Social Psych 

Notes for section 1

Def: The scientific discipline that attempts to understand and explain how our feelings, behaviors and thoughts may be influenced by the presence, actual or imagined, of others 

Emphases

· Power of situation

· Power of the person

· Importance of cognition – how we interpret situations

· Application of social psych principles 

Social Psych vs. Sociology 

· *Social psych focuses on individual within the group: immediate stimuli, psychological states, personality traits

· Sociology focuses on group behavior: societal variables 

· Social psych uses experimentation and sociology uses correlations, surveys and observation 

Early Social Psych (1895 – 1934) 

· Triplett (1895) : conducted one of the first social psych experiment – noticed that bike racers would go faster when others are present (social facilitation) 

· MacDougall and Ross (1908): wrote textbooks that were related to social psych, MacDougall focused on individual while Ross focused on group 

· Floyd Allport (mid 1930s): came out with a social psych book making social psych a discipline 

1935-1945 (WWII) 

- Kurt Lewin: Jewish refugee from Nazi Germany – introduced the idea of interactionism: Person and situation influence social behaviors 


- Government wanted to know how to recruit people and keep up morale 


- Icky meat campaign: resources were scarce, what will it take to get people to eat undesirable cuts of meat? (self persuasion) 


- Zeigarnik Effect: named after his student Bluma, eating in café and she noticed that the waiter knew what everyone owed, but after it was paid, he would forget



- we can memorize info when there is pressure to know that info, but after the pressure is gone, we tend to forget it 

1946-1969 Rapid Expansion

- Social psych grew to fit the questions that current culture was asking 

1970 – Present 

- Crisis and Reassessment 


- Golden Fleece award: Senator said that psych research was a waste of time


- Knowledge doesn’t always mean you can control a situation 

Main Approaches of Social Psych

· The Self: People are profoundly influenced by their self concepts

· Culture

· Individualism vs. Collectivism: individuality or needs of group over individual needs

· The Hot vs. Cold Approach: people make decisions based on feelings or logic 

Most social psychologists are Ph.D.s 

75% are employed by colleges and universities 

Self-Fulfilling Prophecy 

· a process by which someone’s expectations about a person or group lead to fulfillment of those expectations 

· Rosenthal, Pygmalion Effect: elementary school students, various random lists (bloomers/underachievers) assessed those kids at the end of the year, the “bloomers” were treated better and therefore did better 

August 30 

The Self: A symbol using individual who can reflect in her or his own behavior 

Origins

· The “I” and the “me”: I is active, Me is subject 

· Mead and Development of the Self

· 
Develop ourself by interacting through symbols (language/communication) 

· 
Constantly co-acting or reacting to the symbols others send us as well 

· 
Preparatory stage: occurs before a person uses language, no real sense of self

· 
Play stage: occurs around the time a child develops language skills (18 months), kids start to play with roles (make believe), hard to juggle multiple roles  

· 
Game stage: take on many roles, more complex, but you can juggle them (no real set age) 

· James and the Self as process of identification

· 
Biggest concern was the emotional identification and the concept of “me” 

· 
What do you use to define yourself

· 
Spiritual “me”: our personality, motives 

· 
Social “me”: how we see ourselves within the context of others (student, athlete, artist) 

· 
Material “me”: material objects and physical features 

I am a tomboy

I am a student

I am intelligent

I am spontaneous

I am young

I am talkative

I am musical 

Kuhn and McPartland: 20 Statements Test 

· Physical descriptors

· Social descriptors 

· Attributive 

· Global 

-majority of labels were social, then moved to attributive in western cultures 

Self as a knowledge structure 

· Cultural construction of self concept

· Self schemas: how you think you should behave 

· Spontaneous self concept: don’t really give much thought about it until we are put in certain situations

· Social identities: Group membership

· In group: Us – tend to see them as individuals 

· Out group: Them – tend to see them as alike (out group homogeneity)  

· Basking in reflected glory (BIRGing) 

· Cutting off reflected failure (CORFing) 


· Clark and Clark: belonging to ethnic and minority groups – unexamined ethnic identity can breed self hatred, not being aware of who you are and interpreting the messages of others can lead to self fulfilling prophecies – internalizing messages about your group 

· Stages: 1. Unexamined Ethnic Identity- you don’t know who you are, results in lower self esteem for you and your group

· 2. Ethnic Identity Search – can be brought about by having your differences pointed out, trying to discover how their ethnic group is defined 

· 3. Achieved Ethnic Identity – sense of identity where you can accept some parts of your ethnic identity but know that not all parts have to apply to you 

Racial Doll Preferences – dolls given to black girls, thought that the white doll was better than the black doll, in the 1970’s the black doll was better 

September 1 

Self as a Target of Awareness and Contemplation

· Self-awareness (public vs. private): become aware that other people are viewing you, become aware of aspects of yourself 

· Self-consciousness: habitual self awareness 

Private Self Awareness

· Intensifies feelings

· Clarification of knowledge

· Adherence to personal standards 

Public Self-Awareness

· Stick to social standards of behavior

· Evaluation apprehension

· Momentary loss of self esteem 

People who are publicly and privately self-conscious are very good at controlling their actions 

Motivations of the Self

· Self enhancement (being flattered or complimented) or self verification (want things to reaffirm what we are feeling) 

· Self esteem and risk taking – people with higher self esteem are more likely to take risks

· Self evaluation maintenance in social relationships (social comparison) – you don’t have an idea of who you are unless you compare yourself to other people (reference group: similar others)

· Downward social comparison – changing your reference group to preserve self esteem 

· Self affirmation

Presentation of the Self to Others

· Strategic vs. Authentic 

· Self-presentation failure – hope for sympathy, use excuses if they are valid 

· Self-handicapping: creating an excuse for yourself 

· Strategic self presentations: exemplification (made yourself look like a decent upstanding person), modesty, intimidation, supplication (play on weaknesses to get sympathy), ingratiation (flattery) 

· Self-monitoring 

September 6

Impression Formation – the process by which we integrate various sources of information about another 

Categorization 

- physical appearance 

Stereotype 

· a fixed way of thinking about people that puts them into categories and doesn’t allow for individual variation 

· belong to a group and possess certain characteristics because they belong to that group

Facial Expression 

· Happiness

· Sadness

· Anger 

· Disgust

· Surprise

· Fear 

Develop skills for facial reading as a form of survival

Eye Contact

· Form of dominance

· Those who maintain eye contact are deemed more trustworthy 

· Staring

· Non-contact

· Gaze aversion

· Ellsworth 1972  Study – stoplight, car by motorcycle, car by car, car by person

September 8 

Posture also gives away emotions, just like expressions do

Can you Detect Lies in Others?

· Expressions give: words and gestures consciously transmitted 

· Expressions given off: non verbal leakage, unintentional transmission 

Common lying tells

· response length

· speech hesitations

· dilated pupils 

· touch themselves 

· blink more  

Implicit Personality Theory

- Assumptions people make about which personality traits go together 

Additive vs. Averaging 

· we are more likely to average information together than simply add it 

False Consensus Bias 

· We tend to think people see things the way we do, especially if we like them 

· Like the same things we do 

Positivity vs. Negativity Bias


Positivity Bias - the tendency for people to rate an individual more positively than a group 


Negativity Bias – the tendency for negative traits to bear weight more heavily in impression formation than positive traits 

Primacy vs. Recency Effect

· Primacy: tendency for the first information received to carry more weight on one’s overall impression than later information 

· Recency: tendency for last information received to carry greater weight than earlier information 

Fritz Heider’s Naïve Psychology 

· People are motivated to form a coherent view of the world 

· People have a need to gain control over their environments (attributions)

· 
Internal vs. external ( personality characteristic vs. situational characteristic 

· 
Stable vs. unstable ( constant vs. temporary characteristic

· 
Controllability 

Correspondent Inference Theory

· Someone’s behavior is indicative of a stable personality characteristic 

· Social desirability of the behavior

· Actor’s degree of choice (how much control they had of the situation) 

· Non common effects (what are they getting out of the action)

Kelley’s Covariation Model

· Covariation principle: for something to be the cause of a behavior, it should be present when the behavior occurs and absent when the behavior does not occur 

· Discounting principle: whenever there are several explanations for a particular event, we tend to be less likely to attribute the effect to any particular cause

· Consensus (are there others)

· Consistency (does it always happen) 

· Distinctiveness (does this happen anywhere else) 

The Fundamental Attribution Error

· When explaining the actions of others, we tend to locate the cause in terms of dispositional characteristics rather than more appropriate situational characteristics 

The Actor-Observer Effect

· We attribute the actions of others to internal factors and our own actions to external factors 

Self-Serving Bias

- The tendency to assign an internal locus of causality for our positive outcomes and an external locus for our negative outcomes 

Defensive attribution 

· Tendency to blame the victim 

· We do it so that we feel in control and less vulnerable 

September 13 

Heuristics (mental shortcuts) 

Representativeness – opposite of a stereotype, see someone with various characteristics so they must belong to a certain group even if the baseline says otherwise


*Baseline – common sense, statistics 

-Study in Oregon, told students that 70% of men in Oregon are engineers, and 30% are lawyers, described the man with characteristics fitting a lawyer, still said it was more likely to be a lawyer 

Availability – tend to judge the frequency of an event by how many examples come to mind

-“K” as a first letter, vs. as a third letter 

