Social Psychology

Social Cognition: 

I. How do others influence our self-concept & self esteem 
  1. Comparison with others (a reference group) 
    A. relative deprivation: when we compare unfavorably 

II. Social Perception: our impression of others 
  1. Schemas: general knowledge about people (expectations) 
    A. they influence what we remember 
    B. they influence our judgments 
  2. How do people make attributions (inferring blame or causality): 
      e.g., if a male teacher paid a lot of attention to a particular student 
    A. consensus: do other teachers do this 
    B. consistency: is the teacher always this way toward this person 
    C. distinctiveness: does the teacher treat everyone this way 
  3. Attribution errors 
    A. fundamental attribution error: over attributing others beh. To internal factors, 
    B. ultimate attribution error: others positive beh. & our negative beh. Attributed to 
         external factors 
    C. actor-observer bias: external factors for our inadequate beh. But internal factors for 
         others 
  4. Self protection 
    A. unrealistic optimism: positive events are more likely to happen to me 
      a. unique invulnerability: bad things will not happen to me 

III. Attitudes: likes and dislikes 
  1. Attitude components 
    A. cognitive component: beliefs 
    B. emotional component: feelings 
    C. behavioral component: the way we act toward the person 
  2. Forming attitudes: 
  3. changing attitudes 
    A. peripheral route: things like the confidence & attractiveness of the messenger 
    B. central route: the content of the message can persuade us 
  4. Cognitive dissonance theory: when behavior & attitude our inconsistent 
    A. this inconsistency causes distress or discomfort 
    B. changing the attitude lowers the distress 
 IV. Prejudice & Stereotypes 
  1. Stereotypes: thoughts and beliefs that a person has about members of a group. 
    A. members of a group sharing a characteristic 
    B. these can be positive or negative 
    C. we are not aware of most of our stereotypes (unconscious) 
    D. stereotypes help us make sense of the world 
  2. prejudice: a positive or negative attitude about a person or object 
    A. prejudice more likely among people with authoritarian personality 
    B. members of the in-group see out-group members as less attractive 
    C. many experts suggest that we all have prejudicial attitudes 
  3. Reducing prejudice 
    A. contact hypothesis: prejudice will diminish with contact 
      a. however not so with school integration 
    B. to reduce prejudicial attitudes in schools 

V. Attraction 
  1. Who do we like? 
    A. liking generally increases with contact 
    B. we like people associated with pleasant situations 
    C. we like similar people 
    D. we like attractive people 
      a. matching hypothesis: 
  2. analyzing love 
    A. passionate love: involves strong physical attraction & preoccupation 
    B. companionate love: more concern & commitment for other person   

Social Influence: 

I. How are we influenced 
  1. Norms: rules regarding what people should do in certain situations 
  2. Deindividuation: a person loses their personal identity 
  3. Social facilitation vs. social impairment: (observers cause arousal) 
   A. social facilitation: performance increased in the presence of others 
   B. social impairment: performance is hindered in the presence of others 
  4. Social loafing: exert less effort when performing as part of a group) 
 II. Conformity: occurs as a result of group pressure (no request) 
  1. Why do people conform: 
    A. we may conform to be more accurate 
    B. we may conform to be liked 
  2. When do people conform? 

III. Compliance: changing what you say or do because of a request 
  1. Foot-in-the-door technique: once people agree to small requests introduce larger 
      ones 
  2. Low-ball approach: agreement on a lower price then the price is increased 
  3. Door-in-the-face procedure: start with a large request 

IV. Obedience: behavior change in response to a demand from authority. 
  1. Stanley Milgram: authority figures telling participants to shock others 
  2. Factors that influence obedience: 
  3. how relevant is Milgram's work now? 
    A. plane crashes occur due to "captainitis”: 

V. Aggression: behavior that is intended to harm others 
  1. Why are people aggression 
    A. genetic: identical twins are similar regarding aggression 
    B. environmental: also influences aggression (e.g., hormone levels) 
  2. When are people aggressive? 
    A. when frustration Dollar (1939) 
    B. more recently it has been suggested any unpleasant emotion 
    C. general arousal (transferred excitation) 

VI, Altruism & Helping Behavior 
  1. Why do people help? 
    A. arousal: cost-reward theory: we evaluate the cost of helping 
    B. empathy-altruism theory: helping likely if we can empathize 
    C. evolutionary theory: we are more likely to help relatives 
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