
SOCIAL PSYCHOLOGY 

UNIT 1: SOCIAL PSYCHOLOGY 

What you should know: 

- What is social psychology? 

- Cognition, affect, behaviour 

- Social interpretation/meaning of the situation 

- Differing social psychology, personality psychology, clinical psychology, sociology (examples) 

- Behaviourism/Cognitivism/Symbolic interactionism 

 

1.1 WHAT IS SOCIAL PSYCHOLOGY? 

- Allport (1985): scientific study of the way in which peoples’ thoughts, feelings and behaviours are 
influenced by the real/imagined presence of other people 

- Smith and Mackie (2000): The scientific study of the effects of social and cognitive processes on the 

way individuals perceive, influence and relate to others 

 

1.2 THE ABC OF SOCIAL PSYCHOLOGY 

- Affect (feeling) 

- Behaviour (acting) 

- Cognition (thinking) 

 

1.3 SOCIAL INTERPRETATION/CONSTRUAL OF THE ENVIRONMENT 

- Lewin (1943): It is more important to understand how people perceive, comprehend, and interpret the 

social world than it is to understand the objective properties of the social world itself 

- Social psychologists pay attention to the origins of such interpretations 

- Construals rest on a variety of events and perceptions that often bear no objective, relevant evidence  

- Naïve realism: The conviction all of us have that we perceive things as they really are  

 

1.4 SOCAIL PSYCHOLOGY COMPARED TO… 

- Personality psychology: It studies the characteristics that make individuals unique and different from 

one another. 

• A social psychologist would examine: 

▪ Role of situational factors in producing that behaviour 

▪ How ≠ people react to ≠ situations in distinct ways 

- Clinical psychology: It focuses on understanding and treating people with psychological disorders 

• Social psychology also examines issues relevant for clinical psychology: female models in the media, 

attribution (blaming), strategies to promote psychological and physical health 

- Sociology: It provides general laws and theories about societies, individuals. Specifically, how such 

groups affect people’s attitudes and behaviour 

• Social psychologists study  

▪ How individuals behave in groups, how one’s group/culture can influence a person’s behaviour 

▪ Focus on the effects of immediate and specific Δbles (mood, temperature, other people,…) on 

attitudes and behaviours 

▪ Influence of the group on the individual (the unit of analysis) 
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1.5 PARADIGMS IN SOCIAL PSYCHOLOGY 

- Behaviourism 

• To understand beh → only needed consideration of + or - reinforcing properties of environment → 
reinforcing influences beh 

• All beh can be understood by examining the rewards and punishments → no need to study thinking 

and feeling (subjective states) 

• Cognition, thinking and feeling (ABC) are vague and mentalistic 

• Main authors: Watson, Skinner 

• Film: The clockwork orange  

- Cognitivism (social cognition) 

• Studies how people select, interpret, remember and use social information to make judgments and 

decisions. 

• Authors: Fiske, Markus, Nisbett 

• Film: Blade runner  

- Symbolic interactionism 

• Analyses society by addressing the subjective meanings that people impose on objects, events, and 

behs. 

• Society constructed through human interpretation. 

• Humans act toward things on the basis of the meanings they ascribe to those things. 

• Meaning derived from the social interaction that one has with others and the society 

• These meanings are created and modified through an interpretative process 

• Authors: Mead, Goffman  

• Film: The Groundhog Day  

- Social constructivism 

• ‘Reality’ is interpreted by people belonging to a community 

• ‘Objectivity’ is consensual in a certain community 

• Knowledge = product of interaction, social sharing of info. ⱻ in historical and cultural context 
• Authors: Gergen, Moscovici 

 

1.6 MAIN AXIOMS IN SOCIAL PSYCHOLOGY 

- Human basic motives: 

• mastery/ accuracy/ certainty 

• connectedness → being accepted and loved by others 

• ‘me and mine’ → feeling good about oneself 
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SOCIAL PSYCHOLOGY 

UNIT 2: THE SELF 

What you should know: 

- Self 

- I, me, the looking glass self, the generalised other 

- Self perception 

- Self awareness 

- Social comparison 

- Self construal (independent // interdependent) 

- Self esteem 

- Self enhancement bias 

- Self-threat 

- Coping strategies (problem focused, emotion focused) 

 

2.1  INTRODUCTION 

- Self knowledge is actively constructed 

- Self has 2 main components: 

• Self concept: thoughts and feeling we have about ourselves 

• Self esteem: value we give to our self, how we feel about ourselves 

 

2.2  THE SOCIAL SELF 

- Unity → I need to feel that I’m one even self knowledge is organised around various roles, activities 

and relationships 

- Continuity → even when we change throughout life, there’s always a permanent part of us 

- Reflexivity → we are capable to see us as objects instead of subjects, we know we’ll die 

 

2.3  I, ME, THE LOOKING GLASS SELF, THE GENERALISED OTHER 

- Mead, 1934 → difference between: 

• I 

▪ reaction of the self to others’ attitudes 

▪ spontaneous and unpredictable 

▪ self as subject 

• Me 

▪ adoption of others’ attitudes towards the self 
▪ self as object 

- Cooley, 1902 → Looking-glass self: process of developing a self-image on the basis of messages we 

get from others 

- The self develops from social interaction (mimic, play, language,…) 

• Taking the role of the other → seeing the world through another’s eyes 

• The generalized other → taking into account attitudes and perspective of others in the social group 
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2.4  HOW DO WE CONSTRUCT KNOWLEDGE OF OURSELVES? 
2.4.1 OBSERVATION OF OUR OWN BEHAVIOUR: SELF PERCEPTION THEORY (Bem, 1967) 

- When attitudes/feelings about ourselves = uncertain/ambiguous → observe our beh/situation in which 

it occurs 

• Are you sure about how you feel? → if it is uncertain → 2 

• Observe own beh → try to explain why you acted like that → 3 

• Does situation determine beh or is it freely chosen? If it is not forced → 4 

• Are you intrinsically motivated in a task? Rewards can hurt intrinsic motivation 

 

2.4.2 ANALYSIS OF OUR THOUGHTS AND FEELINGS: SELF AWARENESS THEORY (Dual & 

Wicklund, 1972) 

- When people focus on themselves → they evaluate and compare their beh to internal standards and 

values 

- Comparing self to standards allows people to change their beh and to experience pride and 

dissatisfaction with the self 

- When sth triggers self-awareness we are more conscious of ourselves (mirror, videotape, etc.)  

- When we become the focus of our attention: 

• We evaluate and compare our current beh to internal standards 

• We become self-conscious 

• We become objective, judgmental observers of ourselves 

- When we are self-aware, we are motivated to either: 

• Change beh (to match beh to own personal standards) 

• Try to escape from self-awareness (not to notice contradiction) 

 

2.4.3 COMPARISON TO OTHERS: SOCIAL COMPARISON THEORY (Festinger, 1954) 

- People learn about their own abilities and attitudes by comparing themselves to others 

- When do we engage in social comparison? 

• Ambiguous situations, uncertainty about oneself 

• Dimensions that are significant to the self 

• Social comparison is strategic 

- With whom do we choose to compare ourselves? → depends on our goals 

• Same level comparisons → accuracy 

• Upward comparisons → it lowers self-regard, but it can also be inspiring bc it might lead to higher 

order goals → self-improvement 

• Downward comparisons (look at others considered worse than themselves) → It is self-protective and 

leads to self-enhancement. It can increase wellbeing 

- Effects on emotions 

• Upward comparison: hope, inspiration // dissatisfaction, envy 

• Downward comparison: gratitude, scorn 

- Effects on beh 

• Performance (give you strength to cope with life) 
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2.4.4 SELF CONSTRUAL (INDEPENDENT // INTERDEPENDENT) 

- Culture effects on self-construction 

• Definition of the self: 

▪ Independent culture → unique individual, separate from social context 

▪ Interdependent culture → connected with others in mesh of social roles and relationships 

• Structure of the self 

▪ Independent culture → unitary and stable, constant across situations and relationships 

▪ Interdependent culture → fluid and Δble, changing from one situation or relationship to another 
• Important features: 

▪ Independent culture → internal, private self (abilities, feelings, traits) 

▪ Interdependent culture → externally, public self (statuses, roles, relationships) 

• Significant tasks: 

▪ Independent culture → being unique, expressing yourself; promoting your own goals; being direct 

(speak up your mind) 

▪ Interdependent culture → belonging, fitting in, acting appropriately; promoting group goals; being 

indirect (reading others’ minds) 
- Not a personality characteristic 

- Depending on context, we can be more indep/interdep 

 

2.5  WHAT VALUE DO WE ASSIGN TO OUR SELF? 
2.5.1 SELF ESTEEM 

- +/- evaluation of the self. How we feel about it 

- Scale items: ‘I feel I’m a person of worth’, ‘on the whole, I’m satisfied with myself’ 

- Adaptive function for the self → signal of how well you are doing in successfully adapting to your own 

social world 

- Summarizes one’s successes and failures, achievements and difficulties, claim/rejection 

2.5.2 HOW TO ENHANCE OUR VALUE 

2.5.2.1 IMPACT OF PAST EXPERIENCES 

- Self enhancing biases affect the impact of our experiences on self esteem 

• We choose to perform activities in which we are successful 

• We are likely to remember things in a self-serving way even when no change has occurred 

• We inflate our contributions to joint efforts/projects (mostly when they end in success) 

 

2.5.2.2  SELF ENHANCING BIAS 

- People generally tend to inflate their own abilities and accomplishments to elevate their self esteem 

- Emphasized in ambiguous characteristics (sensitivity, discipline, sophistication, morality…) 

 

2.5.2.3  SOCIAL COMPARISON (Festinger, 1954) 

 

2.5.2.4  OTHER SELF-SERVING BIASES 

- The false consensus effect → tendency to overestimate the extent to which other people share 

our opinion, attitudes, behaviours… 

- Unrealistic optimism → tendency to perceive ourselves as better than average 

• As having more positive traits, better relationships… 

• As being less at risk of experiencing negative events 
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2.6 HOW DOES THE SELF SURVIVE TO THREAT? 

 
2.6.1 STRESS 

- Normal reaction body when changes occur. It can respond physically, mentally, or emotionally 

- Threatens wellbeing of the self because it seems that exceeds the resources the self has to 

deal with it (major crisis in life, daily life stress) 

- What stresses the self? 

• Failures 

• Inconsistencies 

• Stressors 

 

2.6.2 PERCEPTION OF CONTROL 

- Greatest threat → events perceived to be out of control 

- Extreme consequence of repeatedly having experiences of losing control 

- Learned helplessness → clinical depression 

 

2.6.3 COPING 

- Coping strategies → efforts to reduce negative consequences of self-threatening events 

- Emotion-focused coping → focuses on changing emotional reaction to stressful/upsetting situation 

• Distraction 

• Emotional disclosure 

• Praying 

• Meditation, e.g. mindfulness 

• Eating more 

• Drinking alcohol or using drugs 

• Cognitive reappraisal 

- Problem-focused coping → respond directly, attempting to reinterpret/remove negative event/situation 

itself 

• Active coping 

• Planning 

• Instrumental support 
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SOCIAL PSYCHOLOGY 

UNIT 3: INTERGROUP RELATIONS 

What you should know: 

- Authoritarian personality 

- Realistic conflict theory 

- Tajfel’s experiment. Social categorisation, ingroup bias, ingroup favouritism/outgroup derogation 

- Self categorisation theory. Comparative fit, normative 

- Personal identity 

- Social identity. Effect of context (hidden identities, salient identities) 

- Positive social identity, collective self-esteem 

- Social identity theory. Social categorisation, social comparison, positive distinctiveness 

- Permeability of group boundaries 

- Stability 

- Legitimacy 

- Social creativity 

- Social mobility 

- Social mobilisation/social action 

 

3.1 AUTHORITARIAN PERSONALITY 

- Attitudinal syndrome: rigidity, dogmatism, uncritical loyalty to authority, low tolerance for uncertainty 

and high prejudice 

- A-S → Anti-Semitism 

- E → Ethnocentrism 

- PEC → Political & Economical Conservatism 

- F → potential for Fascism 

- A-S, E & PEC measure manifest attitudes 

- F measures latent personality organization 

- If A-S, E, PEC all positively correlated with F, it then forms a syndrome 

 

3.1.1 ORIGIN 

- Parents’ status anxiety (family structure) → parents’ need for domination 
- Authoritarian parenting (rigid & harsh) → demand obedience with threats; preoccupation with social 
status 
- Child suffers from suppressed feelings of resentment and aggression towards parents who are 
idealized 
- Identification with aggressor. Authoritarians need to feel control and prove superiority to others 
- Projection of bad qualities & displacement of hostility toward out-groups 
 
3.1.2 POTENTIAL FOR FASCISM SCALE 

- 9 components: 

• Authoritarian submission → submissive, uncritical attitude toward idealized moral authorities of the IG 

• Authoritarian aggression → tendency to be on the lookout for, and to condemn, reject and punish 

people who violate conventional values 

• Conventionalism → rigid adherence to conventional, middle-class values 

• Anti-intracepcion → opposition to the subjective, the imaginative, the tender-minded 

• Superstition and stereotypy → determination of human destiny. Belief in mystical determinants of the 

individual’s fate, the disposition to think in rigid categories 
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• Power and toughness → exaggerated identification with power. Preoccupation with the dominance-

submission, strong-weak, leader-follower dimension 

• Destructiveness and cynicism → general hostility to humanity and vilification of the human 

• Projectivity → disposition to believe that wild and dangerous things go on in the world; the projection 

of unconscious emotional impulses 

• Excessive sexual concern → rejection of the standard deviation. Exaggerated concern with 

promiscuity 

 
3.1.3 LIMITATIONS 

- Authoritarian personalities can also be found in left wing organizations 
- Focus on psycho-dynamic processes 
- Lack of consistent empirical support 
- Better conceptualized as person by situations processes 
 
3.1.4 CURRENT TRENDS 

- Study about the rise of Trump 

- Subtle measure of authoritarianism was used. ‘Please, tell me what is more important for a child to 
have’ 
• Independence/respect for elders 

• Obedience/self-reliance 

• Curiosity/good manners 

• Considerate/well-behaved 

- It tells how much they value order/authority. Results showed that: 

• Authoritarianism highly predicts Trump’s support 
• Focus on the following issues: threat for terrorism, Iran’s, Russia’s government 
• Force rather than diplomacy, sacrifice civil liberties in exchange of safety 

 

3.2 SOCIAL COMPETITION: REALISTIC CONFLICT THEORY (Sheriff, 1954, 1958, 1961) 

- Objective: What is it about groups that so much tension is created? How can this tension be reduced? 

- Conflict derives from the interdependency of interests 

- Assumptions 
• The person tries to maximize her own interests 

• Conflict is the result of incompatible group interests 

 

3.2.1 ROBBERS CAVE EXPERIMENT 

- Researchers create two groups of young boys who did not know about each other before (summer 

camp). 

- Phase 1: IG formation phase. Researchers focused on group bonding 

• Separated activities 

• They created a group (group norms, symbols…) 

- Phase 2: Friction phase. After introducing both groups to each other, they created competition for 

limited resources (1 winner, 1 loser) 

• Competition created tension between groups (IG bias) 

• IG solidarity, OG competition 

• OG negative image that leads to vandalism, theft, violence 

- Phase 3: Integration phase. Both groups had to cooperate with each other 

• IG cooperation by creating superordinate goals 
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- Conclusions 

• Conflict can arise between ≠ groups of people that have differing goals and are competing over 

limited resources (conflict of interests) 

• When 2/+ groups are competing over limited resources (either from real or perceived scarcity) 

prejudicial feelings and negative stereotypes can develop towards the other group. Also solidarity 

within the group 

• Conflict and negative attitudes towards other groups can be reduced if both groups have a 

superordinate goal (a mutually beneficial goal for both groups in which both groups need to 

participate in order to reach the goal) 

• Hostility is reduced, representations of the other group become more favourable and relations 

between groups tend towards harmony 

 

3.3 SOCIAL CATEGORISATION: TAJFEL’S EXPERIMENT 
 
3.3.1 INTRODUCTION 

- Can prejudice, discrimination, IG bias exist in the absence of competition/authoritarian 
personality/intergroup hostility? 
 
3.3.2 MINIMAL GROUP PARADIGM 

- Objective → investigate the minimal conditions required for discrimination to occur between groups, 
where no additional condition of either interest conflict or intergroup competition exists 

- Minimal groups 
• No history 
• Arbitrary criterion of differentiation 
• No previous or current contact 

 
3.3.3 THE EXPERIMENT 

- Phase 1: Participants had to express their preference for two abstract painters (Klee or Kandinsky) 
• No history of conflict 
• Meaningless categories 

- Phase 2: Participants had to allocate certain amount of resources (economic) to 2 people (IG 
and OG) → it was performed for an anonymous member of the Klee and Kandinsky groups. 2 
conditions: 
• Allocate resource to randomly selected subjects (no-categorization group) 
• Allocate resource to IG/OG in terms of Klee/Kandinsky groups (categorization group) 
• Strategies (Will people prefer to take the maximum reward for IG? And the maximum joint profit?) 
▪ IG favouritism → maximum reward assigned to IG 
▪ Maximum difference → allocated reward creates maximum differentiation between IG and OG 

regardless of IG reward 
▪ Fairness → equal reward assignation for IG and OG 

 
3.3.4 RESULTS AND CONCLUSION 

- In the control condition (no-categorization group) participants chose the egalitarian pattern (fairness) 
- In the categorization group (group competition) maximum differentiation was the most usual 
response pattern even over IG favouritism 
- The findings of this Klee/Kandinsky study, which has often been replicated by other researchers, show 
that under even under objectively meaningless social categorisation conditions IG favouritism and OG 
derogation tend to routinely occur 
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3.3.5 CONSEQUENCES 

- Social Categorization → process of classifying people into groups based on similar characteristics, 
whether it be nationality, age, occupation, diagnosis, or some other trait. 
• IG → social group to which an individual perceives her/himself as belonging (“us”) 
• OG → any group other than the one to which individuals perceive themselves as belonging (“them”) 

- IG bias/IG favouritism → liking US more than THEM → tendency to respond more positively to people 
from our IG than we do to people from OG 

- Prejudice → positive/negative attitude towards individuals based upon their membership in a particular 
social belonging, group 

- Stereotype → belief/attitude about personal attributes of a group of people, and can be over-
generalized, inaccurate, and resistant to change in the presence of new information 

- Discrimination → unjustifiable negative behaviour towards a group or its members, where beh is 
adjudged to include both actions towards, and judgements/decisions about group members (Al Ramiah, 
Hewstone, Dovidio, and Penner, 2010) 

- Stigma → attribute that discredits intensely the individual, reducing a complete person to a 
disadvantaged person 
 
3.3.6 ARE WE ALL PREJUDICED? (Devine, 1989) 

- Both high and low prejudiced people are equally knowledgeable of stereotypes 

- Both high and low prejudiced people are likely to activate stereotype congruent information based on 
priming effects 

- Both groups are likely to show automatic stereotype activation 
• After priming, aggressive behaviour was evaluated as more aggressive when the actor was black 

rather than white 

- High and low prejudiced people differ on how much effort they put into stereotype inhibition process. 
When activation can be controlled, low prejudiced people show less stereotype use → when the non-
prejudiced identity is threatened, low-prejudiced people are motivated to reaffirm their non-prejudiced 
self-concepts 
 

3.4 SELF CATEGORISATION AND SOCIAL IDENTITY 

- Three different levels of abstraction of self-categorization in the social self-concept: 
• Subordinate → self as a unique individual (personal identity) → focus on intra-group processes 

• Intermediate → IG and OG categorisations based on social  and ≠ (social identity) → focus on inter-
group processes 

• Superordinate → self as a human being (human identity) → focus on inter-species processes 
 
- Social categorization → cognitive process of classifying social environment in terms of categories by 
creating groups of people according to certain characteristics, actions or attitudes 
• Between-category differentiation 
• Within-category homogenization 

- Consequences of self-categorization 
• Depersonalization (interchangeable individuals) 
• Self-stereotyping 

- When are we more likely to create social categories? 
• Comparative fit: extent to which they are seen to be diagnostic of real-world ≠. Individuals may 

perceive a high level of fit if the category distinction maximizes perceived intercategory 
≠ and minimizes intracategory ≠ 

• Normative fit: category distinction is also more likely to have high fit if social beh and group 
membership are in line with stereotypical expectations 
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- Personal/individual identity // social identity → there are multiple ways of self-categorization at each 
level of abstraction (at the intermediate or ‘group’ level a person might categorise the self as ‘a male’, ‘an Athletic fan’ …) 
 

3.4.1 WHAT IS SOCIAL IDENTITY? 

- Social identity → that part of the individual’s self-concept which derives from knowledge of his/her 
membership in a social group, together with the value and emotional significance associated 
to that membership 
• National identity 
• Gender identity 
• Professional identity 
• Ethnic identity 
• Etnolinguistic identity 
• Religious identity 
• … 

- Is it cognition, affect and/or beh? 
 

3.4.2 WHEN DO SOCIAL IDENTITIES EMERGE? 

- Social context can... 
• ‘Hide’ social identities → social category seems not to be informative for the person 
• Make salient social identities → social category is informative → world is interpreted in these terms 

→ person is likely to be motivated and to feel in intergroup terms (e.g., IG favouritism, OG derogation) 
→ self-concept is especially vulnerable to threat 

• People cognitively represent their social groups in terms of prototypes → a complete/ideal/typical 
image of sth with all expected qualities and characteristics present 

• When a category becomes salient → people come to see themselves and other category members 
less as individuals and more as interchangeable exemplars of the group prototype 
▪ Salient identity → importance of an identity in a specific situation → if salient, more likely to act 

according to this identity 
▪ Functional antagonism (Turner, 1985) → as one level of self-categorisation becomes more salient, 

self-categorisation at other levels become less salient 
• Accessibility of group membership emerges when… 
▪ Group membership is important for the perceiver 
▪ It has emotional significance of categorization 
▪ The perceiver’s has intergroup goals 
▪ The social category provides relevant information 

 

3.4.3 HOW DO SOCIAL IDENTITIES EMERGE? 

- Self-concepts are achieved by processes of social identification (internalization of social categories) 

- Social identification measure (Doosje, Ellemers, &Spears, 1995) 
• I identify with… 
• I see myself as… 
• I am glad to be… 
• I feel strong ties with… 

- According to social identity theory 
• People strive to maintain a POSITIVE social identity → leads them to boost their collective self-

esteem 

 
 
 
- Measure of collective self-esteem (example by Luhtanen & Crocker, 1992) 
• I am a worthy member of the social groups I belong to 
• Overall, my social groups are considered good by others 
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• In general, I’m glad to be a member of the social groups I belong to 
• I am a cooperative participant of the groups I belong to 

 

3.4.4 SOCIAL IDENTITY PROCESSES 

- Social categorisation 

- Social comparison  
• We tend to compare attributes of our own social group to those of other groups 
• Meaningful when done with relevant OGs. 

- Positive distinctiveness 
• Motivation to show that our IG is better than an OG 
• Done by: 
▪ Ethnocentrism (“the IG-serving bias”) 
▪ IG favouritism 
▪ Stereotypical thinking 
▪ Conformity to IG norms 

 

3.4.5 HOW TO GAIN A POSITIVE SOCIAL IDENTITY? 

- Some groups can gain more easily a positive social identity than others. Dominant groups are more 
likely to develop a positive social identity. But what about minority groups in terms of numbers/status/ 
power? 
 
3.4.5.1 LEGITIMACY AND STABILITY PERCEPTIONS 

- The strategies that minority groups use to increase their positive social identity depend on 
• Permeability of intergroup boundaries (extent to which individual group members can leave one group 

and join another) 
• Legitimacy of the intergroup situation (extent to which status structure is considered fair) 
• Stability of the intergroup situation (extent to which group positions are perceived to be changeable) 

- How to gain positive social identity? 
• If intergroup boundaries = permeable → Social mobility 
• If intergroup boundaries = permeable → Downward social comparison / Social creativity 
• If intergroup boundaries = permeable + situation perceived as illegitimate and unstable → groups may 

try to change their intergroup status → Social mobilization → dominant group may feel threatened 
 
3.4.5.2 SOCIAL MOBILITY 

- Identifying with high-status groups/individually moving toward OG 
- It is an individual strategy 
- Women who perceive that there is no ‘glass ceiling’ may believe that the best strategy for achievement 
is to try to get on as an individual rather than as a group 
 
3.4.5.3 DOWNWARD SOCIAL COMPARISON 

- Involves making comparisons with others who are inferior to/less fortunate than oneself in some way 
 
3.4.5.4 SOCIAL CREATIVITY 

- Search for new dimension/OG for social comparison 
- Redefine value attached to attributes 
- Black is beautiful movement 
 
3.4.5.5 SOCIAL MOBILISATION 

- Collectively mobilize to change the status of the group 

- Not individual strategy 
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SOCIAL PSYCHOLOGY 

UNIT 4: SOCIAL INFLUENCE 

What you should know: 

- Conformity, compliance, obedience 

- Social norms 

- Conformity to social norms 

- Normative and informational social influence. Functions they have and situations where they are likely 

to operate 

- Social influence promoted by minority groups 

- Obedience to authority. When is it likely to occur, and when to an extreme 

- Importance of situational factors to explain evil 

- Anonymity and dehumanisation 

- Who are the heroic ordinary people? 

 

4.1 WHAT IS CONFORMITY, COMPLIANCE AND OBEDIENCE? 

- Conformity  
• Convergence of individual responses to group norms 
• To change beh to be more like others 
• I notice that people are using salt and passing it to the person on the left. I conform doing likewise 

- Compliance 
• Doing something that one is asked to do by others 
• You ask me to pass the salt. I comply by giving it to you 

- Obedience 
• Obeying an order from someone you accept as an authority figure 
• You believe you have no choice 
• You tell me to pass the salt. I obey by giving it to you 

 

4.2 WHAT ARE SOCIAL NORMS? 

- Generally accepted way of thinking, feeling or behaving that people in a group agree on and 
endorse as right and proper 

- Norms reflect group evaluations of what is true or false, appropriate or inappropriate 

- Social representations of appropriate ways of behaving 

- ‘Should’ statements. But people comply because they ‘want to’, not because the ‘have to’ 

- Social norms may be tradition, public opinion, the way to do things, fashion, ‘a well known fact’ 
 

4.2.1 HOW DO NORMS GUIDE BEHAVIOUR? 

- Norms must be brought to mind to guide beh 

- Social norms can be implicit/explicit expectations about one’s beh 

- Subtle cues are specially effective to activate the norm 

- Social contagion and mass psychogenic illness 

- Being in a group can cause deindividuation (losing the sense of self-awareness and gaining group 
identity) → it makes people feel less accountable and increases obedience to group norms 
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4.2.2 SHERIFF’S EXPERIMENT 

- Objective → demonstrate a group’s power to affect its member’s beliefs 

- Experiment with optical illusions (a dark room with a single point of light → ambiguous situation) 

- Participants had to tell whether it moved or not → as individuals very ≠ perceptions // as a group in 3 
sessions they reached consensus 
 

4.2.3 CREATING CONSENSUS 

- Consensus expectation → people have expectation of agreement/consensus which increases our 
confidence 

- False consensus effect → people tend to overestimate other’s agreement with one’s own opinion, 
characteristics, behs 
 

4.3 WHAT ARE SOCIAL NORMS? 
 

4.3.1 INFORMATIONAL INFLUENCE: 

- Power of consensus 
• Consensus tells us something about reality 
• When group norms are correct, conforming to them satisfies our need of mastery 
• Consensus diminishes the possibility of individual error (mostly when task is ambiguous) 
• Consensus involves replication 
• There is normally private acceptance (real change in opinion) 

- Effects of disagreement 
• Disagreement causes surprise, confusion, uncertainty and self-doubt 
• It undermines confidence in our view of reality 

- When do people conform to informational social influence? 
• Ambiguous situations (Sheriff’s study) → the + uncertain you are, the + you rely on others 
• The situation is a crisis → when there is no time, we need to act immediately, we imitate others (who 

may also be uncertain!) 
• Others are experts 
• In more important tasks they comply more 

- Mass media effect and resistance to informational social influence 
• Mass media promotes informational social influence. In ambiguous situations most people are likely to 

get information Ո media. Deviancy from social norms resembles inaccuracy 
• It is possible to resist informational social influence → ask yourself: 
▪ Do other people know any more about what is going on than I do? 
▪ Is there an expert, someone who should know more? 
▪ Do the action of other people or experts seem sensible? 
▪ If I behave the way they do, will it go against my common sense or moral convictions, my sense of 

right or wrong? 

- Asch’s experiment 
• Objective → demonstrate power of conformity 
• Which line in the 2nd picture is most similar in length to the standard? 
▪ Individually 
▪ Publicly (consensus, dissent) 
▪ 25% conformed to social pressure and would tell the wrong line to create consensus 

• Reactions 
▪ Group conformity → they felt bewildered, they felt ridiculous 
▪ Those who didn’t conform felt discomfort → couldn’t believe their eyes and thought the 

group was right 
▪ Public compliance → superficial change in beh 
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• What if there is dissent (not unanimity)? → conformity diminishes 

- Public and private conformity 
• Private acceptance → when people truly believe that the group is right and normative beh even 

occurs in the absence of group members 
• Public conformity → when people are pressured and feel they have not a choice other than 

conforming. Publicly they can agree with the group, privately they can think the group is wrong 
 

4.3.2 NORMATIVE INFLUENCE: 

- Adopting norms, we demonstrate commitment and connections to others and our pride in who we are 

- Normative influence happens when members conform to norms to attain a positive and valued social 
identity and in winning respect from others 

- It satisfies need for connectedness, desire to be a valued member of the community and sense of 
belongness, demonstrating commitment to others 

- Groups reward conformity to their norms: love, affection, emotional support, enjoyable experiences, 
well-being 

- Groups punish non conformity: difference, difficult, deviant, stress, trauma ‘to be made fun of’ 

- When do people conform to normative social influence? 
• Also in non ambiguous tasks, where accuracy is not important (Asch’s study) 
• Public compliance may easily happen without private acceptance 
• It is surprising that people comply even if others are complete strangers 
• In more important tasks, people comply less, but they still do (16%) 
• Social impact theory: Importance of the group (strength), closeness of the group (immediacy), number 

of people in the group (number) 

- Resistance to normative social influence: How to resist inappropriate normative social influence? 
• Is the presence of others causing you to change your beh from what you think is right? 
• Having an ally helps resisting normative influence. Find another person or group who does not go 

along with the crowd 
 

4.4 SOCIAL INFLUENCE PROMOTED BY MINORITY GROUPS: How can change happen in 
the majority group 

- People in the minority group cannot exert normative social influence. People do not want to be 
perceived as strange, deviant… 

- People in the minority group can exert informational social influence though. The minority introduces 
new and unexpected information to the group and causes the group to examine the issues more 
carefully 

- People with minority views should be consistent 
• Confronted with a consistent opposition, members of the majority take notice and rethink their position 
• A consistent minority disrupts established norms and creates uncertainty, conflict, doubt 

- Minority group members should be committed 
• When confronted with committed and self-confident and dedicated minority members 

- Minority group’s stance should be flexible 
• If they appear flexible and compromising, less extreme, more moderate, cooperative and reasonable 

 

 

 

 

Abre tu Cuenta NoCuenta con el código WUOLAH10 y llévate 10 € al hacer tu primer pago

Re
se

rv
ad

os
 to

do
s 

lo
s 

de
re

ch
os

. N
o 

se
 p

er
m

ite
 la

 e
xp

lo
ta

ci
ón

 e
co

nó
m

ic
a 

ni
 la

 tr
an

sf
or

m
ac

ió
n 

de
 e

st
a 

ob
ra

. Q
ue

da
 p

er
m

iti
da

 la
 im

pr
es

ió
n 

en
 s

u 
to

ta
lid

ad
.

a64b0469ff35958ef4ab887a898bd50bdfbbe91a-11041052 



4.5 OBEDIENCE TO AUTHORITY 

- Obedience is a social norm that is valued in every culture 

- It is an internalized social norm → we obey even if the authority is not present 

- Obedience can lead to hurt and kill 

- Smtms behs are acts of ordinary people exposed to extraordinary social influence 
 
- Milgram’s experiment  
• Participants felt badly about punishments they believed they were inflicting 
• It’s unlikely they were cruel or heartless 

- The social situation activated a norm of obedience 
• Authority must be legitimate → group accepts the authority figure and the group assigns to its 

members responsibility of obeying 
• Authority must accept responsibility → it is the status, power of that figure → all responsibility is ceded 

to the authority (the agentic state) 
• The norm of obedience must be accessible (expectations created in the situation) 
• Other norms must be less accessible (distance between learner and participant) 

- From obedience to social atrocities 
• Escalation and routinization 
▪ The norm of social commitment was used against participants 
▪ Participants’ initial compliance confirmed the experimenter’s right and authority to command 
▪ Participant’s initial obedience to small requests left them with no legitimate basis to refuse the larger 

requests 
• Self-justification and blaming 
▪ When beh becomes destructive people experience cognitive dissonance 
▪ They focus on positive implications 
▪ Individuals who obey harmful orders reach with anger and hostility toward the authority figure 

(unless seen as legitimate) 
▪ They might blame the victim → people might believe they deserve to be punished 

• Hostility and devaluation of outgroups 
▪ Contexts of intergroup hostility 
▪ Moral exclusion, dehumanisation 

- Other reasons why people obey 
• People usually obey because of +/- consequences of obeying and because they believe authority is 

legitimate 
• In extreme situations they obey even when required to violate values 
• Obedience to extreme happens when people don’t want to offend authority 
• People justify their beh assigning responsibility to authority (loss of personal responsibility) 
• People define expected beh as routine 
• People obey easy commands first and then feel compelled to obey more difficult ones (foot-in-the-

door technique) 

- Resisting obedience 
• Participants who defied the authority in the Milgram studies are simply ordinary people who choose to 

deliberate about what they are being asked to do 
• One factor that can help people stand up to the pressure exerted by authorities is knowing about the 

power of influence 
• Another factor that helps people defy authority is having another person who disobeys with them 
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4.6 THE PSYCHOLOGY OF GOOD AND EVIL (Zimbardo’s speech) 
- Zimbardo’s quotes 
• The Lucifer effect although it focuses on the negative, the negative that people can become, not the 

negative that people are 
• Psychological definition of evil: Evil is the exercise of power. That’s the key, it’s about power 
• Exercise of power → intentionally to harm, hurt, destroy and commit crime 
• It is not about WHO is responsible, but about WHAT is responsible 

- How can people become evil? 
• Dispositional explanation: Inside the individual THE BAD APPLES 
• Situational explanation: External THE BAD BARREL 
• Systemic explanation: Broad influences (cultural, political, economic,…) THE BAD BARREL MAKERS 
• Person → situation → system 

- About Milgram’s experiment 
• ‘All evil starts with 15 volts’ 
• The teacher would say ‘Continue. I’m responsible for it’ 

- Stanford prison experiment 
• The power of institutions to influence individual and group beh 
• Prisoners become numbers, guards hold all the symbols of power (guns, uniforms, anonymity, 

change of appearance) 

- The way to evil 
• Mindlessly taking the first step 
• Dehumanisation of others 
• De-individuation of the self (anonymity) 
• Diffusion of personal responsibility 
• Blind obedience to authority 
• Uncritical conformity to group norms 
• Passive tolerance of evil through inaction and indifference 
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SOCIAL PSYCHOLOGY 

UNIT 5: ATTITUDE CHANGE AND COGNITIVE CONSISTENCY 

What you should know: 

- Attitudes and its components 

- Functions of attitudes 

- Measurement of attitudes 

- Relation between attitudes and behaviour 

- The theory of planned behaviour. How to apply it 

- Balance theory. How to apply it 

- Cognitive dissonance theory. How to apply it 

- Situations leading to cognitive dissonance 

- Hypocrisy paradigm 

 

5.1 ATTITUDES 

5.1.1 THE NATURE OF ATTITUDES 

- They are evaluations of people/objects/ideas 

- An attitude is "a relatively enduring organization of beliefs, feelings, and behavioural tendencies 
towards socially significant objects/groups/events/symbols" (Hogg, & Vaughan 2005, p. 150) 

- "..a psychological tendency that is expressed by evaluating a particular entity with some degree of 
favour or disfavour" (Eagly, & Chaiken, 1993, p. 1) 

- Evaluation of an ‘attitude object’ has 3 components: 
• Affective component → emotional reactions toward the attitude object (‘it makes me feel good’) 
• Cognitive component → thoughts and beliefs about the attitude object (‘I think it’s interesting’) 
• Behavioural component → action and observable beh toward the attitude object (‘it’s comfortable 

and useful’) 
 

5.1.2 FUNCTIONS OF ATTITUDES 

MOTIVATION FUNCTION EXPLANATION EXAMPLE 

Mastering 
environment 

knowledge 

It gives an explanation, 
order to the world. It 
becomes 
understandable and 
predictable 

Mc Donald’s inform 
about what you are 
going to eat 

Expressing 
connections 

value-expressive 

Help people express 
their real selves, voice 
convictions, values, 
affirm relationships. 
Attitudes protect self-
esteem 

Mc Donald’s informs 
about how trendy and 
cool you are 

Achieving goals instrumental-utilitarian 

Some products give us 
pleasure, others pain. 
Maximize rewards, 
minimize punishment 

I love eating in Mc 
Donald’s because I like 
the taste 

Protect the self ego-defensive 
Protect us from feelings 
that we do not want to 
experience 

I know that in Mc 
Donald’s I’ll feel at 
home even if I’m 
abroad 
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5.1.3 EXPLICIT AND IMPLICIT ATTITUDES 

- Explicit attitudes → the ones we consciously endorse and can easily report 

- Implicit attitudes are involuntary, uncontrollable and at times unconscious evaluations 

 

5.1.4 ATTITUDE MEASUREMENT 

- Likert type scale                                               //                                    Semantic differential 

 

 

 

 

 

 

 

 

 

- Problems with direct measures 

• Socially desirability → tendency for people to give “socially desirable” to the questionnaire items → 

ppl often motivated to give replies that make them appear “well adjusted”, unprejudiced, open minded 
and democratic → self-report scales that measure attitudes towards race, religion, sex, etc. are 

heavily affected by socially desirability bias 

• Consequently, responses on attitude scales are not always 100% valid 

 

5.1.5 RELATION BETWEEN ATTITUDES AND BEHAVIOUR: PREDICTION OF BEHAVIOUR 

- Attitudes predict spontaneous behs when the attitude is highly accessible 

- Attitude accessibility refers to the strength between an object and an evaluation of it 

- If I have to choose rapidly between Coca-Cola/Pepsi, I am likely to choose the same drink that 

the person before me has chosen 

- Attitudes can also predict deliberative behs 

- Attitudes accessibility is less important but other factors determine whether beh will be predicted 

- Using condom, voting a political party, doing exercise, choosing postgraduate studies… 

 

5.2 THEORY OF PLANNED BEHAVIOUR (Ajzen & Fishbein, 2005) 

- It explains how can deliberate behs predicted from attitudes 

- According to the theory of planned beh → best predictor of beh is intention, determined by 3 factors: 
• Specific attitudes toward the beh (not general attitudes) 
▪ People’s specific attitude toward the beh 
▪ What are the possible outcomes, how good or bad are they, and how likely are they to occur? 
o Behavioural belief → belief about what will happen if the person performs the beh (exercising is 

good for my health) 
o Outcome evaluation: Is this expected outcome good/bad? (I value being healthy) 
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• Subjective norms 
▪ People’s beliefs about how other people they care about will view the beh 
▪ Components: 
o Normative belief → belief about whether each referent (person) approves/disapproves of the beh 

(My partner wants me to be healthy) 
o Motivation to comply → motivation to do what each referent person thinks (I want to comply with my 

partner) 
▪ Even if you don’t like a certain restaurant, you are likely to go if your friends also go 

• Perceived behavioural control 
▪ The ease with which people believe they can perform the beh 
▪ Components 
o Control belief → presence/absence of facilitators and barriers (Being busy at work) 
o Perceived power → perceived power of each factor to help/hinder the beh (If busy, I don’t want to 

exercise) 
▪ You are more likely to go hiking if you someone can ride you to the place 

 

5.3 CONSISTENCY THEORIES 

- 3 basic assumptions of consistency theories 

• People expect, prefer consistency → individuals strive to maintain psychological harmony among their 
beliefs, att, beh 

• Inconsistency causes psychological discomfort, tension → “Dissonance” is uncomfortable, may even 
be accompanied by physiological symptoms 

• Individuals are motivated to restore cognitive consistency → “Drive-reduction” model, a form of face-
saving, identity management 

 

5.3.1 BALANCE THEORY (Heider) 

- Unities of Cognitive configurations and valences 

- Relationships between persons and objects: affect (pleasant, unpleasant, etc) and unity (X is, X has, 
etc.) → based on gestaltic principles: equality, proximity…) 

- Dyadic and triadic unities 
 
- The most basic, simple model of all involves 3 cognitive elements: 
• P → person (perceiver, self) 
• O → other person 
• X → attitude object (thing, event, action) 

- Think of someone you respect / like. What if they expressed an opinion you opposed? 
• You could change your feelings about the person 
• You could change your opinion on the issue 

- Balanced Situation → “if all the entities of the unity are of the same positive dynamic nature (i.e., if all 
valences are positive), or when two entities are negative and one positive. All other relations are 
unbalanced” 

- Unbalanced situation can be changed by: 
• changing valences 
• cognitive restructuration 
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5.3.2 COGNITIVE DISSONANCE THEORY (Festinger) 

- Cognitive dissonance → mental discomfort (psychological stress) experienced by a person who 
simultaneously holds 2/+ contradictory beliefs/ideals/values 

- Cognitive dissonance = consequence of a person performing an action that contradicts personal 
beliefs, ideals, and values; and also occurs when confronted with new info that contradicts said beliefs, 
ideals, and values 

- Assumptions 

• Cognitive dissonance is an aversive psychological and physical state 
• The person tries to avoid situations that produce cognitive dissonance 
• When the person encounters a situation that produces cognitive dissonance, they will try to restore a 

balanced state 

- Attitudes are cognitive schemas including information that supports it 
• Consonant cognitions 
• Dissonant cognitions 

- Intensity of dissonance 
• Number of dissonant cognitions/(number of consonant and dissonant cognitions) 

- Reducing dissonance (Ex I smoke. However, I know it is unhealthy) 
• Change cognitions and/or behaviour (Smoking is not unhealthy/ I quit smoking) 
• Add new information (consonant cognitions) that outweigh dissonant cognitions (It might be unhealthy 

but it helps socializing with others. It’s relaxing…) 
• Rationalizing, justifying (Smoking less than 10 cigarettes is not so unhealthy/ just after lunch) 
• Reduce importance of dissonant cognitions (There are many other things that can kill you) 

- Experimental paradigm (Festinger & Carlsmith, 1954) 
• A group of participants do a task. All evaluate it as boring. 
• One third leaves the lab 
• One third is asked to lie to a new participant by saying that the exercise is funny. They receive 1 dollar 
• One third is asked to lie but they receive 20 dollars 
• Afterwards all participants are asked to evaluate again the task → Which group changed their att? → 

2nd group, then the 3rd group and no difference was found in the 1st group 
▪ 20 dollar group had the justification of lying for money (no cognitive dissonance) they still evaluated 

it as boring 
▪ Compared to the 20 dollar group, the 1 dollar group experienced dissonance because it was 

insufficient reward for lying → to reduce dissonance, they changed their attitude toward the task by 
saying it was fun 

- People are especially motivated to reduce inconsistency if 
• There is a perception of aversive consequences 
• The person perceives he/she is free to choose whether to perform the beh/not 
• The self concept is threatened 

- Situations eliciting dissonance 
• Disconfirming expectations 
• The person is involved in actions that are not justified → dissonance is felt between one’s beliefs that 

actions should have an explanation for oneself and the unjustified behaviour → we change 
perceptions about the action so it seems justified 

• Postdecisional dissonance → dissonance is felt after we have made a decision because we feel the 
possibility of it being wrong → we will often change our perceptions to reduce this dissonance and 
make the decision seem more attractive 

• Effort justification → people will believe the goal was worthwhile if they have worked hard to get it → 
dissonance is experience between the amount of effort required to achieve something and its actual 
value → we are likely to change perceptions about the actual value of the goal 

• Dissonance with the group 
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- Cultural differences 
• Where contradiction is assumed to be part of the self (e.g., India), cognitive dissonance is not found 
• It is typical in individualist cultures 
• Thus, it seems to be a learned response 

 

5.3.3 HYPOCRISY PARADIGM 

- A person advocates the enactment of a specific prosocial behaviour 

- Salience of the person’s inconsistencies to uphold the advocated standards in the past 

- Then, to reduce cognitive dissonance, the person becomes motivated to change behaviour → 
dissonance induces self-persuasion 

- Process 
• Step 1 → make salient past behaviour, contrary to main advocacy → describe situations in your 

recent past when you failed to perform the prosocial behaviour (high mindfulness) 
• Step 2 → advocate for the prosocial behaviour → create a short speech advocating the prosocial 

behaviour (the speech will be publicly read aloud) 
• Cognitive dissonance → change of behaviour to restore consistency 

- Experiment (Aronson, Fried & Stone, 1991) 

 HIGH MINDFULNESS LOW MINDFULNESS 

Preach 

- Describe situations in the 
recent past where they didn’t 
use a condom 
- Produce a short speech in 
front of a TV camera advocating 
the use of condoms 

- Passed directly to the next 
step 
- Produce a short speech in 
front of a TV camera advocating 
the use of condoms 

No preach 

- Describe situations in the 
recent past where they didn’t 
use a condom 
- They produced a short 
message advocating the use of 
condoms and read it in silence 

- Passed directly to the next 
step 
- They produced a short 
message advocating the use of 
condoms and read it in silence 

 

- Knowledge of how HIV is transmitted is not enough to motivate risk protection practices 
- Making people aware of their past high-risk behaviour MUST BE accompanied by an engaging 
behaviour such as public advocacy 
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SOCIAL PSYCHOLOGY 

UNIT 6: SOCIAL PERCEPTION 

What you should know: 

- Functions of impression formation 

- Impression formation criteria 

- Stereotypes 

- Implicit personality theories 

- Causal attribution 

- Dispositional (internal) vs. situational (external) attribution 

- Kelley’s covariation model (explanation and application) 
- Actor-observer bias 

- Fundamental attribution error 

- False consensus effect 

- Just world beliefs 

 

6.1 ORDERING THE WORLD 

- People are naturally motivated to understand and predict the beh of those around them 

- How do people form impressions of other people’s personalities? → ordering the world 

- The simplification of the complex flow of incoming info by putting people into ≠ categories 

- Social perception deals with cognitive-perceptual processes through which ppl process, organize, 
interpret, and recall info about others 

- Categorization serves the knowledge function of attitudes 
• Simplifying perception 
• Doing inferences (going beyond available data) 
• Allowing people to relate to each other 
• Predicting beh 

- Categorization criteria: 
• The perceiver’s goals → perceiver’s purpose 
• The social context → activities and roles that are appropriate in a certain situation 
• Accessibility in memory → how easily the info can be retrieved from memory 

- The case of stereotypes 
• Categorizing people into different groups allows quick judgments, even if they are often wrong 
• Overgeneralization based on some direct experiences 
• They can boost self-esteem 
• Enhance group solidarity 

- Errors committed by stereotyping 
• All members of a group share the same stereotype 
• Members of the group differ greatly from other groups 
• Stereotypes are the cause of group difference 

 
6.2 FORMING IMPRESSIONS 

- Implicit personality theories 
• Ppl develop various ways of organising, categorising, and simplifying info and expectations about ppl 
• These organisational structures are called schemata 
• Schemata that organize info about how traits go together in forming a person’s personality are implicit 

personality theories 
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- Halo effect: attractive ppl are perceived to be smarter, funnier and more likable than less attractive ppl 

- Resistance to change 
• The primacy effect → tendency for things that are seen/received first to have a greater impact on 

people’s thinking than things that come later 
• People tend to welcome evidence that confirms their stereotypes/personality theories and to 

ignore/explain away disconfirming evidence 
 

6.3 ATTRIBUTION 
 
6.3.1 INTRODUCTION 

- Attribution is an inference that we make about our beh and the behs of others 

- Attribution theory is concerned with how and why ordinary people explain events as they do 

- Heider (1958) believed that people are naïve psychologists trying to make sense of the social world → 
ppl tend to see cause and effect relationships, even where there is none! 
 
6.3.2 DISPOSITIONAL // SITUATIONAL ATTRIBUTION 

- Dispositional attribution is the tendency to overlook the situations that people are in, and judge their 
beh based on what we assume is their personality 

- Situational attribution is the tendency to analyse a person's actions according to the situation that they 
are in 

- Making attributions → Kelley → Principle of Covariation → 3 types of info needed to infer attribution 
• Consensus → covariation of beh across ≠ ppl is regarded as consensus → many ppl would act =, 

then consensus is high 
• Distinctiveness → uniqueness of the beh in any particular situation → distinctiveness is low if person 

behaves in the  manner in all situations and vice versa 
• Consistency → covariation of the beh across t → the extent to which a person behaves in a certain 

manner every time 
 
6.3.3 ATTRIBUTIONAL BIASES 

- Pple’s perceptions and attributions are not always accurate 
 
6.3.3.1 THE ACTOR-OBSERVER BIAS 

- Tendency to attribute one's own actions to external causes, while attributing other people's behs to 
internal causes 

- Essentially, ppl tend to make ≠ attributions depending on whether they are the actor/observer in a 
situation (Jones et al 1972, Nisbett & Ross 1980) 
 
6.3.3.2 THE FUNDAMENTAL ATTRIBUTION ERROR 

- Tendency ppl have to overemphasise personal characteristics and ignore situational factors in 
judging others’ behs 

6.3.3.3 THE FALSE CONSENSUS BIAS 

- Tendency to overestimate the extent to which other ppl hold similar views to our own 

- It signals that we’d much rather show our friends that we’re like them, than try to understand those who 
are not 

6.3.3.4 JUST WORLD BELIEFS 

- The idea that people need to believe one will get what one deserves 
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- Tendency to attribute consequences to/expect results of a universal force that restores moral balance 

- It implies the existence of God justice, destiny, divine providence, stability, order 

Also known as blaming the victim, the just-world fallacy, and the just-world effect 
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SOCIAL PSYCHOLOGY 

UNIT 7: CRITICAL SOCIAL PSYCHOLOGY 

What you should know: 

- Linguistic turn 

- Colonialism 

- Social change 

 

7.1 SOCIAL PSYCHOLOGY AND THE LINGUISTIC TURN 

- The linguistic turn 
• Is there an objective reality? 
• Do we have direct access to the human mind? 
• How can we reach the ‘social’ in social interactions, groups of people…? 
• What is the shared product of a collectivity? 

- New methods and epistemologies 
• Critique to scientific positivism and methodological individualism 
• Authors: Gergen, Ibáñez, Iñiguez 

 
7.2 SOCIAL PSYCHOLOGY AND COLONIALISM 

- Does current and mainstream social Psychology express a unique perspective of the human being? 

- Can results in the Western world be generalized to other cultures? 

- What is Psychology like in other cultures? 

- Is the self equally constructed in all cultures? 
• Indigenous psychologies 
• Authors: Kim 

 
7.3 SOCIAL PSYCHOLOGY AND SOCIAL CHANGE 

- A weapon for social change 
• Is Psychology oriented to social change and transformation? 
• Can Psychology be an instrument to change society? 
• How can Psychology identify and break power relationships in society? 
▪ Community Psychology and liberation Psychology 
▪ The pedagogy of oppression 
▪ Authors: Martin Baró, Freire 

• Other Psychology movements: Feminist Psychology… 
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