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A. Obedience to Authority

· Milgram’s shock-learning study

· 65% of subjects proceeded to highest shock levels

· 93% obeyed when subordinate shocked victim

· Compliance

· Agreeing to a request

· The Norm of reciprocity

· We should repay in kind what another has provided for us
· Free Samples

· Compliance Techniques

· That’s Not All

· Adding “extra” incentives that would have been included anyway

· Low Ball

· Removing incentives after commitment is secured
· Car dealers.
· Foot in the door
· Ask small favor first, then larger request
· People feel the need to behave consistently
· “Even a penny will help!” 
· Door in the Face
· First ask for large unlikely favor, then small more reasonable request
· Scarcity
· Scarce opportunities are more valuable (i.e. one day sales)
· Liking
· We are more likely to comply with those we like (i.e. girls scout cookies)
B. ABC’s of Perceiving Groups
· Affect (emotions)
· Prejudice: negative (or positive) feelings toward a group or individual based solely on group membership.
· Behavior (actions)
· Discrimination: any behavior directed toward persons based solely on group membership.
· Cognition: (beliefs)
· Stereotypes: beliefs associated with persons based solely on group membership.
· Stereotypes can influence behavior subliminally!

· When flashed words like slow, old, gray, slower walking, poorer memory

· When flashed mean, disturbed, annoyed.  Quicker interruptions, more hostile behavior.

· When flashed positive words, better scores on trivia test.

· Contemporary Prejudice

· Standards against prejudice.

· Personal (internal)

· I shouldn’t act prejudiced because I personally believe that it is wrong to do so.

· Societal (external)

· I shouldn’t act prejudiced because others will disapprove of me

· BUT… prejudicial tendencies persist!

· Can be overt (violence) or subtle (eye contact)

C. Reducing Prejudice

· Contact Hypothesis – throw everyone together and they will get along. It has to have requirements.

· Equal status

· Social/Institutional support

· Acquaintance Potential (contact long enough to be able to get along and get to know each other)

· Successful cooperation

· Creating a “Common Ingroup”

· Ingroup vs. outgroup (like ingroup so much more)

· Create circle around ingroup and outgroup, outgroup changes to ingroup.
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D. Interpersonal Attraction

· Proximity

· We like those who are near us

· Similarity

· We like those who are like us

· Reciprocity

· We like those who also like us

· Stronger after an initial dislike

E. Similarity & Attraction

· People become involved with others of similar physical attractiveness.  Not initial attraction reaction but long term relationship

F. Sternberg’s Love Triangle


G. What is Aggression?

· The intentional infliction of (physical or emotional) injury on another person who doesn’t want to be harmed
· Frustration-Aggression Hypothesis

· All frustration always leads to aggression?

· Any type of unpleasantness can increase aggressive tendencies

· Frustration

· Pain

· Crowds

· Heat

H. Helping Behavior

· When will people offer help to others?

· 1. Notice something is wrong

· Less helping in big cities

· 2. Interpret it as an emergency

· Pluralistic ignorance
· When individuals make incorrect assumptions about what the group is thinking

· 3. Take responsibility

· But… there is diffusion of responsibility. (Car on the road)
· 4. Decide how to help

· 5. Help!

I. Why do people help?

· Altruism

· Helping others to make them feel better

· Egoism

· Helping others to make us feel better
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