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What is social psychology?
The area of study that attempts to explain how the actual, imagined, or implied presence of others influences the thoughts, feelings and behaviour of individuals. No human being lives in a vacuum, alone and apart from other people. We are truly social animals, and our social nature-how we think about, respond to, and interact with other people-provides the territory that social psychology explores. Research in social psychology yields some surprising and provocative answers to puzzling human behaviour such as altruism, conformity, obedience as well as atrocious behaviour to mention but a few.
1.        SOCIAL PERCEPTION 
We spend a significant part of our lives in contact with other human beings.

Further we form impression of others and attempt to understand why they behave as they do. This may be illustrated by what happens when we meet people for the first time: We begin forming impressions about them right away. They too are busy forming impressions of us. Naturally we take note of obvious attributes first (gender), race, age, dress and how physically attractive or unattractive someone appears. Physical attractiveness has a definite impact on first impressions.
Beyond noticing physical attractiveness, we may wonder: what does he/she do for a living? Is he/she married? Answers to these questions combine with assessments a person’s verbal and non-verbal behaviour. All these play a role in forming first impression. 
What role does mood play in forming first impression? When happy our impressions of others are more positive than when we are sad. First impressions are powerful and can impact many of the latter impressions we form about people. What do studies show regarding first impression; A number of studies reveal that an overall impression or judgment of another person is influenced more by the first information received about the person than by information that comes later. This phenomena is called the primacy effect
It sees that we attend to initial information more carefully, and once an impression is formed, it provides the framework through which we interpret latter information. Any information that is consistent with the first impression is likely to be accepted, thus strengthening the impression. On the other hand information that does not fit with the earlier information is more likely to be disregarded.

The primacy effect implies that any time you are called upon to list your personal traits or qualities, always list your most positive qualities first. It always pays to put your best foot forward-first.

2. ATTRIBUTION

We are always interested in finding out why people do the things they do? Consequently we assign or attribute causes to explain the behaviour of others and to explain our behaviour too. 
People are particularly interested in the causes of behaviours when the behaviours are unexpected, strange or unusual. 

In trying to explain the behaviour of other people and ourselves,
a. We might make a situational attribution (an external attribution) external (environmental) causes or factor operating within the situation. Or

b. We might make a dispositional attribution (an internal attribution) and attribute the behaviour to some internal (personality trait related) cause such as motive, or attitude. You might attribute a poor grade to your own lack of ability or to a poor memory.

In both cases, the driving factor is human need to ascribe a cause to the actions of others.E.g from the conclusion drawn as to why a person is acting in a given way, based on her personality traits or temporary situational event, we can predict how they will behave in future. And we can adjust our actions based on this.

How do the kinds of attributions people make about themselves differ from those they make about other people? 
There are basic differences in the way people make attributions about their own behaviour and that of others. Research suggests that we tend to   use situational attributions to explain our own behaviour, and that on the other hand, we tend to focus more on personal (dispositional) factors than on the factors operating within the situation.
In a nutshell, we make situational attribution to our own behaviour while to the behaviour of others, we use dispositional attribution.

When we overestimate the role of person factors and overlook the impact of the prevailing situation, we are making a mistake that social psychologists have termed fundamental attribution error.
3. Complementarity
Complementarity is the quality of a relationship between two people, objects, or situations such that the qualities of one supplement or enhance the different qualities of the others. 

Complementarity affects attraction in romantic relationships. It refers to how well two people fit together (complement one another) and meet each other’s needs. For example, educated and rich politicians may feel attracted to un-educated and care-free political cadres who can make noise and act rough towards their opponents. In return, the cadres are able to able to benefit monetarily from associating with rich politicians.

Complementarity is therefore a theory in social psychology that proposes we seek traits and qualities in social relationships that fill gaps in ourselves. This concept suggests that individuals seek in others traits that they do not have and that 'complete' them.
4. Interpersonal Attraction

Interpersonal attraction or social relations concerns why we like or even love certain people but react negatively to others.

Below are some of the factors influencing inter-personal relations.  While some of these factors are situational, others are dispositional (within the person)

a. Proximity

One of the major factors influencing the choice of friends is physical proximity, or geographical closeness. Studies show that people are friendlier with those who live close door or only a few doors away (Festinger et al., 1990). The same is true about those living in dormitories (Priest& Sawyer, 1967).

The possible explanation why proximity is so important in social interactions is that it is much less trouble to make friends or even fall in love with people who are close at hand. Physical proximity also increases frequency of interaction, and more exposure to people, objects, and circumstances usually increase our liking of them (Zanjoc, 1968). The mere exposure effect is the tendency to feel more positively toward stimuli with repeated exposure. People, food, songs and style become more acceptable the more we are exposed to them. Advertising industry rely on the effects of repeated exposure to increase people’s liking for products and even for political candidates.

The following are some of the exceptions to the mere-exposure effect:

i) If your initial reaction to a person is highly negative, frequency exposure can make you feel even more negatively toward the person (Swap, 1977).

ii) Further, those who value privacy may react less favorably when proximity involves repeated contact with people (Larson & Bell, 1988).

b. Similarity
Similarity is a very strong basis of attraction. The saying, “birds of a feather flock together” is more accurate than “opposite attract”. From nursery school continuing through life, people are more likely to pick friends of the same age, gender, race and social economic class. Choosing friends who are similar to us could be related to proximity in the sense that we tend to come into contact with people who are similar to us in a variety of ways.

Liking people who have similar attitudes begins early in childhood and continues throughout life in both sexes (griffin et el., 1972). We are likely to choose friends and lovers who have similar views on most things that are important to us. Not only is similarity in attitudes an important ingredient in attraction, but people often have negative feelings towards others whose attitudes differ from their own (Smeaton et al., 1989). People who share our attitudes validate our judgements; those who disagree with us suggest the possibility that we are wrong and as such arouse negative feelings in us.

It is similarities then, not differences that stimulate liking and loving (Alick & Lago) 

c. Reciprocity
Reciprocal liking simply means liking those who like us. We tend to like the people who like us or who believe in us. In one study, Curtis & Miller (1986) falsely led participants to believe that another person either liked or disliked them after an initial encounter. This false information became a self –filling prophecy. When the participants met the person again, those who believed that they were liked, “self-disclosed more, disagreed less, expressed dissimilarity less, and had a more positive tone of voice and general attitude” (P. 284). These positive behaviors, in turn, actually cause the other person to evaluate them positively. A possible conclusion to this study is that if you would like people to like you, like them first!!

d. Association
Liking through Association is actually a case of classical conditioning. Our moods and emotion whether positive or negative, can influence how much we are attracted to people we meet (Cunningh, 1988).

Sometimes we may develop positive or negative feelings towards others simply because they are present when very good or very bad things happen to us. In other words, through classical conditioning, other people can become associated with the pleasant or the unpleasant event and the resulting good or bad feelings may rub on them (Riordan &Tedeschi, 1983).

5. CONFORMITY, OBEDIENCE, AND COMPLIANCE

                                                              Conformity to social norms

What are social norms?
Individuals are profoundly influenced by ideas and actions of those they associate with. Interacting or communicating regularly causes group members’ thoughts, feelings, and behaviors to become more alike. On almost every issue or subject, whether straight forward or ambiguous, trivial or important, the views of individual members converge to form a social norm. Norms, therefore, reflect generally accepted way of thinking, feeling, or acting for a particular group.

Norms are the standards of behaviour and the attitude that are expected of members of a group.E.g We cannot drive on any side of the road we please, park at any place we want, or drive as fast as we choose etc.
Social norms are similar to attitudes in that both are mental representations of appropriate ways of thinking, feeling, and acting.
But whereas attitudes represent an individual’s positive or negative evaluations, norms reflect shared group evaluations of what is true or false, good or bad, appropriate or inappropriate.

Conformity is therefore the process whereby people change their beliefs, attitudes, actions, or perceptions to more closely match those held by groups to which they belong or want to belong or by groups whose approval they desire. Conformity has important social implications and continues to be actively researched.

Why Do We Conform 

[image: image8.png]



As much as most people like to think of themselves as unique individuals, in reality, humans are social beings—and for the sake of group cohesion, people are evolutionarily driven to fit in. That usually means copying the actions of others, looking to the group when deciding how to think or behave, or doing what is "expected" based on widely accepted (if often unspoken) social norms.

Though it's often derided, conformity isn't necessarily a malevolent force. At its best, conformity offers a sense of belonging and group identity and can encourage people to adhere to moral standards. At its worst, though, it can bring out a person's darkest impulses and even be used to justify—and carry out—large-scale atrocities.

How Conformity Influences Behavior 
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Conformity is typically motivated by a person's identification with a specific group. In theory, to be truly accepted as a member of a group, an individual must adopt the norms and rules that govern the group's behavior. These actions may, at first, differ from the individual’s personal values. In time, however, the individual's underlying beliefs and attitudes may begin to shift as the opinions and behaviors of the group become ingrained and automatic.

People learn social skills at an early age by observing and copying the behavior of others. As an individual grows older, the social pressure to conform with group norms becomes stronger. Established group members may use a variety of tactics to persuade outsiders to conform, including praising, criticizing, bullying, or modeling "correct" behavior.

Classic studies of Comformity
Two lines of research have had a great impact on views of conformity. 

In one set of studies (1935), the Turkish-born social psychologist Muzafer Sherif demonstrated the power of social influence to change people’s perceptions of highly ambiguous stimuli. Sherif made use of the auto kinetic effect, a perceptual illusion that occurs when people are asked to concentrate on a stationary point of light in a dark room. Under those circumstances, people perceive movement in the light. Some think it moves only a little; others think it moves a lot.

Sherif found that when groups of three people were brought together and asked to say out loud how far a light moved, their judgments gradually converged. In other words, they developed a group norm about the distance the light moved. And that norm had a lasting impact on participants’ perceptions. Conformity to the group norm was still evident a year later. Participants created a norm through mutual social influence, which then influenced their private responses.

Solomon Asch’s classic experiment (1951-1955).
In another series of experiments, the American psychologist Solomon Asch assembled groups of seven to nine people for a study on visual perception. The experimental task, which involved matching the length of a standard line against three comparison lines, was easy. Each group contained one naive participant who was almost the last to answer each time. The remaining “members” were confederates of the experimenter and gave unanimously incorrect answers on 12 of 18 trials.

In this experiment 8 participants were seated around a large table and were asked, one by one, to tell the experimenter which of the 3 lines marched the standard line as in the diagram. But only one of the 8 was an actual participant the others were confederates assisting the experimenter.

Solomon Asch - Conformity Experiment

Asch (1951) devised what is now regarded as a classic experiment in social psychology, whereby there was an obvious answer to a line judgment task.  If the participant gave an incorrect answer it would be clear that this was due to group pressure.

Aim: Solomon Asch (1951) conducted an experiment to investigate the extent to which social pressure from a majority group could affect a person to conform.

Procedure: Asch used a lab experiment to study conformity, whereby 50 male students from Swarthmore College in the USA participated in a ‘vision test’. Using a line judgment task, Asch put a naive participant in a room with seven confederates.
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The confederates had agreed in advance what their responses would be when presented with the line task.  The real participant did not know this and was led to believe that the other seven participants were also real participants like themselves.
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Each person in the room had to state aloud which comparison line (A, B or C) was most like the target line. The answer was always obvious.  The real participant sat at the end of the row and gave his or her answer last.

Asch was interested to see if the real participant would conform to the majority view. Asch's experiment also had a control condition where there were no confederates, only a "real participant".

Results: Asch measured the number of times each participant conformed to the majority view.  On average, about one third (32%) of the participants who were placed in this situation went along and conformed with the clearly incorrect majority on the critical trials.

Over the 12 critical trials about 75% of participants conformed at least once, and 25% of participant never conformed. In the control group, with no pressure to conform to confederates, less than 1% of participants gave the wrong answer.

Conclusion: Why did the participants conform so readily?  When they were interviewed after the experiment, most of them said that they did not really believe their conforming answers, but had gone along with the group for fear of being ridiculed or thought "peculiar".  A few of them said that they really did believe the group's answers were correct.

Apparently, people conform for two main reasons: because they want to fit in with the group (normative influence) and because they believe the group is better informed than they are (informational influence)
During the 12 of these trials, the confederates all gave the same wrong answer, which puzzled the naive participant. Would that participant continue to believe his eyes and select the correct line, or would he feel pressure to conform to group selections and give the wrong answer too? Asch found that 5% of the subjects conformed to the incorrect, unanimous majority almost all the time, 70% conformed some of them and 25% remained independent through-out.
Why do people care so much about fitting in? 

The need to belong is deeply wired into human biology. In evolutionary terms, going against one’s group could be costly, and social cohesion was critical for the group’s overall success. Today, the desire for acceptance—or the drive to “fit in”—remains a basic human instinct for the vast majority of people.
Is conformity good or bad? 

Conformity is not inherently positive or negative. When conformity occurs because of fear, concern for one’s social standing, or has dangerous consequences, it may be seen as negative. However, conformity that protects the overall well-being of the group—mutually deciding to respect private property, for instance—can help societies succeed.
When can conformity be good for society? 

A healthy amount of conformity can lead to increased social harmony, on both interpersonal and societal levels. For instance, a society in which all members collectively agree to conform to certain driving-related behaviors—driving on the right side of the road, perhaps, or yielding to pedestrians—will experience fewer traffic accidents than a society without such agreements. 
OBEDIENCE: Involves following superior orders. A certain amount of obedience is necessary if society is to function normally, but unquestioned obedience can cause humans to commit unbelievably horrible acts. One of the darkest periods of mankind was due to the obedience of officials in Nazi Germany in carrying out Adolf Hitler’s orders to exterminate Jews  and  other ‘’undesirables’’. The world was stunned by the revelations of the NAZI death camps. Everyone wondered what type of person could be capable of committing such atrocities. Stanley Milgram a young researcher at Yale University in 19 61 designed a study to investigate how far ordinary people would go to obey orders, even if obedience meant  injuring  or possible death of a fellow human being.
Milgram’s Classic Study on Obedience:
Milgram's Experiment

Aim:

Milgram (1963) was interested in researching how far people would go in obeying an instruction if it involved harming another person.  

Stanley Milgram was interested in how easily ordinary people could be influenced into committing atrocities for example, Germans in WWII.

Procedure:

Volunteers were recruited for a lab experiment investigating “learning” (re: ethics: deception).  Participants were 40 males, aged between 20 and 50, whose jobs ranged from unskilled to professional, from the New Haven area. They were paid $4.50 for just turning up.
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At the beginning of the experiment they were introduced to another participant, who was actually a confederate of the experimenter (Milgram).  

They drew straws to determine their roles – learner or teacher – although this was fixed and the confederate was always the learner. There was also an “experimenter” dressed in a grey lab coat, played by an actor (not Milgram).

Two rooms in the University of Yale  Laboratory were used - one for the learner (with an electric chair) and another for the teacher and experimenter with an electric shock generator.
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The “learner”  was strapped to a chair with electrodes. After he has learned a list of word pairs given him to learn, the "teacher" tests him by naming a word and asking the learner to recall its partner/pair from a list of four possible choices.

The teacher is told to administer an electric shock every time the learner makes a mistake, increasing the level of shock each time. There were 30 switches on the shock generator marked from 15 volts (slight shock) to 450 (danger – severe shock).
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The learner gave mainly wrong answers (on purpose) and for each of these the teacher gave him an electric shock. 

When the teacher refused to administer a shock the experimenter was to give a series of orders / prods,as outlined below, to ensure they continued.

Prod 1: Please continue.

Prod 2: The experiment requires you to continue.

Prod 3: It is absolutely essential that you continue.

Prod 4: You have no other choice but to continue.

Results:

65% (two-thirds) of participants (i.e. teachers) continued to the highest level of 450 volts. All the participants continued to 300 volts.

Milgram did more than one experiment – he carried out 18 variations of his study.  All he did was alter the situation (IV) to see how this affected obedience (DV).

Conclusion:

Ordinary people are likely to follow orders given by an authority figure, even to the extent of killing an innocent human being.  Obedience to authority is ingrained in us all from the way we are brought up.

People tend to obey orders from other people if they recognize their authority as morally right and / or legally based. This response to legitimate authority is learned in a variety of situations, for example in the family, school and workplace. 

The experiment involved 40 male participants between the ages of 20 and 50. They were told the experiment was on memory and learning. The research however was interested in finding out  how far participants would go in obeying orders to administer what they believed to be increasingly painful electric shocks to a ‘’learner’’ who missed questions on a test. The experiment involved

a. The experimenter

b. The learner

c. The teacher

The Results of Milgram’s Classic Experiment on Obedience were as follows:
In this classic study, Milgram showed that a large majority of participants would obey authority even if obedience caused great pain or was life threatening to others. Milgram reported that 87.5% of the participants continued to administer what they believed were painful electric shocks of 300 volts to a victim who complained of a heart condition. Amazing, 65% of participants obeyed authority to the end and continued to deliver what they believed were dangerous, severe shocks to the maximum of 450 volts.

COMPLIANCE: Means giving in to requests. In other words there are many times when people act, not out of conformity or obedience, but in accordance with the wishes, suggestions or direct requests of another person. This type of action is called compliance. Almost daily we are confronted with people who make requests of one sort or another. Do we comply with requests and yield to appeals? Often the answer is yes, and people use several techniques to gain our compliance.
6. Group influences on behaviour

A person’s performance on tasks can be enhanced or impaired by the mere presence of others, and the decisions the person reaches as part of a group can be quite different from those she or he would make acting alone. Examples of effects of the Group on individual performance/behaviour are:

a. Social facilitation – Any positive or negative effects on performance due to the presence of others, either as an audience or as a co-actor. 
b. Social Loafing: Not pulling your weight. Concerns what happens in co-operative tasks when two or more people are working together? Do they increase their efforts or slack off? Researcher Bibb Latane used the term social loafing to refer to people’s tendency to exert less effort when working with others on common tasks than when they are working alone. Social loafing occurs in situations where no one person’s contribution to the group can be identified and individuals are neither praised for a good performance nor blamed for a poor one.

 Group Influence on Decision Making.
Groups, like individuals frequently, have to make decisions. For example, in organisations, groups make decisions ranging from those that are relatively unimportant to those that significantly affect lives and well-being of thousands of people. Two main areas of group decisions have attracted a lot of psychological research:
i. Group polarisation. The first is the issue of whether groups take more risks or are more conservative in their decisions than individuals. For example, if a group decides on one of several possible courses of action, will the choice involve greater or lesser risk than the choice made by an individual?  In other words, are groups riskier or more conservative than individuals in their decision making? This question has been addressed by thousands of studies comparing group decisions to the decisions of individuals. The answer is that group decisions differ from the decisions of individuals, but whether they are riskier or more conservative depends on the nature of the decision. In a typical risky-decision study, subjects are first asked to make an individual decision; the subjects are then placed into groups and are asked to come to a group decision. In most studies, the group decisions are more extreme than the mean of the individual decisions. In groups, the majority position holds more weight than the minority position, and the shift of the group is towards the majority view. If the majority of members make a risky choice, the group decision is likely to be riskier than the mean of its individuals. If the majority make a conservative choice, the group is likely to shift its decision in a conservative direction. This deviation from the group mean is called group polarisation ( Lamm & Myers,1978).This means that the group is more extreme  to one pole or the other ,than the mean of its individuals. A number of explanations have been offered for the group polarisation phenomenon. One likely explanation is that the members who hold the minority view will likely conform to the majority. Although most of the research on groups decision shifts concerns risk-related decisions, this phenomenon probably applies to any type of choice situation. For example, decision shift would be expected in deciding how much money to spend on an item.
ii. Groupthink: The second issue concerns how groups sometimes make inappropriate decisions, even though most of the group members know the decision is a bad or poor one. This is the phenomenon of groupthink. High level decision-making groups in corporations and governments typically are comprised of experts who should be able to make good decisions. unfortunately, something can happen to decision-making processes when groups of people get together, leading  them to make decisions that any reasonable individual would  probably not make(Janis,1972).Groupthink is a phenomenon that can  occur when groups make decisions that individual members know are poor ones( Janis,1972).
The following are some of the real-life illustrations of groupthink: President Kennedy’s decision to invade Cuba at the Bay of pigs, an invasion which was a total failure; and president Johnson’s decision to escalate the Vietnam war, which the United States never won;Moorhead,Ference,and  Neck(1991)analysed  the decision to launch the space shuttle challenger in 1986.Despite warnings that cold weather could cause serious mechanical failure,NASA officials decided to launch the shuttle in freezing temperatures which resulted in a tragic accident that killed the entire crew.
According to Janis, group think is likely to occur in highly cohesive groups with strong leaders when the pressures to maintain conformity and harmony in the group take precedence over sound decision making. The like hood of groupthink is increased when decision making groups isolate themselves from outside ideas and influence. It is much like the story “the Emperor’s New Clothes”, no one wants to stick his or her neck out and question the leader’s decision. Groupthink is thus the tendency for members of a very cohesive group to feel such pressure to maintain group solidarity and to reach agreement on an issue that they fail to weigh available evidence adequately or to consider objections and alternatives.
7. Attitudes
An attitude is a psychological construct, a mental and emotional entity that characterizes a person. It is an individual's predisposed state of mind regarding a value and it is precipitated through a responsive expression towards a person, place, thing, or event (the attitude object) which in turn influences the individual's thought and action. Prominent psychologist Gordon Allport described this latent psychological construct as "the most distinctive and indispensable concept in contemporary social psychology. Attitudes can be positive to negative (petty et al. 1997)
 Attitude can be formed from a person's past and present. Key topics in the study of attitudes include attitude strength, attitude change, consumer behavior, and attitude-behavior relationships. 
Components of Attitudes

Attitudes have three components,often referred to as the ABC of attitudes: (i) a cognitive component – thoughts and beliefs about the attitudinal object (ii) an emotional/affective component – feelings toward the attitudinal objects and (iii) a behavioural component – predispositions concerning actions toward the object.

Attitude formation. 

Attitude formation occurs through classical conditioning, operant conditioning, and modeling (observational learning). Advertising relies to a great extent upon modeling when it shows a famous person using and liking a product. 

An attitude can be formed on the basis of direct experience or vicariously through the experiences of others in our environment. As you might expect, however, the attitudes that people form through their own direct experience are stronger than those they acquire vicariously and they are also more resistant to changes.    
Some theories describing the formation of attitudes include the Balance theory, proposed by Fritz Heider,the  reactance theory, Cognitive dissonance theory (developed by Leon Festinger)  and the Self‐perception theory (introduced by Daryl Bem) 

Attitude Strength

The strength with which an attitude is held is often a good predictor of behavior. The stronger the attitude the more likely it should affect behavior. Attitude strength is determined by the following factor:
Basis of formation: Attitudes formed on the basis of  direct experience are more strongly held and influence behavior more than attitudes formed on the basis of indirect experience (for example, through hear-say, reading or watching television).

The knowledge level: The more a person knows about the attitude object the stronger the person’s attitude towards the attitude object is likely to be. People are generally more knowledgeable about topics that interest them and are likely to hold strong attitudes (positive or negative) as a consequence. 

Importance or personal relevance of the attitude in question: how significant the attitude is for the person and relates to self-interest, social identification and value. If an attitude has a high self-interest for a person it is going to be extremely important and therefore strong. 

As a consequence, the attitude will have a very strong influence upon a person's behavior. By contrast, an attitude will not be important to a person if it does not relate in any way to their life.

Attitude change. 

Attitude change may occur through the use of persuasion, the process of intentionally attempting to alter an attitude. Effectiveness of persuasion is determined by the source (origin of the message), the message itself (information transmitted), and the receiver of the message. Persuasion is likely to be more effective if an individual likes rather than dislikes the source and if the source is viewed as trustworthy and credible. The manner in which the message is presented (for example, in every‐day language rather than technical terminology) as well as the characteristics of the receiver (for example, being a teenager rather than middle‐aged) affect the ease of attitude change.  
Measurement of attitudes

Attitudes may be quantified by using self‐report measures or attitude scales such as the popular Likert scale (named after Robert Likert) in which subjects are asked how strongly they agree or disagree on each topic. A total attitude score is derived by summing the measures. 

Another measurement approach employs overt measures, observations of behaviors such as facial expressions, voice tone, and body language. 

Assessment strategies also include measures of physiological arousal, for example, by means of a facial electromyograph (EMG) (to record facial muscle activity) or an electroencephalograph (EEG) (to measure brain activity). Such measures, which can detect responses a person may be trying to conceal, are obtained as a subject hears verbal material designed to produce arousal and with which they might agree or disagree. 

Relationship between Attitudes and Behaviour

Previously, it was believed that attitude govern behaviour (Allport, 1935). Studies have however failed to reveal a strong relationship between people’s beliefs as reported on attitude measurement scales and their actual behaviour. Attitudes seem to predict observed behaviour only about 10% of the time (Wicker, 1969). Generally attitudes don’t predict behaviour as shown by Lapiere study:
Key Study: LaPiere (1934)

Aim

To investigate the relationship between attitudes and behavior.

Method

LaPiere travelled round America with a Chinese couple, expecting to meet discrimination as a result of anti Chinese feeling. At the time prejudice against Asians was widespread and there were no laws against racial discrimination. They visited 67 hotels and 184 restaurants. Six months later, after their return, all the establishments they had visited were sent a letter, asking whether they would accept Chinese guests.

Results

They were only refused at one of the establishments they visited, and were generally treated very politely. Of the 128 establishments which responded to the letter, 91% said they were not willing to accept Chinese guests.

Conclusion

Attitudes do not always predict behavior. Cognitive and affective components of attitudes are not necessarily expressed in behavior. 

The LaPiere's study shows that the cognitive and affective components of attitudes (e.g. disliking Chinese people) do not necessarily coincide with behavior (e.g. serving them). 

PROSOCIAL BEHAVIOUR

Prosocial behaviour is behaviour that benefits others. In simpler terms, it is helping behaviour.

Case study:

Kitty Genovese, a young woman, living in New York was returning home alone late one night. As she was approaching her apartment, she was attacked by a man bent to kill her. While struggling to free herself from the assailant, she screamed endlessly for help. She managed to free herself from the assailant, ran to try to get into her apartment, but before she could open the door, the attacker caught up with her. It took the man over half an hour to murder her, during which time 40 of her neighbours watched from the safety of their windows. None of the neighbours called the police or tried to go down to help Kitty. One of the neighbours was heard shouting: “please leave the young lady alone!”

The actual event surrounding the murder of Kitty might not seem un-usual today, but it was very rare back in the 1960s.At the time, therefore people wondered  how her neighbours could have been so callous and cold-hearted, to do nothing but watch as Kitty begged for help that never came. Social Psychologist Bib Latane and John Darley intensively investigated this case to come up with an explanation. They wondered whether certain factors in the situation itself would help explain why so many people just stood or sat there while Kitty was being attacked by a lone assailant.

The Bystander Effect

Research demonstrates that whenever a person is in an emergency such that he/she needs urgent help, the more bystanders around that person, the less likely the person is to receive help. In other words, as the number of bystanders   at an emergency  increases ,the probability that the victim will receive help from them decreases, and the help ,if given ,is likely to be delayed.

Darley and Latane( 1968 a) set up a number of experiments to study the dynamics of helping behaviour. On the basis of these studies, Darley and Latane suggested two possible explanations for the bystander effect –diffusion of responsibility and the influence of apparently calm bystanders.

In terms of diffusion of responsibility, when bystanders are present in an emergence, they generally feel that the responsibility for helping is shared by the group, a phenomenon known as diffusion of responsibility. Consequently each person feels less compelled to act than if she or he were alone and felt the total responsibility. Kitty‘s neighbours were aware that other people were watching in the neighbourhood because the saw lights being turned off in the other apartments. Thus they did not feel that the total responsibility for action rested on their shoulders, or they may have thought that somebody else is doing something about it (Darley and Latane, 1968a).

In terms of the influence of apparently calm bystanders, some real emergencies occur in rather ambiguous situations. Bystanders may not be sure whether a real emergency exists. Thus bystanders hesitate to react with alarm until they are sure the intervention is appropriate ( Clark and Word,1972).So the bystander may stand there watching other calm –appearing bystanders  and conclude that nothing is really wrong and no intervention is really necessary( Darley & Latane,1968b).

A lot of people have actually died while potential helpers stood and watched passively because of the bystander effect.

People who help in an emergency

There are many kinds of prosocial behaviour. They include helping, cooperation, and even sympathy. Prosocial impulses arise early in life. Researchers agree that children respond sympathetically to companions in distress at least by their second birthday (Hay, 1994; Kochanska, 1993).

The term altruism is usually reserved for behaviour aimed at helping others that requires some self-sacrifice and is not performed for personal gain.

According to Benson et al, 1976, people are more likely to receive help if they are physically attractive, if they are perceived by potential helpers as similar to them, and if they are not considered responsible for their plight.

Potential helpers on the other hand are more likely to help if, they are familiar to critical behaviour relating to the emergence: This is because we are always concerned about proper behaviour and what people will think about us. This feeling is called evaluation apprehension, which means that whether we realize it or not, we are apprehensive or concerned about how others judge our performance in any situation. Thus the issue of familiarity is critical to helping behaviour. If we see someone taking the initiative to help out, we tend to join in because that is expected; if not we would stand back( Schwartz and Gottlieb,1980).Human beings are without doubt influenced by those around them, though in most cases, they are unaware of this fact. They have specialised skills in first aid or police work for example; if they are not in a hurry, if they have been exposed to a helpful model, if they are in a positive mood and if the weather is good

End    .........................................................................................................  end
TUTORIAL QUESTIONS: 

Q1.  Outline and discuss the three components of an attitude

· An attitude usually has a cognitive, an emotional, and a behavioural component.

Q2. a) What did Solomon Asch find in his famous experiment on conformity?
       b) What did Stanley Milgram find in his classic study of obedience?
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