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Altruism and Cooperation
Altruism
· Altruism: Unselfish behaviour that benefits others without regard to consequences for the self.
· Humans are prone to feelings of compassion that lead us to behave in ways that benefit others who are suffering, often at a cost to ourselves.
· Many forces inhibit altruistic action though, including tendencies for self-preservation and fear of embarrassment.
Empathic Concern: A Case of Pure Altruism
· Daniel Batson has made a persuasive case for a selfless, other-oriented state that motivates altruistic behaviour. Proposes that any altruistic action, several motives come into play. Two of which are selfish/egotistic (social rewards and personal distress) and a third is more purely oriented towards unselfishly benefiting another person (empathic concern).
· Social rewards: Benefits like praise, positive attention, tangible rewards, honours, and gratitude that may be gained from helping others.
· Altruistic acts earn people esteem and respect, two things that are very desirable social rewards.
· Personal distress: A motive for helping those in distress that may arise from a need to reduce our own distress.
· We react to other people’s distress with our own distress. So any altruistic act can be seen as relieving our own distress.
· Empathic concern: Identifying with another person – feeling and understanding what that person is experiencing – accompanied by the intention to help the person in need.
· When we encounter someone in pain, we not only experience our own feelings of distress, but we imagine what the other person must be experiencing as well. This can motivate us to help that person even more.
Empathy versus Personal Distress
· The experiments were set up so that there are few egotistical motives, but empathy is high. Allowed for escaping distress by leaving experiment. 
· Experiment: In a room with a confederate who would receive a shock when they got something wrong. Participants had the opportunity to leave after 2 shocks, while the confederate continued to finish the study. In another condition, the participants were told that they had to stay for all 10 shocks. After first 2 trials, the confederate was getting pale, asking for water, and relaying feelings of discomfort. Participants self-reported feelings of distress and empathic concern during this phase. Participants divided into egotistical motives and empathic motives groups. Participants then asked if they were willing to fill in for the confederate. Those participants who mostly felt distress took fewer shocks for the confederate than those who mostly felt empathic concern.
· Criticisms: Empathic concern was not manipulated, instead self-reports were used. Perhaps high-empathy participants might just be more helpful in general. Second, the experimenter knew how the participants act, so social rewards cannot be ruled out. 
Anonymous Altruism
· Study: Female participants were seated at separate cubicles and asked to engage in an impression formation task. The communicator (confederate), supposedly a student named Janet Arnold, wrote two notes to the participant, expressing supposedly honest information about herself. The task of the listener (participant) was to form as accurate an impression of the communicator as possible. In the low-empathy condition, the participant was to focus on the facts of the notes. In the high-empathy condition, the participant was told to vividly imagine the notes. Then the experimenter gave the participant a form that describes another long-term relationship study and asked whether the participant would like to spend time with the other communicator, Janet. In the low-social-evaluation condition, Janet’s notes were delivered in sealed envelopes and not read or known by the experimenter. The participant’s survey was also to be sealed in an envelope. In the high-social-evaluation condition, the experimenter and the participant read Janet’s notes, and Janet and the experimenter were going to read the participant’s survey. Participants who were encouraged to feel empathy for Janet, who reported feeling lonely in her notes, volunteered to spend more time with her, even in the low-social-evaluation condition, where volunteering was anonymous.
Physiological Indicators of Empathy
· Study: Showed a tape of a woman and her child who had gotten into an accident recently to second graders, fifth graders, and college students. The children in the film missed school while recovering. Participants’ physiological indicators and facial expressions were recorded during the film. Participants could help by volunteering to take the child their homework during recess. Participants who felt sympathy had a certain facial expression that differed from those who reported distress. Those who felt sympathy had their heart rate go down; those who felt distressed had it go up.
Empathic Concern and Volunteerism
· Volunteerism: Non-monetary assistance an individual regularly provides to another person or group with no expectation of compensation.
· Volunteerism has many motives including social rewards and a desire to reduce personal distress.
· Recent studies suggest that volunteering is good for your health; it has a correlation to increased longevity. Being the recipients of help had no increase in longevity.
· The likelihood of a person being altruistic was influenced by how often a person’s parents acted or told stories of this manner.
Situational Determinants of Altruism
· Kitty Genovese was stalked, sexually assaulted and killed within the presence of other people. The police were only called 30 minutes after the incident occurred. 
Darley and Batson’s Good Samaritan Study
· Subtle situational factors, such as whether you are on time or late, powerfully determine whether you will help someone in need.
· Study: Asked Princeton undergrad students to give a talk. Some were told the topic was on jobs that seminary students could get another was on the tale of the Good Samaritan. They were given a map and told where to go. Some participants were told that the talk was starting soon and they were going to be late if they didn’t leave now, some were told that it was beginning soon and that they should leave soon, and the others were told that they had plenty of time to get there. Along the path to the talk, they encountered a man who was slumped over and groaning in a passageway. He complained of having trouble breathing. The topic had no effect on who would help or not. Students who were not in a hurry were more than 6x as likely to stop and help. Only 10% of students in a high-hurry situation stopped.
Audience Effects
· Bystander intervention: Giving assistance to someone in need on the part of those who have witnessed an emergency. Bystander intervention is generally reduced as the number of observers increases, because each person feels that someone else will probably help.
· Diffusion of responsibility: A reduction of the sense of urgency to help someone involved in an emergency or dangerous situation under the assumption that other who are also observing the situation will help.
· Study: Participants sat in separate rooms communicating through intercoms where one person speaks at a time. The confederate mentioned that he occasionally has seizures. Further in the talk, the confederate states that he is having a seizure and he needs help or else he may die. In one condition, the participant was the only other person. In a second condition, there was a participant, another person, and the confederate. In a third condition, there were 4 other people, a participant, and the confederate. 85% in the first condition left their cubicle to help, 62% in the second condition helped, and only 31% in the final condition helped.
· Presence of strangers may reduce likelihood of helping, but presence of friends can increase it.
Victim Characteristics
· People are more likely to help when the harm to the victim is clear and the need is unambiguous.
· The greater the costs associated with helping, the less likely people are to be altruistic.
· Study: Man staggers into the subway and collapses then looks up at the ceiling. In one condition, a drop of blood flows down his head, in the other there is no blood. People helped 65% of the time when there was blood, and 95% of the time when there was no blood.
· Women tend to receive greater help then men. Also, women dressed more in more conventional feminine attire tend to receive more help. Two reasons for this is that women dressed in feminine attire fit the stereotype of a dependent, helpless woman, and men can also use this opportunity as a foot-in-the-door for a possible romantic involvement.
· People are also more likely to help people who are similar to themselves.
Construal Processes and Altruism
· Many situations can be ambiguous, leading us to be unsure of whether help is needed or not.
Helping in Ambiguous Situations
· People are also more likely to help if they are present for the events leading up to the victim’s distress.
· A form of pluralistic ignorance occurs when people are uncertain about what is happening and assume nothing is wrong because no one else is responding or appears concerned.
· Study: Participants filling out survey in a room either alone, with 2 other confederates who were exhibiting a calm behaviour, or with 2 other real participants. Smoke started seeping into the room. 75% of those alone reported the smoke to the experimenter, 38% did when all the participants were real, and only 10% reported it when with 2 calm individuals.
Combating Pluralistic Ignorance
· Less likely to fall prey to pluralistic ignorance when the initial reactions of others can be seen.
· To get help: 1) make you need for help clear (E.g. I twisted my ankle and need help). 2) Specify a person to help you (E.g. You there, in the red shirt, can you help me?)
Culture and Altruism
· The prevalence of altruistic behaviour varies in dramatic and sometimes surprising way depending on cultural influences.
Altruism in Urban and Rural Settings
· Smaller cities may be kinder and more altruistic, recent studies suggest.
· The smaller the city the more likely someone is to help. Once the population hits 50,000 people, there is little increase in how much help is offered.
· The current context matters much more than where a person grew up. So if they are now living in a rural neighbourhood, they are more likely to help regardless of if they initially lived in a large city.
· 3 offered explanations: 1) Stimulus overload. In large cities, there is a lot of information to take in, so a lot of it gets disregarded. 2) Diversity hypothesis. Earlier it was noted that people are more likely to help those similar to themselves, and in cities, diversity is much larger. 3) More people are likely to be around in urban areas, and therefore the bystander effect is more common.
Social Class and Altruism
· Social psychologists measure social class as a combination of 3 factors: your family wealth, the education level that you and your parents attain, and the prestige of your work and that of your parents.
· In terms of proportion of their income, those who have less, give more.
· Reasons for this include the idea that lower class people are more attuned to the sufferings of others.
· Lower class people are also more likely to act in a pro-social fashion.
Religion, Ethics, and Altruism
· The major world religions emphasize compassion, altruism, and treating others with kindness.
· Studies show that prompting of religious words increases altruism. When looking at whether words associated with secular establishments prompted an increase in altruism, the same effect occurred. It seems that the emphasis on fairness and co-operation and equality, seen in both religious traditions and secular treatments of ethics, can do a great deal to elicit pro-social behaviour.
Evolution and Altruism
· Altruistic behaviour is costly to the self. 2 evolutionary explanations have been offered: kin selection and reciprocity. 
Kin Selection
· Kin selection: The tendency for natural selection to favour behaviours that increase the chances of survival of genetic relatives.
· From this perspective, people should be more likely to help those who share their genes.
· The kin selection thesis is that we should have a highly developed capacity to recognize kin.
· Predicted that we should direct more of our helping behaviour toward kin rather than non-kin.
Reciprocity
· Reciprocal altruism: The tendency to help others with the expectation that they are likely to help us in return at some future time.
· Cooperation among non-kin provides many benefits that increase the chances of survival and reproduction for both parties.
· Reciprocity is a rule of primate social behaviour as seen in grooming, sharing of food, and looking after another’s offspring.

Cooperation
· Tendency to cooperate is part of our evolutionary heritage.
· A striking aspect of human relations is that competitive relationships can quickly change into cooperative ones.
The Prisoner’s Dilemma Game
· In this dilemma, you and another person will not meet but have to cooperate. If you both cooperate, you both get 5$. If one cooperates and the other defects, the person that defects gets 8$. If both defect, both will get 2$. The best choice for your own self-interest is to defect in the hope that the other person cooperates. But the other person has this reasoning too, and if they defect, you both only get 2$. Thus the best choice for both of you is to cooperate.
Situational Determinants of Cooperation
· Suggested that the cooperative or competitive outcomes in your relationships may, without your knowledge, depend as much, or more, on your behaviour as on the behaviour of the people you deal with. Competitive people create competitive interactions.
· Study: Explained the prisoner’s dilemma to participants and determined whether they thought its goal was cooperation or competition. After playing a few rounds, they had to judge whether their partners were competitive or cooperative. The competitors made everyone, including the cooperators, more competitive. Cooperators were fairly accurate in their judgements on whether their partner was a cooperator or a competitor, competitors were not.
· Reputation: The beliefs, evaluations, and impressions people hold about an individual within a social network.
· When players of the dilemma game know a history of the person, whether or not they are competitive or cooperative, they change how they play to work with them.
Construal Processes and Cooperation
· Study: Participants were primed with either hostile words or neutral words too fast for us to consciously register the words. The participants then took part in a version of the prisoner’s dilemma game. Exposure to the hostile words led to defection at a higher rate in those individuals. Words that we see in our daily lives can foster a more competitive society.
· Experiment: Some participants told the prisoner’s dilemma game was called “Wall Street” while others were told it was called “Community.” Those told it was Wall Street were more likely to play competitively than those told it was called Community.
Culture and Cooperation
· A popular college major is economics. Economic theory assumes that people are rational actors who always act out of self-interest. Economists have assumed that people and society are best served if individuals are allowed to selfishly pursue their own ends. Training in the discipline of economics leads people to act more competitively. 
· The subculture that people are immersed in appears to powerfully influence their inclination to cooperate with others or look after themselves.
· Ultimatum game: An allocator is given a certain amount of money. They are told to then give some to the receiver and keep the rest. The receiver can either accept the amount and both people leave with that amount, or they can reject it, and both leave with nothing.
· Study: Participants from different groups participated in a version of the ultimatum game. The rewards varied in each group, but were equal to a daily wage in each culture. The cultures offered an average of 39% of their wealth. Researchers looked at which aspects of the community could predict the likelihood of cooperation. Found that the more a culture was dependent on others for needs, the more likely they were to cooperate with each other.
· Interdependence increases people’s cooperation and generosity.
Evolution and Cooperation: Tit for Tat
· Even during periods of war, there was cooperation. They would cease fire for a period of time for eating, collecting bodies, and fraternizing with each other.
· Study: People were asked to submit computer programs that specified the choices to make on a round of the prisoner’s dilemma game, given what has happened in previous rounds. 14 programs total were submitted. The winner was a so-called tit-for-tat strategy.
· Tit-for-tat strategy: A strategy in which the individual’s first move is cooperative and thereafter the individual mimics the other person’s behaviour, whether cooperative or competitive.
· It is thought that the tit-for-tat strategy is based on a set of principles that we would all be well advised to follow as we form friendships, deal with difficult personality at work, negotiate with bosses, persevere in long-term romantic bonds, and raise children.
· Five factors make it especially compelling: 1) It is cooperative, and thus encourages mutually supportive action toward a shared goal. 2) It is not envious. A partner using this strategy can do extremely well without resorting to competitive behaviour. 3) It is not exploitable – that is, it is not blindly pro-social. 4) The tit-for-tat forgives – that is, it is willing to cooperate at the first cooperative action of its partner, even after long runs of defection. 5) The tit-for-tat is easy to read – that is, it should not take long for others to know that the tit-for-tat strategy is being used.







