asked to carry out actions incompatible with 

fundamental standards of morality, relatively few people have the resources needed to resist 

authority" (Milgram, 1974). 

Milgram‘s experiment has become a classic in psychology, demonstrating the dangers of 

obedience. While this experiment suggests that situational variables have a stronger sway than 

personality factors in determining obedience, other psychologists argue that obedience is heavily 

influenced by both external and internal factors, such as personal beliefs and overall 

temperament. 

 

Test your learning: 

 

1. Describe what is social influence about? 

2. How can we change others‘ behavior?  

3. Explain social phenomena of conformity. 

4. Why are we influenced by a group?  

5. Illustrate compliance trough your own experience.  
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6. What is symbolic social influence? 

7. How are we influenced by others even when they are not there?  

8. Enlighten what is the nature of obedience to authority. 

9. Would you harm an innocent stranger if ordered to do so by your leader?  
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LECTURE 12. PROSOCIAL BEHAVIOR:. 

 

Outline of the lecture 

1.  Prosocial behavior: helping others.  

2.  Why people help: motives for prosocial behavior.  

3.  Responding to an emergency: will bystanders help?  

4.  External and internal influences on helping behavior.  

5.  Long-term commitment to prosocial acts.  

 

Prosocial behavior occurs when someone acts to help another person, particularly when they 

have no goal other than to help a fellow human. 

So why does this altruistic behavior appear? One thought, of Kin Selection, is that it is a genetic 

response to supporting the broader gene pool. Social conditioning can also have be a cause and 

prosocial parents lead to prosocial children. 

The Reciprocity Norm may also have an effect, where people help others, knowing that one day 

they may want someone else to help them in the same unselfish way. Demonstrating such social 

norms is likely to get you admiration from other people around you. 

Prosocial behavior varies with context as much as between people. Men will tend to be 

chivalrous for short periods, whilst women will work quietly for longer periods. People who are 

in a good mood are more likely to do good, as are people who are feeling guilty. People in small 

towns are more likely to help than those squashed together in cities. 

 

Major Theories of Prosocial Behavior 
"The debate over the nature of prosocial motivation is a debate over whether benefiting others is 

an instrumental behavior on the way to some self-interested ultimate goal or an ultimate goal in 

its own right with the self-benefits being unintended consequences" (Batson, 1995) 

Major theories of prosocial behavior: 

A. Social exchange  

B. Social norms  

C. Empathy-altruism  

D. Evolutionary psychology 

Social Exchange Theory 

All relationships have give and take, although the balance of this exchange is not always equal. 

Social Exchange theory explains how we feel about a relationship with another person as 

depending on our perceptions of: 

 The balance between what we put into the relationship and what we get out of it. 

 The kind of relationship we deserve. 

 The chances of having a better relationship with someone else. 

In deciding what is fair, we develop a comparison level against which we compare the give/take 

ratio. This level will vary between relationships, with some being more giving and others where 

we get more from the relationship. They will also vary greatly in what is given and received. 

Thus, for example, exchanges at home may be very different, both in balance and content. 

We also have a comparison level for the alternative relationships. With a high such comparison 

level, we might believe the world is full of lovely people just waiting to meet us. When this level 

is low, we may stay in a high-cost relationship simply because we believe we could not find any 

better elsewhere. 

http://www.allacademic.com/
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Research. Rusbult (1983) found that during the early 'honeymoon' period of a romantic 

relationship, the balance of exchange was largely ignored. Only later were costs related to 

satisfaction with the relationship. 

 

Reciprocity Norm. 

This is a very common social norm which says that if I give something to you or help you in any 

way, then you are obliged to return the favor. 

This norm is so powerful, it allows the initial giver to: 

 Ask for something in return, rather than having to wait for a voluntary reciprocal act. 

 Ask for more than was given. You can even exchange a smile for money. 

Reciprocity also works at the level of liking. We like people who like us, and dislike those who 

dislike us. This can create a self-fulfilling prophecy. 

Research. Kunz and Woolcott sent Christmas cards to a number of people he did not know. Most 

sent a card back (and they got onto the permanent Christmas list of some). 

Empathy-Altruism Hypothesis. 

If we feel empathy towards a person who needs help, we are likely to help them (in proportion to 

the empathy felt) without any selfish thoughts. Otherwise, we will help them only if the rewards 

of helping them outweigh the costs. 

Rewards of helping can be many and various, including relief from the distress of seeing another 

in trouble. This means separating true altruism from selfish concerns can be very difficult. 

Beggars live totally off empathy and can be expert at putting themselves in situations to increase 

this, such as using children and animals. 

Research. Toi and Batson (1972) played a ‗radio station interview‘ to students about a disabled 

person who needed help. Afterwards they received an anonymous request for help. When 

instructed before the experiment to be objective about what they heard, the students were much 

less likely to offer help than when they had been asked to focus on how the person might be 

feeling. 

 

Altruism 

 Unselfish behavior and attitude towards the welfare of others. 

 Intentional behaviors that benefit another person 

 Behaviours which have no obvious gain for the provider 

 Behaviours which have obvious costs for the provider (e.g. time, resources) 

 Is there really altruism? Altruism is often for self-benefit e.g., power, status, reward, 

psychological gain. 

 What matters in judging the act is the actor's intented outcomes. 

 

Theories of Altruism 

 Hedonism: acts of altruism are really selfish acts that benefit the actor 

 Emotional satisfaction 

 Reduction of negative feelings in the actor 

 Reciprocal altruism: natural selection favors animals that are altruistic if the benefit to each 

is greater than the cost of altruism 

Bystander Effect 

 Diminished sense of personal responsibility to act because others are seen as equally 

responsible 

 Bystanders who feel anonymous (e.g. part of a large crowd) are less likely to help 

 75% help when alone vs. 53% in presence of others 
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 "Diffusion of responsibility" 

 

 
Bystander Effect Notes 

 The bystander effect (BE) is a well studied, phenomenon (Darley and Latane and 

colleagues). 

 BE is that people are less likely to provide needed help when they are in groups than when 

they are alone. 

 Reviews of studies on over 6,000 subjects in a variety of helping situations indicate that 

subjects who are alone help about 75% of the time, while subjects in the presence of others 

help about 53% of the time. 

 The bystander effect is believed to occur because of diffusion of responsibility  when the 

responsibility is divided among many, everyone thinks that someone else will help. 

 



 

Test your learning: 

 

1. Give any example of prosocial behavior from your own experience. 

2. Helping others: is that usual for young people?  

3. Why do people help others? 

4. What are  motives for prosocial behavior?  

5. Responding to an emergency: will bystanders help? Why yes, or why not? 

6. What are external and internal influences on helping behavior?  

7. Why does long-term commitment to prosocial acts occur?  

 

Required  Readings: 

1. Aronson, E., Wilson, T. D., & Akert, R. M. (2010). Social Psychology (7th ed.). Upper 

Saddle River, NJ: Prentice Hall.  1007 pp.: ill. 

2. Baron, R. A., Branscombe, N. R., & Byrne, D. (2009). Social Psychology (12th ed.). Boston, 

MA: Pearson/Allyn and Bacon. - 864 pp 

3. Baumeister, R. F., & Bushman, B. J. (2010). Social Psychology and Human Nature (2nd 

ed.). Belmont, CA: Thomson/Wadsworth. - 765 pp. 

4. Kenrick, D. T., Neuberg, S. L., & Cialdini, R. B. (2010). Social Psychology: Goals in 

Interaction (5th ed.). Boston: Allyn and Bacon. - 416 pp. 

5. Miller, D. (2006). An Invitation to Social Psychology: Censoring and Expressing the Self. 

Belmont, CA: Wadsworth. – 540 pp. 

6. Myers, D. G. (2009). Exploring Social Psychology (5th ed.). New York: McGraw-Hill. – 

560 pp. 

7. Buunk, B. P., & Van Vugt, M. (2007). Applying Social Psychology: From Problems to 

Solutions. Thousand Oaks, CA: Sage Publications. – 1328 pp. 

8. Smith, P. B., Bond, M. H., Kagitcibasi, C. (2006). Understanding Social Psychology Across 

Cultures: Living and Working in a Changing World. London: Sage Publications. – 750 pp. 

9. Ruscher, J. B., & Hammer, E. Y. (Eds.). (2009). Current Directions in Social 

Psychology (2nd ed.). Upper Saddle River, NJ: Pearson/Prentice Hall. – 810 pp. 

10. Burke, P. J. (Ed.). (2006). Contemporary Social Psychological Theories. Stanford, CA: 

Stanford University Press. – 974 pp. 

 

Additional  Readings: 

1. Baron, R. A., Byrne, D., & Branscombe, N. R. (2007). Mastering Social Psychology. 

Boston, MA: Pearson/Allyn and Bacon. – 220 pp. 

2. Breckler, S. J., Olson, J., & Wiggons, E. (2006). Social Psychology Alive. Belmont, CA: 

Thomson/Wadsworth. - 478 pp. 

3. Schneider, F. W., Gruman, J., & Coutts, L. M. (Eds.). (2005). Applied Social Psychology: 

Understanding and Addressing Social and Practical Problems. London: Sage Publications. - 

362pp. 

4. Brislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, CA: 

Wadsworth Publishing. – 640 pp. 

5. Lonner, W. J., & Malpass, R. S. (Eds.). (1994). Psychology and Culture. Boston: Allyn and 

Bacon. – 590 pp. 

6. Aronson, E. (Ed.). (2008). Readings About the Social Animal (10th ed.). New York: Worth 

Publishers. – 1030 pp. 

7. Kruglanski, A. W., & Higgins, E. T. (Eds.). (2007). Social Psychology: Handbook of Basic 

Principles (2nd ed.). New York: Guilford Press. – 910 pp. 
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8. Manstead, A. S. R., & Hewstone, M. (1995). The Blackwell Encyclopedia of Social 

Psychology. Oxford: Blackwell. – 880 pp. 

9. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of Attitudes. 

Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

10. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 

 

Internet resources: 
 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 

Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      

 

LECTURE 13. AGGRESSION: ITS NATURE, CAUSES. 

 

Outline of the lecture 

1. Aggresion: its nature, causes, and control.  

2. Perspectives on aggression: in search of the roots of violence.  

3. Causes of human aggression: social, cultural, personal, and situational.  

4. Aggression on ongoing relationships: bullying and aggression at work.  

5. The prevention and control of aggression: some useful techniques. 

 

Although aggression is a natural emotion, it is a very social act. It is learned from parents, peers 

and the media and people are likely to be more aggressive when they believe it will increase their 

social standing. It can also be cathartic, allowing us to let of steam. 

Aggression also increases when: 

 You think you are safe from response. 

 The other person deliberately acts against you. 

 You hurt, physically or emotionally (not necessarily caused by the other person). 

 You have been drinking alcohol or taking other stimulants. 

 Testosterone is present. 

 There was aggression in your early life. 

 You think you are getting less than you deserve. 

 You have been attacked and are defending or responding. 

 You blame your victim and then take further revenge. 

 You watched a lot of violence on TV, especially when you were a child. 

Seeing violence, whether it is real-life or via the media gives legitimacy, teaches people how to 

do it and desensitizes them to the horrors. 

Research. Phillips (1983, 1986) found that homicides increased after a well-publicized boxing 

match. When white boxers lost, more white men were killed, and vice versa. 

 

Aggression is behavior, verbal or physical, intended to physically hurt or harm in some other 

way another person or thing. Whether aggression is manifested by individuals or groups 

(including nations), it is the most destructive force in social relations and consequently an 

important social issue. A major concern in either individual or group aggression is its origin. 

Biology has a role in aggression. Genetic influences play a major part in some aggression, as 

evidenced in animals specifically bred to exhibit such behavior. Studies of identical twins have 

frequently shown that if one twin exhibits aggressive behavior, the other often does so as well. 
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Aggression may also have a neural basis; aggressive behavior has been produced in animals 

through electrical stimulation of parts of the brain. 

Konrad Lorenz, an ethologist, proposed that aggression arises from instincts and that such 

instincts help members of a species maximize the use of food, space, and other resources. Other 

biologists have studied the aggression produced by exposing the nervous system 

to chemicals (drugs, such as alcohol) or hormones (such as testosterone). 

 

Learning theorists such as John Dollard have suggested that frustration of goal-directed 

behavior leads to aggression (the frustration-aggression hypothesis). Imagine your response, 

for example, if after you've stood in line for hours to get game tickets, the person just ahead of 

you gets the last ones. 

 

Social learning, acquisition of behaviors by watching others, is believed to function in learning 

aggressive behaviors. Research has shown that children model aggressive behavior, and data 

exist that suggest that exposure to media violence increases a person's tendency to be aggressive. 

Domestic violence (in which a person is beaten by her or his spouse) is a serious modern social 

problem. Studies indicate that male abusers often come from families in which the mother was 

abused or have frequently observed other violence. 

Frustration-Aggression Theory 

When people perceive that they are being prevented from achieving a goal, their frustration is 

likely to turn to aggression. 

The closer you get to a goal, the greater the excitement and expectation of the pleasure. Thus the 

closer you are, the more frustrated you get by being held back. Unexpected occurrence of the 

frustration also increases the likelihood of aggression. 

Research. Barker, Dembo and Lewin (1941) put toys behind a wire screen where children could 

see them. When they eventually got to play with them, their play was very destructive. 

Example. Football crowds can become aggressive when their team starts to lose. People in 

business can also become aggressive when others start to frustrate their ambitions. 

Hostile vs. Instrumental Aggression 

Hostile aggression has historically been conceived as being impulsive, thoughtless (i.e., 

unplanned), driven by anger, having the ultimate motive of harming the target, and occurring as a 

reaction to some perceived provocation. It is sometimes called affective, impulsive, or reactive 

aggression.  Instrumental aggression is conceived as a premeditated means of obtaining some 

goal other than harming the victim, and being proactive rather than reactive (Berkowitz 1993, 

Geen 2001). Recent analysis (Bushman & Anderson 2001) modifies these definitions in two 

ways. ―First, we distinguish between proximate and ultimate goals. We view intention to harm as 

a necessary feature of all aggression (as in purely hostile aggression models), but it is necessary 

only as a proximate goal. Second, we distinguish between different types of aggression at the 

level of ultimate goal. Thus, both robbery and physical assault are acts of aggression because 

both include intention to harm the victim at a proximate level. However, they typically differ in 

ultimate goals, with robbery serving primarily profit-based goals and assault serving primarily 

harm-based goals. In short, our definition allows us to discuss the commonalities in and 

distinctions between affective and instrumental aggression, while including aggression that has 

mixed motives‖. 

 

Role of Anger 
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In recent years, aggression scholars have questioned the traditional assumption that anger  causes 

aggression (e.g., Berkowitz 1993, Geen 2001). ―We believe anger plays several causal roles in 

aggression (see Berkowitz 2001).  

First, anger reduces inhibitions against aggressing in at least two ways. Anger sometimes 

provides a justification for aggressive retaliation—it is part of the decision rule in the aggression 

script. Anger may sometimes interfere with higher-level cognitive processes, including those 

normally used in moral reasoning and judgment, which are part of the reappraisal process.  

Second, anger allows a person to maintain an aggressive intention over time. Anger increases 

attention to the provoking events, increases the depth of processing of those events, and therefore 

improves recall of those events. Thus, anger allows one to reinstate the state that was present in 

the originally provoking situation.  

Third, anger (like other emotions) is used as an information cue. It informs people about causes, 

culpability, and possibleways of responding (e.g., retaliation). If anger is triggered in an 

ambiguous social situation, the anger experience itself helps resolve the ambiguities, and does so 

in the direction of hostile interpretations.  

Fourth, anger primes aggressive thoughts, scripts, and associated expressivemotor behaviors. 

Such anger-related knowledge structures are used to interpret the situation and to provide 

aggressive responses to the situation. One related consequence of the many links between anger 

and various knowledge structures is that people frequently pay more attention to anger-related 

stimuli than to similar neutral stimuli (Cohen et al. 1998).  

Fifth, anger energizes behavior by increasing arousal levels. Given that aggression-related 

knowledge structures are also primed by anger, aggressive behavior is one likely form of 

behavior that is energized by anger‖. 

 

Test your learning: 

 

1. Outline the nature and causes of aggressive behavior. 

2. How to control and regulate aggression?  

3. What are the roots of violence?  

4. Describe social and cultural causes of human aggression. 

5. Tell us  personal and situational causes of human aggression.  

6. How do you understand aggression on ongoing relationships? 

7. Do you know how to act in response to bullying and aggression at work? 

8. Share any useful techniques preventing and controlling of aggression. 

Required  Readings: 

1. Aronson, E., Wilson, T. D., & Akert, R. M. (2010). Social Psychology (7th ed.). Upper 

Saddle River, NJ: Prentice Hall.  1007 pp.: ill. 

2. Baron, R. A., Branscombe, N. R., & Byrne, D. (2009). Social Psychology (12th ed.). Boston, 

MA: Pearson/Allyn and Bacon. - 864 pp 

3. Baumeister, R. F., & Bushman, B. J. (2010). Social Psychology and Human Nature (2nd 

ed.). Belmont, CA: Thomson/Wadsworth. - 765 pp. 

4. Kenrick, D. T., Neuberg, S. L., & Cialdini, R. B. (2010). Social Psychology: Goals in 

Interaction (5th ed.). Boston: Allyn and Bacon. - 416 pp. 

5. Miller, D. (2006). An Invitation to Social Psychology: Censoring and Expressing the Self. 

Belmont, CA: Wadsworth. – 540 pp. 

6. Myers, D. G. (2009). Exploring Social Psychology (5th ed.). New York: McGraw-Hill. – 

560 pp. 

7. Buunk, B. P., & Van Vugt, M. (2007). Applying Social Psychology: From Problems to 

Solutions. Thousand Oaks, CA: Sage Publications. – 1328 pp. 
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8. Smith, P. B., Bond, M. H., Kagitcibasi, C. (2006). Understanding Social Psychology Across 

Cultures: Living and Working in a Changing World. London: Sage Publications. – 750 pp. 

9. Ruscher, J. B., & Hammer, E. Y. (Eds.). (2009). Current Directions in Social 

Psychology (2nd ed.). Upper Saddle River, NJ: Pearson/Prentice Hall. – 810 pp. 

10. Burke, P. J. (Ed.). (2006). Contemporary Social Psychological Theories. Stanford, CA: 

Stanford University Press. – 974 pp. 

 

Additional  Readings: 

1. Baron, R. A., Byrne, D., & Branscombe, N. R. (2007). Mastering Social Psychology. 

Boston, MA: Pearson/Allyn and Bacon. – 220 pp. 

2. Breckler, S. J., Olson, J., & Wiggons, E. (2006). Social Psychology Alive. Belmont, CA: 

Thomson/Wadsworth. - 478 pp. 

3. Schneider, F. W., Gruman, J., & Coutts, L. M. (Eds.). (2005). Applied Social Psychology: 

Understanding and Addressing Social and Practical Problems. London: Sage Publications. - 

362pp. 

4. Brislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, CA: 

Wadsworth Publishing. – 640 pp. 

5. Lonner, W. J., & Malpass, R. S. (Eds.). (1994). Psychology and Culture. Boston: Allyn and 

Bacon. – 590 pp. 

6. Aronson, E. (Ed.). (2008). Readings About the Social Animal (10th ed.). New York: Worth 

Publishers. – 1030 pp. 

7. Kruglanski, A. W., & Higgins, E. T. (Eds.). (2007). Social Psychology: Handbook of Basic 

Principles (2nd ed.). New York: Guilford Press. – 910 pp. 

8. Manstead, A. S. R., & Hewstone, M. (1995). The Blackwell Encyclopedia of Social 

Psychology. Oxford: Blackwell. – 880 pp. 

9. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of Attitudes. 

Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

10. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 

 

Internet resources: 
 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 

Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      

 

LECTURE 14. GROUPS AND INDIVIDUALS. 

 

Outline of the lecture 

1. Groups and individuals: the consequences of belonging.  

2. Groups: when we join and when we leave.  

3. The benefits of joining: what groups do for us.  

4. Effects of the presence of others: from task performance to behavior in crowds.  

5. Social loafing: letting others do the work.   

6. Coordination in groups: cooperation or conflict?  

7. Perceived fairness in groups: its nature and effects.  

8. Decision making by groups: how it occurs and pitfalls it faces. 
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Behavior that occurs when two or more people interact is the subject of the study of behavior in 

groups. The presence of others may promote a variety of behavioral processes. 

Group Processes. When people assemble in groups, profound changes often take place in their 

behavior. Perhaps the most basic question in social psychology is ―How does the presence of 

other people affect an individual's behavior?‖ Seeking to answer this question, researchers have 

discovered that the presence of others facilitates an individual's performance on simple, well-

learned tasks but impairs performance on new or complex tasks. For example, people asked to 

solve simple multiplication problems solve them faster with others around than by themselves, 

but they perform worse on more complex math problems. 

Research has shown that people often ―loaf‖ (exert less effort than they could) when they 

participate in cooperative joint activities such as a tug-of-war. Studies also show that decision-

making groups often fall victim to groupthink, a phenomenon in which group members 

excessively seek group concurrence, suppress dissent to maintain group harmony, and blindly 

convince themselves that the group‘s position is correct. Groupthink is a process that can lead 

groups to make hasty, often bad decisions. 

 

Group dynamic. Groups are not constant. As well as changes in personnel, they change over 

time in terms of how they approach their tasks and how group members relate to each other. One 

early analysis (Tuckman, 1965) suggested that groups tend to go through a series of stages in 

their development: 

1     Forming: there is typically ambiguity and confusion when a group first forms. The members 

may not have chosen to work with each other. They may be guarded, superficial and impersonal 

in communication, and unclear about the task. 

2    Storming: this can be a difficult stage when there is conflict between group members and 

some rebellion against the task as assigned. There may be jockeying for positions of power and 

frustration at a lack of progress in the task. 

3    Norming: it is important that open communication between group members is established. A 

start is made on confronting the task in hand, and generally accepted procedures and patterns of 

communication are established. 

4.  Performing: having established how it is going to function, the group is now free to devote its 

full attention to achieving its goals. If the earlier stages have been tackled satisfactorily, the 

group should now be close and supportive, open and trusting, resourceful and effective. 

Most groups have a limited life, so it is probably appropriate to add another stage called 

something like disbanding. It would be important for group members to analyze their own 

performance and that of the group, to learn from the experience, and agree whether to stay in 

touch, and if so what that might achieve. 

Not everyone agrees that these stages are either an accurate description or a desirable sequence. 

Groups composed of people who are accustomed to working that way may jump straight to the 

norming stage. The members may already know each other. Even if they do not, they may be 

able quickly to establish satisfactory ways of interacting without conflict. In any case, many 

groups are required to perform right from the start. West (1994, p. 98) has argued that key tasks 

in group  start-up concern the establishment of group  goals and individual tasks that are 

meaningful and challenging, and of procedures for performance monitoring and review. 

 

Psychological climate. Work efficiency of team. 

Teams and groups are a fashionable topic in the workplace, and allegedly a fashionable way of 

organizing workers. However, there is some skepticism about whether teams are necessarily a 

good way of organizing work, and about whether teambuilding in exotic ways succeeds in 

enhancing team effectiveness. 
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Some teams are primarily concerned with making decisions. Decisions concern choices between 

more than one possible course of action. For many people, work involves frequent decisions. 

Some are perhaps made almost automatically - so much so, that some writers (e.g. Hunt, 1989) 

have argued that the whole notion of deliberate, conscious choice has been taken too seriously by 

work psychologists. Others disagree, contending that understanding how decisions (conscious or 

otherwise) are made in the workplace, and how they might be improved, is crucial to enhancing 

the performance of organizations and even national economies.  

Teams can be argued to be a special case of groups. How we perceive and behave towards 

members of our own group and members of other groups has been of great interest to social 

psychologists, and some of the key themes of that work are included in this theme. We also 

discuss decisions made in conditions of potential conflict: that is, negotiations. What happens in 

negotiations, and can the outcomes of a negotiation be predicted? Negotiations in the workplace 

often involve trade union representatives, and this article ends with a brief consideration of some 

issues at the interface of work psychology and employee relations. 

How prevalent is teamwork? 

Teams are increasingly common in organizations as functional boundaries break down and work 

is increasingly based on projects requiring input from people with different expertise and 

experience. 

It is quite difficult to distinguish between groups and teams at work. Indeed, Guzzo and Dickson 

(1996) think it is more or less impossible, and probably pointless. They argue that a work group 

is made up of individuals who: 

 • see themselves and are seen by others as a social entity; 

 • are interdependent because of the tasks they perform; 

 • are embedded in one or more larger social systems; 

 •  perform tasks that affect others such as co-workers or customers. 

Perhaps teams differ from groups in the extent to which (i) members are interdependent (more so 

in teams) and (ii) the team as a whole (rather than the individuals in it) has performance goals. 

As Mohrman et al. (1995, p. 39) have put it, a team is 'a group of individuals who work together 

to produce products or deliver services for which they are mutually accountable'. 

Many observers think that more and more people are working in teams rather than as individuals. 

Sometimes it is not clear exactly what is meant by the words  'team' and 'teamwork', but it is 

clear that they refer to work that involves a group of colleagues who co-operate quite closely and 

are interdependent in achieving collective work goals. This is in contrast to individual work, 

where individuals rather than teams have work goals and there is less close co-operation and 

interdependence. It is argued by some (e.g. Morita, 2001) that teamworking has two distinct 

origins. The first is the concern in Europe, especially during the 1960s and 1970s, for the quality 

of working life. Teamworking was thought to provide people with more satisfying work than 

individual working. The second origin was Japanese management, with its emphasis on 

multifunctional employees, loyalty to the collective, and collective responsibility for the quality 

and quantity of work. 

So how much teamworking is really happening? Predictably, it depends on how teamworking is 

defined, who is asked about it, and exactly how the question is asked. Perhaps the most 

informative analysis has been provided by Benders et al. (2001). They obtained data from nearly 

6000 workplaces across ten European countries. They asked a senior manager in each workplace 

to describe the extent to which people in the largest occupational group in that workplace worked 

in teams which had the authority to make their own decisions in each of the following eight 

areas: 

•    allocation of work; 

•    scheduling of work; 



 80 

•    quality of work; 

•    timekeeping; 

•    attendance and absence control; 

•    job rotation; 

•    co-ordination of work with other internal groups; 38   improving work processes. 

From a careful analysis of how people talked about teams, Gibson and Zellmer-Bruhn identified 

five types of teamwork metaphor: 

1 . Sports: engage in specific tasks with clear objectives and performance measurement; 

members have clear roles; interaction between team members is largely confined to task-related 

matters; relatively little hierarchy; focus on winning and losing. 

2. Military: also engage in tasks with limited scope and clear objectives, but have a clear and 

indisputable hierarchy; focus on life, death, survival and battle. 

3.  Family: engage in broad-ranging tasks and interact across most domains of life; relatively low 

emphasis on goals; clear roles (e.g. 'brothers' and 'sisters') and hierarchy ('father', 'mother'). 

4    Community: like families, communities are broad in the scope of interactions between 

members. However, roles are quite informal and ambiguous; goals sometimes quite ambiguous 

and the team quite amorphous. 

5.  Associates: limited activity, with interactions only in the professional domain; little hierarchy; 

roles may be clear but can change; ties between group members quite loose. 

Where a team leader holds a teamwork metaphor that differs from those held by other team 

members, problems are likely to arise. For example, if the leader tends to construe a team as a 

sports team but the others see it more like a community, the members may feel confused or 

alienated by their leader's concern with meeting targets and restricting interaction to the task. 

The phenomenon of social facilitation, improved performance due to the presence of others, is 

believed to be due to a fear of evaluation as well as others' presence. 

 

Social interference (also referred to as social loafing) is decreased performance when working 

in a group. Robert Zajonc found that social facilitation occurs more frequently if a task is simple 

or well learned and social interference when a task is complex or unpracticed. 

 

Group polarization is a process whereby an individual's preexisting attitudes are strengthened 

as a consequence of group discussion that supports those attitudes. One explanation of the 

phenomenon is that in a group individual responsibility becomes diffused because an individual 

cannot be held responsible for the group's decisions. 

 

Groupthink is the phenomenon of group members supporting one another and seeking 

agreement and group cohesiveness rather than realistically appraising alternatives. Because the 

practice discourages disagreement, unpopular but important information may be ignored in such 

a group's decision making. 

 

Test your learning: 

 

1. Define, what is a group in social psychology? 

2. What are perspectives of studying an individual in social psychology? 

3. What are the consequences of belonging to a group for an individual?  

4. How, why and when do we  join a social group? 

5. How, why and when do we  leave a social group?  

6. What are the benefits of joining a group for us?  

7. What are the effects of the presence of others on our behavior? 
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8. How can we perform a task in the presence of others? 

9. How can people behave in crowds?  

10. What is the nature of social loafing? 

11. Why do we  let others doing the work?   

12. How to coordinate people  in groups? 

13. What are the reasons of  cooperation and  conflict in groups?  

14. What are the nature and effects of perceived fairness in groups?  

15. Describe decision making by groups. How it occurs and difficulties it faces. 
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LECTURE 15.  

APPLYING PRINCIPLES OF SOCIAL PSYCHOLOGY TO JOBS. 

Outline of the lecture 

1. Social psychology: applying its principles to job places. 

2. Social psychology and the legal system.  

3. Social psychology and health.  

4. Social psychology and the world of work. 

 

 

Applied social psychology combines the science of social psychology with the practical 

application of solving social problems that exist in the real world. This lecture provides a 

thorough explanation of how social psychologists can contribute to the understanding and 

management of different social problems. A highly prestigious team of contributors illustrate 

how social psychological theories, research methods and intervention techniques can be 

successfully applied to social problems encountered in the fields of physical and mental health, 

integration and immigration issues, gender issues, organizational issues, economic behaviour, 

political behaviour, environmental behavior and education. Each field studied features an 

overview of important problems, the role of human behaviour in these problems, the factors 

influencing relevant behaviour, and effective ways to change this behaviour. This is an essential 

text for all undergraduate and graduate students studying applied social psychology.  

There are so many ways in which Social Psychology principles can be put to such practical use 

that we possibly examine all of them here. First of al we w‘ll focus on applications of Social 

Psychology in the world of of work, organizational behavior. 

Organizational behavior (OB) is the study of human behavior in organizational settings, how 

human behavior interacts with the organization, and the organization itself. Although we can 

focus on any one of these three areas independently, we must remember that all three are 

ultimately connected and necessary for a comprehensive understanding of organizational 

behavior. For example, we can study individual behavior (such as the behavior of a company‘s 

CEO or of one of its employees) without explicitly considering the organization. But because the 

organization influences and is influenced by the individual, we cannot fully understand the 

individual‘s behavior without knowing something about the organization. Similarly, we can 

study an organization without focusing specifically on each individual within it. But again, we 

are looking at only one piece of the puzzle. Eventually, we must consider the other pieces to 

understand the whole. 

Each individual brings to an organization a unique set of personal characteristics, experiences 

from other organizations, and personal background. Therefore, organizational behavior must 

look at the unique perspective that each individual brings to the work setting. For example, 
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suppose that Texas Instruments hires a consultant to investigate employee turnover. As a starting 

point, the consultant might analyze the types of people the firm usually hires. The goal of this 

analysis would be to learn as much as possible about the nature of the company‘s workforce 

from the standpoint of the individual—their expectations, their personal goals, and so forth. 

But individuals do not work in isolation. They come in contact with other people and with the 

organization in a variety of ways. Points of contact include managers, coworkers, the formal 

policies and procedures of the organization, and various changes implemented by the 

organization. Over time, the individual changes as a function of both personal experiences and 

maturity and of work experiences with the organization. The organization, in turn, is affected by 

the presence and eventual absence of the individual. Clearly, then, the study of organizational 

behavior must consider the ways in which the individual and the organization interact. Thus, the 

consultant studying turnover at Texas Instruments might choose to look at the orientation 

procedures for newcomers to the organization. The goal of this phase of the study would be to 

understand some of the dynamics of how incoming individuals interact within the broader 

organizational context. 

An organization, of course, exists before a particular person joins it and continues to exist long 

after he or she has left. Therefore, the organization itself represents a crucial perspective from 

which to view organizational behavior. For instance, the consultant studying turnover would also 

need to study the structure and culture of Texas Instruments. An understanding of factors such as 

the performance evaluation and reward systems, the decision-making and communication 

patterns, and the design of the firm itself can provide additional insight into why some people 

decide to stay while others elect to leave. 

Clearly, the field of organizational behavior can be both exciting and complex. Myriad variables 

and concepts impact the interactions described, and together these factors can greatly  complicate 

a manager‘s ability to understand, appreciate, and manage others in an organization. However, 

they can also provide unique opportunities to enhance personal and organizational effectiveness. 

 

Bringing out Psychological Products 
A critical issue is the understanding of how psychological products are generated to fill a gap in 

applied and social settings.     

The first ingredient is ideas. While teaching or doing research, psychologists get used to pondering 

notions, conceptions, models, theoretical frameworks, ways of describing or explaining human 

cognition, emotion and action.   The outcome of such mental activity is a set of ideas revealing the 

inner relationships between events, actions or phenomena.   Society subsidizes the learning 

process of university graduates expecting they will become advanced experts who are full of ideas 

and know how to elaborate and refine the flow of ideas when they stimulate creative thinking. In 

one-way or another, the business of university students and graduates is the world of 

ideas.   However, this is not enough; it is essential to know how to shape and structure these ideas. 

The second ingredient is shaping. Ideas alone survive in the books and journals, dreaming until 

they wake-up on a bookshelf. Psychological ideas must take shape being transformed, organized, 

and structured to become an actual psychological product. Through the form, an idea becomes 

something and gets an identity.  Intelligence or projective tests, graphic rating scales, interview 

schemes, individual or group exercises, protocols, the syllabus and goals of a seminar, the report 

to the client, the scientific paper, all are tangible and psychological products. Each has a distinct 

form, a structure, a layout, a procedure, a cost. The output is an applied and social technology. 

This is the origin of expressions such as "Psychotechnics" and "Psychotechnology".   The artificer 

works out together several ideas in a long chain of decisions, some related to Psychology and 

some to the commercial side of the final product (Prieto & Martinez Arias, 1997).  A wrong 

decision in the process of shaping up the set of interrelated ideas underlying any psychological 
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product may ruin its availability or acceptance. An idea without a given form is only a ghost. 

Quite often the process of developing and shaping ideas remains under the control of professors, 

not of students, in the campus. The psychotechnological approach is an unresolved matter that 

young graduates learn to handle through a period of supervised practice or through trial and error. 

Currently the syllabus, in the campus, is on Psychology, not on Psycho-technology!        

The third ingredient is the existence of an actual demand. Successful applications of psychological 

knowledge are backed by the societal demand; such a good or service must improve the quality of 

life of individuals, groups or organizations. Applied Social Psychology fails when there is the 

social perception that the product supplied might be nice, interesting, innovative but irrelevant for 

the wellbeing of the targeted audience. If the goods or service launched obtains the support of 

grateful or responsive customers it rises to the occasion and the program is welcome. The 

immediate consequence is jobs, in the public or the private sector. It is the touch of the master. 

 

Applied Social Psychology: A Worsted Fabric       

To understand the section it is helpful to remember the typical figures produced and disseminated 

by Gestalt psychology: some people see the old lady, for instance, and others see the young 

woman. The concept underlines the perceptual dichotomy of the original figure: each vision is 

meaningful but only when viewed separately. However, the concept also stresses the perceptual 

polarity in the image: each vision is ephemerally true but requires the evanescent presence of the 

complementary image. Both have an actual but chimerical appearance. The understanding 

becomes, just, a matter of discernment and perspicacity; the perception is in the eye of the 

beholder. The four-dimensional reality cannot be captured with impunity. 

Goods and services created by the applied social psychologist nourish the coexistence of Janus-

faced profiles. This is not a matter of dichotomy (two mutually exclusive pairs), but of polarity (a 

Janus cloth, that is, a worsted fabric, each side of which has a different color). Applied Social 

Psychology pursues also the logic of paradoxes. 

 

Applied Social Psychology: Making a Long Story Short 

The list of subspecialties that may be placed within the umbrella of Applied Social Psychology is 

quite long and continues to grow. The terminology used has changed at different phases of the 

history of each subspecialty and, furthermore, from English to non-English language (see, for 

instance, the search engine located at  http://www.cop.es/database/ ).   There are some areas that 

warrant attention, especially since they have had a sufficient number of practitioners to become a 

division within the International Association of Applied Psychology (IAAP). Audience and 

membership is a non-intrusive measure of consolidation and soundness.  The IAAP is the oldest 

worldwide association of scholars and practitioners, identifying themselves as applied social 

psychologists, from 94 countries. Further details may be found at http://www.iaapsy.org/.  

These are the 14 divisions that are part of the IAAP: 1) Organizational Psychology; 2) 

Psychological Assessment and Evaluation); 3) Psychology and National Development; 4) 

Environmental Psychology; 5) Educational, Instructional and School Psychology; 6) Clinical and 

Community Psychology; 7) Applied Gerontology; 8) Health Psychology; 9) Economic 

Psychology; 10) Psychology and Law; 11) Political Psychology; 12) Sport Psychology; 13) 

Traffic and Transportation Psychology; 14) Applied Cognitive Psychology. 

 

Psychology and National Development 

There appears to be a direct overlap between the strengthening of affluent societies and the 

strengthening of Applied Social Psychology as a scientific and technological field of research 

and expertise.  In fact, the large majority of professional projects and programs in Applied Social 

Psychology may be categorized within the service sector of the economy.  A majority of long 

http://www.cop.es/database/
http://www.iaapsy.org/


 85 

term research and action projects that have attained high visibility and an aura of respectability 

were subsidized by public funding in developed countries.  

It is not only a question of a lack of resources and job opportunities in developing 

countries.  During the 20
th

 century, dictatorships and theocratic governments imprisoned or 

forced into exile a large number of scholars and practitioners in Psychology, as it has been 

noteworthy the case in Spain, several Latin American, some Asian and Arab countries. There 

were also many cases of graduates in Psychology for whom it was more convenient staying 

abroad than coming back home because they were considered "persona non grata" by their field 

of expertise. Perhaps this is because many of the psychological findings appear to be laden with 

the politics of democratically, culturally or economically advanced settings.  

It is not clear that Applied Social Psychology only reflects a way of life in advance and open 

societies. The twenty-four International Congresses of Applied Psychology, held during the 

20
th

century, have provided an important forum to exchange working hypotheses, predictions, 

analyses among scholars and practitioners testing the same or quite similar models in countries 

with different kinds of economic or governmental structures (Adair & Kagitçibasi, 1995). The 

result has created an area of expertise in studying sensitive issues in developing countries such 

as: a) factors facilitating progress, b) individual and community development programs, c) the 

psycho-social role of institutions, d) psychosocial challenges in periods of transitions, e) 

transformation processes in post communist countries, f) ethnocentrism and Psychology, g) the 

role of women in democratization processes, h) the transfer of research information from 

developed to developing countries, i) psychotherapy and ethnic minorities, j) diversity values, 

mentalities and ideologies, k) psychological crises in refugees and war victims, l)human rights 

and democracy, and m) acculturation and adaptation. 

Cross-cultural Psychology and Psychology and National Development share many 

methodological techniques around the observation, study or comparison of specific 

psychological issues (Triandis, 1993). However there are important differences in the focus. 

Cross-Cultural Psychology is focused on the analysis of positive facts, on the comparison of 

patterns between persons or groups of different cultures or settings, and it tries to avoid 

alignments around political issues while acknowledging differences. Psychology and National 

Development is focused on the analysis of complex phenomena, on screening the latent causes of 

behavioral, cognitive, emotional or social patterns, and it welcomes the challenge of analyzing 

political conflicts and their impact on individuals and society. 

The focus of attention moved towards using Psychology to understand problems in daily living, 

unfairness and injustice affecting second class citizens, aboriginal people and impoverished 

masses, dilemmas, threats and vested interests obstructing or favoring societal progress, and 

personal growth or family well-being. Another example can be observed by analyzing the focus 

at the European Congresses of Psychology sponsored during the 1990‘s by the European 

Federation of Professional Psychologists Associations (EFPPA, http://www.efppa.org/ ).  Before 

the fall of the Berlin Wall, prevailed papers analyzing cross-cultural differences between Eastern 

and Western European countries; papers prevailed analyzing the consequences of political and 

economic transition from real socialism to capitalism or liberalism.  

There is a trap set to scholars trained in developed countries, when they return home. Many of 

them try to transfer what they have learned. Only a minority develops indigenous models and 

methods ready to deal with current challenges and problems requiring a sound psychological 

approach adjusted to the near surrounding (Kim & Berry, 1993).  Their contributions actually 

facilitate and impend progress in developing countries. Their ideas are shaped to attend the 

societal demands A good example is the contribution of Jyuji Misumi to the Japanese 

management technique. His research on group dynamics and small group processes was 

welcomed by many businesses and industries to increase production and quality. 

http://www.efppa.org/
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Community Psychology. 
The study of health issues can be approached either at the individual or at the community level, 

depending on the appropriate perspective. If health issues affect the individual and this is the 

main focus of assessment and intervention programs in the public and private health systems, 

then a reactive and curative outlook prevails in policy making. By contrast, a proactive and 

preventive outlook prevails in policy making if health issues affect the individual, family and the 

community and this is the main focus of assessment and intervention in the health system. It is 

also a matter of switching to a scientific or a technological way of understanding and 

approaching health issues and dilemmas.  

Since the mid 1960‘s, Community Psychologists have developed a large and diversified set of 

procedures and techniques to analyze, evaluate and intervene in complex and dynamic processes 

favoring or obstructing the quality of life and the well-being of groups and individuals in a given 

community (COP, 1998). There are several purposes to this subspecialty: a) increasing the 

awareness of the people involved, b) training them in those skills, strategies and competencies 

that are helpful when they analyze delicate social realities or when they try to find adequate 

solutions, c) predicting and reducing the probability of high risk situations for some members of 

the community, d) providing additional institutional and welfare support where 

needed.  Community psychologists attempt to prevent problems from occurring in the first place 

or where they have appeared, lowering the risk of their negative impact on individuals, families 

and community groups. 

Community psychologists intervene with community members, caregivers, individuals and 

families of large groups of people in distress such as: a) minors requiring an analysis of sensitive 

circumstances and a support to overcome severe weaknesses or conflicts in the family, launching 

programs of adoption, family and foster care; b) aging men and women and their caregivers 

needing to make the decision whether to live alone or with partial or complete assistance in 

geriatric units; c) people evidencing challenges from disabilities or deficiencies needing 

psychological training to deal with daily life as well as occupational issues and designing 

programs to promote the acceptance and the integration of these persons in the school, the 

workplace, the community; d) women requiring special aid programs to guarantee the fulfilment 

of their human, civil or social rights; e) young men and women in transition from the educational 

to the occupational setting, needing orientation and guidance to deal with sensitive issues such as 

crime-prevention, school-failure, drug-addiction, sexual life, suicide, healthy attitudes and 

behavioural patterns; f) ethnic minorities, immigrants and refugees requiring programs to deal 

with the psychological consequences of their exclusion from a given community and their 

integration in that or in another community; g) drug-addicts, granting them ambulatory care as 

well as hospitalization, assessing their progress in the process of recovery, supplying support and 

training to their relatives. 

Community psychologists use methods  such as group counseling, group problem-solving, 

family counseling and therapy, transaction and mediation as well as arbitration, surveys and 

inventories, discussion groups, the Delphi technique, behavior mapping, cognitive rehearsal, 

successive approximations and the like. The kind of functions they perform in the organizations 

where they are employed may identify them as consultants, advocates, change agents, 

supervisors of programs, facilitators of community enhancement processes, program managers 

and evaluators, designers of training and development projects or even epidemiologists. There 

are major differences among countries and governments concerning the acceptance, support and 

feasibility of Community Psychology plans, actions and involvement. 

Democratic societies, where policy makers highlight mainly civil rights, pay less attention and 

financial support to these programs than those where policy makers endorse formally both civil 
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and social rights. Theocratic societies sanction such programs under the heading of charity and 

beneficence or allocating them to charitable institutions.  

An updated overview of this discipline by subjects as well as by countries has been edited by 

Martín-González (1998). Communist societies have considered these kinds of programs rather 

irrelevant, usually making a passing reference within broader and generic schemes of policy-

making in the country. 

  

Economic Psychology 
The expression "Economic Psychology" can be traced back to 1901, because it was the title of 

the course taught by G. Tarde at the University of Paris and published the next year. The 

expression "The Psychology of Advertising" was the title of an article published in 1900, by H. 

Gale, from the University of Minnesota. W. D. Scott was the first psychologist, specialized in 

advertising psychology, employed by a publishing firm also in 1901. In the 1920s, J.B. Watson 

(1878-1958), founder of Behaviorism, was hired by a cosmetic firm to work in the area of 

advertising and marketing research once he was forced to abandon the direction of his laboratory 

at the Johns Hopkins University because of the aftermath of a love affair.  It is clear that this has 

been one of the pioneering fields in Applied Social Psychology switching to a scientific or a 

technological frame of reference. In 1981, the Journal of Economic Psychology was launched, 

becoming the main fore. 

At present "Economic Psychology", "Consumer Psychology", "Business Psychology", 

"Marketing Psychology" are viewed as different titles identifying a sphere of research and 

intervention within the realm of the acquisition, management and distribution of wealth. The 

focus of analysis is the economic behavior, studying its antecedents and forecasting its 

consequences (Van Raaj, 1999). Another perspective heightens "Economic Psychology" as the 

broad trade name for Applied Social Psychology because it fixes the comprehensive framework. 

The "homo economicus" is the subject who borrows, buys, earns, donates, exchanges, gambles, 

invests, lends, saves, spends, transacts and works. Under this premise, Economic Psychology 

would be considered the main stem and each discipline a branch focused on a specific range of 

inputs and outputs in real life issues and dilemmas affecting human cognition, emotion and 

behavior. 

However, Economic Psychology is just used as the label for a specific discipline. It studies how 

people are influenced by the economy and what psychological processes are involved in the 

economic behavior of people when they make decisions looking for a better quality of life and an 

increased well-being. The psychologists practicing in this field analyze and follow up a) beliefs, 

values, preferences, attitudes, choices, plans, purposes, factors underlying the economic behavior 

of citizens, producers and consumers; b) the consequence of foresight, decisions, pressures, 

oscillations and legislation influencing or shaping the economic behavior of citizens, producers 

and consumers; c) the inducement and satisfaction of economic needs and goals among 

producers, citizens and consumers. 

The main areas of psychological research and action in this discipline can be organized in three 

categories: 

   The analysis of individual as well as family members‘ behavior in the role of consumers. 

The main subjects are the study of psychological factors and processes underlying the choice of 

goods and services, the loyalty to brand names and trademarks, the usefulness of the information 

and its understandability, complaints and reputation damage, suitable and satisfactory purchases, 

savings and investments, borrowing and over-indebtedness via credit cards, risks and mortgage, 

insurance policies, testaments and beneficiaries.   

   The analysis of entrepreneurial initiatives, strategies and action to introduce, maintain or 

increase the presence of goods and services produced in the national or the international market. 
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Some of the main subjects approached are sales strategies, advertising campaigns, investments 

plans, returns and refunds, price control, start-up competency profiles, decision making inside 

and outside the firm. 

   The analysis of the economic behavior and attitudes of citizens concerning payment and 

evasion of taxes, periods of inflation or depression, reaction to economic measures or norms, 

unemployment subsidies, use of social funds, corruption and public funds squandering, 

compulsive gambling.   

There is a bias towards psychological studies focused on the micro-economic level, which 

permits keeping a certain distance from studies at the macro-economic level, preferred by 

sociologists and economists. 

Economic Psychologists use experimental designs such as single and double blind to test specific 

attributes or perceptual aspects of a product as well as trademark loyalty. Experimental designs 

are also used to ascertain price discrimination among similar goods of different sizes, to fix the 

typography and colors used or to maintain a balance between fashion and ergonomics in the 

design.  The impact of an advertising campaign may be contrasted through pre-test and post-test 

designs. Sales force allocation schemes also have been validated experimentally. Survey 

researchers use cross-sectional studies to compare, for instance, potential customers contacted by 

phone, by mail or face to face in the street, or to compare different modalities of items or of 

wording. In a similar vein, survey researchers also use longitudinal studies of a panel of 

consumers or retailers‘ meetings.   Observational methods are also used to record consumer 

behaviors like in a shopping center by using video-cameras, creating artificially hot and cold 

points of sale, or measuring the after effects of a promotion in several shops. Pseudo-sales are 

used to test the effectiveness of training programs among vendors, to identify regular customers, 

or test the adequacy of customer service department. There is a technique known as "dustbin 

check" that contrasts items marked by customers in a survey and what is found in the garbage 

can.    

Economic psychologists use various techniques such as questionnaires, surveys, behavior 

ratings, semantic differentials, the contents of shopping carts, and word building tests to gather 

and analyze quantitative data. But they also use interviews, group discussions, behavior records, 

projective techniques, shopping lists, word association tests, protocols, and agendas to gather and 

analyze qualitative data. Sophisticated electronic tools, such as cookies and bootstrap tracers, 

have been developed to continue gathering data on consumer behavior online via the Internet. 

Economic psychologists are often employed to fulfill several functions such as managers and 

consultants in the area of consumer analysis and marketing, in the role of program designers, 

researchers, program evaluators, developers of products and strategies, and advisors assessing 

needs and addiction patterns. Antonides, van Raaij and  Maital (1997) summarize the state of the 

art of the discipline and describe new advances and challenges in a large number of sectors.    

 

Political Psychology 
"Political Psychology and Social Defense" was the title of the book published in 1910, in France, 

by G. Le Bon who supported the idea that the core issue of study in Political Psychology is the 

knowledge of how to govern people. Le Bon believed that the masterpiece and essential textbook 

for the discipline was Nicolo B. Machiavelli‘s, "The Prince" published in 1532. In a similar vein, 

G.Wallas published in the UK in 1914 a book entitled "The Great Society: A Psychological 

Analysis". In the U.S., H.D. Lasswell, is considered the father of Political Psychology after the 

publication of his book on "Psychopathology and Politics" that had a strong influence from 

Psychoanalysis. 

There have been a large number of recurrent subjects described by researchers and practitioners, 

which concern the political functioning of individuals as well as groups. Cognitive theory, 
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psychoanalysis and learning provide the background for four out of five researches published in 

the main journal of the field, Political Psychology, launched in 1980  (Boehnke & Bar-Tal, 

1998).  

Shifts in public opinion, belief and value systems in a country or its evolution during periods of 

political transition have become classic. The analysis of political discourse, propaganda and 

affiliation also has had a huge impact since latent ideologies and manipulation strategies have 

been used. There has been continuity in analyzing the influence of mass media in short-term 

opinions and attitudes, in long-term cognitive effects, and in beliefs and representation 

schema.  The study of leadership and participation issues concerning motivation, power and 

influence, identification, self-esteem, and decision-making has been frequently examined. Within 

the context of Industrial Democracy, for instance, some of the leadership and participation 

studies in work settings contributed to the dialogue between Eastern and Western European 

countries (Wilpert, Kudat & Özkan, 1978) and some of them continue doing research on the 

psychological aspects present in the transition from "real socialism". 

Studying the normal and abnormal personalities of political figures has been another target, 

paying some attention to the emotional catharsis generated in the general public by details of 

their private lives, for instance a wedding, a scandalous love affair or a sudden death. The 

socialization process of making political choices, electoral preferences and voting behavior has 

been a favorite topic to study, too. 

The issue of corruption in the government has been studied by psychologists as a situational 

phenomenon, usually looking at the behavior as a set of factors and circumstances favoring 

dishonesty and outlaws in sensitive affairs decided by top policy makers in both public or private 

institutions, but also in sensationalizing daily life affairs. The focus is on behaviors, situations, 

beliefs and values, and social perception of morally correct and corrupted conduct.  The situation 

may prove to be both a criminal event in the biography of a leading figure or party but also a 

psychosocial failure for the society itself causing them to give up hope.  

Issues such as ethnocentrism, racism, nationalism, separatism, terrorism, and the interplay 

between majorities and minorities have been also approached contributing to an in-depth 

understanding facilitating the planning of actions to peacemaking and peace building. 

Comparative studies on Puritanism, tolerance and privacy in Anglo and non-Anglo cultures, in 

democratic or theocratic societies, in rural and urban milieus have been examined.  The role and 

public image of governmental versus non-governmental agencies in dealing with aid programs 

addressed to refugees, war victims, and survivors of natural catastrophes is an increasing popular 

subject area here. Delinquency and right-wing extremism in advanced societies have drawn the 

attention under a preventive perspective. 

Methodologically, Political Psychologists make use of a large number of techniques such as 

surveys, experiments in the laboratory, outdoor quasi-experiments and field studies, simulations, 

games, interviews by phone, attitude scales, content analysis, case studies, psychoanalytical re-

interpretation of leading figures. They switch both to a scientific and a technological way of 

studying the political life, trends and events. 

A controversial subject is the issue of using psychobiographies of leaders, a genre launched by 

Sigmund Freud in 1910 with his study of Leonardo da Vinci. This was followed by a 

psychological analysis of Moses, and then, Eric Erikson published his analysis of Martin Luther 

as a young man in 1958. Since then, there have been many other retrospective and historical 

psychological studies of well-known public figures such as Hitler, Gandhi, and Robespierre, just 

to name a few.  Some of these psychoanalytical biographies on historical figures or 

psychopathological assessment of contemporary political leaders have become best-sellers, 

drawing public attention to the field, but this genre of psycho-biographies also has brought some 

strong discredit to the discipline within the scientific community (Jiménez-Burillo, 1996).  
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The "case study" technique has been used to recount notorious failures in politics, such as the 

Group-thinking syndrome in the Bahia de Cochinos crisis, and the irrelevance of highly reliable 

sources in the decline of the Shah Reza Pahlavi or in President Nixon's impeachment process. 

These were post-hoc studies with the purpose of learning through the analysis of mistakes. This 

genre has been welcomed and even gained reputation within the scientific community. 

  

Sport Psychology 
The first World Congress on Sport Psychology was held in Rome, in 1965, and this event was a 

milestone. Also, the International Society of Sport Psychology took off.  However, pioneering 

psychological research may be traced back to 1895 when tests of reaction time were used by 

G.W. Fitz to predict sport abilities and trainability. Studies on the influence of competitors' 

presence in the performance of cyclists or the influence of athletic activities in the character of 

children in reform school were performed between 1898 and 1900 in the US. Similar approaches 

were launched in Europe, where P. Jusserand published a book on the Psychology of Football in 

1901 and in 1913 Baron Pierre de Coubertin, father of the contemporary Olympic Games, 

published his first collection of essays on Sport Psychology.   

The subjects in the variety of psychological studies carried on are not only about the sportsmen 

and women (both professional and amateurs), but also coaches, referees, managers of clubs and 

sport federations, and audiences. Sport psychologists examine the past and present performance 

of individuals but also the past and present interactions that occur among stakeholders in sporting 

events and settings. 

The following areas of study have helped shape the field of Sport Psychology (COP, 1998): a) 

the role of psychological factors involved in the personal growth and peak performance of 

sportsmen and women as well as sportsmanship; b) the role of motivational factors and learning 

experiences in the interactions held between coaches and sportsmen and women as well as 

coaching effectiveness; c) the role of cognitive and sensorimotor factors influencing the 

interpretations and decisions made by referees; d) the role of organizational and management 

factors favoring or obstructing sport activities and interest; e) the role of the spectators and fans 

as facilitators or as troublemakers in stadiums, stressing the analysis of mobs and violence; f) the 

positive or negative psychological consequences of success, failures or injuries among men and 

women performing physical exercises or participating in sport activities as a hobby, as 

maintenance or as fitness during their life-span; g)the usefulness of sports and physical exercises 

as a therapeutic resource for people with certain disabilities or handicaps and in the clinical 

practice. 

The analysis of individual differences to identify the personal characteristics and cognitive styles 

of successful sportsmen and women took the lead in the discipline until the 1960‘s: the output 

was a list of traits and tests considered useful to assess and sponsor potential top performance 

athletes. In the 1970‘s the study of psychobiological factors prospered paying attention to bio-

electric potentials and biofeedback, chemical changes induced by psychological states, bio-

engineering procedures that may enhance the sport performance, as well as to the action of 

psychotropic drugs in doped-up athletes. In the 1980‘s the cognitive theory of learning stressed 

the importance of knowing and awareness to maximize sport performance and training. The 

output was a list of new constructs and original ways of perceiving, conceiving, judging and 

imagining sportive situations and events: cognitive maps, cognitive controls, cognitive 

mediations, cognitive needs, cognitive rehearsal, cognitive restructuring, cognitive schema and 

so on. In the early 1990‘s social learning theory, social-inquiry model, social-exchange theory, 

and social-comparison theory started to sway and dominate emphasizing the role of social 

influences and interactions, the role of reciprocity and expectations of reward, and the 

comparative worth of sport achievements. By the year 2000, great strides have been made 
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developing new psychological instruments specific to the sport and exercise environment, setting 

aside generic assessment instruments, not sensitive enough to the demands of sport. The use of 

virtual reality in implementing visualization and modeling training is another advanced 

technological innovation. 

The fall of the Berlin Wall brought an unexpected finding. For years it was considered that the 

high performance of athletes grown and trained inside the communist countries could be 

attributed to advance programs of psychological support developed ad hoc and in secrecy. This 

account was based on well know early findings of A. Puni and P. Rudik during the 1920‘s and 

the creation in 1930 of a Research Institute of Physical Education in Moscow.   There were very 

specific findings concerning individuals or teams that rarely were generalizable to other groups 

of athletes. The salient presence of Sport Psychologists in a large expedition of technical 

personnel appears to have been overestimated because if they did exist, they were conspicuous 

by their absence in other national expeditions of experts.      

Sport Psychologists use experimental designs in the laboratory to isolate psychobiological 

factors, cognitive processes and specific characteristics of peak performers. They also use field 

studies, surveys, games trainers‘ play, panel groups, and so on to observe and describe deeds and 

accomplishments in the gymnasium and the stadium.  They perform psychological assessment 

using questionnaires, tests, interviews, self-observation and self-report inventories, psycho-

physiological protocols, and reconstruction methods, combining scientific and technological 

backgrounds in procedures and tools. 

Sport Psychologists are employed by clubs, federations or institutes to perform several functions 

and responsibilities. They know how to optimize competence and performance among sportsmen 

and women. They assess them, design treatment compatible with training protocols, do research, 

give expertise to coaches and other staff, and assist the athletes when dealing with the mass 

media and when adjusting timetables and agendas during long term training periods. 

Psychological expertise may also facilitate the transition of athletes from the challenges and 

pressures of peak performance to those of a normal life, which is a quite delicate period if they 

have been involved in the front line of gold medals and awards.  Models and methods used in 

Industrial and Organizational Psychology are also used to understand sport organizations and the 

managerial role of coaches. 

Sport Psychologists also know how to assist children and teenagers in the process of becoming 

involved in sports as play. They take advantage of psychological knowledge in the area of human 

learning, motivation, and satisfaction. They assess relatives, coaches, physiotherapists and other 

technical staff, and policy makers paying special attention to transitory disabilities or permanent 

handicaps. In a similar vein they may advice people to participate in sport activities in their 

leisure time to help overcome drug-addiction, alcoholism, depression, anxiety or stress, sleep 

disorders, obesity, and a sedentary lifestyle to adopt maintenance, fitness or rehabilitation. The 

contribution of Sport Psychologists has been also welcome in the design of campaigns promoting 

sport activities in the community and in re-designing indoor and out-door space used by sports 

enthusiasts taking into consideration age differences, handicaps and disabilities.  A conventional 

activity is the organization and development of training programs and seminars addressed to the 

stakeholders of the sport activities 

The Achilles heel of Sport Psychology may be the visibility in the mass media.  Journalists tend 

to oversimplify when trying to understand what happens in the arena when an athlete succeeds or 

fails. Quite often interviewees have psychological references on the tip of their tongues and the 

result is that the expertise of the Sport Psychologist may be heightened or obscured categorically, 

without nuances.   An updated source for further reading is the book edited by Cruz-Feliu (1997). 
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Traffic and Transport Psychology 
L.M. Patrizi, an Italian occupational physician, who stressed the importance of testing the 

persistence of attention, launched the interest in the psychological assessment of tramway and 

automobile drivers for the first time in 1900. The first regulation of automobile traffic, enacted in 

Germany in 1910 included several sensorimotor and character traits that were to be examined in 

order to obtain a driver‘s license. By 1915 the American Association for Labor Legislation 

invited H. Munsterberg to design a procedure to assess the ‗mental disposition and psychic tone‘ 

of tramway drivers. The conclusions and findings attained at the end of the 2nd International 

Congress on Psychotechnics held in Barcelona in 1921 were included in the traffic rules enacted 

by the Major of Barcelona a few months afterwards. This resulted in every tramway and taxi 

driver having to pass several psychological tests. Probably this was the first time that 

psychological findings were adopted immediately into a rule promulgated by local authorities. 

There are two ways of seeking information in this discipline: the prevention of accidents or the 

effectiveness of driving performance. These must be understood as complementary expressions 

of the contributions expected from psychologists involved in this area. Both are two sides of the 

same coin.  The more conventional approach has been the compulsory psychological testing of 

professional drivers who are recidivists in traffic accidents. Spain seems to be the only country 

where psychological testing is obligatory to obtain or renew the drivers‘ license.  More advanced 

approaches in preventing traffic accidents have included their analysis using the study of biases 

induced by reporting procedures, ways of optimizing the reconstruction of events and the 

understanding of how witnesses or victims account and recall what happened, and the 

improvement of emergency care assistance and rehabilitation programs addressed to the victims 

and survivors.  

In a similar vein, the influence of drowsiness, fatigue, emotional states and other reactions 

including alcohol or tobacco consumption, drug-addiction, and prescribed drugs on traffic safety 

have been also studied.  New technologies introduced on the road and streets, the design and 

redesign of infrastructures, the ergonomic design of vehicles, the adequacy of sign-posting and 

lighting have been also studied taking into consideration vision and human perception, motor 

reactions and decision-making while driving.  

Psychological models have been examined and used to improve programs of educational safety 

among children and teenagers that deal with their behavior as passengers, pedestrians or bikers. 

Advertising campaigns concerning safety in the road and the street have been analyzed and 

improved through the use of psychological hints and contributions. 

Traffic Psychologists are employed by driver assessment centers, clinics devoted to the recovery 

of accident victims, driving schools, training centers for professional drivers, insurance 

companies, railway and bus companies, governmental agencies and traffic research centers. 

Some psychologists have designed workshops to deal with fear of flying which have obtained the 

financial support of airlines. High-speed trains have also used the contribution of psychologists 

to assess cognitive and behavioral patterns detected among engineer drivers when facing an 

absence of stimulation in highly automated trains. An overview of how this field has been 

developing during the last decade is summarized in the book edited by Montoro-Gonzalez et alii 

(1995). This is a field where the technological and short term perspective prevails over a long 

term and scientific strategy. 

Test your learning: 

 

1. Describe briefly how can principles of social psychology be applied in everyday life. 

2. Can social psychology findings be applied to the legal system?  

3. When is social psychology research applied to health care?.  

4. Is  it effective to apply social psychology conclusions to the world of work? 
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5. Prepare at list one example when you have experienced such applications.  

 

Required  Readings: 

1. Aronson, E., Wilson, T. D., & Akert, R. M. (2010). Social Psychology (7th ed.). Upper 

Saddle River, NJ: Prentice Hall.  1007 pp.: ill. 

2. Baron, R. A., Branscombe, N. R., & Byrne, D. (2009). Social Psychology (12th ed.). Boston, 

MA: Pearson/Allyn and Bacon. - 864 pp 

3. Baumeister, R. F., & Bushman, B. J. (2010). Social Psychology and Human Nature (2nd 

ed.). Belmont, CA: Thomson/Wadsworth. - 765 pp. 

4. Kenrick, D. T., Neuberg, S. L., & Cialdini, R. B. (2010). Social Psychology: Goals in 

Interaction (5th ed.). Boston: Allyn and Bacon. - 416 pp. 

5. Miller, D. (2006). An Invitation to Social Psychology: Censoring and Expressing the Self. 

Belmont, CA: Wadsworth. – 540 pp. 

6. Myers, D. G. (2009). Exploring Social Psychology (5th ed.). New York: McGraw-Hill. – 

560 pp. 

7. Buunk, B. P., & Van Vugt, M. (2007). Applying Social Psychology: From Problems to 

Solutions. Thousand Oaks, CA: Sage Publications. – 1328 pp. 

8. Smith, P. B., Bond, M. H., Kagitcibasi, C. (2006). Understanding Social Psychology Across 

Cultures: Living and Working in a Changing World. London: Sage Publications. – 750 pp. 

9. Ruscher, J. B., & Hammer, E. Y. (Eds.). (2009). Current Directions in Social 

Psychology (2nd ed.). Upper Saddle River, NJ: Pearson/Prentice Hall. – 810 pp. 

10. Burke, P. J. (Ed.). (2006). Contemporary Social Psychological Theories. Stanford, CA: 

Stanford University Press. – 974 pp. 

 

Additional  Readings: 

1. Baron, R. A., Byrne, D., & Branscombe, N. R. (2007). Mastering Social Psychology. 

Boston, MA: Pearson/Allyn and Bacon. – 220 pp. 

2. Breckler, S. J., Olson, J., & Wiggons, E. (2006). Social Psychology Alive. Belmont, CA: 

Thomson/Wadsworth. - 478 pp. 

3. Schneider, F. W., Gruman, J., & Coutts, L. M. (Eds.). (2005). Applied Social Psychology: 

Understanding and Addressing Social and Practical Problems. London: Sage Publications. - 

362pp. 

4. Brislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, CA: 

Wadsworth Publishing. – 640 pp. 

5. Lonner, W. J., & Malpass, R. S. (Eds.). (1994). Psychology and Culture. Boston: Allyn and 

Bacon. – 590 pp. 

6. Aronson, E. (Ed.). (2008). Readings About the Social Animal (10th ed.). New York: Worth 

Publishers. – 1030 pp. 

7. Kruglanski, A. W., & Higgins, E. T. (Eds.). (2007). Social Psychology: Handbook of Basic 

Principles (2nd ed.). New York: Guilford Press. – 910 pp. 

8. Manstead, A. S. R., & Hewstone, M. (1995). The Blackwell Encyclopedia of Social 

Psychology. Oxford: Blackwell. – 880 pp. 

9. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of Attitudes. 

Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

10. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 
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http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
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http://www.amazon.com/exec/obidos/ASIN/0804753474/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205495893/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0534578349/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/B002T8O0OI/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205148999/understandi0d-20
http://www.amazon.com/exec/obidos/asin/1429206179/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
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 94 

 http://directory.google.com/Top/Regional/Europe/United Kingdom/Business and 
Economy/Human_Resources/Psychometric_Profiling 

 http://www.psychtesting.org.uk 

     http://www.allacademic.com      

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.allacademic.com/


 95 

LISTING OF ASSIGNMENTS ASSOCIATED WITH THE COURSE 

 

SEMINAR ASSIGNMENTS AND GUIDELINES  

 

Session 1. WHAT IS SOCIAL PSYCHOLOGY?  SOME PERSPECTIVES ON  SOCIAL  

PSYCHOLOGY.  

Outline of the session:  

1. Social Psychology:  The science of the social side of life.  

2. Social Psychology: it‘s cutting edge.  

3. How Social Psychologists answer the fascinating questions they raise: research as the route 

to increased knowledge.  

 

Assignments and Guidelines: Read the handouts and notes. Discuss what you have learned from 

your reading materials  and how it has changed your views on social psychology.  

 

Required  Readings: 1 [5-30], 2 [5-41], 5 [7-35] 

Additional Readings: 1 [4-41], 2 [3-17], 4 [21-48], 6 [64-78] 

 

 

Session 2.  SOCIAL COGNITION:  HOW WE THINK ABOUT THE SOCIAL WORLD. 

Outline of the session:  

1. Social cognition: how we think about the social world.  

2. Heuristics: how we reduce our effort in social cognition.  

3. Potential sources of error in social cognition: why total rationality is rarer than you  think. 

 

Assignments and Guidelines: Compare and contrast the following: social learning theory, the 

cognitive perspective,  and operant behaviorism. What are the central propositions or key concepts 

of each theory? What, in your opinion, are each theory's major strengths and weaknesses?  

 

Required  Readings: 2 [5-30], 4 [5-41], 5 [7-35] 

Additional Readings: 1 [4-41], 2 [15-77], 3 [27-68], 5 [84-98] 

 

Session 3.  SOCIAL PERCEPTION: PERCEIVING AND UNDERSTANDING  OTHERS. 

Outline of the session:  

1. Social perception: perceiving and understanding others.  

2. Attribution: understanding the causes of others‘ behavior.  

 

Assignments and Guidelines: The literature on attribution processes identifies a number of "biases" 

in the processes by which we perceive other persons.  

1) How do these biases influence the impressions we form of others as we interact with them?  

2) What are some possible explanations for the existence of these biases?  

 

Required  Readings: 1 [5-30], 2 [5-41], 3 [7-35] 

Additional Readings: 1 [4-41], 2 [3-17], 3 [21-48], 4 [64-78] 

 

Session 4. THE SELF: ANSWERING THE QUESTION ―WHO AM I‖?  

   WHAT IS MY SELF IDENTITY? 



 96 

 

Outline of the session:  

1. The Self: Answering the question ―Who am I‖?  

2. Self-knowledge: how do we know who we are?  

3. Self-esteem: attitudes toward ourselves.  

4. The self as target of prejudice.  

 

Assignments and Guidelines: Bem's Self-Perception Theory is often viewed as representing the 

strongest challenge to Dissonance theory.  

 

 

Required  Readings: 1 [5-30], 2 [5-41], 3 [7-35] 

Additional Readings: 1 [4-41], 2 [3-17], 3 [21-48], 4 [64-78] 

 

Session 5. HUMAN DEVELOPMENT.  INFLUENCES ON DEVELOPMENT. 

Outline of the session:  

1. The study of human development.  

2. The ecology of human development.  

3. Research designs  and methods.  

4. Theoretical approaches in the study of development. 

 

Assignments and Guidelines: The students presenting have the option of deciding on 

additional/alternative readings and questions. It does have clear ties to many of the other topics 

discussed in this course. The presenters have the option of going into a more general discussion of 

socialization if they think it is useful (or don't have enough material to fill the class otherwise). 

 

Required  Readings: 1 [25-130], 2 , 3 [57-278] 

Additional Readings: 1 [4-41], 2 [26-138], 3 [85-300], 4 [97-329] 

 

Session 6. EARLY SOCIALIZATION AND ATTACHMENT. 

Outline of the session:  

1. Developing social relationships.  

2. Attachment, separation and deprivation.  

 

Assignments and Guidelines: Human beings often speculate as to the causes of other's behavior. 

1. What are some of the social and individual consequences of the types of attributions we make? 

2. Discuss Kelley's Principle of Covariation (which Brown calls the Causal Calculus) and 

Seligman's Theory of Attributional Style.  

3. Explain how cognitive and motivational factors can cause us to be biased when making 

attributions. 

Required  Readings: 1 [25-130], 2 , 3 [57-278] 

Additional Readings: 1 [4-41], 2 [26-138], 3 [85-300], 4 [97-329] 

 

 

Session  7.   ADOLESCENCE AND ADULTHOOD. 

Outline of the session:  

1. Adolescence.  

2. Yong adulthood.  

3. Late adulthood. 



 97 

 

Assignments and Guidelines: Stanley Milgram has said that "the most fundamental lesson of our 

study is that ordinary people, simply doing their jobs, and without any particular hostility on their 

part, can become agents in a terrible destructive process. You will then want to speculate about how 

the circumstances of the time or situation made possible the atrocities you are discussing. (NOTE: 

You can substitute other incidents from history if you prefer - for example, the Stalinist purges, etc.) 

 

Required  Readings: 1 [25-130], 2 , 3 [57-278] 

Additional Readings: 1 [4-41], 2 [26-138], 3 [85-300], 4 [97-329] 

 

Session 8.  ATTITUDES. EVALUATING AND RESPONDING TO SOCIAL WORLD. 

Outline of the session:  

1. Attitudes.  

2. Attitude formation: how attitudes develop.  

3. How attitudes do guide behavior?  

4. Resisting persuasion attempts.  

 

Assignments and Guidelines: Dissonance theory has been extremely important in shaping the field 

of social psychology. Give an example of how you might use the theory to persuade a friend to 

agree with your opinion of a political candidate. 

 

Required  Readings: 1 [5-30], 2 [5-41], 3 [7-35] 

Additional Readings: 1 [4-41], 2 [3-17], 3 [21-48], 4 [64-78] 

 

Session 9.  STEREOTYPING, PREJUDICE, AND DISCRIMINATION. 

Outline of the session:  

1. Stereotyping, prejudice, and discrimination: the causes, effects, and cures.  

2. The nature and origins of stereotyping.  

3. Why prejudice is not inevitable: techniques for countering its effects. 

 

Assignments and Guidelines: Prejudice has traditionally been assumed to be the product of some 

form of malice, brought about by social or emotional forces. Once stereotypes and prejudices are 

formed, how do they come to be self-perpetuating? 

 

Required  Readings: 1, 2 [25-165], 3 [38-99] 

Additional Readings: 1 [14-56], 2 [17-86], 3, 4 [35-77] 

 

Session 10. INTERPERSONAL ATTRACTION AND CLOSE RELATIONSHIPS. 

Outline of the session:  

1. Interpersonal attraction and close relationships. 

2. External determinants of attraction: proximity and others‘ observable characteristics.  

3. Close relationships: family and  friends.  

4. Marriage: Happily ever after – or not? 

 

Assignments and Guidelines: The students presenting will decide what the discussion questions 

are, if any. They may also opt to assign additional readings. This is a very big topic, so the 

presenters may wish to zero in on a specific area, e.g theories of interpersonal attraction, 

determinants of interpersonal attraction, effect of personality vs. situational variables on 

interpersonal attraction, types of interpersonal attraction (heterosexual,  platonic, etc.) 
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Required  Readings: 1, 2 [25-165], 3 [38-99] 

Additional Readings: 1 [4-41], 2 [26-138], 3 [85-300], 4 [97-329] 

 

 

Session 11.  SOCIAL INFLUENCE: CHANGING OTHERS’ BEHAVIOR. 

Outline of the session:  

1. Social influence: changing others‘ behavior.  

2. Compliance: to ask – sometimes – is to receive.  

3. Obedience to authority: would you harm an innocent stranger if ordered to do so?  

 

Assignments and Guidelines:  
Case: Next semester, Notre Dame will co-sponsor Christmas in April. This one-day project will use 

volunteers to fix up the homes of the disadvantaged and elderly living in neighborhoods near the 

campus. Notre Dame is searching for ways to persuade students to participate in this project. 

Naturally, the administration has come to you, to get the benefit of your expert advice. 

Choose one of the following theories, and explain its major propositions. 

A) Cognitive dissonance 

B) Fishbein and Ajzen's Model of Reasoned Action 

C) Functionalist theory 

D) Heuristic processes 

 

 

Required  Readings: 1, 2 [25-165], 3 [38-99] 

Additional Readings: 1 [4-41], 2 [26-138], 3 [85-300], 4 [97-329] 

 

 

Session 12. PROSOCIAL BEHAVIOR: HELPING OTHERS. 

Outline of the session:  

1. Prosocial behavior: helping others.  

2. Responding to an emergency: will bystanders help?  

3. Long-term commitment to prosocial acts. 

 

Assignments and Guidelines: Compare and contrast two of these six perspectives on altruism and 

aggression: biological, cultural, personal, situational, affective, and cognitive. Be sure to note any 

major conflicts between the two perspectives, and how the perspectives account for both altruism 

and aggression. 

  

Required  Readings: 5 [25-165], 6 [38-99] 

Additional Readings: 1 [74-156], 5 [77-186], 6 [135-277] 

 

Session 13. AGGRESSION: ITS NATURE, CAUSES, AND CONTROL. 

Outline of the session:  

1. Aggresion: its nature, causes, and control.  

2. Causes of human aggression: social, cultural, personal, and situational.  

3. The prevention and control of aggression: some useful techniques. 

 

Assignments and Guidelines: Choose two theoretical perspectives on deviance that you feel 

sharply differ from each other. Then discuss the following: 
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1. What are the major propositions of the theories? 

2. Choose one deviant behavior from list 1 and one deviant behavior from list 2.  

Discuss how your two theories would account for the behaviors. Be sure to make it clear how your 

theories differ in their explanations, and why. 

List 1 List 2 

1. Drug addiction 1. Anti-military protests 

2. Wife-beating 2. Joining the Hare Krishnas 

3 Robbery 3. . Being on welfare when one is capable of working 

 

Required  Readings: 2 [25-165], 3 [38-99] 

Additional Readings: 1 [14-56], 2 [17-86],  4 [35-77] 

 

 

Session 14.  GROUPS AND INDIVIDUALS: THE CONSEQUENCES OF BELONGING. 

Outline of the session:  

1. Groups and individuals: the consequences of belonging.  

2. The benefits of joining: what groups do for us.  

3. Social loafing: letting others do the work.   

4. Perceived fairness in groups: its nature and effects.  

 

Assignments and Guidelines: Discuss how two of the following are related to group productivity, 

and why. Depending on your choices, you will probably want to include in your discussion some 

consideration of how group norms and the nature of the task affect the relationship between these 

variables and productivity. 

A) Leadership style 

B) Social loafing 

C) Group cohesiveness 

D) Group size 

Understanding how these decisions are made and how they can be improved is a major goal of this 

seminar.  

 

Required  Readings: 4 [25-165], 6 [38-99] 

Additional Readings: 1 [74-156], 5 [77-186], 6 [135-277] 

 

Session 15.  APPLYING PRINCIPLES OF SOCIAL PSYCHOLOGY TO LAW, HEALTH, 

AND BUSINESS  

Outline of the session:  

1. Social psychology: applying its principles to law, health, and business. 

2. Social psychology and health.  

 

Assignments and Guidelines: What makes for a "good leader‖ and ―good manager‖? Why will a 

leader succeed under one set of circumstances but fail under another? 

 

Required  Readings: 1[55-319], 5 [25-165], 7 [38-99] 

Additional Readings: 1 [14-56], 2 [17-86], 3, 4 [35-77] 
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COURSE ESSAY/WRITTEN/PRESENTATION ASSIGNMENTS WITH  

METHODOLOGICAL RECOMMENDATIONS 

 

Essay Quiz 1. Social structure and personality 

 

Most of us attribute diseases to biological rather than social factors. Explain how and why social and 

psychological factors can also affect our physical and mental well-being. Include in your discussion 

the ways in which at least three of the following are related to physical and/or mental health. 

1. Gains and losses of social support 

2. Loss of, or lack of, control in one's life 

3. Occupational roles 

4. Gender roles 

5. Marital roles 

 

 

Essay Quiz 2. Prejudice, stereotypes 

 

The manager of a school system wants to know what she can do to promote intercultural/interracial 

harmony. Using your knowledge of such areas as interpersonal attraction, prejudice, and intergroup 

conflict, explain to the manager what factors are likely to affect the formation and stability of 

intercultural/interracial friendships. Suggest some policies the schools could adopt that would 

increase the probability that intercultural/interracial friendships would form and that they would 

persist for a significant amount of time. In your discussion, you will want to make it clear what 

theoretical perspectives and research findings are influencing your answer. 

 

Presentation  Quiz 3.  Group decision making 

 

Choose some major controversy/"fiasco" (real or alleged) from the last 25 years (other than one of 

those discussed in the book Victims of Groupthink, i.e., the Bay of Pigs, Pearl Harbor, Korea, 

Vietnam, and Watergate). Drawing on your knowledge of group decision-making processes, discuss 

the following: 

1. How might "groupthink" account for the (real or alleged) mistakes that were made? That is, what 

symptoms of groupthink appeared to be present? Look for evidence of such things as group 

polarization, conformity pressures, self-censoring, mindguards, etc. 

2. How could groupthink have been prevented? That is, what are some changes that could have been 

made in the decision-making process that might have led to better results? 

 

Written Quiz 4. Conformity 

 

Research on conformity and obedience has produced some of the most shocking results in social 

psychology.  

1. How and why do normative and information influence affect conformity?  

2. What are three or four of the most important factors that have been found to increase or decrease 

conformity? 

 

Quiz Presentation 5.  Social influence and persuasion 
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University Administration  wants to set up a program to discourage social loafing among 

undergraduate students. Using your knowledge of social influence and persuasion, advise the 

administration on each of the following: 

1.  What characteristics should the sources of the message have? Why? What can be done to make 

the sources most effective? 

2.  What types of messages will be most effective? What kinds of messages should be avoided? Be 

sure to discuss the possible uses of fear and attribution strategies. 

When answering (1)  and/or  (2), you may find it helpful to discuss how the functions that social 

loafing  attitudes serve affect your choice of a persuasive strategy. 

 

 

Written Quiz 6. Your experiences of group decision-making 

 

Try to recall a time when you participated in a group that had to make a decision (for example, 

choose between alternative courses of action). Bring to mind as much as you can about what 

happened, then consider the following questions. If you can do so with someone else who was there, 

so much the better. 

1. How cohesive was the group, and what consequences do you think that had for (i) the way the 

group went about its task and (ii) how you felt about participating? 

 

Essay Quiz 7. Group Dynamics 

 

Relatively few interesting studies in the area of small group research have appeared in the scientific 

journals over the past several years. Discuss weaknesses of each perspective in terms of its utility for 

explaining-predicting the values, attitudes or behaviors of group members. What theoretical 

framework would you construct if you were conducting a study on peer influences in a small group? 

 

Essay Quiz 8. Synthesis questions 
 

These question synthesizes many of the topics we have discussed, or else go over additional material 

that a well-rounded social psychologist should be familiar with.  

All of us like to believe that we are in control of our own actions. However, social psychologists 

have often found that the attitudes, actions, and even the mere presence of other individuals can 

influence our behavior. Discuss how other individuals and/or social norms affect behavior in at least 

three of the following areas. You must choose one each from  (1), (2)b, and (3), but you are 

welcome to add additional areas if you want. 

1. attitude-behavior consistency or social influence and persuasion 

2. altruism and/or aggression or conformity or productivity 

3. crowd behavior or deviant behavior or prejudice 
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METHODOLOGICAL RECOMMENDATIONS FOR THE COURSE 

ESSAY/WRITTEN/PRESENTATION ASSIGNMENTS 

 Guidelines and criteria for the essay quiz: 

The Five-Paragraph Essay. Your essay quiz is some kind of an argumentative essay. It is a 

genre of writing that requires the student to investigate a topic, collect, generate, and 

evaluate evidence, and establish a position on the topic in a concise manner. 

Regardless of the amount or type of research involved, argumentative essays must establish a 

clear thesis and follow sound reasoning. 

The structure of the argumentative essay is held together by the following: 

 A clear, concise, and defined thesis statement that occurs in the first paragraph of the 

essay.  

 Clear and logical transitions between the introduction, body, and conclusion. 

 Body paragraphs that include evidential support. 

 Evidential support (whether factual, logical, statistical). 

 A conclusion that does not simply restate the thesis, but re-addresses it in light of the 

evidence provided. 

A common method for writing an argumentative essay is the five-paragraph approach. This 

is, however, by no means the only formula for writing such essays. The method consists of 

1) an introductory paragraph 2) three evidentiary body paragraphs that may include 

discussion of opposing views and 3) a conclusion. 

 

Each essay must be 1000 words in length, typed in 12 point font Times New Roman and 

double spaced. The matter of essay, examples, tables, explanations  should be relevant to the 

theme. Please use citations and references appropriately. 

 

Essay evaluation criteria are:  structure and format of the paper (weight 30%);  logical 

sequencing and continuity of ideas (weight 30%); clarity of expression (weight 20%); 

conciseness (weight 20%). Spelling and grammar doesn‘t count for your grade; however edit 

your papers carefully.   

 

 Guidelines and criteria for the presentation:  

Student should complete two presentations for the semester in available format (design is  

their creativeness) and  demonstrate their presentations in class at the designated time.  

Details of the presentation and its schedule will be discussed in class.  

 

Criteria for oral presentations and their  weight  are:  Opening – 10%; Content - 10%;  

Analysis -  20%; Structure – 10%; Evaluation – 20%; Question  Handling – 15%; Timing – 

15%. 

 

The length of the  whole presentation  should last about 8-10 minutes. At the finish of  the 

presentetion, the group will ask questions so question handling of a presentator will be 

assessed.  

 

 Guidelines and criteria for the written quiz: 

To accomplish the written quiz 6 choose only 2 questions from suggested 6.  
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Each written quiz must be 1000 words in length, typed in 12 point font Times New Roman and 

double spaced. The matter of written quiz should be relevant to the topic‘s readings. Please use 

citations and references appropriately. 

 

Essay evaluation criteria are:  

structure and format of the paper (weight 30%);   

logical sequencing and continuity of ideas (weight 30%);  

clarity of expression (weight 20%);  

conciseness (weight 20%).  

Spelling and grammar doesn‘t count for your grade; however edit your papers carefully.   
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STUDENT’S INDEPENDENT ASSIGNMENTS WITH  

METHODOLOGICAL RECOMMENDATIONS 

 

Part 1.  Choose any two topics from each of hilighnened themes for presentation and 

disscussion with your groupmates and  instructor.  Explain your decision 

1. Industrial (Personnel) Psychology 

A) Identify the three major goals of personnel psychology. 

B) Define job analysis, and describe the importance of selection device validity. 

C) List common types of psychological tests and personnel selection devices that are used in 

personnel psychology. 

D) Compare and contrast structured and unstructured interviews, and discuss ways to improve 

the validity of job interviews. 

E) Discuss job satisfaction and identify the main assumptions of the discrepancy hypothesis. 

2. Organizational Behavior 

A) Compare and contrast the trait approach to leadership effectiveness, behavioral theories of 

leader effectiveness, situational (or contingency) theories of leadership, and the leader-

member exchange model of leadership.  

B) Describe Blake and Mouton's Managerial Grid concept, identify the five leadership styles, 

and specify what each one represents. 

C) In Focus: Servant Leadership: When It's Not All About You 

11.  Define the terms narcissistic leader and the servant leader, and compare and contrast the 

two leadership styles. 

3.  Workplace Trends and Issues 

A) In Focus: Name, Title, Generation 

Explain what is meant by millennials (Generation Y), specify the strengths and weaknesses 

of this group, and describe the ways multiple age groups view the process of feedback. 

B) List the six top challenges facing companies that were identified by the Society for Human 

Resource Management (SHRM) 

C) Explain how the challenges of workforce diversity, telework and telecommuting, Internet 

recruiting, and efforts to provide a better work-life balance have been addressed by 

companies and organizations.  

4.  Employment Settings, Type of Training, Earnings and Employment Outlook 

A) Identify the employment settings and employment outlook for I/O psychologists. 

B) List the requirements for working in the field of I/O psychology, describe what is involved in 

obtaining a doctorate degree or master's degree and what each level of education qualifies 

people for. 
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C) Name the various jobs and careers in I/O psychology open to people with bachelor's degrees. 

 

Part 2. Indicate whether each statement is true or false. Explain your decision. 

 

Task 1. Social psychological phenomena of group.  

True or False 

A) True 

B) False 

 

Tasks 2. Work efficiency of team and group decision making 

True or False 

1. Nothing is more important than building a great team. 

A) True 

B) False 

 

Task 3. Some important questions about leadership.  

True or False 

1. Men tend to score higher than women on the need for leadership. 

A) True 

B) False 

 

2.The real leader of a group may not be the person who was formally appointed  to the role. 

A) True 

B) False 

 

3. Leadership is internal pressure that arouses and directs behavior toward specific objects or goals. 

A) True 

B) False 

 

Task 4.  Interpersonal communication.   

True or False 

1. Communication is more than just "saying the right words." 

A) True 

B) False 

 

2. The process of communication operates with words at the rational level, and with non-verbal 

signals at the emotional level. 

A) True 

B) False 

 

3. Effective communication exists between two people when the person receiving the message 

interprets it in the same way as the sender intended it. 

A) True 

B) False 

 

Task 5.  Conflict resolution and negotiations. 

True or False 
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1. Negotiators often have to persuade their own side. This requirement can influence their 

behavior during the negotiation itself. 

A) True 

B) False 

 

2.Compromise in negotiation is not the same as weakness. 

A) True 

B) False 

 

3. Interest-based negotiation requires negotiators to think carefully and creatively about the concerns 

of all parties. 

A) True 

B) False 

 

Task 6.  Stress  resolution 

True or False 

1. Type A  stress tendency has been associated with poor immune system functioning. 

A) True 

B) False 

 

2. Job stress  is a world wide epidemic  

A) True 

B) False 

 

3. Ways of thinking about oneself  and  his/her achievements are the cognitive factors underlie and 

stimulate the distress cycle. 

A) True 

B) False 

 

Task 7. Interpersonal relationship. 

  True or False 

 

1. People who score high on the need for intimacy have more friends than people who score low on 

the need for intimacy. 

A) True 

B) False 

 

2.  Field-dependent people tend to be more sociable and outgoing than field-independent people. 

A) True 

B) False 
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REQIRED AND ADDITIONAL READINGS & INTERNET-RESOURCES  

 

Required  Readings: 

1. Aronson, E., Wilson, T. D., & Akert, R. M. (2010). Social Psychology (7th ed.). Upper Saddle 

River, NJ: Prentice Hall.  1007 pp.: ill. 

2. Baron, R. A., Branscombe, N. R., & Byrne, D. (2009). Social Psychology (12th ed.). Boston, 

MA: Pearson/Allyn and Bacon. - 864 pp 

3. Baumeister, R. F., & Bushman, B. J. (2010). Social Psychology and Human Nature (2nd ed.). 

Belmont, CA: Thomson/Wadsworth. - 765 pp. 

4. Kenrick, D. T., Neuberg, S. L., & Cialdini, R. B. (2010). Social Psychology: Goals in 

Interaction (5th ed.). Boston: Allyn and Bacon. - 416 pp. 

5. Miller, D. (2006). An Invitation to Social Psychology: Censoring and Expressing the Self. 

Belmont, CA: Wadsworth. – 540 pp. 

6. Myers, D. G. (2009). Exploring Social Psychology (5th ed.). New York: McGraw-Hill. – 560 

pp. 

7. Buunk, B. P., & Van Vugt, M. (2007). Applying Social Psychology: From Problems to 

Solutions. Thousand Oaks, CA: Sage Publications. – 1328 pp. 

8. Smith, P. B., Bond, M. H., Kagitcibasi, C. (2006). Understanding Social Psychology Across 

Cultures: Living and Working in a Changing World. London: Sage Publications. – 750 pp. 

9. Ruscher, J. B., & Hammer, E. Y. (Eds.). (2009). Current Directions in Social Psychology (2nd 

ed.). Upper Saddle River, NJ: Pearson/Prentice Hall. – 810 pp. 

10. Burke, P. J. (Ed.). (2006). Contemporary Social Psychological Theories. Stanford, CA: Stanford 

University Press. – 974 pp. 

 

Additional  Readings: 

11. Baron, R. A., Byrne, D., & Branscombe, N. R. (2007). Mastering Social Psychology. 

Boston, MA: Pearson/Allyn and Bacon. – 220 pp. 

12. Breckler, S. J., Olson, J., & Wiggons, E. (2006). Social Psychology Alive. Belmont, CA: 

Thomson/Wadsworth. - 478 pp. 

13. Schneider, F. W., Gruman, J., & Coutts, L. M. (Eds.). (2005). Applied Social Psychology: 

Understanding and Addressing Social and Practical Problems. London: Sage Publications. - 

362pp. 

14. Brislin, R. (2000). Understanding Culture's Influence on Behavior (2nd ed.). Belmont, CA: 

Wadsworth Publishing. – 640 pp. 

15. Lonner, W. J., & Malpass, R. S. (Eds.). (1994). Psychology and Culture. Boston: Allyn and 

Bacon. – 590 pp. 

16. Aronson, E. (Ed.). (2008). Readings About the Social Animal (10th ed.). New York: Worth 

Publishers. – 1030 pp. 

17. Kruglanski, A. W., & Higgins, E. T. (Eds.). (2007). Social Psychology: Handbook of Basic 

Principles (2nd ed.). New York: Guilford Press. – 910 pp. 

18. Manstead, A. S. R., & Hewstone, M. (1995). The Blackwell Encyclopedia of Social 

Psychology. Oxford: Blackwell. – 880 pp. 

19. Albarracin, D., Johnson, B. T., & Zanna, M. P. (Eds.). (2005). The Handbook of Attitudes. 

Mahwah, NJ: Lawrence Erlbaum Associates. – 490 pp. 

20. Gass, R. H., & Seiter, J. S. (2010). Persuasion: Social Influence and Compliance 

Gaining (4th ed.). Boston, MA: Allyn and Bacon. – 800 pp. 

 

http://www.amazon.com/exec/obidos/ASIN/0138144788/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205581498/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0495601330/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698077/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698077/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0534592058/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0073370649/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412902835/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412902835/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412903661/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0136062806/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0804753474/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205495893/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0534578349/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1412915392/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/B002T8O0OI/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205148999/understandi0d-20
http://www.amazon.com/exec/obidos/asin/1429206179/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/1572309180/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0631202897/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0805844937/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
http://www.amazon.com/exec/obidos/ASIN/0205698182/understandi0d-20
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Internet-Resources 
 

http://www.directory.google.com/Top/Regional/Europe/United Kingdom/Business  
http://www.economy/humanresources/psychometricprofiling 

http://www.psychtesting.org.uk 
http://www.allacademic.com 

http://www.elsevier.com  

http://www.eifl.net 

http://www.sagepub.com/ 

http://www.surrey.ac.uk/Psychology/Traffic_Psychology/  

http://www.soc.hawaii.edu/leonj/leonj/leonpsy/traffic/tpintro.html  

http://www.cop.es/database/  

http://www.iaapsy.org/  

http://www.cop.es/perfiles/     
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THEMATIC  TEST  QUESTIONS 

 
1. The innate biological factors influencing behavior are… 

A) Emotions 

B) Dehydrations 

C) Drives 

D) Feelings 

E)  Thoughts 

 

2. According to A.Maslow  the term used   to describe  our desires  for confidence, independence, reputation 

and achievement is … 

A) Belonging needs 

B) Esteem needs 

C) Safety needs 

D) Wellbeing needs 

E)  Happiness needs 

 

3. Self-concept  can be identified as… 

A) Тhе total set of  beliefs,  а person holds about himself or herself 

B) A person‘s the total set of  values  developed  from origin family 

C) The reaction  to moral and immoral  issues. 

D) Тhе total set of beliefs,  а person receives from others 

E)  An individual‘s   opinions and values contradict each other. 

 

4.The task during adolescence, in Ericson‘s theory, is to achieve ... 

A) The proper balance of generativity and stagnation 

B) Some degree of intimacy, as opposed to remaining in isolation 

C) Ego identity and avoid role confusion 

D) A capacity for  industry   

E)  the psychosocial strength of purpose. 

  

5. The traits that characterise the temperament extrovert are ... 

A) Active, sociable, responsive 

B) Sociable, pessimistic, controlled 

C) Leadership, rigid, thoughtful 

D) Anxious, calm, peaceful 

E) Careful, optimistic, restless. 

    

6.  Influences on our behavior arising from  social learning are ... 

A) Motives 

B) Drives 

C) Duties 

D) Knowledge 

E)  Etiquette 

 

7. Which of this statements best defines the concept of ‗perception‘? 

A) A mental event  that filters out redundant environmental information 

B) The individual‘s decisions about the relative importance of various environmental stimuli 

C)  The obligations placed on person by their background 

D) A mental process that selects and organizes environmental stimuli in meaningful patterns 

E)  A person‘s feelings, developed through  thought. 

 

  8.  The traits that characterize the temperament  introvert are ... 
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A) Active, sociable, responsive 

B) Quiet, optimistic, restless 

C) Unsociable, calm, careful 

D) Rigid, leadership, thoughtful 

E)  Restless, careful, optimistic,  

 

9. How many stages are there in Piaget‘s theory of child‘s mental growth? 

A)  Two 

B)  Five 

C)  Four  

D)  Eight 

E)  Six 

 

10. When making evaluations of a person, we often use only one trait (either a good or bad one) as the basis 

for judgments of all the person‘s other traits. What is the term given to this phenomenon? 

A) The halo effect 

B) Perceptual organization 

C)  Prejudice 

D)  Priming 

E) Stereotyping. 

 

11. When making judgments about a person, we often categorize them  on the basis of one  outstanding  

characteristic, such as  hair length, skin colour,  occupation, and so on.. What is the term given to this 

phenomenon? 

A) Stereotyping. 

B)  Confrontation 

C) Perceptual effect 

D) The halo effect 

E) Perceptual selectivity. 

 

12. Cognitive processes  incorporate … 

A) Memory, identity, reasoning 

B) Learning, character, decision making 

C) Imagining, spirit, creativity, 

D) Attention, perception, imagining 

E) Creativity, personality, thinking.  

 

13. The central theme of Erikson‘s theory of psychosocial stages was the development of:   

A) Personality 

B) Psychosocial conflict   

C) Social status  

D) Ego identity 

 

14. At each stage of Erikson's theory of psychosocial development, people experience a(n) _________ that 

serves as a turning point.  

A) Epiphany  

B) Conflict  

C) Paradigm shift  

D) Turmoil 

 

15. The crisis that arises in young adulthood is concerned with  

A) Trust vs. Mistrust  

B) Industry vs. Inferiority  
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C) Integrity vs. Despair  

D) Intimacy vs. Isolation 

 

16. According to Erikson, what is the major conflict faced during adolescence?  

A) Autonomy vs. Shame and Doubt  

B) Intimacy vs. Isolation  

C) Identity vs. Role Confusion  

D) Generativity vs. Stagnation 

 

  17. A critical age in childhood that is uniquely favorable to develop specific abilities is …  

A)  A longitude period 

B)  A personal period 

C)  A symbolic period 

D)  A crisis period  

E)   A sensitive period   

 

18. The ability to think abstractly and systematically solve problems emerges during the:  

A) Concrete Operational Stage  

B) Sensorimotor Stage  

C) Formal Operational Stage  

D) Preoperational Stage 

 

19. A schema is a:  

A) Category of knowledge that allows us to interpret and understand the world.  

B) Process of taking in new information.  

C) Process of balancing old knowledge and new information.  

D) None of the above 

 

20. Piaget believed that children in the preoperational stage have difficulty taking the perspective of another 

person. This is known as:  

A) Reversibility  

B) Egocentrism  

C) Metacognition  

D) Constructivism 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 112 

GLOSSARY 

 

Actor-observer effect:  The tendency to attribute our own behavior mainly to situational causes but 

the behavior of others mainly to internal (dispositional) causes. 

Additive tasks:  Tasks for which the group product is  

the sum or combination of the efforts of individual members. 

Affect:  A person‘s emotional state–feelings and moods. 

Affect-centered model of attraction:  A conceptual framework in which attraction is assumed to 

be based on positive and negative emotions. These emotions can be aroused directly by another 

person, simply associated with that person, and/or mediated by cognitive processes. 

Aggression:  Behavior directed toward the goal of harming another living being who is motivated to 

avoid such treatment. 

Aggression machine:  Apparatus used to measure physical aggression under safe laboratory 

conditions. 

Altruism:  Behavior that reflects an unselfish concern for the welfare of others. 

Altruistic personality:  A combination of dispositional variables associated with prosocial 

behavior. Among the many components are empathy, belief in a just world, acceptance of social 

responsibility, and having an internal locus of control. 

Androgynous:  Characterized by the possession of both traditional masculine characteristics and 

traditional feminine ones. 

Appearance anxiety:  Apprehension or worry about whether one‘s physical appearance is adequate 

and about the evaluations of other people. 

Assumed similarity:  The extent to which two people believe they are similar in certain respects, as 

opposed to the extent to which they are actually similar. 

Attachment style:  The degree of security experienced in interpersonal relationships. Differential 

styles are initially developed in infancy, but attachment differences appear to affect interpersonal 

behavior throughout life. 

Attitude ambivalence:  Refers to the fact that we often have positive and negative evaluations of 

the same attitude object; thus, our attitude toward it is ambivalent. 

Attitude polarization:  The tendency to evaluate mixed evidence or information in such a way that 

it strengthens our initial views and makes them more extreme. 

Attitude similarity:  The extent to which two individuals share the same attitudes about a range of 

topics. In practice, the term also includes similarity of beliefs, values, and interests. 

Attitude-to-behavior process model:  A model of how attitudes guide behavior that emphasizes 

the influence of both attitudes and stored knowledge of what is appropriate in a given situation on an 

individual‘s definition of the present situation. This definition, in turn, influences overt behavior. 

Attitudes:  Evaluations of various aspects of the social world. 

Attribution:  The process through which we seek to identify the causes of others‘ behavior and so 

gain knowledge of their stable traits and dispositions. 

Augmenting:  The tendency to attach greater importance to potential causes of behavior if the 

behavior occurs despite the presence of other, inhibitory causes. 

Authentic dissent:  A technique for improving the quality of group decisions in which one or more 

group members actively disagree with the group‘s initial preference without being assigned this role. 

Automatic processing:  This occurs when, after extensive experience with a task or type of 

information, we reach the stage where we can perform the task or process the information in a 

seemingly effortless, automatic, and nonconscious manner. 

Availability heuristic:  A strategy for making judgments on the basis of how easily specific kinds 

of information can be brought to mind. 
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Balance theory:  The formulation that specifies the relationships among (1) an individual‘s liking 

for another person, (2) his or her attitude about a given topic, and (3) the other person‘s perceived 

attitude about the same topic. Balance results in a positive emotional state, imbalance results in a 

negative emotional state, and nonbalance leads to indifference. 

Bargaining (negotiation):  A process in which opposing sides exchange offers, counteroffers, and 

concessions, either directly or through representatives. 

Bem Sex-Role Inventory (BSRI):  Bem‘s measure of the extent to which an individual‘s self-

description involves traditional masculine characteristics, traditional feminine characteristics, both 

(androgyny), or neither (undifferentiated). 

Benevolent sexism:  Views suggesting that women deserve protection, are superior to men in 

various ways (e.g., they are more pure, have better taste), and are truly necessary for men‘s 

happiness (e.g., no man is truly fulfilled unless he has a woman he adores in his life). 

Biased assimilation:  The tendency to evaluate information that disconfirms our existing views as 

less convincing or reliable than information that confirms these views. 

Big Five dimensions of personality:  Basic dimensions of personality; where individuals stand 

along these dimensions (for example, extroversion, agreeableness, neuroticism) is often apparent in 

their behavior. 

Blank-lineup control:  A procedure in which a witness views a police lineup that does not include a 

suspect. If a witness does not identify a suspect, this increases confidence in his or her testimony. If 

the witness does identify an innocent person, he or she is is told of the mistake and cautioned to be 

more careful. In either instance, witness accuracy is increased. 

Body language:  Cues provided by the position, posture, and movement of others‘ bodies or body 

parts. 

Bona fide pipeline:  A technique that uses priming to measure implicit racial attitudes. 

Bullying:  A pattern of behavior in which one individual is chosen as the target of repeated 

aggression by one or more others; the target person (the victim) generally has less power than those 

who engage in aggression (the bullies). 

Bystander effect:  The fact that the likelihood of a prosocial response to an emergency is affected 

by the number of bystanders who are present. As the number of bystanders increases, the probability 

that any one bystander will help decreases and the amount of time that passes before help occurs 

increases. 

Catharsis hypothesis:  The view that providing angry persons with an opportunity to express their 

aggressive impulses in relatively safe ways will reduce their tendencies to engage in more harmful 

forms of aggression. 

Central route (to persuasion):  Attitude change resulting from systematic processing of 

information presented in persuasive messages. 

Classical conditioning:  A basic form of learning in which one stimulus, initially neutral, acquires 

the capacity to evoke reactions through repeated pairing with another stimulus. In a sense, one 

stimulus becomes a signal for the presentation or occurrence of the other. 

Close friendship:  A relationship in which two people spend a great deal of time together, interact 

in a variety of situations, exclude others from the relationship, and provide mutual emotional 

support. 

Cognitive dissonance:  An unpleasant internal state that results when individuals notice 

inconsistency between two or more of their attitudes or between their attitudes and their behavior. 

Cohesiveness:  (1) All forces (factors) that cause group members to remain in the group. (2) With 

respect to conformity, the degree of attraction felt by an individual toward an influencing group. 

Collective effort model:  An explanation of social loafing suggesting that perceived links between 

individuals‘ effort and their outcomes are weaker when they work together with others in a group. 

This, in turn, produces tendencies toward social loafing. 
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Common in-group identity model:  A theory suggesting that to the extent that individuals in 

different groups view themselves as members of a single social entity, positive contacts between 

them will increase and intergroup bias will be reduced. 

Communal behavior:   Benevolent acts in a relationship that "cost" the one who performs those 

acts and benefit the partner and the relationship itself. 

Companionate love:  Love that is based on friendship, mutual attraction, common interests, mutual 

respect, and concern for each other‘s welfare. 

Compliance:  A form of social influence involving direct requests from one person to another. 

Conflict:  A process in which individuals or groups perceive that others have taken or will soon take 

actions incompatible with their own interests. 

Conformity:  A type of social influence in which individuals change their attitudes or behavior in 

order to adhere to existing social norms. 

Consensus:  The extent to which other persons react to some stimulus or even in the same manner 

as the person we are considering. 

Consideration:  (person-orientation). A key dimension of leader behavior. Leaders high on this 

dimension focus on establishing good relations with their subordinates and on being liked by them. 

Consistency:  The extent to which an individual responds to a given stimulus or situation in the 

same way on different occasions (i.e., across time). 

Consummate love:  In Sternberg‘s triangular model of love, a complete and ideal love that 

combines intimacy, passion, and decision/commitment. 

Contact hypothesis:  The view that increased contact between members of various social groups 

can be effective in reducing prejudice between them. Such efforts seem to succeed only when 

contact takes place under specific, favorable conditions. 

Cooperation:  Behavior in which groups work together to attain shared goals. 

Coping:  Responding to stress in a way that reduces the threat and its effects; includes what a 

person does, feels, or thinks in order to master, tolerate, or decrease the negative effects of a 

stressful situation. 

Correlational method:  A method of research in which a scientist systematically observes two or 

more variables to determine whether changes in one are accompanied by changes in the other. 

Correspondence bias (fundamental attribution error):  The tendency to explain others‘ actions 

as stemming from dispositions, even in the presence of clear situational causes. 

Correspondent inference (theory of):  A theory describing how we use others‘ behavior as a basis 

for inferring their stable dispositions. 

Counterfactual thinking:  The tendency to imagine other outcomes in a situation than the ones that 

actually occurred–to think about "what might have been." 

Cultures of honor:  Cultures in which strong social norms condone violence as a means of 

answering an affront to one‘s honor. 

Deadline technique:  A technique for increasing compliance in which target persons are told that 

they have only limited time to take advantage of some offer or to obtain some item. 

Debriefing:  Procedures at the conclusion of a research session in which participants are given full 

information about the nature of the research and the hypothesis or hypotheses under investigation. 

Deception:  A technique whereby researchers withhold information about the purposes or 

procedures of a study from persons participating in it. 

Decision/commitment:  In Sternberg‘s triangular model of love, the cognitive elements involved in 

the decision that you love the other person and the commitment to maintain the relationship. 

Decision making:  Processes involved in combining and integrating available information in order 

to choose one of several possible courses of action. 

Dependent variable:  The variable that is measured in an experiment. 

Descriptive norms:  Norms that simply indicate what most people do in a given situation. 
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Devil’s advocate technique:  A technique for improving the quality of group decisions in which 

one group member is assigned the task of disagreeing with and criticizing whatever plan or decision 

is under consideration. 

Diffusion of responsibility:  The proposal that the amount of responsibility assumed by bystanders 

to an emergency is shared among them. If there is only one bystander, he or she has total 

responsibility. If there are two bystanders, each has 50 percent of the responsibility. If there are one 

hundred bystanders, each has only 1 percent of the responsibility. The more bystanders, the less any 

one of them feels responsible to act. 

Discounting:  The tendency to attach less importance to one potential cause of some behavior when 

other potential causes are also present. 

Discrimination:  Negative behaviors directed toward members of social groups who are the object 

of prejudice. 

Disease-prone personality:  A personality characterized by negative emotional reactions to stress, 

ineffective coping strategies, and unhealthy behavior patterns. Among the correlates are a higher 

incidence of illness and a shorter life span. 

Dismissing attachment style:  In Bartholomew‘s model, a style characterized by high self-esteem 

and low interpersonal trust. It is usually described as a conflicted and somewhat insecure style in 

which the individual feels that he or she "deserves" a close relationship but mistrusts potential 

partners. The result is the tendency to reject the other person at some point in the relationship in 

order to avoid being the one who is rejected. 

Displaced aggression:  Aggression against someone other than the source of strong provocation; 

displaced aggression occurs because the persons who perform it are unwilling or unable to aggress 

against the initial source of provocation. 

Distinctiveness:  The extent to which an individual responds in the same manner to different stimuli 

or events. 

Distraction—conflict theory:  A theory suggesting that social facilitation stems from the conflict 

produced when individuals attempt, simultaneously, to pay attention to other persons and to the task 

being performed. 

Distributive justice (equity):  Refers to individuals‘ judgments about whether they are receiving a 

fair share of available rewards–a share proportionate to their contributions to the group (or to any 

social relationship). 

Door-in-the-face technique:  A procedure for gaining compliance in which requesters begin with a 

large request and then, when this is refused, retreat to a smaller one (the one they actually desired all 

along). 

Downward social comparison:  Comparing yourself to someone who is worse off than you with 

respect to a particular attribute. 

Drive theories (of aggression):  Theories suggesting that aggression stems from external conditions 

that arouse the motive to harm or injure others. The most famous of these is the frustration—

aggression hypothesis. 

Drive theory of social facilitation:  A theory suggesting that the mere presence of others is 

arousing and increases the tendency to perform dominant responses. 

Egoism:  An exclusive concern with one‘s own personal needs and welfare rather than with the 

needs and welfare of others. See self-interest. 

Elaboration likelihood model (of persuasion):  A theory suggesting that persuasion can occur in 

either of two distinct ways, which differ in the amount of cognitive effort or elaboration they 

require. 

Empathic joy hypothesis:  The proposal that prosocial behavior is motivated by the positive 

emotion a helper anticipates experiencing as a the result of having a beneficial impact on the life of 

someone in need. 
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Empathy:  A complex affective and cognitive response to another person‘s emotional distress. 

Empathy includes being able to feel the other person‘s emotional state, feeling sympathetic and 

attempting to solve the problem, and taking the perspective of the other person. One can be 

empathetic toward fictional characters as well as toward real-life victims. 

Empathy—altruism hypothesis:  The proposal that prosocial behavior is motivated solely by the 

desire to help someone in need. 

Estrogen:  The female "sex hormone." 

Evaluation apprehension:  Concern over being evaluated by others. Such concern can increase 

arousal and so contribute to social facilitation. 

Evolutionary psychology:  A new branch of psychology that seeks to investigate the potential role 

of genetic factors in various aspects of human behavior. 

Excitation transfer theory:  A theory suggesting that arousal produced in one situation can persist 

and intensify emotional reactions occurring in later situations. 

Experimentation (experimental method):  A method of research in which one or more factors (the 

independent variables) are systematically changed to determine whether such variations affect one 

or more other factors (dependent variables). 

Experimenter effects:  Unintended effects on participants‘ behavior produced by researchers. 

extended contact hypothesis:  A view suggesting that simply knowing that members of one‘s own 

group have formed close friendships with members of an out-group can reduce prejudice against 

that group. 

External validity:  The extent to which findings of an experiment can be generalized to real-life 

social situations and perhaps to persons different from those who participated in the research. 

Fearful—avoidant attachment style:  In Bartholomew‘s model, a style characterized by low self-

esteem and low interpersonal trust. This is the most insecure and least adaptive style of attachment. 

Fitness:  Being in good physical condition as indicated by endurance and strength. 

Foot-in-the-door technique:  A procedure for gaining compliance in which requesters begin with a 

small request and then, when this is granted, escalate to a larger one (the one they actually desired 

all along). 

forensic psychology:  Psychological research and theory that deals with the effects of cognitive, 

affective, and behavioral factors on legal processes. 

Forewarning:  Advance knowledge that one is about to become the target of an attempt at 

persuasion. Forewarning often increases resistance to the persuasion that follows. 

Frustration—aggression hypothesis:  The suggestion that frustration is a very powerful 

determinant of aggression. 

Fundamental attribution error (correspondence bias):  The tendency to overestimate the impact 

of dispositional cues on others‘ behavior. 

Gender:  The attributes, behaviors, personality characteristics, and expectancies associated with a 

person‘s biological sex in a given culture. Gender differences can be based on biology, learning, or a 

combination of the two. 

Gender consistency:  The concept that gender is a basic, enduring attribute of each individual. A 

grasp of gender consistency usually develops between the ages of four and seven. 

Gender identity:  That part of the self-concept involving a person‘s identification as a male or a 

female. Consciousness of gender identity usually develops at about the age of two. 

Gender-role identification:  The degree to which an individual identifies with the gender 

stereotypes of his or her culture. 

Gender stereotypes:  Stereotypes concerning the traits supposedly possessed by females and males, 

and that distinguish the two genders from each other. 
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general affective aggression model:  A modern theory of aggression suggesting that aggression is 

triggered by a wide range of input variables; these influence arousal, affective stages, and 

cognitions. 

generativity:  An adult‘s concern for and commitment to the well-being of future generations. 

genetic determinism model:  The proposal that behavior is driven by genetic attributes that evolved 

because they enhanced the probability of transmitting one‘s genes to subsequent generations. 

glass ceiling:  Barriers based on attitudinal or organizational bias that prevent qualified women from 

advancing to top-level positions. 

great person theory:  A view of leadership suggest- 

ing that great leaders possess certain traits that set  

them apart from most human beings, traits that are possessed by all such leaders no matter when or 

where they lived. 

group:  A collection of persons who are perceived to be bonded together in a coherent unit to some 

degree. 

group polarization:  The tendency of group members, as a result of group discussion, to shift 

toward more extreme positions than those they initially held. 

groupthink:  The tendency of the members of highly cohesive groups to assume that their decisions 

can‘t be wrong, that all members must support the group‘s decisions strongly, and that information 

contrary to it should be ignored. 

health psychology:  The study of the effects of psychological factors in the development, 

prevention, and treatment of physical illness. 

heuristic processing:  Processing of information in a persuasive message that involves the use of 

simple rules of thumb or mental shortcuts. 

heuristics:  Simple rules for making complex decisions or drawing inferences in a rapid and 

seemingly effortless manner. 

hostile aggression:  Aggression in which the prime objective is inflicting some kind of harm on the 

victim. 

hostile attributional bias:  The tendency to perceive hostile intentions or motives in others‘ actions 

when these actions are ambiguous. 

hostile sexism:  The view that women, if not inferior to men, have many negative traits (e.g., they 

seek special favors, are overly sensitive, or seek to seize power from men that they don‘t deserve to 

have). 

hyperfemininity:  An extreme gender-role identification that consists of an exaggerated version of 

the traditional female role. Included are the beliefs that relationships with men are of central 

importance in one‘s life, that attractiveness and sexuality should be used to get a man and keep him, 

and that it is reasonable to sometimes say no but mean yes. 

hypermasculinity:  An extreme gender-role identification that consists of an exaggerated version of 

the traditional male role. Included are callous sexual attitudes toward women, the belief that 

violence is manly, and the enjoyment of danger as a source of excitement. 

hypocrisy:  Publicly advocating some attitudes or behavior but then acting in a way that is 

inconsistent with these attitudes or behavior. 

hypothesis:  An as yet unverified prediction based on a theory. 

illusion of out-group homogeneity:  The tendency to perceive members of out-groups as more 

similar to one another (less variable) than the members of one‘s own in-group. 

illusory correlations:  The perception of a stronger association between two variables than actually 

exists because each is a distinctive event and the co-occurrence of such events is readily entered into 

and retrieved from memory. 

impression formation:  The process through which we form impressions of others. 
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impression management (self-presentation):  Efforts by individuals to produce favorable first 

impressions on others. 

incompatible response technique:  A technique for reducing aggression in which individuals are 

exposed to events or stimuli that cause them to experience affective states incompatible with anger 

or aggression. 

independent variable:  The variable that is systematically changed (i.e., varied) in an experiment. 

individuation:  The need to be distinguishable from others in some respects. 

induced or forced compliance:  Situations in which individuals are somehow induced to say or do 

things inconsistent with their true attitudes. 

inferential statistics:  A special form of mathematics that allows us to evaluate the likelihood that a 

given pattern of research results occurred by chance alone. 

information overload:  Instances in which our ability to process information is exceeded. 

informational social influence:  Social influence based on individuals‘ desire to be correct–to 

possess accurate perceptions of the social world. 

informed consent:  A procedure in which research participants are provided with as much 

information as possible about a research project before deciding whether to participate in it. 

ingratiation:  A technique for gaining compliance in which requesters first induce target persons to 

like them, then attempt to change their behavior in some desired manner. 

in-group:  The social group to which an individual perceives herself or himself as belonging ("us"). 

in-group differentiation:  The tendency to perceive members of our own group as showing much 

larger differences from one another (as being more heterogeneous) than do those of other groups. 

initiating structure:  (production-orientation). A key dimension of leader behavior. Leaders high 

on this dimension are primarily concerned with getting the job done (that is, with production). 

injunctive norms:  Norms specifying what ought to be done–what is approved or disapproved 

behavior in a given situation. 

instrumental aggression:  Aggression in which the primary goal is not harm to the victim but 

attainment of some other goal, such as access to valued resources. 

instrumental conditioning:  A basic form of learning in which responses that lead to positive 

outcomes or that permit avoidance of negative outcomes are strengthened. 

intense indoctrination:  A process through which individuals become members of extreme groups 

and come to accept the beliefs and rules of the groups in a totally unquestioning way. 

interactional (interpersonal) justice:  The extent to which persons who distribute rewards explain 

or justify their decisions and show considerateness and courtesy to those who receive the rewards. 

interdependence:  The characteristic common to all close relationships–an interpersonal association 

in which two people influence each other‘s lives and engage in many joint activities. 

interpersonal attraction:  A person‘s attitude about another person. Attraction involves an 

evaluation along a dimension that ranges from strong liking to strong disliking. 

interpersonal trust:  A dimension underlying styles of attachment that involves the belief that other 

people are trustworthy, dependable, and reliable versus the belief that others are untrustworthy, 

undependable, and unreliable. 

intimacy:   In Sternberg‘s triangular model of love, the closeness felt by two partners–the extent to 

which they are bonded. 

job satisfaction:  Attitudes concerning one‘s job or work. 

leading questions:  Questions designed to elicit specific answers rather than simply to elicit 

information. 

less-leads-to-more effect:  The fact that offering individuals small rewards for engaging in 

counterattitudinal behavior often produces more dissonance, and so more attitude change, than 

offering them larger rewards. 
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loneliness:   The unhappy emotional and cognitive state that results from desiring close 

relationships but being unable to attain them. 

love:  A combination of emotions, cognitions, and behaviors that can be involved in intimate 

relationships. 

lowball technique:  A technique for gaining compliance in which an offer or deal is changed (made 

less attractive) after the target person has accepted it. 

magical thinking:  Thinking involving assumptions that don‘t hold up to rational scrutiny–for 

example, the belief that things that resemble one another share fundamental properties. 

media violence:  Depictions of violent actions in the mass media. 

mental contamination:  A process in which our judgments, emotions, or behaviors are influenced 

by mental processing that is unconscious and uncontrollable. 

meta-analysis:  A statistical technique for combining data from independent studies in order to 

determine whether specific variables (or interactions between variables) have significant effects 

across these studies. 

microexpressions:  Fleeting facial expressions lasting only a few tenths of a second. 

mood congruence effects:  Our tendency to store or remember positive information when in a 

positive mood and negative information when in a negative mood. 

mood-dependent memory:  The fact that what we remember while in a given mood may be 

determined, in part, by what we learned when previously in that mood. 

moral hypocrisy:  The motivation to appear moral while doing one‘s best to avoid the costs 

involved in actually being moral. 

moral integrity:  The motivation to be moral and actually to engage in moral behavior. 

multicultural perspective:  A focus on understanding the cultural and ethnic factors that influence 

social behavior. 

narcissism:  A personality disposition in which the individual goes beyond high self-esteem, and 

also feels superior to most people, seeks admiration, is sensitive to criticism, lacks empathy for 

others, and is exploitative. 

need for affiliation:  The basic motive to seek and maintain interpersonal relationships. 

negative—state relief model:  The proposal that prosocial behavior is motivated by the bystander‘s 

desire to reduce his or her own uncomfortable negative emotions. 

negativity bias:  Refers to the fact that we show greater sensitivity to negative information than to 

positive information. 

noncommon effects:  Effects produced by a particular cause that could not be produced by any 

other apparent cause. 

nonverbal communication:  Communication between individuals that does not involve the content 

of spoken language. It relies instead on an unspoken language of facial expressions, eye contact, and 

body language. 

normative focus theory:  A theory suggesting that norms will influence behavior only to the extent 

that they are focal for the persons involved at the time the behavior occurs. 

normative social influence:  Social influence based on individuals‘ desire to be liked or accepted 

by other persons. 

norms:  Rules within a group indicating how its members should or should not behave. 

obedience:  A form of social influence in which one person simply orders one or more others to 

perform some action(s). 

objective self-awareness:  An organism‘s capacity to be the object of its own attention, to be aware 

of its own state of mind, and to know that it knows and remember that it remembers. 

observational learning:  A basic form of learning in which individuals acquire new forms of 

behavior or thought through observing others. 

optimistic bias:  Our predisposition to expect things to turn out well overall. 
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organizational citizenship behavior (OCB):  Prosocial behavior occurring within an organization 

that may or may not be rewarded by the organization. 

out-group:  Any group other than the one to which individuals perceive themselves belonging. 

paradoxical self-esteem:  Unrealistically high or unrealistically low self-esteem. 

passion:  In Sternberg‘s triangular model of love, the sexual motives and sexual excitement 

associated with a couple‘s relationship. 

passionate love:  An intense and often unrealistic emotional response to another person. The person 

experiencing this emotion usually interprets it as "true love," whereas outside observers are more 

likely to label it as "infatuation." 

peripheral route (to persuasion):  Attitude change that occurs in response to persuasion cues–

information concerning the expertise or status of would-be persuaders. 

perseverance effect:  The tendency for beliefs and schemas to remain unchanged even in the face of 

contradictory information. 

persuasion:  Efforts to change others‘ attitudes through the use of various kinds of messages. 

physical attractiveness:  The combination of characteristics that are evaluated as beautiful or 

handsome at the most attractive extreme and unattractive at the other extreme. 

pique technique:  A technique for gaining compliance in which target persons‘ interest is piqued 

(stimulated) by unusual requests. As a result, they do not refuse requests automatically, as is often 

the case. 

planning fallacy:  The tendency to make optimistic predictions concerning how long a given task 

will take for completion. 

playing hard to get:  A technique that can be used for increasing compliance by suggesting that a 

person or object is scarce and hard to obtain. 

pluralistic ignorance:  The tendency of bystanders in an emergency to rely on what other 

bystanders do and say, even though none of them is sure about what is happening or what to do 

about it. Very often, all of the bystanders hold back and behave as if there is no problem, and use 

this "information" to justify their failure to act. 

possible selves:  Mental representations of what we might become, or should become, in the future. 

prejudice:  Negative attitudes toward the members of specific social groups. 

preoccupied attachment style:  In Bartholomew‘s model, a style characterized by low self-esteem 

and high interpersonal trust; usually described as a conflicted and somewhat insecure style in which 

the individual strongly desires a close relationship but feels that he or she is unworthy of the partner 

and thus vulnerable to being rejected. 

priming:  Increased availability of information in memory or consciousness, resulting from 

exposure to specific stimuli or events. 

procedural justice:  The fairness of the procedures used to distribute available rewards among 

group members. 

proportion of similar attitudes:  The number of topics on which two individuals hold the same 

views divided by the total number of topics on which they compare their views. 

prosocial behavior:  A helpful action that benefits other people without necessarily providing any 

direct benefits to the person performing the act, and may even involve a risk for the person who 

helps. 

provocation:  Actions by others that tend to trigger aggression in the recipient, often because they 

are perceived as stemming from malicious intent. 

proximity:  In attraction research, the closeness between two individuals‘ residences, classroom 

seats, work areas, and so on. The closer the physical distance, the greater the probability that the two 

people will come into repeated contact and thus experience repeated exposure. 

psychoneuroimmunology:  The research field that explores the relationships among stress, 

emotional and behavioral reactions, and the immune system. 
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punishment:  Procedures in which aversive consequences are delivered to individuals when they 

engage in specific actions. 

random assignment of participants to experimental conditions:  A basic requirement for 

conducting valid experiments. According to this principle, research participants must have an equal 

chance of being exposed to each level of the independent variable. 

reactance:  Negative reaction to threats to one‘s personal freedom. Reactance often increases 

resistance to persuasion. 

realistic conflict theory:  The view that prejudice sometimes stems from direct competition 

between various social groups over scarce and valued resources. 

recategorization:  Shifts in the boundary between an individual‘s in-group ("us") and some out-

group ("them"). As a result of such recategorization, persons formerly viewed as out-group members 

may now be viewed as belonging to the in-group. 

reciprocity:  A basic rule of social life suggesting that individuals tend to treat others as these 

persons have treated them. 

regulatory focus theory:  A theory suggesting that in regulating their own behavior in order to 

attain desired goals, individuals adopt one of two different perspectives: a promotion focus, in which 

they emphasize the presence and absence of positive outcomes; or a prevention focus, in which they 

emphasize negative outcomes. 

repeated exposure:  Frequent contact with a stimulus. According to Zajonc‘s theory, repeated 

exposure to any mildly negative, neutral, or positive stimulus results in an increasingly positive 

evaluation of that stimulus. 

representativeness heuristic:  A strategy for making judgments based on the extent to which 

current stimuli or events resemble other stimuli or categories. 

repressed memory:  A form of psychogenic amnesia; forgetting the details of a traumatic event as a 

way of defending oneself from having to deal with the anxiety and fear associated with the event. 

repulsion hypothesis:  Rosenbaum‘s provocative but partially inaccurate proposal that attraction is 

not increased by similar attitudes but only decreased by dissimilar attitudes. 

roles:  Sets of behaviors that individuals occupying specific positions within a group are expected to 

perform. 

schemas:  (1) Cognitive frameworks developed through experience that affect the processing of new 

social information. (2) Mental frameworks centering around a specific theme that help us to 

organize social information. 

secure attachment style:  In Bartholomew‘s model, a style characterized by high self-esteem and 

high interpersonal trust; usually described as the most successful and most desirable attachment 

style. 

selective avoidance:  A tendency to direct attention away from information that challenges existing 

attitudes. Such avoidance increases resistance to persuasion. 

self-concept:  One‘s self-identity, a basic schema consisting of an organized collection of beliefs 

and attitudes about oneself. 

self-efficacy:  A person‘s belief in his or her ability or competency to perform a given task, reach a 

goal, or overcome an obstacle. 

self-esteem:  The self-evaluation made by each individual; one‘s attitude toward oneself along a 

positive—negative dimension. 

self-focusing:  The act of directing one‘s attention toward oneself as opposed to toward one‘s 

surroundings. 

self-fulfilling prophecies:  Predictions that, in a sense, make themselves come true. 

self-healing personality:  A personality characterized by effective coping with stress. Self-healing 

individuals are energetic, responsive to others, and positive about life. 
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self-interest:  The motivation to engage in whatever behavior provides the greatest satisfaction. 

See egoism. 

self-monitoring:  Regulation of one‘s behavior on the basis of the external situation, such as how 

other people react (high self-monitoring), or on the basis of internal factors, such as beliefs, 

attitudes, and values (low self-monitoring). 

self-reference effect:  The effect on attention and memory that occurs because the cognitive 

processing of information relevant to the self is more efficient than the processing of other types of 

information. 

self-serving bias:  The tendency to attribute positive outcomes to internal causes (e.g., one‘s own 

traits or characteristics) but negative outcomes or events to external causes (e.g., chance, task 

difficulty). 

sex:  Maleness or femaleness as determined by genetic factors present at conception that result in 

anatomical and physiological differences. 

sexism:  Prejudice based on gender. 

sex typing:  Comprehension of the stereotypes associated with being a male or a female in one‘s 

culture. 

sexual self-schema:  Cognitive representations of the sexual aspects of oneself. 

slime effect:  A tendency to form very negative impressions of others who "lick upward but kick 

downward"; that is, persons in a work setting who play up to their superiors but treat subordinates 

with disdain and contempt. 

social categorization:  The tendency to divide the social world into two separate categories: our in-

group ("us") and various out-groups ("them"). 

social cognition:  The manner in which we interpret, analyze, remember, and use information about 

the social world. 

social comparison:  The process through which we compare ourselves to others in order to 

determine whether our view of social reality is or is not correct. 

social decision schemes:  Rules relating the initial distribution of members‘ views to final group 

decisions. 

social dilemmas:  Situations in which each person can increase his or her individual gains by acting 

in one way, but if all (or most) persons do the same thing, the outcomes experienced by all are 

reduced. 

social facilitation:  Effects upon performance resulting from the presence of others. 

social identity:  A person‘s definition of who he or she is, including personal attributes and 

attributes shared with others, such as gender and race. 

social identity theory:  A theory suggesting that individuals seek to enhance their own self-esteem 

by identifying with specific social groups. 

social influence:  Efforts by one or more individuals to change the attitudes, beliefs, perceptions, or 

behaviors of one or more others. 

social learning:  The process through which we acquire new information, forms of behavior, or 

attitudes from other persons. 

social learning view (of prejudice):  The view that prejudice is acquired through direct and 

vicarious experience in much the same manner as other attitudes. 

social loafing:  Reductions in motivation and effort when individuals work collectively in a group 

compared to when they work individually or as independent coactors. 

social norms:  Rules indicating how individuals are expected to behave in specific situations. 

social perception:  The process through which we seek to know and understand other persons. 

social psychology:  The scientific field that seeks to understand the nature and causes of individual 

behavior and thought in social situations. 
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social self:  A collective identity that includes interpersonal relationships plus those aspects of 

identity that are derived from membership in larger, less personal groups based on race, ethnicity, 

and culture. 

social support:  The physical and psychological comfort provided by one‘s friends and family 

members. 

staring:  A form of eye contact in which one person continues to gaze steadily at another regardless 

of what the recipient does. 

status:  Position or rank within a group. 

stereotypes:  Beliefs to the effect that all members of specific social groups share certain traits or 

characteristics. Stereotypes are cognitive frameworks that strongly influence the processing of 

incoming social information. 

stereotype threat:  The concern on the part of persons who are the target of stereotypes that they 

will be evaluated in terms of this stereotype. 

stigma:  A personal characteristic that at least some other individuals perceive negatively. 

stress:  Any physical or psychological event perceived as potentially constituting physical harm or 

emotional distress. 

subjective self-awareness:  The ability of an organism to differentiate itself, however crudely, from 

its physical and social environment. 

subliminal conditioning (of attitudes):  Classical conditioning that occurs through exposure to 

stimuli that are below individuals‘ thresholds of conscious awareness. 

superordinate goals:  Goals that both sides to a conflict seek and that tie their interests together 

rather than drive them apart. 

survey method:  A method of research in which a large number of persons answer questions about 

their attitudes or behavior. 

symbolic self-awareness:  An organism‘s ability to form an abstract concept of self through 

language. This ability enables the organism to communicate, form relationships, set goals, evaluate 

outcomes, develop self-related attitudes, and defend itself against threatening communications. 

systematic observation:  A method of research in which behavior is systematically observed and 

recorded. 

systematic processing:  Processing of information in a persuasive message that involves careful 

consideration of message content and ideas. 

testosterone:  The male "sex hormone." 

"that’s-not-all" technique:  A technique for gaining compliance in which requesters offer target 

persons additional benefits before they have decided whether to comply with or reject specific 

requests. 

theories:  Frameworks constructed by scientists in any field to explain why certain events or 

processes occur as they do. 

theory of planned behavior:  An extension of the theory of reasoned action, suggesting that in 

addition to attitudes toward a given behavior and subjective norms about it, individuals also consider 

perceived behavioral control–their ability to perform the behavior. 

theory of reasoned action:  A theory suggesting that the decision to engage in a particular behavior 

is the result of a rational process in which behavioral options are considered, consequences or 

outcomes of each are evaluated, and a decision is reached to act or not to act. That decision is then 

reflected in behavioral intentions, which strongly influence overt behavior. 

thought suppression:  Efforts to prevent certain thoughts from entering consciousness. 

tokenism:  Instances in which individuals perform trivial positive actions for members of out-

groups toward whom they feel strong prejudice. Such tokenistic behaviors are then used as an 

excuse for refusing more meaningful beneficial actions for these groups. 
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transformational (charismatic) leaders:  Leaders who exert profound effects on their followers 

and by doing so, change their organizations or societies. 

triangular model of love:  Sternberg‘s conceptualization of love relationships as encompassing 

three basic components: intimacy, passion, and decision/commitment. 

Type A behavior pattern:  A pattern consisting primarily of high levels of competitiveness, time 

urgency, and hostility. 

Type B behavior pattern:  A pattern consisting of the absence of characteristics associated with the 

Type A behavior pattern. 

ultimate attribution error:  The tendency to make more favorable and flattering attributions about 

members of one‘s own group than about members of other groups. 

unrequited love:  Love felt by one person for another who does not feel love in return. 

upward social comparison:  Comparing yourself to someone who is better off than you with 

respect to a particular attribute. 

voir dire:  A French term ("to see and to speak") used in law to mean the examination of 

prospective jurors in order to determine their competence to serve. The judge and the opposing 

attorneys may dismiss prospective jurors for specific reasons or, within limits, for no stated reason. 

workplace aggression:  any form of behavior through which individuals seek to harm others in 

their workplace. 

 

 



APPENDIXES TO SEMINAR SESSIONS 

 

Movie Analysis 

One of the interesting things about social psychology is that its principles can be seen applied 

everywhere: daily life, current events, television shows, movies, etc. Your task in the movie analysis 

is to analyze the application of your target phenomenon in a movie. You should select a movie that 

you know illustrates your target phenomenon (a list of movies will be provided to help you in this 

process). View the film you choose at least once (although two viewings offers a distinct 

advantage), then highlight how your target phenomenon is depicted in the film. In your application 

analysis, you should: 

  briefly describe the relevant scene ( ½ to 1 page) 

  describe in detail the social psychological principle that you believe is relevant ( ½ to 1 page) 

  elaborate on how the selected scene conforms and/or fails to conform to the social 

psychological principle you have identified (3 to 4 pages) 

  conclude with a short discussion to tie things together 

  

  

Movies Illustrating Social Psychological Phenomenon: 
  

Willy Wonka and the Chocolate Factory 

 Issues dealing with prejudice, discrimination, attitudes, attitude change, person perception, self, 

social influence, helping behavior, empirical methods, parenting styles commentary, competition 

 

Lord of the Rings 

 Issues dealing with attitudes, violence, deception, compliance, obedience, person perception, self, 

altruism, interpersonal attraction, personal relationships, helping behavior, aggression 

 

Chocolat 

 Issues dealing with prejudice, discrimination, attitudes, compliance, conformity, obedience, attitude 

change, person perception, self, social influence, interpersonal attraction, personal relationships, 

helping behavior 

  

One-hour Photo 

 Issues dealing with social construct theory, discrimination, attitudes, violence, deception, attitude 

change, person perception, self, social influence, interpersonal attraction, personal relationships, 

aggression 

 

Priscilla, Queen of the Desert 

 Issues dealing with prejudice, gender, discrimination, attitudes, conformity, attitude change, person 

perception, self, social influence, personal relationships, social facilitation 

 

Footloose 

 Issues dealing with prejudice, discrimination, attitudes, obedience, attitude change, person 

perception, self, social influence, interpersonal attraction, personal relationships 

 

The Breakfast Club 

 Issues dealing with prejudice, discrimination, attitudes, violence, compliance, conformity, 
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obedience, attitude change, person perception, self, social influence, interpersonal attraction, 

personal relationships, helping behavior, social facilitation 

 

Titanic 

 

 

Issues dealing with prejudice, discrimination, attitudes, compliance, conformity, obedience, attitude 

change, person perception, self, social influence, interpersonal attraction, personal relationships, 

helping behavior, competition 

 

The Cell 

 Issues dealing with attitudes, violence, deception, person perception, self, social influence, personal 

relationships, aggression 

 

What about Bob 

 Issues dealing with prejudice, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, personal 

relationships, helping behavior 

 

Pulp Fiction 

 Issues dealing with attitudes, violence, obedience, person perception, self, aggression 

 

Braveheart 

 

 

Issues dealing with prejudice, discrimination, attitudes, violence, compliance, conformity, 

obedience, person perception, self, personal relationships, helping behavior, aggression 

 

Forrest Gump 

 Issues dealing with optimism, discrimination, attitudes, deception, compliance, obedience, attitude 

change, person perception, self, interpersonal attraction, personal relationships, helping behavior 

 

Goodfellas 

 Issues dealing with prejudice, attitudes, violence, deception, compliance, conformity, obedience, 

attitude change, person perception, self, social influence, interpersonal attraction, personal 

relationships, helping behavior, aggression 

 

Saving Private Ryan 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Schindler’s List 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Beauty and the Beast 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

The Shawshank Redemption 
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 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Fear 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

Clueless 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Dumb and Dumber 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Silence of the Lambs 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

The Fugitive 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Story 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Monsters Inc. 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Single White Female 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Don’t Tell Mom the Babysitter’s Dead 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

The Temp 
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Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Matrix 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

The Unforgiven 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Chicken Run 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Wallace & Grommit: Close Shave 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Shrek 

 Issues dealing with prejudice, gender, discrimination, attitudes, violence, deception, compliance, 

conformity, obedience, attitude change, person perception, self, social influence, interpersonal 

attraction, personal relationships, helping behavior, aggression 

 

Being John Malkovich 

 Examines person perception, self, attitudes, attitude change, interpersonal attraction, personal 

relationships, gender 

 

Summer of Sam 

 Deals with person perception, prejudice, social influence, aggression 

 

Boys Don’t Cry 

 Issues dealing with prejudice, gender, discrimination, attitudes, attitude change, person perception, 

self, social influence, interpersonal attraction, personal relationships, helping behavior, aggression 

 

Pretty Woman 

 Addresses person perception, attitude change, interpersonal attraction, personal relationships, 

gender, helping behavior, aggression 

 

American Beauty 

 Deals with social cognition, person perception, self, attitude change, interpersonal attraction, 

personal relationships, aggression 

 

Philadelphia 
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 Examines social cognition, person perception, self, attitude change, prejudice, personal 

relationships, aggression 

 

The Abyss 

 Deals with social cognition, self, attitudes, social influence, personal relationships, group behavior, 

helping behavior, aggression 

 

Fight Club 

 Addresses person perception, attitudes, social influence, group behavior, aggression 

 

Shaft (old one) 

 Issues with person perception, attitudes, prejudice, aggression, helping behavior 

 

Eat, Drink, Man, Woman 

 Examines social cognition, person perception, self, attitudes, personal relationships 

 

Cast Away 

 Issues dealing with social cognition, self, attitudes and attitude change 

 

Remember the Titans 

 Addresses social cognition, person perception, attitude change, prejudice, interpersonal attraction, 

group behavior 

 

Quiz Show 

 Examines social cognition, person perception, attitudes and attitude change 

 

Twelve Angry Men 

 Issues with social cognition, person perception, attitudes, prejudice, social influence, group 

behavior, aggression, helping behavior 

 

The Joy Luck Club 

 Addresses social cognition, person perception, self, attitudes, and personal relationships 

 

The Boiler Room 

 Examines attitudes and attitude change, aggression, social influence, group behavior 

 

Other possible movies: 

 Overboard 

 Genderstereotypes 

Sweet Home Alabama 

 Knockaround Guys 

 To Kill a Mockingbird 

 Fried Green Tomatoes 

 Vanilla Sky 

 Training Day 

 Dead Poet’s Society 

 The Wedding Planner 
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Psychology: Prejudice and Discrimination Across Cultures 

Observation Task – DUE DATE   TBA 

 

Purposes 

1) To give you experience observing and thinking about how group memberships affect behavior.   

2) To observe how social categorization affects nonverbal behavior – whether our social group 

memberships affect how closely we approach others depending on whether they share a category 

membership with us or not. 

 

Method 

Choose TWO different social categories that interest you, and specify at least TWO subgroups 

within each category.  

• Any methodological problems or issues that may have affected the results you obtained. 

• Discussion in paragraph form that answers the following questions: 

1. Considering your interpretation of both tables, what conclusions can you draw about social 

categorization and discrimination? 

2. How can subtle behaviors such as the distance people stand from one another affect people‘s 

lives? 

3. What implications do your results have for prejudice, intergroup relations, and 

discrimination? 

4. Would you have noticed what you found in your observations if you had not been asked to 

look carefully and systematically? 

I.  Be sure to attach your raw data (observation gathering sheets) to the back of your paper 
and show or explain your calculations. 

 

What is Anger? 

The Nature of Anger 
Anger is "an emotional state that varies in intensity from mild irritation to intense fury and rage," 

according to Charles Spielberger, PhD, a psychologist who specializes in the study of anger. Like 

other emotions, it is accompanied by physiological and biological changes; when you get angry, 

your heart rate and blood pressure go up, as do the levels of your energy hormones, adrenaline, and 

noradrenaline. 

Anger can be caused by both external and internal events. You could be angry at a specific person 

(Such as a coworker or supervisor) or event (a traffic jam, a canceled flight), or your anger could be 

caused by worrying or brooding about your personal problems. Memories of traumatic or enraging 

events can also trigger angry feelings. 

Expressing Anger 
The instinctive, natural way to express anger is to respond aggressively. Anger is a natural, adaptive 

response to threats; it inspires powerful, often aggressive, feelings and behaviors, which allow us to 

fight and to defend ourselves when we are attacked. A certain amount of anger, therefore, is 

necessary to our survival. 

On the other hand, we can't physically lash out at every person or object that irritates or annoys us; 

laws, social norms, and common sense place limits on how far our anger can take us. 

People use a variety of both conscious and unconscious processes to deal with their angry feelings. 

The three main approaches are expressing, suppressing, and calming. Expressing your angry 

feelings in an assertive—not aggressive—manner is the healthiest way to express anger. To do this, 

you have to learn how to make clear what your needs are, and how to get them met, without hurting 
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others. Being assertive doesn't mean being pushy or demanding; it means being respectful of 

yourself and others. 

Anger can be suppressed, and then converted or redirected. This happens when you hold in your 

anger, stop thinking about it, and focus on something positive. The aim is to inhibit or suppress your 

anger and convert it into more constructive behavior. The danger in this type of response is that if it 

isn't allowed outward expression, your anger can turn inward—on yourself. Anger turned inward 

may cause hypertension, high blood pressure, or depression. 

Unexpressed anger can create other problems. It can lead to pathological expressions of anger, such 

as passive-aggressive behavior (getting back at people indirectly, without telling them why, rather 

than confronting them head-on) or a personality that seems perpetually cynical and hostile. People 

who are constantly putting others down, criticizing everything, and making cynical comments 

haven't learned how to constructively express their anger. Not surprisingly, they aren't likely to have 

many successful relationships. 

Finally, you can calm down inside. This means not just controlling your outward behavior, but also 

controlling your internal responses, taking steps to lower your heart rate, calm yourself down, and 

let the feelings subside. 

As Dr. Spielberger notes, "when none of these three techniques work, that's when someone—or 

something—is going to get hurt." 

 

Anger Management 

The goal of anger management is to reduce both your emotional feelings and the physiological 

arousal that anger causes. You can't get rid of, or avoid, the things or the people that enrage you, nor 

can you change them, but you can learn to control your reactions. 

Are You Too Angry? 
There are psychological tests that measure the intensity of angry feelings, how prone to anger you 

are, and how well you handle it. But chances are good that if you do have a problem with anger, you 

already know it. If you find yourself acting in ways that seem out of control and frightening, you 

might need help finding better ways to deal with this emotion. 

Why Are Some People More Angry Than Others? 
According to Jerry Deffenbacher, PhD, a psychologist who specializes in anger management, some 

people really are more "hotheaded" than others are; they get angry more easily and more intensely 

than the average person does. There are also those who don't show their anger in loud spectacular 

ways but are chronically irritable and grumpy. Easily angered people don't always curse and throw 

things; sometimes they withdraw socially, sulk, or get physically ill. 

People who are easily angered generally have what some psychologists call a low tolerance for 

frustration, meaning simply that they feel that they should not have to be subjected to frustration, 

inconvenience, or annoyance. They can't take things in stride, and they're particularly infuriated if 

the situation seems somehow unjust: for example, being corrected for a minor mistake. 

What makes these people this way? A number of things. One cause may be genetic or physiological: 

There is evidence that some children are born irritable, touchy, and easily angered, and that these 

signs are present from a very early age. Another may be sociocultural. Anger is often regarded as 

negative; we're taught that it's all right to express anxiety, depression, or other emotions but not to 

express anger. As a result, we don't learn how to handle it or channel it constructively. 

Research has also found that family background plays a role. Typically, people who are easily 

angered come from families that are disruptive, chaotic, and not skilled at emotional 

communications. 

Is It Good To "Let it All Hang Out?" 



 132 

Psychologists now say that this is a dangerous myth. Some people use this theory as a license to hurt 

others. Research has found that "letting it rip" with anger actually escalates anger and aggression 

and does nothing to help you (or the person you're angry with) resolve the situation. 

It's best to find out what it is that triggers your anger, and then to develop strategies to keep those 

triggers from tipping you over the edge. 

 

Strategies To Keep Anger At Bay 

Relaxation 
Simple relaxation tools, such as deep breathing and relaxing imagery, can help calm down angry 

feelings. There are books and courses that can teach you relaxation techniques, and once you learn 

the techniques, you can call upon them in any situation. If you are involved in a relationship where 

both partners are hot-tempered, it might be a good idea for both of you to learn these techniques. 

Some simple steps you can try: 

 Breathe deeply, from your diaphragm; breathing from your chest won't relax you. Picture 

your breath coming up from your "gut." 

 Slowly repeat a calm word or phrase such as "relax," "take it easy." Repeat it to yourself 

while breathing deeply. 

 Use imagery; visualize a relaxing experience, from either your memory or your imagination. 

 Nonstrenuous, slow yoga-like exercises can relax your muscles and make you feel much 

calmer. 

Practice these techniques daily. Learn to use them automatically when you're in a tense situation. 

Cognitive Restructuring 
Simply put, this means changing the way you think. Angry people tend to curse, swear, or speak in 

highly colorful terms that reflect their inner thoughts. When you're angry, your thinking can get very 

exaggerated and overly dramatic. Try replacing these thoughts with more rational ones. For 

instance, instead of telling yourself, "oh, it's awful, it's terrible, everything's ruined," tell yourself, 

"it's frustrating, and it's understandable that I'm upset about it, but it's not the end of the world and 

getting angry is not going to fix it anyhow." 

Be careful of words like "never" or "always" when talking about yourself or someone else. "This 

!&*%@ machine never works," or "you're always forgetting things" are not just inaccurate, they 

also serve to make you feel that your anger is justified and that there's no way to solve the problem. 

They also alienate and humiliate people who might otherwise be willing to work with you on a 

solution. 

Remind yourself that getting angry is not going to fix anything, that it won't make you feel better 

(and may actually make you feel worse). 

Logic defeats anger, because anger, even when it's justified, can quickly become irrational. So use 

cold hard logic on yourself. Remind yourself that the world is "not out to get you," you're just 

experiencing some of the rough spots of daily life. Do this each time you feel anger getting the best 

of you, and it'll help you get a more balanced perspective. Angry people tend to demand things: 

fairness, appreciation, agreement, willingness to do things their way. Everyone wants these things, 

and we are all hurt and disappointed when we don't get them, but angry people demand them, and 

when their demands aren't met, their disappointment becomes anger. As part of their cognitive 

restructuring, angry people need to become aware of their demanding nature and translate their 

expectations into desires. In other words, saying, "I would like" something is healthier than saying, 

"I demand" or "I must have" something. When you're unable to get what you want, you will 

experience the normal reactions—frustration, disappointment, hurt—but not anger. Some angry 

people use this anger as a way to avoid feeling hurt, but that doesn't mean the hurt goes away. 
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Problem Solving 
Sometimes, our anger and frustration are caused by very real and inescapable problems in our lives. 

Not all anger is misplaced, and often it's a healthy, natural response to these difficulties. There is 

also a cultural belief that every problem has a solution, and it adds to our frustration to find out that 

this isn't always the case. The best attitude to bring to such a situation, then, is not to focus on 

finding the solution, but rather on how you handle and face the problem. 

Make a plan, and check your progress along the way. Resolve to give it your best, but also not to 

punish yourself if an answer doesn't come right away. If you can approach it with your best 

intentions and efforts and make a serious attempt to face it head-on, you will be less likely to lose 

patience and fall into all-or-nothing thinking, even if the problem does not get solved right away. 

Better Communication 
Angry people tend to jump to—and act on—conclusions, and some of those conclusions can be very 

inaccurate. The first thing to do if you're in a heated discussion is slow down and think through your 

responses. Don't say the first thing that comes into your head, but slow down and think carefully 

about what you want to say. At the same time, listen carefully to what the other person is saying and 

take your time before answering. 

Listen, too, to what is underlying the anger. For instance, you like a certain amount of freedom and 

personal space, and your "significant other" wants more connection and closeness. If he or she starts 

complaining about your activities, don't retaliate by painting your partner as a jailer, a warden, or an 

albatross around your neck. 

It's natural to get defensive when you're criticized, but don't fight back. Instead, listen to what's 

underlying the words: the message that this person might feel neglected and unloved. It may take a 

lot of patient questioning on your part, and it may require some breathing space, but don't let your 

anger—or a partner's—let a discussion spin out of control. Keeping your cool can keep the situation 

from becoming a disastrous one. 

Using Humor 
"Silly humor" can help defuse rage in a number of ways. For one thing, it can help you get a more 

balanced perspective. When you get angry and call someone a name or refer to them in some 

imaginative phrase, stop and picture what that word would literally look like. If you're at work and 

you think of a coworker as a "dirtbag" or a "single-cell life form," for example, picture a large bag 

full of dirt (or an amoeba) sitting at your colleague's desk, talking on the phone, going to meetings. 

Do this whenever a name comes into your head about another person. If you can, draw a picture of 

what the actual thing might look like. This will take a lot of the edge off your fury; and humor can 

always be relied on to help unknot a tense situation. 

The underlying message of highly angry people, Dr. Deffenbacher says, is "things oughta go my 

way!" Angry people tend to feel that they are morally right, that any blocking or changing of their 

plans is an unbearable indignity and that they should NOT have to suffer this way. Maybe other 

people do, but not them! 

When you feel that urge, he suggests, picture yourself as a god or goddess, a supreme ruler, who 

owns the streets and stores and office space, striding alone and having your way in all situations 

while others defer to you. The more detail you can get into your imaginary scenes, the more chances 

you have to realize that maybe you are being unreasonable; you'll also realize how unimportant the 

things you're angry about really are. There are two cautions in using humor. First, don't try to just 

"laugh off" your problems; rather, use humor to help yourself face them more constructively. 

Second, don't give in to harsh, sarcastic humor; that's just another form of unhealthy anger 

expression. 

What these techniques have in common is a refusal to take yourself too seriously. Anger is a serious 

emotion, but it's often accompanied by ideas that, if examined, can make you laugh. 

Changing Your Environment 
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Sometimes it's our immediate surroundings that give us cause for irritation and fury. Problems and 

responsibilities can weigh on you and make you feel angry at the "trap" you seem to have fallen into 

and all the people and things that form that trap. 

Give yourself a break. Make sure you have some "personal time" scheduled for times of the day that 

you know are particularly stressful. One example is the working mother who has a standing rule that 

when she comes home from work, for the first 15 minutes "nobody talks to Mom unless the house is 

on fire." After this brief quiet time, she feels better prepared to handle demands from her kids 

without blowing up at them. 

Some Other Tips for Easing Up on Yourself 
Timing: If you and your spouse tend to fight when you discuss things at night—perhaps you're tired, 

or distracted, or maybe it's just habit—try changing the times when you talk about important matters 

so these talks don't turn into arguments. 

Avoidance: If your child's chaotic room makes you furious every time you walk by it, shut the door. 

Don't make yourself look at what infuriates you. Don't say, "well, my child should clean up the 

room so I won't have to be angry!" That's not the point. The point is to keep yourself calm. 

Finding alternatives: If your daily commute through traffic leaves you in a state of rage and 

frustration, give yourself a project—learn or map out a different route, one that's less congested or 

more scenic. Or find another alternative, such as a bus or commuter train. 

 

 


