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Vice-Chancellor's Message

The Distance Learning Centre is building on a sthdlition ol over two decades of service
the provision of External Studies Programme and Bastance Learning Education in Nige
and beyond. The Distance Learning mode to whichargecommitted is providing access
many deserving Nigerians in having acces:igher education especially those who by
nature of their engagement do not have the luxdryulh time education. Recently, it
contributing in no small measure to providing pkaéar teeming Nigerian youths who for ¢
reason or the other couldt get admission into the conventional universi

These course materials have been written by wrépesially trained in ODL course delive
The writers have made great efforts to provideaigate information, knowledge and skills
the different ésciplines and ensure that the materials are-friendly.

In addition to provision of course materials innpriand -format, a lot of Informatiol
Technology input has also gone into the deploynoémourse materials. Most of them can
downloaded frm the DLC website and are available in audio formvhich you can als
download into your mobile phones, IPod, MP3 amotigodevices to allow you listen to t
audio study sessions. Some of the study sessioerialathave been scripted and are b
broadcast on the university’s Diamond Radio FM 10#vhile others have been delivered :
captured in audieisual format in a classroom environment for useoby students. Detaile
information on availability and access is available the website. We w continue in our
efforts to provide and review course materialsoiar course:

However, for you to take advantage of these formais will need to improve on your |.
skills and develop requisite distance learning @elt It is well known that, forfficient and
effective provision of Distance learning educati@vailability of appropriate and releve
course materials is gine qua non. So also, is the availability of multiple plat forfor the
convenience of our students. It is in fulfillmeritthis, that series of course materials are b
written to enable our students study at their oacepand convenien

It is our hope that you will put these course mateto the best us

t i g
| N M e

Prof. Isaac Adewole

Vice-Chancellor



Foreword

As part of its vision of providing education ftiiberty and Development” for Nigerians and
the International Community, the University of Ilaag Distance Learning Centre has recently
embarked on a vigorous repositioning agenda whialeé at embracing a holistic and all
encompassing approach to the delivery of its Opesance Learning (ODL) programmes.
Thus we are committed to global best practicesigtadce learning provision. Apart from
providing an efficient administrative and acadesiipport for our students, we are committed
to providing educational resource materials for uke of our students. We are convinced that,
without an up-to-date, learner-friendly and diseatgarning compliant course materials, there
cannot be any basis to lay claim to being a pravafedistance learning education. Indeed,
availability of appropriate course materials in tipé formats is the hub of any distance
learning provision worldwide.

In view of the above, we are vigorously pursuingaasnatter of priority, the provision of
credible, learner-friendly and interactive coursatenials for all our courses. We commissioned
the authoring of, and review of course materialde@ms of experts and their outputs were
subjected to rigorous peer review to ensure standBhe approach not only emphasizes
cognitive knowledge, but also skills and humane@alwhich are at the core of education, even
in an ICT age.

The development of the materials which is on-gaatgp had input from experienced editors
and illustrators who have ensured that they arerate, current and learner-friendly. They are
specially written with distance learners in mindhisl is very important because, distance
learning involves non-residential students who ofian feel isolated from the community of
learners.

It is important to note that, for a distance leartmeexcel there is the need to source and read
relevant materials apart from this course matefibkrefore, adequate supplementary reading
materials as well as other information sourcesaggested in the course materials.

Apart from the responsibility for you to read thieurse material with others, you are also
advised to seek assistance from your course ttoitd especially academic advisors during
your study even before the interactive session lwhsdoy design for revision. Your academic
advisors will assist you using convenient technglowluding Google Hang Out, You Tube,
Talk Fusion, etc. but you have to take advantagthede. It is also going to be of immense
advantage if you complete assignments as at whersdwas to have necessary feedbacks as a
guide.

The implication of the above is that, a distareamer has a responsibility to develop requisite
distance learning culture which includes diligent alisciplined self-study, seeking available
administrative and academic support and acquisitibbasic information technology skills.
This is why you are encouraged to develop your edempskills by availing yourself the
opportunity of training that the Centre’s providelgut these into use.



In conclusion, it is envisaged that the course nmatewould also be useful for the regular
students of tertiary institutions in Nigeria whe daced with a dearth of high quality textbooks.
We are therefore, delighted to present these titldmth our distance learning students and the
university’s regular students. We are confideat the materials will be an invaluable resource
to all.

We would like to thank all our authors, reviewersl roduction staff for the high quality of
work.

Best wishes.

@2'——\«:\_;1

Professor Bayo Okunade

Director
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About this course manual

About this course manual

Social PsychologyPSY206 has been produced by Wsiiyesf Ibadan
Distance Learning Centre. It is structured in thene way, as other
psychology course.

How this course manual is
structured

The course overview

The course overview gives you a general introdadiicthe course.
Information contained in the course overview wélhyou determine:

= If the course is suitable for you.

* What you will already need to know.

» What you can expect from the course.

= How much time you will need to invest to complédte tourse.
The overview also provides guidance on:

= Study skills.

= Where to get help.

= Course assessments and assignments.

= Activity icons.

» Study sessions.

We strongly recommend that you read the ovendanefully before
starting your study.

The course content

The course is broken down into study sessions. Eiutly session
comprises:

» An introduction to the study session content.
» Learning outcomes.

= Content of study sessions.

= A study session summary.

» Assessments and/or assignment, as applicable.



PSY206Social Psychology

Your comments

After completing this coursiSocial Psychologywe would appreciate
if you would take a few moments to give us yourdfegeck on any aspe
of this course. Your feedback might include comraamt

= Course content and structt

= Course readir materials and resources.

= Course assessmel

= Course asignments.

= Course duratiol

= Course support (assigned tutors, technical hetj.

» Your general experience with the course provis®a distanc
learning studer

Your constructive feedback will he us to improve and enhance t
Course



Courseoverview

Course overview

Welcome to Social
PsychologyPSY206

Ever wonder why people do what they do? This cooffg¥s some
answers based on the latest research from sogicth@egy

This course manual supplements and complenPSY20¢ Ul Mobile
Class Activitiesas an online course. The Ul Mobile Clis a virtual
platform that facilitates classroom interactat a distancwhere you can
discuss / interact with your tu and peersvhile you are at home «
office fron your internet-enabled computéfou will also use thi
platform to submit youassignments, receive tuti@edback and cour:
news with updates

Social PsychologyPSY206—is
this course for you?

Course outcomes

Outcomes

PSY20tims to introduce yowo the world of social psychologYou
will be able to answer questis regarding how research is conducte
social psychology, how and why we think about owese and othe
groups of people as we do, how our behaviour cleangpen we are wit
others, how we are persuaded by, and attractedthersy how we
conform, and what causes some people to tremggressively or b
prejudicet.

Upon a successful completion Social Psycholody<Y206, you will
be able tc

= present theoretical underpinnings behindumar behaviour in
social situations.
* undertake research in social psychology.
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Timeframe

How long?

This is a one semester cou
45 hours of formal study time is requir

Study skills

As an adult learner your approach to learning belldifferent to tha
from your school days: you will choc what you want to study, you w
have professional and/or personal motivation fonglso and you wil
most likely be fitting your study activities arounther professional ¢
domestic responsibilitie

Essentially you will be taking control of your rning environment. As
consequence, you will need to consider performéswes related 1
time management, goal setting, etc. Perhaps ydalsd need t
reacquaint yourself in areas such as essay plantopgng with exam
and using the web as arning resourceYour most significan
considerations will btime andspace i.e. the time you dedicate to yc
learning and the environment in which you engagaat learning

We recommend that you take time r—before starting your se
study—to familiatize yourself with these issues. There are a nuiit
excellent web links & resources on the ColSite. Gc to “Self-Study
Skills” menu on the«course site.
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Need help?

&

Help

As earlier noted, this course manual complemerdssapplement
PSY20tat Ul Mobile Class as an online course.

You may contact any of the following units for infieation, learning
resources and library servic

Distance Learning Centre (DLC) Head Office

University of Ibadan, Niger Morohundiya Complexlbadan-

Tel: (+234) 08077593551 — 55 llorin Expresswa, Idi-Ose,

(Student Support Officer: Ibadan.

Email: ssu@dlc.ui.edu.ng

Information Centre Lagos Office

20 Awolowo Road, Bodiji Speedwriting House, No. !

Ibadan Ajanaku Street, Off Salvatic
Bus Stop, Awuse Estate, Ope
Ikeja, Lagos

For technical issues (computer problems, web acaesisetcetera
pleasesend mail tavebmaster@dlc.ui.edu.ng

Academic Support

&

Help

A course facilitator is commissioned for this caurgou have also bet
assigned an academic advisor to provide learnipga@t. The contacts
your course facilitator and academic advisor fig tourse are availab
atonlineacademicsupport@dic.ui.edL

Activities

Activities

This manual features “Activities,” which mayresent material that
NOT extensively covered in the Study SessidVhen completing the:
activities, you will demonstrate younderstanding of basic material (
answering questions) bere you learn more advanced conss. You will
be provided with answers to every activity questibimerefore, you
emphasis when waing the activities should be on understanding
answers.t is more important that you understand why eveignr is
correct
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Assessments

L Q)

Assessments

There are three basic forms of assessment indhise: i-text questions
(ITQs) and self assessment questions (SAQs), aodrharkec
assessment (TMASs). This manual is essentiallydfiigth ITQs anc
SAQs. Feedbacks to the ITQs are placed immediafter the questions,
while the feedbacks to SAQs are at the back of mlariou will receive
your TMAs as part of online class activities at thieMobile Class
Feedbacks to TMAs will be provided by your tutomiot more than
weeks expected duratic

Schedule dates for submitting assignments and ergagcourse / clas
activities is available on the course website. Kindsit your course
website often for update

Bibliography

Readings

For those interested in learning r on this subjectwe provide you with
a list of additional resourceat the end of thisourse manu; these may
be books, articles or websit



Gettingaround this course manual

Getting around this course manual

Margin icons

While working through thicourse manual you wiliotice the frequer
use ofmargin icons. These icons serveé'tmnpost” a particular piece «
text, a new task or change in activity; they hagerbincluded to help yc
to find your way around thicourse manual.

A complete icon set is shown below. We suggestybatfaniliarize
yourself with the icons and their meaning befoegtstg your stud

=

Activity Assessment Assignment Case study
Discussion Group Activity Help Outcomes
o |
...
Note Reflection Reading Study skills
/o7 9,
Summary Terminology Time Tip







StudySession 1Introduction to Social Psychology

Study Session 1

Introduction to Social

Psychology

Introduction

Learning Outcomes

This Study Sessiowill introduce to youthe various ways of defining ¢
area of psychology that is callsocial psychology

When you have studied this session, you shouldleeta:

i. present the focus of social psychologist.

1.1 Definition of Social Psychology

Social PsychologyThe
branch of psychology that
deals with social interactions.
It uses scientific methods "to
understand and explain how
the thought, feeling and
behaviour of individuals are
influenced by the actual,
imagined or implied presence
of other human beings"

Fundamental attribution
errorreflects failing to
adequately consider the role
of some situational factors
that may affect a person's
behaviour.

Construal the way in
whichpeople perceive,
comprehend, and interpret
the world around them.

Schemas a cognitive
framework that helps you to
organize and interpret
information in your
environment.

Social psycholog is defined as the scientific study of the feelir
thoughts, and behaviours of individuals in socsituations. Social
psychology emphasizes the influence of situatiompehaviour. Peop
often find it difficult to see the role that powelfsituations play i
producing their own and others' behaviour, and they inclined tc
overemphasize the importance of sonal dispositions in producit
behaviour. The two tendencies together are calledfundamental

attribution error . Social psychology also focuses on the role
construal in understanding situations. People often feel ttadir

comprehension of situans is direct, without much mediating thought
fact, even the perception of the simplest objeetstsr on substanti

inference and the existence of complex cognitinectiires for carrying |
out. The primary tool people use for understandingial stuations, and
physical stimuli for that matter, is ttschema Schemaare the stored
representations of numberless repetitions of highigilar stimuli anc
situations. They tell us how to interpret situaticand how to behave

them.

Social psycholoc is interested in the power of culture/structi
interactions, and social groupwho we are, what we do, and what
believe. Social psychology is interested in the interplaytween
individuals, groups, and social structu This class will be focust on
explaining not just what goes on within individyadsprimary focus ¢
psychology, but how individuals affect groups atrdctures, how grouy
and structures affect individuals as well. Abilityrelate well with and i
our environment— is what so@l psychologists want to express
detailed and painstaking manner. That is why irhistorical backgroun
of social psychology, Gordon Allport (1965) refafreto socia
psychologist as someone who scientifically attemjmtsunderstanc
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Social Psychology

i)

o |
o

i)

o |
S

explain and prdict how the thoughts, feelings and actions ofviaiials
are influenced by the perceived, imagined or intblieoughts feeling
and actions of othe

By this definition, scientific refers to the empirica method of
investigation. The termthoughts, feelings, andbehaviours include all of
the psychological variables that are measurablea human being. Tt
statement that others may imagined or implied suggests that we are
prone to social influence even when no other peapepresent, su as
when watching television, or following internalizecultural norms.
Social psychologists typically explain humbehaviou as a result of the
interaction of mental statesand immediate sociasituations. In Kurt
Lewin's conceptual formula, behaviotan be viewed as a function of 1
person in the environmerB = f(P, E) (Lewin, 1951). In general, soci
psychologists have a preference laboratorybased empirical finding:
Social psychology theori tend to be specific and focused, rather 1
global and gener:

Fundamental attribution error occurs when we overege how mucl
another personbehaviourcan be explained by dispositional factors
reflects failing to adequately consider the role soime situatione
factors that may affect a persobehaviour.

Social psychology is an interdisciplinary domaimttibridges the ga
between psychology and sociologyDuring the years immediate
following World War II, there was frequent collaboration betw
psychologists and sociologists (Sewell, 1989). Hmwe the twc
disciplines have beconincreasingly specialized and isolated from €
other in recent years, with sociologists focusing "macro variables
(e.g., social structure) to a much greater exteaverthelesssociological
approache to social psychology remain an important counterpal
psychological research in this area. In additiontlie split betwee
psychology and sociology, there has been a somelbsitpronounce
difference in emphasis between American social pdggigis anc
Europea social psychologists. As a broad generalization,eAocan
researchers traditionally have focused more onintd&vidual, wherea
Europeans have paid more attention to group leveénpmen:
(Moscovici& Markova, 200¢.

In The Social Animal, EllioAronson defines social psychology as "
influences that people have upon the beliefs oawelr of others.
He is especially interested in "the relevance #gwtiopsychologice
research might have for some of the problems begetontemporar
sociey."Social psychology is therefore interested in the interplay
between individuals, groups, and social structures.




StudySession 1Introduction to Social Psychology

Study Session Summary

defining an area of psychology called social psimim The Study
Session emphasizes that social psychology is atgmestudy of the
feelings, thoughts, anbehaviours of individals in social situations.
also covers some of the areas of interest of spsgthologists whic
include the interplay between individuals, grougsd social structure

@ This Study Session has been able to introduce gdiet various ways (

Summary

Bibliography

= http://psychology.about.com/od/psychologycareeila®f/socie-
psychologists.htm
= http://www.csua.berkeley.edu/~kaserina/psych/dedinihtm
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Study Session2

Group Behaviour

Introduction

Learning Outcomes

2.1 Groups

Group two or more
individuals that are
connected to each another by
social relationships

In this Study Sessi(, you will examine the terrgroup and some of the
behaviours that come from being a member of a growprr social life

When you have studied this session, you shouldleeta:

I. define anduse correctly allof he keywords printedibold.
e groups
* norms
* roles
* relations
il. highlight the importance of group behaviour.

Human beings, like all large primates are g-living animals who
influence and st get along with others. Yoare expecteto exhibit a
group behaviour being a member of a particular grouour societ.
Group memberstend to interact, influence each other, and she
common identity. They have a number of emergentlitteg that
distinguish them from aggregat

1. Norms — are implicit rules and expectations for group merske
follow, e.g. saying thank you, shaking hands.

2. Roles— are implicit rules and expectations for specificnmbers
within the group, e.g. the oldest sibling, who nieve additions
responsibilities in the family.

3. Relations— patterns of liking within the group, and also diéfeces
in prestige ostatus, e.g., leaders, popular pec

Temporary groups and aggregates share few or nbtieese feature:
and do not qualify as true social groups. Peopiéngan line to get on
bus, for example, do not constitute a gr

2.2 Importance of Groups

12

Groups are important not only because they offeciabosupport
resources, and a feeling of belonging, but bec#lusg supplement &
individual's selconcept. To a large extent, people define themseby
their group memberships. Groups also affect formance and
productivity. The followings are some of the cortsepn groug
behavioui



Deindividuationlmmersion
in a group to the point that
one loses sense of
individuality and feels
lessened responsibility for
one's actions.

IndividuationProcess by
which the wholeness of the
individual is established

Spotlight effectTendency to
think that other people are
watching us more closely
than they actually are.

Self-censorshipThe
withholding of one's true
opinion from an audience
perceived to disagree with
that opinion

Risky shiftThe observed
tendency for people to make
more daring decisions when

StudySession2Group Behaviour

2.2.1 Social Facilitation

The presence of other people sometimes facilitatesan performance
and sometimes hinders it, but in predictable wRgsearch in the area of
social facilitation has shown that the presence of others is arousi,
that arousal increases people's tendencies to @b tky are already
predisposed to do. On easy tasks, people are posdid to respond
correctly, and so increasing this tendency fatdgaperformance. In
contrast, on novel or difficult tasks, people apé predisposed to respond
correctly, and so arousal hinders performance bkingait more likely
that they will respond incorrectly. A number oféwr experiments have
indicated thatit is the mere presence of others that leads to social
facilitation effects, although other factors, includingevaluation
apprehension can intensify them. Moreovetistraction-conflict theory
explains social facilitation by noting that awarssief another person can
distract an individual and create a conflict betwa&ending to the other
person and to the task at hand, a conflict thi#séd#f arousing.

2.2.2 Social Loafing

This is the tendency to exert less effort on a grmsk when individual
contributions cannot be monitored. In other womssial loafing is the
tendency of individuals to slack when working igraup. Social loafing
is common when the task is considered unimportart &dividual

contributions are not easy to see.

2.2.3 Deindividuation

This is a tendency for large groups of people metomes transform into
unruly mobs. This may happen because the anonyanidydiffusion of
responsibility that are often felt in large grouwgas lead to a mental state
of deindividuation in which one is less concerned with the futurghwi
normal societal constraints on behaviour, and with consequences of
one's actions. The deindividuated state of "gettogy in the crowd"
stands in marked contrast to how people normalky, f@hich is quite
individually identifiable. Self-awarenesstheory ntains that focusing
attention on the self will lead tandividuationand, in turn, careful
deliberation and concern with how well one's adioaonform to internal
moral standards. Most people overestimate how ntei personally
stand out and are identifiable to others, a phenomeknown as the
spotlight effect

2.2.4 Groupthink

This is the tendency for members of cohesive grdopdeal with the
stress of making highly consequential decisiongpbgsuing consensus
more vigorously than a critical analysis of all gafale information.
Groupthink has been implicated in the faulty deeiginaking that has led
to a number of policy fiascos. Group decision mgkmaffected by how
cohesive a group is, how directive its leader ig] a-group pressures
that can lead teelf-censorshipor the tendency for people to refrain from
expressing their true feelings or reservationshe face of apparent
consensus on the part of the other group membewhaBiging views

13
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they are in groups, than when
they are alone.

Group polarizationA
phenomenon in which
people's decisions and
opinions become more
extreme in group settings

Persuasive argument group
polarization in which the
opinions of group members
conversing about a problem
or choice will likely be more
extreme when most of the
members desire a basic
position, because the group
will produce more disputes
favouring the majority
position.

Social comparison People
evaluate and learn their own
abilities and attitude relative
to other peoples.

Social Psychology

with fellow group members can lead to more extrel@esions and mak
people more extreme in their attitudes. When groogke riskiel
decisions than individuals, tlrisky shift has occurrec

2.2.5 Group Polarization

Group discussion tends to creegroup polarization, whereby initial
leanings in a risky direction tend to be made nnisley by discussion ar
initial leanings in a conservative direction tenal be made mor
conservative. Group polarization is produced thloupersuasive
arguments, in that alarger pool of information and arguments are
available to all group members. It is also produdktbugh social
comparisor. People from cultures that place a high value ish are
more likely to make risky decisions after groupcdission than peog
from cultures that do not value risk as highly. diation is ¢
particularly common outcome in homogeneous grospsnething we
noted may be a particular problem in the modernldyas people ar
likely to read newspapers and watch news progrdras ft their pre-
existing views. This polarization may be furtheinferced througt
communication on the Internet, which makes it iasregly easy fo
people to exchange information solely with thoseowshare thei
opinions

Study Session Summary

o7

Summary

This Study Session introduces students to the @bnederred to a
group. Areas such as qualities that distinguishl rg@ups from
aggregates and some concepts of group behavioues vee left out ir
the Study Session. Major qualities distinguishireal group from
aggregates include norms, roles and relations. Smneepts of grou
behaviour discussed in the Study Session includgalsdacilitation,
deindividuation, social loafing, groupthink, gropeplarization

Bibliography
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Study Session3

Attraction

Introduction

Learning Outcomes

The Study Session discusses forces that make peopliking one
another; which explains interpersonal relationships the proces of
studying this sessi, you will see howpeople establish relationshij
dating and even end up fall in love and in somes get marriec

When you have studied this session, you shouldleeta:

I. point out the forces that lead individuals to liking ott.
Ii. highlightsome of the claims of evolutionary psychologist:
attractiveness.

3.1 Interpersonal Attraction

Attraction The natural
feeling of being drawn to
other individuals and desiring
their company

A major area in the study of people's relations emch other i
interpersonaattraction. This refers to all of the forces that lead pedp!
like each other, establish relationships, and in sorses¢dall in love
Several general principles have been discoveredebgarchers in th
area

3.1.1 Determinants of Attraction
Propinquity

A major determinant of who we end up being attmhtteispropinquity ,
or sheer closeness of contact with potential targétattraction. To

remarkable extent, the people one knows, and liked,even loves, a
those with  whom one comes in contact most frequent
neighbourhoods, on the job, and in recreal settings. Proximity
increases attraction, as opposed to long distagleéanships which ar
more at risk. Three reasons for the power of priy are:

a) sheer availability: one has to come into contact with others to t
a chance to know and like them,

b) anticipation of interaction: people tend to put their best fc
forward for those theknow they will see again, a

c) mere exposure effectsimply encountering a person or object, e
under negative circumstances, makes us like tigettanore

Similarity

A second major source of attractionsimilarity . Engaged couples a
more similar to one another than are randomly painen and womel
The more similar two people are in attitudes, baolkgd, and othe
traits, the more probable it is that theill like each other. Contrary 1

15
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popular opinion, opposites do not usually attr&tidies using thbogus
stranger paradigm invariably find that people like indivela who
resemble them more than individuals who do notr&ligescant evidence
that "opposites attract." There are four reasonsghi® effect of similarity
on attraction. They are:

a) similar othersvalidate our beliefs and values,

b) similarity facilitates smooth interactions,

c) we expect similar othersto like us (which is rewarding), and
d) similar others have qualities we like.

Physical Attraction

This is another major source of attraction. Physicdtractive people are
much more popular with the opposite sex. Attracipemple are given
higher grades for their work. People who are plalicattractive earn
more money in the workplace, and they even redeiwer sentences for
crimes. In short, they benefit from a halo effé@ctthat they are believed
to have many positive qualities that go beyondrthkysical appearance.
Attractiveness has an impact even in infancy arittitebod: attractive
infants receive more attention from their motharsj attractive children
are believed to be more intelligent by their teashéeople think a
transgression by a child is less serious if théddhiattractive. Moreover,
even three month- olds will look longer at an atikee face than at an
unattractive oneGenderis an important variable when it comes to
attractiveness, with physical appearance affectirgy lives of women
more than men. Women deemed unattractive at woffersworse
outcomes than men who are considered unattract®bysical
attractiveness has such impact because:

(a) it has immediacy—you see it before any othguegs or faults,

(b) the attractiveness of one's friends and paraffects one's prestige,
and

(c) biology plays a role—that is, we are wired ppieciate some kinds of
physical appearance more than others.

3.2 Evolutionary Psychologists and Attractiveness

Evolutionary psychologists argue that our biologgmpts an attraction
to features that signifyeproductive fithess—that is, the capacity to
perpetuate our genes in future generations if weewe mate and have
children with a person who possesses those featlitesse include
physical characteristics that signal vitality, fi@st, and likely
reproductive success. Evolutionary psychologisie alaim that there are
biologically based differences between men and wonie the
importance placed on attractiveness and in the rmdaients of
attractiveness.

In species in which parental investment is gre&derthe female, the
males must compete vigorously among themselvastragex
competition) for access to choosy females. The males also couspete
for the females' attentioninfersex attraction) and are typically the
louder and gaudier of the species. In the humarciespe say the
evolutionary psychologists, differential parentaléstment on the part of

16
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Study Session3Attraction

men and women leads women to prefer fewer sexutigra than men.
leads men to prefer women whose physical appeargnees the
impression that they will be fert—for example, features such as smc
skin and a waist that is narrow in relation to himen are attracted
men who can be expected to provide for them andhieir childrer—
men who are strong, industrious, and have so@als

Though much evidencfrom the animal kingdom and from the study
humans supports the hypotheses of the evolutiomist of the huma
findings can be explained without resort to an etrohary explanatior
The strongest support for the evolutionary apprdachttractiveess in
humans comes from studies showing that women iseretheil
preference for attractive (or at least symmetricalyl masculine me
during the ovulatory phase of their menstrual cyclehen they have
relatively higher probability of conceivin

The notion ofreward can explain most of the reasons we like pe—
we tend to like those who provide us with the gestatewards (broad
construed). Another way to understand attractioimiserms ofsocial
exchangt. This theory holds that people pursue those iotenas tha
provide the mostfavourable difference between rewards and cc
According to social exchange theory, relationstsipes based on ration
choice and co-benefit analysis. If one partner's ts begin to outweigh
his or her benefits, that person may leave thdioelship, especially i
there are good alternatives availal

With time, long term relationships tend to becocommunalrather
than simply based on exchar

Study Session

o7

Summary

Summary

The Study Session discusses attraction as a commcsptial psychology
It was noted that people establish relationshipte dne another and ev
end up fall in love and in some cases get marfléw: Study Sessic
covers some of th«determinants or sources of attraction and s
arguments of evolutionary psychologists on attvacies:

Bibliography
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Study Session 4

Interpersonal Relationships

Introduction

Learning Outcomes

In this Study Sessiolinterpersonal relationshilg seen as an associat
between two or more people that may range frontifigeo enduring
This association may be based on inference, lovelasity, regular
business interactions, or some other type of sammhmitment. Th
Study Session also dusses some major model of interperst
relationshir

When you have studied this session, you shouldleeta:

i. outline the process of interpersonal relationship
iil. analyse the major models of relationship.

4.1 Need for Interpersonal Relationships

There is a biologically baseneed to belong, evident in the evolutional
benefits and universality of different relationshipnd in the negati
consequences that accompany the absence of rekipienas shown
the deficits in feral clidren. Relationships shape the sense of sell
how social events are remembered and explainegléath have certai
relational selves, or beliefs, feelings, and expectations that defrom
their relationships with particular other peopleh&d one f these is
activated by a particular person, the person is $eehe light of the
relevant relational self. Relationships affect paed wel-being on a
momen-to-moment basis. Interpersonal relationships are dim
systems that change continuously ing their existence. Like livin
organisms, relationships have a beginning, a lgaspand an end. The
tend to grow and improve gradually, as people getriow each othe
and become closer emotionally, or they gradualterierate as peop
drift apar, move on with their lives and form new relatiomhiwith
others.

4.2 Models of Relationship

18

4.2.1 Levinger'S model of Relationship

One of the most influential models of relationshipvelopment wa
proposed by psychologist George Levinger (1983)is Tihodel was
formulated to describe heterosexual, adult romamtiationships, but

has been applied to other kinds of interpersonidtions as well
According to the model, the natural developmerd oflationship follow:
five stages
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1. Acquaintance — Becoming acquainted depends on previous
relationships, physical proximity, first impresssrand a variety of
other factors. If two people begin to like eacheothcontinued
interactions may lead to the next stage, but aotmate can
continue indefinitely.

2. Buildup — During this stage, people begin to trust ane @out
each other. The need for intimacy, compatibilityl auch filtering
agents as common background and goals will infleembether or
not interaction continues.

3. Continuation — This stage follows a mutual commitment to a long
term friendship, romantic relationship, or marrialjes generally a
long, relative stable period. Nevertheless, comthigrowth and
development will occur during this time. Mutual gtus important
for sustaining the relationship.

4. Deterioration— Not all relationships deteriorate, but those tthat
tend to show signs of trouble. Boredom, resentmeantd
dissatisfaction may occur, and individuals may camitate less
and avoid self-disclosure. Loss of trust and betisaynay take place
as the downward spiral continues, eventually enditige
relationship. (Alternately, the participants mapdfisome way to
resolve the problems and re-establish trust.)

5. Termination— The final stage marks the end of the relationship
either by death in the case of a healthy relatignsr by separation.

4.2.2 Bowlby Attachment Theory

John Bowlby'sttachment theory holds that, early in development,
children rely on their parents for a sense of dgcusome children are
luckier in these formative relationships than oshdPeople having a
secure attachment style are comfortable with intimacy and wish to be
close to other people when they are stressed. @éeping aravoidant
attachment styles feel insecure in relationships and distance teéras
from others. People who have anxious attachment style are also
insecure in relationships but respond to this inggcby compulsively
seeking closeness and by obsessing about theygodltheir relations
with others. Researchers have discovered thathatieat styles are quite
stable over the lifespan. Secure, anxious, anddawmbiindividuals live
quite different lives, enjoying different levels wdlationship satisfaction
(securely attached individuals are the most satisfind the least likely to
break up) and suffering different kinds of diffidak (anxiously attached
individuals are particularly prone to psychologipebblems).

4.2.3 Fiske's Relationship Styles

Fiske's relational models theory posits that tteeefour different kinds
of relational styles:

a) communal sharing family-like, relationship style, in which
members of the group receive what they need anel \givat they
can;

b) authority ranking relationship style characteristic of corporations
and tribal groups headed by chiefs, in which poflerns from a
head to those lower and resources are distribgtéigeshead sees fit;

19
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c) equality matching relationship style governed by the principles of
reciprocity and sameness, which is typified byrfdghips; and

d) market pricing relationship style governed by the principle of
benefits in proportion to inputs and characterisficompanies that
reward individuals in proportion to their contriris. All of these
relationship styles are practiced by all sociefieh the exception
of market pricing for some), but different culturagply different
styles in different domains.

Communal Clark and Mills have contrastasbmmunal relationships over the long
relationshipsRelationships in - term withexchange relationshipsf short duration that are governed by
which people’s primary concerns of equity. Power is based stetus, authority, and dominance

concern is being responsive
to the other person's needs.

relations. According to the approach/inhibition theory ofwaw, elevated
power makes people look at things in more simglifetshion, and act in
Exchange ~ the social world in more disinhibited ways. The mogsterious and
relationshipsRelationships in - oo mnelling relationship is the romantic bond. Rotitarelationships are
which members benefit each . . . .

other to incur or repay an important part of our social life, and they amgportant to our
obligation satisfaction with our lives and even our physicahlth. Divorce and
marital dissatisfaction are often caused rbgrrying young, criticism,
defensiveness, stonewalling, andcontempt. Happy romantic relations are
affected by commitment, which is a function of rewards in the
relationship, alternatives to the relationship, andnvestments in the
relationship. Happy couples have maquesitive illusions about their
partners, and they are likely to pursue novel atusing activities
together.

Study Session Summary

The Study Session discusses interpersonal relatp@s an association
between two or more people that may range frontifigeo enduring. It
was emphasized this association may be based amemue, love
solidarity, regular business interactions, or sootieer type of social
commitment. Some models of interpersonal relatipsshwere also
mentioned and discussed.
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Study Session g

The Social Self

Introduction

Learning Outcomes

The Study Session discusses self in the conteself-esteem and self-
concept. It is our seperception that shapes the way we react withir
self-esteem; selésteem being the amount of relative value we atta
ourselves. Also, it is what, who, where and howthiek we are in an
given situatio.

When you have studied this session, you shouldleeta:

i. describe the concept ofelf and its social percepti.
iil. pointout the foundation to self-concept.
iii.  highlight the forms and respective functions of -self-knowledge.

5.1 The Concept of Self

Self A person's essential
being that distinguishes them
from others, esp. considered
as the object of introspection
or reflexive action.

Self-esteemA person's
overall sense of self-worth or
personal value.

The self is not a new ternper se; it is a word we are all familiar with
Each of us has a sense of awareness, of beingasegesm both ou
physical and social environments. Each of us hamaept of “Me”, “I”,
“We”, “They” and “Us” with which we make referencesdt is our elf-
perception that shapes the way we react within self-esteem self-
esteem being the amount of relative value we attaaburselves. It i
what, who, where and how we think we are in anyegigituation. Fc
example, | may see myself as a tradial chief and as such comp
myself as a traditional chief by exercising a lbrastraint in the face ¢
great provocation in a communal land dispute, @asin which anothe
person might have created too aggressively. Becauthe higher valu
the community and myself place on what | am (a chiefly as much a
possible to maintain that “esteem” placed on meniyself and the
community through my positiorAgain where an action is required
me, | may see such as a test of competence in itity and depending
on my sel-esteem, | may amay not oblige such a requ«Self-esteem is
learned from others and becomes a reflection of ditwvers regard us ¢
more accurately, the value we think others attaxhus as persor
(Balogun, 1988

5.2 Foundations to Sense of Self-Concept

Self-concept The image a
person have of
himself/herself, including
physical appearance and
personality characteristics.

There are several differenoundations of the sense of ¢ or self-
concep. The self originates in part from biologically kdsdisposition:
inherited from parents, as well as fréfamily birth order. Firstborns ter
to be more assertive and achiever-oriented; later borns tend be mi
open to experience and cooperative. The self ipeshdy the socic
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Distinctive
hypothesishighlights aspects
of the self that makes us feel
most unique in a given
context.

context, with people usingocial comparison to learn about their own
abilities, attitudes, and personal traits. Accogdin thedistinctiveness

hypothesis people in Western cultures tend to define thevesel
according to what is unique about themselves coeaptr others in the
social context. The self is profoundly shaped byetlbr people live in
independent or interdependent cultures. Genderatfsats how people
define themselves, with women generally emphasittieg relationships
and defining themselves in an interdependent wag, men generally
emphasizing their uniqueness and construing themselin an

independent way.

5.3 Forms and Functions of Self-Knowledge

Self-knowledge Our
knowledge about ourselves in
the form of beliefs, images,
memories, schemas, stories,
and expectations.

Self-discrepancy theoryA
general theory relating
different patterns of self-
beliefs to different kinds of
emotional-motivational
predispositions

22

There are several forms and functionseif-knowledge Self-knowledge
can take the form dbeliefs, images, memories, andstories we tell about
our lives. This self-knowledge helps guide condtruid social
information, through memories and self-schemasictyly reinforcing
pre-existing beliefs about the self. Self-knowle@gebodies cultural and
moral standards, and it motivates appropriate hebav

Self-discrepancy theoryinvestigates how people compare their actual
selves to their ideal and ought selves. Self-kndgée varies across
cultures. In independent cultures, people use tkeif-knowledge as
standards in judging others. They tend to have alisteally positive
beliefs about themselves, an illusion of contral] anrealistic optimism,
which all enhance their sense of well-being. Ireidependent cultures,
other people rather than the self serve as stasdardsocial judgment,
and there is less evidence of self-illusions.

There are two kinds of sedfsteemtrait self-esteem which tends to be a
stable part of identity, anstate self-esteemwhich changes according to
different contextual factors, such as personaluffailor the loss of a
beloved sports team. The motivation to have elelvagf-esteem guides
the formation of friendships that allow one to eygén favourable social
comparisons and esteem-enhancing pride taken ifrigmal's successes.
Self-esteem is more important and elevated in Wiesken in East Asian
cultures. There are perils of high self-esteem, studiies have linked
various forms of antisocial behaviour with nargssi levels of self-
esteem.

The social self is concerned with how we live amgriact with others in
our social environment. It is our conception ofiabself that determines
who to live with, where to live, who to associatéhwand so on. It shows
our concern about how we want others to view us laow we see or
want to see others. The reaction of others is nsggeificant in the

formation of social self. In the micro sense, tineage that your

belonging to say a social club (e.g. Rotary ClubdCross) dictates is
what you tend to live with. So also at the culkdewel such as your
socio-economic status, cultural or ethnic groupjcational attainment
group (e.g. graduate) all determine your socidl@miceptualization. In
fact, social self is a consequence of expectatimm fothers. For
example, if people think of you as a millionaireuyend to behave like
one. |If people see you as a role model, you tentive up to their
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expectations. Social self is made up of labelgyasd by others and s-
imposec

Self-presentation theoryconsiders the self to be a dramatic performe
the public realm. People seek to create and mairdavorable publi
impression of themselveFace refers to what people want others to th
they are. Researchers now distinguish betwprivate and public self-
consciousness. They have shown that people engagself-monitoring to
ensure that thebehaviourfits the demands of the social context. Pe
protect their public self throucself-handicapping behaviours, which are
self-defeating behaviosrthat can explain away possible failure. F
concerns and sepresentation shape social communicatiOn-record
communication is direct; off-record communication like joking and
teasing is indirect and sub

Study Session Summary

o7

Summary

Self as a term has been explained in the contegeléesteem and self-
concept in the Study Session. Individual's -perception shapes the w
he/she reacts within his/her «esteem; selésteem being the amount
relative value we attach to ourses. Some of the concepts identif
with the self were discussi
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Study Session 6

Social Influence

Introduction

Learning Outcomes

In this Study Session, social influence is definsthe way people affe
the thoughts, feelings, and behaviours of otheiige lthe study o
attitudes, social influence is a traditional, ctwpic in social psycholog
Social infuence is also closely related to the study of grdunamics, a
most of the principles of influence are strongebewthey take place
social group:

At the end of thisStudy Sessiaryou should be able to

i. discuss the importance of social influence in human intdcen.
ii. highlight the types of social influence

6.1 The Meaning of Social Influence

Social influence is change in an individual's thbtsy feelings, attitude
or behaviours that results from interactiwith another individual or
group Social influence, however, is the process by whidfividuals
make real changes to their feelings abehavious as a result of
interaction with others who are perceived to beilamdesirable, o
expert. People adjt their beliefs with respect to others to whom t
feel similar in accordance with psychological piohes such as balanc
Individuals are also influenced by the majority:emha large portion ¢
an individual's referent social group holds a pardar dtitude, it is likely
that the individual will adopt it as well. Additiafly, individuals may
change an opinion under the influence of anothey islperceived to b
an expert in the matter at hai

6.2 Types of Social Influence

24

There are three types (social influence. They include conformi
compliance and obedien

6.2.1 Conformity

Thisinvolves a change in a person's attitudes or behai response 1
(often implicit) pressure from otherConformity is the most commo
and pervasive form of sl influence. In other words, conformity can
defined as the tendency to act or think like ottmermbers of a grou
Group size, unanimity, cohesion, status, and mdonmitment all help t
determine the level of conformity in an individualthough cinformity
is usually viewed as a negative tendency in sontieirey it is howeve
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true also, that an amount of conformity is not ambgessary and normal,
but probably essential for a community to functi@here are two major
motives in conformity or major sources of confogmithese are:

a. Normative Influence, the tendency to conform in order to gain
social acceptance, and avoid social rejection oflict, such as it is
with peer pressure. That is, out of concern for thecial
consequences of their actions.

b. Informational Influence, which is based on the desire to obtain
useful information through conformity, and therebghieve a
correct or appropriate result. That is, peoplé&lapon the actions
of others as information about what is best to do.

Several characteristics of the group affect conftyrpressure. The larger
the group size, the greater its influence—but only up to a sitaloout
four people.Unanimous groups are far more effective than those with
even a single other dissenter. Moreover, the grdagexpertise and
status of group members, the greater their influencetaland gender
affect conformity. People from more interdependemitures are more
likely to conform than people from independent urds. Women are
somewhat more likely to conform than men. But botn and women
conform more in domains in which they are less Kedgeable. Several
task factors affect conformity pressure. The nabifiecult andambiguous
the task is, as with the autokinetic experimerd,gheater the conformity.
When people's responses anenymous, they are less affected by others'
responses. Finally, when people haatsfying explanations of others'
judgments, such as monetary gain, they are lessctaff by others'
responses.

6.2.2 Compliance

This involves going along with explicit requestsdaady others. In other
words, it refers to any change in behaviour thaduis to a request or
suggestion from another persdfhe Foot-in-the-door technique is a
compliance method in which the persuader requestsall favour and
then follows up with a larger favour, e.g. askimg the time, and then
asking for ten naira. A related trick is the Baitdaswitch (Cialdini,
2000). Compliance with the requests of others mayelcited through
both reason-based techniques and emotion-based techniques. Powerful
reason-based approaches include invokingribren of reciprocity by,
say, doing a favour for someone or making a conmegthedoor-in-the-
face technique), and starting up #oot-in-the-door process by first getting
someone to agree to a small request before makignbre substantial
request in which one is really interested. Powerdmhotion-based
approaches include getting the targeted persongimod mood, which is
likely to increase compliance becausemobd maintenance. Compliance
may also result from a desire foegative state relief, as an act of
compliance may reduce guilt or sadness.

6.2.3 Obedience

This involves giving in to the commands of an autijoln other words,
obedience as a form of social influence is a chandeehaviour that is
the result of a direct order or command from anotperson. The
direction of influence is not always from the m#jprto the minority.

25
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Sometimesminority influence can be substantial, especially when it

consistent minority. The study of obedience haslmninated by th
experiments of Stanley Milgram, who documented thast participant
go along with potentiallyarmful commands of an authority. Participe
in obedience experiments are caught in a confitiveen two opposin
forces:normative social influence andmoral imperatives. To modify the
strength of these forces, participants tend to wuethe learnc and to
tune in the experimenter. Although Milgram's resufitrike nearl
everyone as wildly counterintuitive, they can bedered less surprisir
by considering thestepwise nature of his commands, thattempts to
terminate the experiment made by mosarpicipants, and the ability «
participants to place the onus responsibility on the experimenter, n
themselves. Sometimes attempts to influence uskfibecas wher
would-be influencers generateactance. Our attempts to resist influen
are aidecby simple practice at it, by having an ally, byrgewary of
slippery slopes, and by avoiding action in the fadean emotione
influence attempt by "sleeping on" the reqt

Study Session
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Summary

Summary

In this Study Session, you learnt thocial influenceisthe way people
affect the thoughts, feelings, and behaviours bt The three maj
type of social influence aiconformity, compliance and obedience. Sc
of the techniques of compliance include ‘doorin-the-face technique
and the foc-in-the-door technique.
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Study Session 7

Attitudes and Persuasion

Introduction

Learning Outcomes

7.1 Attitudes

In this Study Session, you will explore the consepf attitude an
persuasion as related to the field of sopsycholog. You will also
examin¢ various ways of making attributions to causes ome
behaviour

At the end of thisStudy Sessiaryou should be able to

I. highlight the component definition of attitudes and functioofs
attitudes.
ii. point out the variablegvolved in the process of persuas.
iii. present how attitudes predict behaviour.

Though there are manpossible methods by which attitudes can
defined. Attitudes are defined as dispositions to evaluate objecta
negative or positive light. Attitudes include threédferent elements
affective evaluations (emotions),cognitions (thoughts and knowledge
and actions (behaviours). Also,here are many possible methods
which attitude definitions may be classificone of the most useful
based on consideration of the type and number wipooents (respon:
tendencies) contained in the definitit

A. Single component definition: Several writers (e.g. Benn, 19
restrict the concept of attitude to a single rese tendency towards i
object which is always in the evaluative form ofsipiwe or negativi
terms. Collins (1970) defines attitude as “a feglihat an object is goc
or bad, fair or unfair” while Bem (1970) statestthattitudes are like
and dislikes” They are one’s affinities for and one’s aversioto
situations, objects, persons, groups, etc. Asha#f some to realize lat
on, most measurement scales adopted the singleoc@mpdefinitions o
attitude because it is less cumbersome in opnalizing and measurir
than other form:

B. Two-component definition: Other definitions of attitude ha
included cognitive aspect of attitude as the bésundations in thei
approach. It is the belief of this school of thbughat cognitive
componenconsists of beliefs and thoughts that will facitar interfere
with evaluation on the attitude object positivefynegatively

C. Three-component definition: Other scholars believe that when

expression is held towards the attitude object) theojle are influenced
either to move towards or away from the attitudgaotb In other words
there are behavioural dispositions towards theudti object. Wagne
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7.2 Persuasion
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(1969) states that “an attitude is composed ofctffe, cognitive and
behavioural components that correspond, respegtivel one’s

evaluations of, knowledge of, and predispositiom¢btoward the object
of the attitude.” Zimbardo and Ebbersen (1970) larp these

components as “the affective component consistimigaoperson’s

evaluation of liking of, or emotional response tng object or person;
the cognitive component consisting of beliefs abmutactual knowledge
of the object person; and the behavioural componewmblves the

person’s overt behaviour directed toward the oljegterson.

From the foregoing, one can say that dependindgnempérspective of the
researcher, attitude can be defined in its meakutabms, i.e. the one
that suits the purpose of the researcher. Ong thim cannot run away
from is the fact that affective component runs tigito all the definitions
and that this is so because an attitude becomasiiarte only when it is
expressed verbally by the individual, and the dbyciaecognizable
expression is always in negative or positive terdwitudes can be
measured with self-repodtikert scales, with response latencies that
captureattitude accessibility (the degree to which the attitude is ready to
become active in an individual's mind), and withitade linkage
measures that gaug#titude centrality (the extent to which an attitude is
correlated to attitudes about other issues).

7.1.2 Functions of Attitudes
Attitudes serve several functions which include:

1. Utilitarian Function: Attitudes serve a utilitarian function,
signaling rewards and punishments.

2. Ego-defensive FunctionAttitudes serve an ego-defensive function,
protecting people from undesirable beliefs aboeintbelves—for
example, the recognition that their lives will intebly end.

3. Value-expressive Function: Attitudes serve a value-expressive
function, reflecting values that people want othespecially their
reference groups, to acknowledge.

4. Knowledge Function: Attitudes serve a knowledge function,
organizing how people construe the social world gaidling how
people attend to, store, and retrieve information.

Persuasion is an active method of influence thatrgits to guide people
toward the adoption of aattitudes, idea, or behaviour by rational or
emotive means. Persuasion relies on appeals rditherstrong pressure
or coercion.

7.2.1 Variables in Persuasion Process

Numerous variables have been found to influencepénsuasion process,
and these are normally presented in four majorgecaiees: Who said
what towhom andhow.

1. TheCommunicator, including credibility, expertise, trustworthiness,
and attractiveness



StudySession 7Attitudes and Persuasion

2. TheMessage,including varying degrees of reason, emotion (sagh
fear), one-sided or two sided arguments, and dypers of informational
content

3. TheAudience, including a variety of demographics, personaligyts,
and preferences

4. TheChannel, including the printed word, radio, television ih&ernet,
or face-to-face interactions.

A non-credible source is unlikely to induce immediattitude change,
but with time, thesleeper effectmay occur. This is when attitude change
occurs after time has passed and the message baséalissociated
from its source. Vivid communications, includingages ofidentifiable
victims, are usually more effective than more pallid onmsd fear-
evoking communications that provide fear-reducirgirees of action
produce more attitude change than either non-feakiaeg
communications or fear-evoking communications ttat not provide
fear-reducing courses of action. Message contemenofvaries in
independent and interdependent societies, with iadsndependent
cultures emphasizing the individual and ads inrdegpendent societies
emphasizing the collective. The target, or audielmfea message also
affects whether a particular message is effective @whether attitude
change occurs. Audience, mceiver characteristics include the need
for cognition (that is, how deeply people like tunk about issues),
mood, and age. According to thkird-person effect, most people
believe that other people are more likely to bduariced by the media
than they are. But in fact the media have surgglginveak effects on
most people. This is true in the case of consundeersising (which
rarely leads to long-lived effects), political achging (which has small
effects on most voters and mainly affects late-diagivoters), and public
service announcements (which are unlikely to havasang impact on
behaviour unless they are also accompanied byfgpeaggestions and
practice in avoiding negative behaviours). The mexte most effective
in agenda control—that is, in shaping what people think about. THey
so through the number of stories and discussiomg phesent on various
issues, like terrorism, moral values, war, the emment, or the
economy, and which therefore are likely to be presepeople's minds.

7.2.2 Models of Persuasion

Both theheuristic-systematic modelof persuasion and tHelaboration
Likelihood Modelof persuasion hypothesize that there are two rdotes
persuasion. Factors that determine which route $eduinclude
motivation, or how important the message is tog@eson, and ability to
process the message. When usthg central (systematic) route to
persuasion, people attend carefully to the message,they consider
relevant evidence and underlying logic in detagople are especially
likely to go through this route when the messageelsvant to them,
when they have knowledge in the domain, and whemtassage evokes
a sense of personal responsibility. When goingutjincthe central route,
people are more persuaded by high-quality messagedhle peripheral
(heurigtic) route to persuasion, people attend to superficial aspects of the
message. They use this route when they have titbiédvation or time or
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ability to attend to its deeper meaning. In thigtep people are persuaded
by source characteristics (such as attractiveness and credibility of the
communicator) andmessage characteristics(such as how many
arguments there are and whether the conclusiorexatieit).

People can be quite resistant to persuasion becdyseexisting biases,
commitments, and knowledge. People selectivelyndtte and evaluate
information in accordance with their original atties, tuning in
information that supports their preexisting attégadand beliefs, and
tuning out information that contradicts them. Paldommitment to a
position helps people to resist persuasion. Juskitiy about an attitude
object can producthought polarization, or movement toward extreme
views that can be hard for a communicator to afeople with more
knowledge are more resistant to persuasion bectigse are able to
counter argue against messages that take an apppmsition to what
they know and believe. Resistance to persuasionbearencouraged
through attitude inoculation, or exposing a person to weak arguments
against a person's position and allowing the pets@enerate arguments
against it.

7.3 Attitude and Behaviour

30

There are many theories that have been discussedsesely to explain
the connectivity between and attitude and behayiadrether attitude
predicts behaviour or behaviour has some effects iratividual's
attitudes.The section discusses theories explairtimg relationship
between attitudes and behaviour. The theories skstlinclude theory of
reasoned action/planned behaviour, cognitive ctergiy theory and self-
perception theory.

7.3.1 The Theory of Reasoned Action/Planned
Behaviour

Thetheory of reasoned actionmaintains that attitudes guide behaviour
through a deliberation process that takes into @wticoconscious attitudes
toward an object and subjective norms. Ttieory of planned
behaviour maintains that the influence of conscious attitudend
subjective norms on behaviour depends on peopitisfd that they can
perform a given behaviour and the behaviour wilvéhahe desired
effects. It can be surprisingly difficult at timés predict behaviour from
attitudes because (a) attitudes are sometemigguous or inconsistent,
(b) attitudes sometimesonflict with other powerful determinants of
behaviour, (c) attitudes are sometimes basescaondhand information
about the object, (d) attitudes (for example, taltie environment) and
the attitude targets we actually confront (for eplanwhether to donate
to motherless home) may be at differbaviels of generality and may be
"about" very different things, and (e) some of behaviour isautomatic
and can bypass our conscious attitudes altogether.

7.3.2 Cognitive Consistency Theories

Behaviour can have very substantial effects oriudiis. Most of the
research showing such effects grew outaghitive consistency theories,
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which stress how important consistency of attituded behaviour is to
most people.

1. Balance theory was the earliest consistency theory. It specifies
people desire balance among their beliefs andmsents, and thus
prefer to hold attitudes that "follow from" othettitudes ("my
enemy's enemy could be my friend" or “my friendigrid could be
my enemy”), and prefer to behave in ways that aligth their
attitudes.

2. Cognitive dissonance theory is based on the idea that people
experiencalissonance, or discomfort, when attitudes and behaviour
are inconsistent. People therefore most often éaryredduce the
dissonance they are feeling by bringing their @it in line with
their behaviour. People engage in dissonance rieduathen
making decisions. After making a choice between thfects or
courses of action they find "hidden attractions" thre chosen
alternative and previously undetected flaws in tive-chosen
alternative. This reduces the dissonance arousduhbiyng to give
up some desired object or action.

How to Reduce Dissonance

1. People also engage éffort justification when they exert effort
toward some goal and the goal turns out to be dm@apng.
They justify their expenditure of energy by decglithat the
goal is truly worthwhile.

2. People attempt to reduce dissonanceinduced compliance
situations—that is, in situations in which otherople prompt
them to do or say something that is contrary tir theliefs. For
example, when induced by another person to arguweafo
position at variance with their true attitudes wtile promise of
some sort of compensation for doing so, people areounder
compensated feel that they must justify their bahavand
typically do so by changing their attitudes to éethlign with
their behaviour.

Dissonance resulting from inconsistency betweeltudés and
behaviour should be felt only when (a) therdree choice (or the
illusion of it) to engage in the behaviour, (b) réhes insufficient
judtification for the behaviour, (c) the behaviour hasegative
consequences either for the self or for another, and (d) the
consequences of the behaviour werdoreseeable. The effects of
inconsistency can be reduced if the individual hes had some
self-affirming experience that obviates the need to protect ¢joe e
from the unpleasant consequences of foreseeabléonact
Dissonance is apparently universal, but there alteral differences
in the conditions that prompt people to experieibcEor example,
the Japanese tend to experience post-decisiomdisse only when
asked to think about how another person would ahoos

7.3.3 Self-perception theory

This theory originated as an alternative explamatfor the results

obtained in dissonance experiments. It is basdti@premise that people
do not move their attitudes into line with theihbgiour because they are
motivated to justify them; they do so merely beeatiey observe their
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behaviour and the circumstances in which it ocewnd infer, just as &
observer might, what their attitudes must be, githet they behaved
they did. Whereas seperception may well ply a role in generating tl
effects in many dissonance experiments, some esédelearly indicate
that there is often a motivational component asl.w#éere" self
perception appears to account for attitude changstuations in whicl
attitudes are wek or unclear to begin with, whereas more motiva
dissonance reduction processes are invoked whé&ndat are mor
strongly held to begin wit

Study Session Summary
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Summary

In the Study Session, is noted that attitudebave been defined
dispositions to evaluate objects in a negative asitive light. Attitudes
include three different elementsaffective evaluatior (emotions),
cognitions (thoughts and knowledge), and actionsh@avious). Attitudes
have functions; ‘hich include: utilitarian function, e-defensive, value-
expressive and knowledge function. Persuasion isiciive method c
influence that attempts to guide people toward #u®ption of ar
attitudes, idea, or behaviour by rational or enwtiwmeans. Firlly,
models of persuasion were briefly discus

The Study Sessioalso discussed theories explaining the relation:
between attitudes and behavicCognitive dissonance thecis based on
the idea that people experierdissonance, or discomfort, whe attitudes
andbehaviour are inconsistent. Spkrception theory argues that pec
do not move their attitudes into line with thbehaviou because they are
motivated to justify them; they do so merely beeatigey observe the
behaviou and the circmstances in which it occurs and infer, just a:
observer might, what their attitudes must be, githet they behaved
they did. Finally, means of reducing dissonanceewdiscussed wit
practicable example
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Study Session 8

Causal Attribution

Introduction

Learning Outcomes

People constantly search for the causes of evantstheir attribution
are important for theibehaviour Attribution is therefore the focus of tt
Study Sessio

At the end of thisStudy Sessigryou should be able to
I. explain attribution.

8.1 Attribution Styles

People have chronically differeexplanatory styles. Some people have
pessimistic style, attributing good outcomes toemdl, unstable, ar
local causes and bad outcomes to internal, stalnld, global caus
respectivel. This style is associated with poor health, pcenfgrmance
and depressiol

Some attributions are made after witnessing a ainiglstance ¢

behaviou, and to make an attribution based on a singlerehgen we

make use of thdiscounting and augmentation principles. If situational

constraints could plausibly have caused an wed behaviour, we
discount the role of the person's dispositionshdfre were strong forc:

that would typically inhibit thebehaviouy we augment its implication

and assume that the actor's dispositions werecpkatiy powerful.

In the multiple-observation case, we have much more information a
the person, the situation, and other peofbehaviou. When we have
made multiple observations ofbehaviouy we can use thcovariation
principle to analyze that behaviauvhen we know that a persongages
in a givenbehaviouracross many situations, and that other people
not to engage in thbehaviour we tend to attribute thbehaviour to the
person. When we know that the person only engagérsbehaviour in a
particular situation, and thimost people in that situation also engag
thebehaviou, we tend to attribute the behavidarthe situation

Counterfactual thoughts can powerfully affect attribution. We oft
perform mental simulations, adding or subtractitgments about th
persol or the situation and using these simulations tdguwur attribute:
outcomes. Joy or pain in response to an eveamplifiec when it is easy
to see how things might have turned out differer@yr attributions ar
not always fully rational. We sometiis attribute events to causes 1
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flatter us beyond what the evidence calls—revealing self-serving
attributions.

Fundamental attribution error (also known as thecorrespondence

bias) is the tendency to attributbehaviour to real or imagines
dispositiins of the person and to neglect influential aspeftshe
situation confronting the person. Even when it dughbe obvious the
the situation is a powerful influence (dehaviou, we often attribute
behaviou to presumed traits, abilities, and motivhs. One of the
reasons we make such erroneous attributions istaube just world

hypothesis. We like to think that people get what they deseawnd tha
bad outcomes are produced by bad or incompetenplgaednothel
reason for the fundamental attribution error ist thaople and the

behaviou tend to be more salient than situations. A fireason for the
fundamental attribution error is that attributioppaars to be a tv-step
process. People are initially and automaticallyrabgerized in term
consistent with theibehaviouy and this initial characterization is or
later adjusted to te account of the impact of prevailing situatio
forces.

There areactor-observer differences in attributions. In general, actc
tend to attribute theitbehaviour much more to situations than
observers. This is partly due to the fact that rsctmnusually see the
situations they confront better than observers ddrere are marke
cultural differences in susceptibility to the funaental attribution erro
Interdependent peoples are less likely to makesthe than independe
peoples, in part bause their tendency to pay attention to cor
encourages them to look to the situation confrgntihe actor. Fc
bicultural people, it is possible to prime one gtdt or the other and g
very different causal attributions. Much of the ¢inve are corerned
with more than whether to attribubehaviourto the situation versus tl
person, and are interested in discerning the iisentand reasons tr
underlie a personbehaviour.

Study Session Summary
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Summary

In the Study Session, efforts were made to dismasgus ways 0
making attributions to causes of some behavioumeSof the errors w
make in explaininehaviour include fundamental attribution el
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Study Session g

Social Judgement

Introduction

Learning Outcomes

Social judgmer is how we perceive people, how we form impress
about them and how we think about social thingsiggsychology i
concerned with how we make these judgments, howratx they are
and what the consequences of these judgments ave.wé form firs
impressions and respond to people depends on hojudge them
Sometimes we judge people incorrectly. Misjudgmets the basis «
prejudice and discrimination; which shall be disadin the next Stuc
Sessior

At the end of thisStudy Sessigryou should be able

i. illustrate how social judgment is made.
ii. point out the factors influencing our judgment.

9.1 How Judgement is Made

By focusing on errors in judgment and decision mgkive can come i
understand the way people make judgments and teaawoid mistakes
Sometimes our judgments are biased because theybased ol
misleading information, which can occur even whie@ information is
encountered firsthand. One bias that can taintramftion experience
firsthand is that opluralistic ignorance, which tends to arise in situatio
in which people are reluctant to express their imisgs about ¢
perceived group norm, wi their reluctance reinforcing the false nol
Although people tend to believe that their memodss the product ¢
automatic recording devices, in actuality they meonstructions bast
on general knowledge, abstract theories, and fratgnef truly
remembered events. The reconstructive nature of memocasionally
gives rise to recollections of events that neveuoed.

9.2 Factors Influencing Judgment

Flashbulb memori¢ are powerful images of the moment when

learned of some dramatic news, they too are subject to error, des)
the sense of certainty and vividness attached &mthinformatior
receivedsecond-handan also be biased, as speakers often do not pt
a full account of what happened or may be motivafleelcause c
ideology orthe desire to entertain) to stress certain elemantthe
expense of others. When people describe eventg,témel tosharpen
some element-that is, emphasize points that are salient to taedtha
they think will interest us — and tevel or deemphasize other elemel
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There is evidence that people who watch local nasts¢ with their
steady drumbeat of dangerous events, exaggeratdatingers in their
lives.

How information is presented can also affect judgimEor example, the
order in which information is presented can beejuriportant. When the
information presented first is more influential, wa&y there is arimacy
effect, usually due to the fact that initial informatican affect the way
subsequent information is interpreted. When infaromapresented last is
more influential, we say there isrecency effect, usually due to the fact
that such information is more likely to be availalih memory. Order
effects are a type diraming effect. Others include the "spinning" of
information by varying the structure of the infortioa that is presented
to produce a desired effect in an audience. Moldlesdraming effects
include whether information is presented as a petegain versus a
potential loss.

Knowledge structures, including schemas, influence our interpretation of
information. Knowledge structures are thap-down tools we use to
understand the world, as opposed to bh#om-up tools of perception

and memory. Schemas influence what we attend w®y tjuide our

inferences and construal of information, and thiegatl our memories to
recover what seems relevant. The likelihood thgivan schema will be
applied to incoming information is a function ofetldegree to which
information matches the critical features of théesga. Unfortunately,

sometimes the information available increases iinéagity to a schema
but not the appropriateness of applying it.

Other things being equal, the more recently a sehdms been
"activated," the more likely it is to be appliedrtew information. It is not
at all necessary that we be consciously awaresachama in order to be
influenced by it. We seem to have two differentteys for processing
information: anintuitive, automatic one and eational, analytic one.
Intuitive responses are based on rapid, associgtiveesses, whereas
rational processes are based on slower, rule-beesesbning. Intuitive
heuristics, or mental shortcuts, are useful and seem to geous with
sound judgments most of the time, but it is posstbl identify several
heuristics that sometimes lead us into errors dgjuent.

People use thavailability heuristic when they judge the frequency or
probability of some event by the readiness witholtrielevant instances
come to mind. This can encourage us to overestihmatemuch we have
contributed to group projects, and it can leadousverestimate the risks
posed by salient, memorable hazards like earthguakd homicide and
to underestimate the likelihood of silent killerkel asthma and stroke.
People use theepresentativeness heuristic when they try to categorize
something by judging how similar it is to their caption of the typical
member of the category, or when they try to makesahattributions by
assessing how similar an effect is to a possiblsealhe strategy is fine
as far as it goes. The problem is that we ofterrlogk highly relevant
considerations such aase-rate information—how many members of the
category there are in a population.

The "inside" perspective for making judgments causeto make errors
such theplanning fallacy, which could be avoided if the individual took
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an "outside" perspective, attending to the histdrimishing related task
in a given time. When availability and representaiess operate togett
they can produce poteillusory correlations, which result when peop
think that two variables are correlated, both beeatlhey resemble o
another and because the-occurrence of two similar events is m
memorable than the -occurrence of two dissiilar events

Study Session Summary

people, how we form impressions about them and tvawthink abou
social things. The Study Session explains errorsomial judgment an
various factors that influence our judgm

@ In the Study Session, we defined social judgl as how we perceive

Summary
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Study Session 10

Prejudice, Stereotypes and
Discrimination

Introduction

This Study Session defines prejudice, stereotypdsiascrimination. Th
Study Session affirms that we make a lot of gersbns based ¢
limited experiences or contacts. Stereotypes reftlxas that groups
people hold about others who are dient from them. Prejudice involv
a negative attitude and emotional response to mesmbk a group
Discrimination involves negativbehaviourttoward an individual becau:
of the person's membership in a gr

At the end of thisStudy Sessigrnyou should be able

I. define anduse correctly all of he keywords printe in bold.
* prejudice
* stereotypes
* discrimination
ii. highlight the three different approaches to prejudice
discrimination.

Learning Outcomes

10.1 Stereotype

Stereotype are generalizations about groups that are ofteriesjpo
individual group members. Stereotypes are as oltlagn culture itsel
They reflect ideas that groups of people hold abmthiers who ar
different from them. A stereotype can be embeddaedngle word or
phrase (such as, "jock" or "nerd"), an image, eombination of word
and images. The image evoked is easily recogninelduaderstood b
others who share the same views. Stereotypes cagitlier positive
("black men are good at basketb) or negative ("women are b
drivers"). But most stereotypes tend to make uksiggerior in some wa
to the person or group being stereotyped. Sterestyjgnore thi
uniqueness of individuals by painting all membefsagroup with the
same brush. Steotypes can appear in the media because of thesbid
writers, directors, producers, reporters and eslitBut stereotypes ci
also be useful to the media because they provigeick identity for ¢
person or group that is easily recognized by aneaice. When deadlines
loom, it's sometimes faster and easier to useradige to characterize
person or situation, than it is to provide a maymplex explanatic

A stereotyp is a popular belief about specific social groupgsypes of
individuals. Thi concepts of "stereotype" andgrgjudice' are often
confused with many other different meanings. Stypes are
standardized and simplified conceptions of grougsed on some prit
assumptions. Psychologists like other scientiste leeen looked upon
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solving social problems as well as contributing tioee causes,
understanding and solution of everyday problemseweounter. For
example, psychologists have been asked to corgrituthe structural
methods that could be effective for teaching irdespnal interactions
such as prejudice in human relationship.

This involves a negative attitude and emotiongboese to members of a
group. A prejudice defined to be a prejudgment,aaaumption made
about someone or something before having adequetel&dge to be
able to do so with guaranteed accuracy, or “judgitgpok by its cover".
The word prejudice is most commonly used to refer to preconceived
judgments toward people or a person becauseacd, social class,
ethnicity, age, disability, obesity, religion, sexual orientation, or other
personal characteristics. It also means beliefaowit knowledge of the
facts and may include "any unreasonable attitudg th unusually
resistant to rational influence. Prejudice is aglatanding phenomenon
world over e.g. in Nigeria, men believe that thare certain things men
only can do, especially in politics. Prejudicetli®e bias feelings an
individual or group of individuals has against dmst It often has
negative tendencies attached to it. Prejudicecbate to be part of our
social life. So, no matter how much we disapproerejudice and the
behaviours that stem from it, it must reflect saatder universal features
of human thinking and feeling i.e. every societg beejudice.

10.3 Discrimination

This involves negative behaviour toward an indigldbecause of the
person's membership in a group. Blatant, explatism in much of the
world is now relatively rare. But more subti®dern racism does exist,

whereby people may hold overtly egalitarian attsidnd values while at
the same time unconsciously having negative a#igudnd exhibiting

more subtle forms of prejudice toward members aftage groups.

Benevolent racism and sexism consist of attitudesrtdividual thinks of

as favourable toward a group but that have theckeftdé supporting

traditional, subservient roles for members of oppeel groups.

In recent years, there have been successful efforteeasure people's
true attitudes with measures that are not easgke. fOne of these is the
implicit association test, which compares reaction times when grouping
outgroup pictures (or words) and positive itemsetbgr, with reaction
times when grouping outgroup pictures (or words) aegative items
together. Another implicit measure involvesming with a picture of a
member of some group. If the prime increases thee tit takes to
recognize subsequently presented positive wordsdanreases the time
it takes to recognize subsequently presented megatbrds, this is an
indication of prejudice toward the group.
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10.4 Approaches to Prejudice and Discrimination

We will examine three different approaches to piigi@ and
discrimination: the economic perspective, the naitonal perspective,
and the cognitive perspective.

10.4.1 Economic Perspective

One version of theconomic perspective on prejudice and discrimination
is realigtic group conflict theory, which reflects the fact that groups are
sometimes in competition for scarce resources hatlthis can lead to
prejudice and discrimination. The classic RobbeaseCexperiment put
two groups of boys in competition at a camp. Soba boys were
expressing open hostility toward one another. Whiss boys were
brought together in noncompetitive situations whehey had to
cooperate to achiewaiper-ordinate goals—that is, goals that could only
be achieved when the two groups worked together-e- Hbstility
dissipated.

10.4.2 Motivational Perspectives

The motivational perspective on prejudice and discrimination reflects the
sad fact that sometimes poor relations betweenpgraccur simply
because there are two groups and a we/they opposiésults. This
occurs even in theinimal group paradigm, wherein people find out they
are members of one of two groups that have bednedkein a trivial and
arbitrary way. They will favor members of their owgroup over
members of the other group, even when it actuatigts their group
something to "beat" the opposition.

Social identity theory attempts to explain in-group favouritism,
maintaining that self-esteem is derived from graupmbership and
group succesdg:rustration-aggression theory accounts for some of the
most dangerous behaviour toward outgroups. Wheplpewe frustrated
in their attempt to reach some goal—for example,gbal of economic
prosperity— they often lash out at less powerfdividuals or groups.
Challenges to a person's self-esteem can haveasiraifects, and
experiments have shown that people express mosg@msm toward
outgroup members when they have suffered a bldheio self-esteem.

10.4.3 Cognitive Perspectives

The cognitive perspective on prejudice and discrimination focuses on
stereotypes, which are a form of categorizatiompRerely on them all
the time, but especially when they are tired orrimagled. Several
construal processes lead to the construction dfcimate stereotypes.
Because we know our own groups best, we tend torasghat outgroups
are morehomogeneous than ours are. We also often engage in biased
information processing, seeing those aspects of other groups that confirm
our stereotypes and failing to see facts that acenisistent with them.
Moreover, we often unknowingly creatsslf-fulfilling prophecies—
applying stereotypes to members of outgroups ae tiehaving toward
them in such a way as to bring out the very behasidhat fit our
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stereotypes. Distinctive groups (because theyratke minority) tend t
be associated with distinctive (because they ame) behaviours. This
sort of paired distinctiveness results in our attributing propees to
groups that are illusor

Encountering contradictory evidence about groupg mat change ot
ideas about them because we treat the evidendeitamare merely ai
exception that proves the rule. We tend to cfavourable evidence
aboutin-group nembers at high levels of generality and the sameo$
evidence abouout-group members at low levels of generality. 1
converse is true forunfavourable evidence. Moreover,behaviour
consistent with a stereotype is often attributedhi disposition:of the
group members, wherebehaviourthat is inconsistent with a stereoty
is often attributed to the situation. We sometimespond tcout-group
members reflexively, relying cautomatic processes wherein prejudice is
unleashed outside of our awarss. Sometimes these automatic nege
reactions can be corrected by consciccontrolled processes. Members
of stigmatized groups suffer not just from prejedEnd discriminatio
but also fromattributional ambiguity. They have to ask whether othe
negative or positivebehaviourtoward them is due to prejudice or to sc
factor having nothing to do with their group mendbdp. The
performance of members of stigmatized groups csm la¢ impaired b
stereotype threat—that is, the fear that one witlonfirm the stereotype
that others have regarding some salient group aftwdme is a membe

Study Session Summary

/o7

Summary

In this Study Session, weexamined prejudice, stereotypes a
discrimination. The Study Session affirms that weken a lot o
generalizations based on limited experiences otacts Stereotypes w
said to reflect ideas that groups of people about others who a
different from them. Prejudice was said to involvaegative attitude ar
emotional response to members of a group. Discatiun was said t
involve negativebehaviourtoward an individual because of the pers
membership in a group. All these were discusseld eghcrete example
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Study Session 11

Aggression and Altruism

Introduction

Learning Outcomes

11.1 Aggression

AggressionAny behaviour
that is intended to cause
harm or pain and can either
be physical or verbal’. An
anonymous author has also
defined

42

Aggression involves the deliberate acts by indiglduhat are intended
harm other individuals or groups (Baron & Richamsb994). Althougt
violence is a fact of life, people are also capaiflhelping each other,
even complete strangers in emergencies. Reseaidates thaaltruism
occurs when a person feels empathy for anothevithdil, even in thi
absence of other motives (Batson, 1€

At the end of thisStudy Sessiaryou should be able

i. describeaggression, and its various forms.
il. explain altruism and its various forms.

11.1.1 The Meaning of Aggression

Aggressior is any form of behaviour by an individual or a group
individuals which is intended to cause pain, siffgr or damage t
another person. To the religionist, aggression égarded as
manifesteion of behaviour by an individual or individuals evare unde
demonic influence. In other words, it appears vaimeanings are give
to aggression by different people based on thepee&nces, belief:
exposure as well as their field of study. How, a consensus has
emerged among most social psychologists studyimgahuaggressio
about what constitutes "aggression" in generalahdt constitutes th
major forms or "ideal types" of aggression. Aggi@ssinvolves the
deliberate acts by individualhat are intended to harm other individt
or groups (Baron & Richardson, 19¢

Aggression includes many types behavious. Although most peop
usually only think of it in terms of physical atka¢ verbalbehaviour
meant to cause psychological harm is also aggmessPhysical
aggression includes behaviosrlike hitting another person or firing a g
Verbal aggression includes behaviosr like screaming at someone
anger or using an obscene gestiHostile aggression is motivated by
anger and hostility, with the primary aim of harguimothers, eithe
physically or psychologicallylnstrumental aggression is behaviour that
is intended to achieve some goal that just happensquire aggressio
Violent and aggresve acts are more likely to be committed by men -
by women. Women are aggressive in different ways ttmen, usini
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relational violence such as gossip, alliance foromatand ostracism to
hurt others emotionally.

Media violence has been shown to cause violence and aggressiaalin
life. When a media-publicized suicide occurs, c@pysuicides follow.
Longitudinal studies show that children who watols |of violence on
TV commit more serious crimes as adults than ohildvho watch less
violence. Watching violence on TV also causes miakent behaviour in
the short run. Violent video games also increase ltkelihood of
violence.Heat affects levels of violence. There are higher rafegolent
crime in hotter cities and more violence during hwinths than during
cool months.

11.1.2 Types of Aggression

Despite the different types of aggression as listeave, there seems to
be a consensus among scholars on three main typeg@ssion; which
are:

Hostile Aggression

This refers to that aggression that is aimed attended to harm another
person. It is a deliberate thing that is more offesn not pre-planned.
E.g. an individual deliberately hits another persath the fist with the
intention of harming him.

Instrumental Aggression

This form of aggression is targeted at obtainingobject, privilege or
space with no deliberate intent to harm anothersqgrer(typical of
toddlers).

Relational Aggression

It is a form of hostile aggression that does damiganother's peer
relationships, such as in social exclusion or rusmneading. E.g. "Go
away, | will not play with you again" or when someotells another
person “Don't play with Aanu again; she has beemhty of late.

According to thefrustration-aggression hypothesis, aggression results
from thwarted needs, and thwarted needs result ggreasion.
Construal processes affect both anger and aggnessads that seem
to be intentional are more likely to cause aggoes#ian identical acts
that do not seem intentional. People in many paftshe world,
including many people in the U.S. South, adhera tolture of honor,
meaning that they are inclined to respond to issatid actions that
convey malicious intentions with violence or theeaf violence. Such
cultures can be found wherever there is a histbryending, with its
great attendant risks of loss of all wealth. Rap®p cultures have
high levels of violence in general and use rapa agapon in battle.
They also use rape as a ritual act and as a thwekéep women
subservient to men. Relatively rape-free cultuezsltto grant women
equal status. Evolutionary theory provides a usgilspective on
family violence. Stepchildren are more subject to abuse than igenet
offspring who can carry on one's genetic line. Mghp have more to
gain by eliminating romantic rivals, are vastly mdikely to kill other
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11.2 Altruism

44

men than women are to kill other women.

Situational determinants of altruism can be farorgjer than our
intuitions tell us they should be. Being late rezhliche likelihood of a
seminary student's helping a victim from 60 percentl0 percent.
Whether someone offers help to a victim or riystander intervention)
also depends greatly on the number of people wkergb some incident.
The presence of others leads tdiffusion of responsibility, in which no
one individual takes responsibility for helping thétim. Pluralistic
ignorance occurs when people are uncertain about what ipdrapg and
do nothing, often out of fear of embarrassmentasecnothing is really
wrong. Their reaction reinforces everyone's erraseamnclusion that the
events are innocuous.

Victim characteristics that increase the likelihood of being helped idelu
whether the victim is similar to the target, whettie victim screams and
makes known the situation, and whether the victism female.
Evolutionary approaches to altruism lead initidtlya puzzle as to why it
would exist at all. From the standpoint of evolatiall our actions should
serve to increase the likelihood of survival angroeuction. The kin
selection hypothesis explains, however, that peaplehelp others to
preserve the genes of close kin so as to benefitdlvn gene pool.

Another kind of helping behavioureciprocal altruism, also arises out of
selfish motives. The reciprocity motive entails pieogrant others favor
or help others in the belief that those whom thayehhelped will at some
future time grant them favors of similar value. pleanay help others out
of another selfish motive—to enhance their repotatr to obtain social
rewards. People may help others to gain praise, attentemards, honor,

or gratitude. They may make charitable contribigiea improve their

image and to gain the approbation of others.

Another form of altruism that is actually basedabgelfish motive is the
reduction ofexperienced distress—one person helps another simply to
avoid feeling distress at the other's pain. A foompure, undiluted
altruism is based oempathy— the feeling of concern for another person
after observing and being moved by that persoresi:ieExperimenters
have found clever ways to distinguish between peapho help for
empathic and nonempathic reasons. Those who heggfistic distress-
avoidance reasons actually show different physiodgpatterns than
those who help for empathic reasons. People wiedrivural settings are
more likely to help others than people who liveitban settings.
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Study Session Summary

In this Study Session, we examined altruism and the meanpir
aggression. We also discussed types of agressidime types o
aggression discussed inclut

Summary « hostile aggressic
 instrumental aggressic
« relational aggressit
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Study Session 12

Research Methods in Social
Psychology

Introduction

Learning Outcomes

To understand our social environment beand to be able to predict a
understand the processes of social influence aedaiction, we have 1
go through scientific reseal. The four methods of scientific researct
social psychology are: (i) naturalistic observati@ip survey method, (ii
correlational studies, and (iv) experimerThese methods shall the
focus ofthis Study Session.

At the end of thisStudy Sessigryou should be able

i. utilizenaturalistic observation methodsircial psycholoc research.
ii. utilize survey method insocial psychologsearct
ii. utilize correlational studiesiethod insocial psycholo research.
iv. utilize experimentaimethod insocial psycholo research.

12.1 Naturalistic Observation Method

46

The best method of studying human behavioureal life situation is
through naturalistic observation. By this, we méaat an individual i
observed in reality as he behaves and will behaterally in the actue
situation without interference, purposely or othieeyfrom the observe
experimerer, researcher or investigator.However, a sciergjfiproach i
still needed for the result(s) observed to be gdizable, reliable an
valid. Most important is the operational definitiof the behaviour ¢
interest. For example, if we are intere in aggressive behaviour
children at a playground then we have to define twhameant by
aggressive behaviour. Could aggressive behaviewrelfined as a stril
on fellow playmates, frequency of strike by a spkiridividual, intensity
of strike or i shout at fellow playmates or the loudness of shautaking
another’s toy without permission and so on? Byiniled the behaviou
of interest, we are able to conceptualize the issaeis of interest to us
In addition, it will be possible for theudy on that particular behaviour
be reliable (replicable) and valid (or speci

Another way of ensuring reliability and validity liyy direct participatiol
in the mini society of interest, i.e. through pagant observatio
method. Here, the rearcher has firshand experience of what he/she
interested in and is able to avoid suspicious, Withadvantage of usir
mechanical aids such as video recorders, hiddenergan on-way
mirrors, etc. Another form of the observation methohich can b
subsumed under naturalistic observation is theiaatimethod of study
This entails the use of the national archivesaliles, museums and ott
related institutions and the serving of “relevamformation out of the
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fles. There are disadvantages though e.g. fedditin of facts by the
initial recorders, failure to update informatiomdasubjectivity. It should
be noted, however, that there are some limitatiomsparticipant
observational method. These include the following:

a. Limitations imposed by the researchers taking ae rel the
researcher, by virtue of the very fact that he playole in the group
may impose certain restrictions upon his own urtdeding of the
situation. Once the observer becomes a full-flddgember of the
group, familiarity may lead him to take certainnyg for granted.
He may lose his sensitivity to the possibility afdnt patterns and
may adopt the attitudes and stereotypes of hisrmrdats or, at
times, he may jump to conclusions.

b. How to avoid/manage the limitations — the persayatf the
researcher, his public identity, his habits, vahred what some
people call ‘native intelligence’ — is his greatasset. He can, for
example, govern to a certain extent the contraatfand the biased
view point effect by the way he establishes hisg@nee. He may
openly let his subjects know that they are beinglisd or may not
reveal his real identity, assuming some plausible such as taking
ajob.

c. Finally, participant observational method mightdea death e.g.
when members of the secret society he is studyahgogknow about
his activity.

12.2 Survey Method

This involves construction of questionnaires andrating scales to
measure/study issues that are particularly diffictd study by
observation, e.g. attitudes, beliefs, opinions, ani@ws. The
guestionnaire/survey method involves asking peopiedetermined
guestions which are often derived from literatund ¢heoretical reviews,
on the subject matter that is of interest. Pegpléespondents’)
responses can be guided on their format such aadhéhve Likert-type
responses of SA, A, U, D, SD, or left open to bdezblater on by the
researcher. The import thing is that the questoenis valid if it
measures what it purports to measure or intendedetmsure; while it is
reliable if it is reproducible, dependable and dstest in its
measurement. To make a questionnaire valuablieefyrive must ensure
that (a) we take a random sample of target pomugtecause it is not
possible to use all people in a study); (b) onae shmple has been
selected, those chosen must be asked to particigrade(c) the items in
the questionnaire are phrased in simple and uradetable language that
will make the respondents willing to respond tontheSometimes
guestionnaires are in form of tests, scale andigritories. A test has an
important place in contemporary psychology as astriment of
research. It is used to measure all kinds of tadsli interests, attitudes,
personality characteristics and accomplishmenismBans of tests, large
guantities of data can be obtained from peopladatokies or hospitals or
schools, and so on.
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12.3 Correlation Method

This method is adopted when the researcher isestiat in knowing the
extent to which two or more variables are relatédhey are suspended
to have a relationship, then the correlational wetts employed. The
variables are sometimes present in the individugédsr example, if it is

suspected that the cooler an environment is, thee tiee tendency to
smoke cigarette, what the researcher does is fWdvarying conditions

in terms of temperature and subject people who smtk these

conditions. The researcher then compares the nuaflEgarette sticks

smoked by individuals in the two groups. The relaship is analyzed
using a statistical test of t-independent groups.

Another correlational method is comparing the hisighf basketball
players against ability to play if it is suggesthdt the two variables have
relationship. To do this, we have to deter-mingcihs the dependent
variable and which is the independent variable e @bpendent variable
is the one on which measure is taken, in this cédsiéy to play. The
independent variable is the one which is belieweldaveinfluence on the
dependent variable, in this case, height. Allrdeearcher needs to do is
categorize ability into good or bad and compare haigihts of players
who fall under each category using Pearson-momestrelation
statistical test: What will result is a ratio. alfratio of 0.80 is got from the
analysis, then it can be concluded that a highioglship exists between
height of people and ability to play basketbalh. other words, the taller
the individual, the better his ability to play be#iall. This is a positive
correlation. We can also get a negative corraiatiothat if the variable
increases, the other will decrease. We can getr@ aorrelation where
there is no relationship or a perfect relationshighange of about 5% in
one variable brings about a change of about 5%nither variable.

There are disadvantages in this method however. ekample, we
cannot establish a causal relationship betweewdhables. That is, we
cannot say a variable will cause or causes a chiangeother. This is a
great limitation of this method. In addition, wave no control over
other plausible explanations for the observed ch@)gn the dependent
variable. The two advantages inherent in the ussooklational method
of research are: that a correlational study isficient way of collecting
a large amount of data about a problem area; aaidahcorrelational
technique also sometimes enables us to study pnsbl® which
experimental methods may not be applicable.

12.4 Experimental Method
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This technique is the one that best enables ustablesh a cause and
effect relationship, i.e. we can actually determivieether a variable can
“cause” a change in another variable and sometiediow much
(degree and intensity). In conducting experimestgjal psychologists
follow the procedures that are standard practiceallnexperimental
sources (Lindgren, 1973), i.e. he sets up an exgeati under carefully-
controlled conditions to isolate only the varialdé interest. The
experiments can be either field or laboratory eixpents. In a field
experiment, the researcher has the advantage ofpuating the
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independent variable(s) and observing its (thdfgcgs) on variables of
interest (dependent variable) in the field or ratsetting, e.g. Balogun
(1991). In this field experiment, Balogun manipeth the effects of
bargaining strategy and mode of dressing on bargaoutcomes in open
markets. He created two types of bargaining sir@se(tough and soft)
and two types of dressing mode (formal and infojraald asked people
(subjects) to dress in either from using eitherthad strategies in an
attempt to buy something from the open market. imtention was to see
which combination will elicit better bargaining comes in terms of
financial gains or behavioural responses from selle The added
advantage of this method is that in social psyafiold students, we can
make things happen by introducing our own variabfaaterest.

Another experimental method is the use of laboyataperiments. Here,
a near-perfect real situation is stimulated in @mownvhere other sources
(extraneous variables) have been removed fromithelated conditions
in order not to interfere with behaviour(s) of irest. The researcher then
brings in people (subjects) into the simulated dboms manipulating the
independent variable. For example, if a researchénterested in the
effect of noise on concentration/memory span, ieawill do is to create
a situation where there will be noise and whereethéll be no noise or
vary the degree of noise level and randomly assigrects who have
been matched on other factors like sex, age, ig¢eite, etc into the
different noise groups. He will then present theith a task of listening
to a list of words to memorize and recall later. ithAMthe use of
appropriate statistical method, the researcherhwlable to tell whether
or not noise (or the level of it) has effect onliapbto recall. This kind of
research and method is quite useful in Nigeriaytoadiaere there is noise
pollution from commercial motor drivers, churchesl anosques, record
vendors and so on.

At present, however, emphasis is shifting to ewalaaresearch. In this
research method, researchers are interested inikgaive degree to
which an intervention (by introducing a programnseyuccessful or not
in addressing the issue at stake. For example, haw Nigerian
behaviour in respect of cleanliness changed assaltref monthly
environmental exercises, how has Nigerian behawbanged in respect
of child bearing as a result of the introduction family planning
methods, and what change in respect of treating maites has resulted
from government's “war” against such habits, and liae Federal
Government of Nigeria been able to eliminate tifmalad ethnocentrism
in Nigeria as a result of the compulsory nationaidviee (NYSC) for
graduates of our universities and other alliedtunsbns?

These are examples of questions that evaluativearels sets out to
tackle. Its method can be said to be eclectichaet @&ll the already
mentioned approaches to scientific study may bel@red by the

researcher. However, as warned earlier, the metimtioned here are
not exhaustive and exclusive of other methods thay be employed
from time to time by researchers in social psycggloin fact, a number
of variations may be brought in by the researchénout any prejudice.
As observed by Lindgren (1973) “fooling around wittesearch

techniques is probably much more common” in anngiteto solve any
given social behaviour.
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Study Session Summary

understoo, and we carbe able to predict behaviour through scien
research The four methods of scientific research in soc&ghmology
areconsequently explored. The methods:

@ In this Study Session, we noted thatrsocial environment can be bet

Summary
1) naturalistic observation,
2) survey method,
3) correlational studies, and
4) experimental method.
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