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Social Psychology

A. Attitudes

· Political, Pop, Toilet Paper Arrangement.  

· An evaluative reaction with three components:
· Affect (emotion) – it makes you feel good, etc

· Behavior (action) – how you react

· Cognition (thoughts) – thoughts in relation to the object

· Attitude can be positive or negative

· Or mixed (ambivalent)
B. Changing Attitudes
· Message source

· Credible

· Attractive – attractive people are persuasive 

· Message content

· Strong vs. weak arguments

· Fearful messages

· Message audience

· Do you care about the issue?

· Elaboration Likelihood Model (ELM):

· Two “routes” to persuasion

· Central Route

· High elaboration, lots of thinking

· Influenced by strength of arguments

· Peripheral Route

· Low elaboration, not thinking very much

· Influenced by other cues, heuristics

· The route to persuasion depends on person’s …

· Ability to think

· Do people have enough time to carefully consider the strengths of an argument?

· Motivation to think

· Do people care enough about the issue to stop and think about?
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C. Cognitive Dissonance Theory

1. People have drive to maintain consistency

2. When inconsistency arises, we feel dissonance.
3. We are motivated to reduce dissonance

· Leon Festinger

· Subjects turn pegs & spools for 1 hour

· Asked to tell next subject task was fun
· Offered $1 or $20
· Then rated own enjoyment of study
· When offered the $1 they related task the highest enjoyment
· They justify it so that is why it had the highest enjoyment.
· Reducing Cognitive Dissonance

· Change one element to create consonance.
· Stop smoking, change beliefs about disease
· Minimize importance of one element
· “I rarely smoke” “I probably won’t get cancer”
· Add new information
· “Smoking helps me maintain my weight, reduce stress and that’s helpful”
· Cognitive Dissonance in Action

· Apocalyptic cults
· When prophecies of doom are incorrect, people’s faith becomes stronger
· Initiation into Organizations

· More sever initiations = Stronger commitment (Hazing)
· Consumer Behavior
· We increase the value of chosen items and decrease the value of non-chosen items.
D. Social Cognition
· Schemas

· Cognitive structures that influence how we process information (a cognitive lens)

· Attribution Theory

· We constantly try to explain the behavior of other people

· Why is he in such a foul mood?

· Situational (external) causes

· It’s a hot day

· He didn’t sleep well

· Dispositional (internal causes)

· He’s an asshole

· He has a nasty personality

· Attribution Biases

· Fundamental Attribution Error

· The Tendency to attribute the behavior of others to dispositional factors and underestimate the influence of the situation.

· I.E. driving.  Assume bad drivers not that they had a bad day.  The Abu Ghraib prison scenario assuming the people were bad people.

· Self-serving Bias

· Tendency to attribute our success to dispositional factors and our failure to situational factors.

· When I pass, it’s because I’m a genius!

· When I fail, it’s because the teacher sucks.

· I.E. Politicians

E. Conformity

· When real or perceived pressure causes one to act differently than when alone

· Sherif “dot study” – white dot in black room .. everyone would agree that it moves so far when in reality it doesn’t move.

· Asch “line study” – everyone else says similar line is A even though it really is B. the singular person will say A

· Sources of Influence

· Normative influence

· Based on social approval

· Conforming to be liked

· Buying certain clothes

· Informational Influence (dot study)

· Based on perceptions of reality

· Conforming to be correct

· Changing lanes in traffic

F. Group Processes

· Groupthink

· Groups can lead to faulty decisions

· Reluctance to offer dissenting views when there is pressure for agreement

· Does an audience increase or decrease one’s performance?

· Social Facilitation

· An audience facilitates our dominant response
· Social loafing

· People work less in groups than when alone

· More people = less accountability = less effort

· Deindividuation 

· When in a large group, people lose their individual sense of accountability

· Explains why people in mobs do things they wouldn’t normally do alone.

