Unit 11 0 Social Psychology 0 8-10%



People from Unit 11 You MUST KNOW

Stanley Milgram
Solomon Ashe
Philip Zambardo



Terms Students MUST KNOW for AP Exam

Cognitive Dissonance

Fundamental Attribution
Error

Stereotypes

Attitude

Diffusion of Responsibility
Social Psychology
Conformity

Prejudice

Groupthink

Gender Roles

Group Polarization

Social Phobia

Aggression

Social Behavior
Discrimination

Self Serving Bias

Attribution

Deindividuation

Obedience

Social Facilitation

Social Loafing

Altruism

Facial Feedback Hypothesis
Self Fulfilling Prophecy
Social Norms



Terms Students Make Mistakes On Unit 11

Role Playing Attitudes
Social Loafing
Cognitive Dissonance
Stanley Milgram i
Obedience

Zimbardo 1 Stanford
Prison

Superordinate Goals
Companionate Love
Passionate Love

Just-World Phenomenon
By Stander Effect
Deindividuation T Riots
Group Think T Racial or
Group Influence

Door in Face

Foot in Door
Attributional Theory
Social Inhibition

Social Exchange Theory
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Unit 10 oConfusing Pz

Groupthink _ (desire for harmony) vs. Group Polarization __ (the enhancement of a
groupods prevailing inclinations)
Companionate Love (deep affectionate attachment we feel for those with whom our

lives are intertwined vs. Passionate Love (an aroused state of intense positive
absorption in another usually present at the beginning of a love relationship)

Dispositional Attribution (bad things blame someone else or environment) vs.
Situational Attribution (good things give credit to self)

Central Route to Persuasion (when a person is persuaded by the content of the
message) vs. Peripheral Route  (when someone evaluates a message on the basis of
physical attractiveness, background music, or other surface-level characteristics rather
than the actual content of the message)

Foot in the Door___(ask for small thing, say yes, then ask for big) vs. Door in the Face
(ask for something big, they say no, ask for something small)

Normative Social Influence (i nfluence resulting from &
approval or avoid disappointment) vs. Informational Social Influence (influence
resulting from onedbds willingness to accerfg

Social Facilitation ( when an i ndividual 6s skill per i
others) vs. Social Inhibition _( when an i ndividual 6s skill
presence of others

Bystander Effect (individuals do not offer any means of help to a victim when other
people are present) vs. Diffusion of Responsibility (a person is less likely to take .
responsibility for action or inaction when others are present)




Soclal Psychology

The scientific study of how we
think about, Influence and
relate to one another.



Attrlbutlon Theory

Suggest how we expl
behavior
ANe credit that AMo the per:
behavior either to Internal disposition .

the situation or é .

Was my friend a
jerk because she
had a bad day or
IS she just a bad
person?




You are a teacher. Clive comes into class each
day and is always hostile toward you. He tells
you the class I s a waste
least favorite teacher, and that he already
knows more than you could possibly teach him.
Using attribution theory, how could you explain

Cl i veﬁs behaV| or ?

a [ Situational Factors Cliveos
getting divorced and he is lashing out,
Clive has a bad memory of a teacher
picking on him and now dislikes all
teachers, Clive has class right before
lunch and his hunger makes him wish
class was over

Cliveodos :chggegsiwes i t i 0
personality, lazy, disrespectful




Fundamental Attribution Error

For negative events , we attribute
ot her 0s behavi or t o t
but our behavior to the situation

Reverse is true for POSITIVE events

EeEvmisnye s How do you view your

= " teacherds cr a
behavior? You probably
attribute it to their
personality rather than
their profession.




Who does the event happen to?

| You | ]SOMGGEQSEI
C\.
o Situation Disposition
3
©
S Disposition Situation
s




Why does the Fundamental
Attribution Error happen?

To protect our self -esteem

If we do something ™y

wrong, it makes us

fee/ petter to blame {  DON'T MAKE Thg
outside factors . FUNDAMENTAL
rather than ourselves ATTRIBUTION

We like to put others ERROR ON ME!
down and makes

ourselves look as
good as we can




Social Thinking

Attitude

belief and feeling that predisposes one to
respond in a particular way to objects, people
and events
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Foot-In-the -door

a compliance tactic
that involves getting a
person to agree to a
large request by first
setting them up by
having that person
agree to a modest
request

**the original small agreeent creates a bond between the reque:
and the requestee

**nro-social requests are especially effective with this technigue



Door-in-the -face

[ a compliance tactic
that involves first
making an extremely
large request that the
respondent will
obviously turn down
followed by making a
second, more
reasonable request

**works because theeueseéeel guilty for turning down the first request and
fears rejection if they continue to decline
**the second request looks good compared to the first
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Low-Dball

a compliance tactic that involves first gaining closure
and commitment to the idea you want the person to
accept and then changing the agreement to make it
more appealing for you

unattractive detail, most will refuse it. However, if

Low
Bul' the same unattractive detail is introduced after the
deal is made, considerably fewer then refuse it.

How LOW This is the'l'ow—ball effect.
[ £+7,] 90“ 90? (Cialdini et al,, 1978)

**people will behave
consistently to their beliefs

to sustain the commitment;

or they may believe they
canot Dback out
agreeing

When people are offered a deal with an
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Ingratiation

a compliance tactic
that involves getting
someone to like you In
order to obtain
compliance with a
request

Flattery: focus on the positive side of someone in order to let them
know you think highly of them

Opinion conformity : agreeing with the beliefs and values of the per
all owing the target to nconvin
Selfpresentation presenting yourself in a manner that the target w
like 1o




Social Thinking

Cognitive Dissonance Theory

we act to reduce the discomfort
(dissonance) we feel when two of our

thoug
exam

Nts (cognitions) are inconsistent

nle- when we become aware that

our attitudes and our actions clash, we
can reduce the resulting dissonance by
changing our attitudes
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Social Influence

Conformity
adjusting onedos b
to coincide with a group standard
Normative Social Influence

Il nfl uence resul t|
desire to gain approval or avoid
disapproval
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Sol

O MO I

Aschos Co

Standard line

1

2
Comparison lines

C

Despite th
| 1T neo obuvi
equal to n
| i ne 20, 1
will answer

Incorrectly if the rest
of the answers before
him/her were
Incorrect as well

70% conformed at
least once
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https://www.youtube.com/watch?v=NyDDyT1lDhA

Reasons for Conforming

Normative Social Informational Social
Influence Influence
Influence resulting Influence resulting
from a per sofnrgosm oneos
desire to gain willingness to accept
approval or avoid ot hersdo opin

disappointment about reality




Obedience

occurs when you change your opinions, judgments, or actions
because someone in a position of authority told you to



https://www.youtube.com/watch?v=xOYLCy5PVgM

Social Facilitation

when an 1 ndi
skill performance gets
better in the presence
of others

Expert pool players who made 71% of shots when alone made
80% when four people came to watch them. (DO GOOD, DO



Social Inhibition

when an | ndi
skill performance gets
worse In the presence

of others

Poor pool shooters who made 36% of their shots when alone
made only 25% when watched. (DO BAD, DO WORSE) 23



