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Group Interaction



Deindividuation

A Deindividuation : refers
to behavior in which any
Individual loses any
sense of identity and
personal responsibllity
while part of a crowd.

AUsed to explain behavior
of otherwise just
iIndividuals in riots,
concerts, sporting
events, etc.




Group Think

A Group think : occurs when the
desire for harmony in a
decision-making group
overrides a realistic appraisal
of the situation

A Criticism are not raised.

A Alternative solutions not
offered.

Aldea that it is better to get
along in a group than to argue.

AiDevil 6s Advoca
curb group think.
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Group Polarization

A In group polarization group

decisions end up as extreme High +4
versions of the individual

member 6s predi *

A A group of moderate +2 et Fyeldles
conservatives meet to propose Discussion among like-minded
legislation and members +1 people tends to strengthen

preexisting attitudes

resultantly propose more
extreme conservative

Prejudice 0

legislation. 1 Low peeludice
A A group of moderate liberals
meet to propose legislation e

and members resultantly
propose more extreme liberal
legislation. Low -4

Before discussion After discussion



Social Loafing

A Social loafing: tendency for individuals in groups to
exert less effort towards a common goal.

AiRRi ding someoneds coattai

ATug of War example: indiyv
In a group as they would pulllng solo.




Social Facilitation and Inhibition

A Research shows that the
presence of others can either
facilitate or inhibit your —— it
performance.

Aln social facilitation an audience
tends to aid your performance if
It is a task you know well.

Aln social inhibition an audience
tends to hinder your Low <——— Arousal ————= High
performance if it is a task you
are not familiar with.

Performance




Obedience to Authority



Obedience

AObedience refers to doing a thing because
someone (an authority figure) told you to do so.
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Obedience school was tough.
Especially the homewaork, which he
would do and then eat.



Obedience to Authority

A After World War 1l many social
psychologists became interested In
explaining how the Nazis
convinced people to follow through
with atrocious acts during the
Holocaust.

AIn the early 1960s, Yale researcher
Stanley Milgram carried out one of
the most important studies in all of
psychology.

A He wanted to see how far normal
people would go at the request of
an authority figure.




Mi | g r Gbedi®isce Experiment

A Milgram created a situation in
which an authority figure ordered
a volunteer to nt
volunteer and to punish that
Al earnero (an acc
experiment) if and when he made
a mistake.

A Electric shocks were used as the
punisher.

A The teacher could administer
Increasing levels of shock up to a
maximum 450 volts.

A The teacher and learner _
communicated via microphone in
separate rooms.







Results of the Milgram Study

AMi | g r colledgses predicted
that only 1 in 1,000 subjects
would administer the maximum
450 volts.

A In actuality 2/3of Mi | gr a
ANteacherso went
despite the nl ea
complaints about heart problems.

A Highlighted the effect of
authority figures on the actions of
Individuals.

A Study became a catalyst to
revision and implementation of
ethical guidelines in conducting
psychological research.
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Contrormity
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Conformity

: : SPECIA
A Conformity refers to a kind of wj[;S;choa s evition
nNngoi ng al ongo ~IN
with some societal expectation.
A Two main reasons for

conformity:

A 1.normative social influence:
results from a
gain approval or avoid
disapproval

A 2. informational social
Influence: resul ts
willingness to
opinions about reality that may
provide valuable information
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Sol omon Aschdos Cont

A Solomon Asch conducted studies in
the 195006s on cort 0
pressure. /

A He seated a number of individuals
together and asked them to verbally
respond to some questions.

A All but one of the participants were
accomplices of Asch who had told
them to give obviously wrong
answers.

A The idea was to see if the target
volunteer went along with those
answers, even against their better
judgment.




Resul ts of Aschos

AAsch discovered that people were quite likely to
conform to the group pressure.

AHe found that rates of conformity increased as
group size increased up to about 4 individuals.

AAfter group size reached 4 the levels of
conformity somewhat plateaued.

AOne factor more important than size of the
group was unanimity.

AEven if one accomplice did not go along with the
group, that made it up easier for the target
volunteer to avoid conforming as well.
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SIZE OF MAJORITY which opposed them had an effect on the subjects. With
a single opponent the subject erred only 3.6 per cent of the time; with two
opponents he erred 13.6 per cent; three, 31.8 per cent; four, 35.1 per cent;
pix, 35.2 per cent; seven, 37.1 per cent; nine, 35.1 per cent: 15. 31.2 per cent.



Altruism



Altruism

A Altruism : the unselfish regard for the welfare of others

A Psychologists who focus on altruism attempt to explain
the conditions in which a person is most likely to offer
help or assistance to others.




The Bystander Effect

A ByStander EffeCt Percentage 9o, Fewer people help
. ttemptin if others seem
tendency for any given " tohel =0 available

pystander to be less 70
ikely to give aid if other °0
pystanders are present.
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The Norms for Helping

A Social Exchange Theory our social behavior is an
exchange process.

AGoal is to maximize benefits and minimize costs.

AWe become socialized through norms that teach us
how we ought to behave often to our mutual benefit.

ATwo types of socialized norms:

A 1.Reciprocity norm : expectation that we should
return help and not harm those who have helped us.

A 2. Social Responsibility norm: tells us to help others

when they need us even though they may not repay
us




Attribution Theory



Attribution Theory

A Attribution Theory : inferences that
people draw about the causes of events,
ot herso behavior a
pehavior

Al n t he 1 HsidelOesined two t
terms to explain attribution theory:

A 1.dispositional (internal) attributions
ascribe causes of behavior to traits,
abilities and feelings

A 2. situational (external) attributions :
ascribe causes of behavior situational
demands and environmental restraints




Fundamental Attribution Error

AThe fundamental attribution error refers to an
observerso bi as 1 n favol
explaining otherso behad

AProposed reasons why observers tend to blame
the person rather than the situation:

A1. Situational pressures may not be readily
apparent to observer.

A2. Attributing behavior to dispositions is
effortless, almost automatic process.




Situational attribution

Negative behavior

N

Dispositional attribution
"Crazy driver!"

"Maybe that driver is ill."

Tolerant reaction

(proceed cautiously, allow
driver a wide be_rth)

Unfavorable reaction
(speed up and race past the

other driver, craning to give a
dirty look)



Defensive Attribution

ADefensive attribution : tendency to blame victims
for their misfortune, so that one feels less likely
to be victimized in a similar way.

ALet 6s say your friend g
AYou may attribute the mi
carelessness or stupidity rather than bad luck.
AWhy?
ABecause if you attribute it to bad luck, you have
to face the reality that it could as easily happen
to you!




Attituces and Actions



Attitudes

A Attitudes are feelings often based on our beliefs that
predisposes us to respond in a particular way to
objects, people and events.

AMade up of three components:

A 1.Cognitive component: beliefs people hold about
the object

A 2. Affective component: emotional feelings
stimulated by an object of thought

A 3. Behavioral component: predispositions to act in
certain ways toward an attitude object

AQuestlon remains: Do attitudes affect actions? Do
actions affect attitudes?




Two Types of Attitudes

AExplicit attitudes : attitudes that we hold
consciously and can readily describe

Almplicit attitudes : covert attitudes that are
expressed in subtle automatic responses that
people have little conscious control over




Foot-in-the-door Phenomenon

AFoot-in-the-door phenomenon: tendency for
people who have first agreed to a small request
to comply later with a larger request
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ATo investigate the relationship :
between attitudes and actions, . '
‘g f‘ m
In the 1972. ¥ =y -
A_I—Ie asked students to play roles AR ‘
1 ] BN 2 d
AVolunteers were randomly
assigned to play either guards

Z 1 mb a rStrdoodsPrison Experiment
Phillip Zimbardo carried out his
Il nfamous nPriso
I n a fAprisono
Stanford University.
or prisoners in the two week
experiment.






