SHORT ANSWER TOPICS
1. Hindsight Bias: 

Hindsight bias: tendency to exaggerate, after learning an outcome, one’s ability to have foreseen how something turned out. For example, after learning about a finding in social psychology, students might say, “well that’s a really obvious finding, why’d they even bother with the study?” 
2. Hypotheses and Theories:

-theory: an integrated set of principles that explain and predict observed events

-hypotheses: testable predictions between the relationship that may exist between events.
Signs of a Good Theory

1. Effectively summarizes wide range of observations

2. Makes clear predictions we can use to: a) confirm or modify the theory, b) generate new exploration, and c) suggest practical application

How We Test A Hypothesis

1. Correlational Studies: observe natural associations, remember that correlation does not equal causation

2. Experimental Studies: manipulate something (independent variable) to see how it affects something else (dependent variable), problem: don’t know if results are externally valid

3. Social Comparison Theory:

We learn about our own abilities and attitudes by comparing ourselves to other people. Why do we choose to compare ourselves to others? We compare ourselves with others automatically, it’s sometimes an ingrained behavior. Also, we are more likely to compare ourselves to others when there is no objective standard present. Downward social comparisons can make us feel better, when we see ourselves as being superior in a comparison. Upward social comparisons can inspire us..or make us feel shitty about ourselves.
Lockwood & Kunda studied why there are some instances when upward social may not make us feel worse. Discovered comparisons can make us feel good if it’s attainable, as it can push us forward to achieve bigger and better things. IF not attainable, comparison can make us feel bad, because they may seem really ahead of us (Study: comparing first year and final year students to a high-achieving fourth year student, 1st Year students were inspired, 4th year students felt bad when comparing themselves to a really successful 4th year student because it was too late for them to be ‘successful.’).
7) Judgmental Overconfidence
- the tendency to overestimate the accuracy of one's belief.
- David Dunning game show (study)
- to find whether overconfidence extends to social judgements, David Dunning and his associates created a game show.
- they asked students to guess a stranger's answers to a series of questions
- the subjects first interviewed their target person about background, hobbies, academics, interest etc.
- while targets privately answered 20 of the 2-choice questions, interviewers predicted their target's answers and rated their own confidence in their predictions.
- the interviewers guessed correct 63% of the time beating chance by 13% and on average they felt 75% sure of their predictions.
- why overconfidence?
- reclassify previous errors as "non-errors" (75% is just a little over 63%, better than chance)
- confirmation bias
- tendency to search for information that confirms our preconceptions.
- people tend not to look for information that might disapprove what they believe but eager to verify their own beliefs.
- remedies for overconfidence
- beware of others' confidently stated positions (as well as our own)
- for self: 
1) prompt feedback
2) to reduce planning fallacy - tendency to underestimate the time it will take to complete a task, overconfident people can be asked to break the task into subcomponents  and then estimate the time required for each components.
3) try to think of one good reason your judgements might be wrong, i.e. forcing them to consider disconfirming information.
8) Heuristics (mental shortcuts)
- a thinking strategy that enables quick efficient judgements
- 2 types:
1) Availability Heuristics
- strategy of judging the likelihood of something or occurrence on the basis of the ease with which they can bring it to mind.
- Norbert Schwarz and colleagues ( study)
- asked students to list 6 times they were assertive or 12 times they were assertive.
- it was easier to list 6 times they were assertive than when asked to list 12 times
- students then rated how assertive they were
- those who listed 6 times they were assertive reported being more assertive than those who were asked to list 12 times.
- factors influencing availability heuristics:
1) imagineability - easier you can imagine something happening, more probable you estimate this occurrence.
2) vividness - concrete and exciting; vivid information usually have much larger influence on decisions than abstract, statistical information.
2) Representative Heuristics
- strategy of judging the likelihood of things by how well they match a typical case.
- representative heuristics can lead to conjunction fallacy - combination of 2 occurrences the probability of each separate occurrence.
 e.g. probability of A = 50%
probability of B = 90%
probability of A+B = 45%
9) Anchoring and Adjustment
- a mental shortcut that involves using a number or value as a starting point and then adjusting away from the anchor.

10) Asch's Studies On Group Pressure 

-"How am I to know what is true? Is it what my peers tell me or what my eyes tell me?" 

-correct when alone, incorrect when in a group that believes in the wrong answer 

-most people tell the truth when others don't 

-lack mundane realism: everyday task, experimental realism: person is engaged in study 

-no obvious pressure to conform, no rewards for team effort, no punishment for individuality

-neuroscience team put participants in a fmri in brain scanner while having them answer perceptual questions after hearing others' responses 

-mentally rotating a figure to find its match among several possibilities 

-when conformed to a wrong answer, brain becomes active in perception and no conscious decision making 

-rebel: brain associated with emotion 

-conform: perceptions are influenced 

-normative influence cause informational influence as people construct reasons to justify their conformity

Social Facilitation 

a) original meaning: perform simple tasks better when others present 

b)current meaning: strengthening of dominant responses in the presence of others

-mere presence: people are not competing, do not reward or punish, passive audience

-co-actors: group and individual working on a non-competitive task, to do or act together

Why are we aroused in presence of others? 

a) evaluation apprehension 

-concern for how others are evaluating us

Cortell 

-social facilitation for nonsense syllables and easy syllables 

-mere presence: blindfold observers= did not boost easy tasks 

-easy tasks performed better when one knows they are being evaluated 

-perform best when co-actor is slightly superior 

-we don't do well if other opinion don't matter 

-worry about evaluation=affected by presence of other 

-social facilitation= unfamiliar other 

-if low esteem in presence of others= do poor

b)distraction 

-paying attention to others and paying attention to tasks= arousal

c)mere presence 

Zajonc 

-produces arousal without evaluation apprehension or distraction

Good Theory= predictions

-confirm or modify theory 

-new exploration 

-application

11? 

12. Social Facilitation (AFFECTED BY PRESENCE OF OTHERS?)

-presence of others or co-actors is arousing= to do better or worse on a task 

Zajonc

a)arousal facilitates dominant responses 

b)presence of others is arousing= presence of observers/co-actors boosts= do better on easy tasks (correct response is dominant)

c)do poor on complex tasks (incorrect response is dominant)

-being in a crowd is arousing and facilitates dominant responses 

-aroused by others' presence= evaluation apprehension and distraction (paying attention to others and task)

-aroused even when not evaluated or distracted 

-individually evaluated=evaluation apprehension=arousal

2.Social Loafing ( individuals do less effort in a group)

-do less when in a group 

-free riders: people who benefit from group but give little in return 

-individual is not being evaluated=no evaluation apprehension=relax

-women and collectivist cultures=less social loafing 

-men and individualist cultures= more social loafing 

-less social loafing: task is challenging, rewarding, appealing or involving, and with people you know

3. Deindividuation (losing sense of self in groups)

-arousal+no responsibility+ no moral= no restraint and self-gratification 

-no self-awareness and evaluation apprehension= anonymous group, no identity

a) group size 

-anonymous individual= behaviour based on situation NOT choice

b) physical anonymity 

-Zimbardo: anonymous women delivered longer electric shocks to helpless victims 

-depersonalization through costume= costume either for good or bad 

-less self-conscious, behave in the heat of the moment (negative/positive behaviour)

c) arousing and distracting activities 

-aggressive crowds=minor actions that arouse and distract people 

-self-reinforcing pleasure in impulsive act while observing others doing it 

-see others act as we are acting= we think they feel as we do=reinforces our own feelings 

-react to immediate situation= need to find intense positive feelings and feel close to others

d) Diminished Self-Awareness 

-disconnect behaviour from attitudes 

-deindividuated people are impulsive= behave based on situation 

-self-awareness opposite of deindividuation= self-control based on personality, independent

Group Cult/New Religious Movement 

a)distinctive ritual of its devotion to god or person 

b)isolation from evil culture 

c)charismatic leader

Attitudes Follow Behaviour 

a)compliance=acceptance 

-members are initiated into the cult through rituals 

-greater personal commitment, more need to justify it

b)foot in the door phenomenon

-first voluntary then mandatory, escalating requests 

-"I came so far, why stop now"

Persuasive Elements 

1. Communicator 

-charismatic leader, attracts and directs members 

-credible communicator: trustworthy and expert 

-middle class white youths are gullible=no street smarts 

-members recruited by trustworthy friends

2. Message 

-vivid, emotional messages, warmth and acceptance 

-trust master, join family, "one way"

3. Audience 

-under 25 age 

-less educated 

-educated, middle class, greedy, pretend concern 

-personal crisis

13.  Group Think

· Maintaining group cohesiveness and solidarity is more important than considering facts realistically

Antecedents of Group-Think

· High stress

· Cohesive and desirable

· Poor decision making

· Have a strong desire for unity

· Isolated from opposing ideas

· Leader signals their wants
Symptoms of Group-Think

Overestimations of group’s right and might

· Illusion of invulnerability

· Nothing bad could happen

· Unquestioned belief in group’s morality

· Assumptions that safety is managed

Close-Mindedness

· Rationalization

· Justify decisions

· Discount challenges

· Stereotyped views

· Others provide clarity

· No need to think for self

Pressures towards Uniformity

· Conformity Pressure

· Ridicule those who raise doubts

· Self-Censorship

· Fear of stating views that differ from group

· Illusion of Unanimity

· Pressure to stay within consensus

· Mindguards

· Protect group from unpleasant information

Titanic as Example

· Captain is ultimate leader/decision maker

· Underestimated amount of lifeboats

· Belief ship was indestructible

· Eagerness/pressure for ship speed

· Justified speed because it was a clear night

· Lookout-ridiculed for binocular request

· Ignored multiple warnings of icebergs

· Operator-(mindguard) no final warning

Walkerton, Ontario water contamination as example

· Authorities believed water was safe

· New chlorinator-“unnecessary”/not installed

· Rationalized “safety”-drank contaminated water

· Others fear to express objections

· Mindguards did not report tainted water

Critiquing Group-Think

· Directive leadership promotes poor decision making-fear of consequences
· Groups prefer supporting over challenging information-makes them feel smarter
· When looking for group acceptance, people suppress disagreeable thoughts-fear of rejection
· Diverse perspectives outperform like-mindedness-uncomfortable but creative
· Groups are limited to information that is shared-knowledge of quiet members unheard
Preventing Group-Think

· Be impartial-no position

· Encourage critical evaluation

· Providing/receiving feedback

· Value all input

· Research

· Examine risks and alternatives

· Subdivide groups and reunite to share

· Welcome expertise from outside

· Test theories & develop

· Hold final meeting for any concerns
Enhance Group Brainstorming/Problem Solving

· Combine group brainstorming followed by solitary brainstorming to maximize critical thinking

· Have group member write and read notes and pass around a table adding perspectives

· Share information through electronically networked brainstorming

· “Two heads are better than one”-smarter as a group, rather than independent

14.  Non-Verbal Communication

· The way in which people communicate, intentionally or unintentionally, without words

· Tone, body language, facial expressions, gestures, gaze, touch

· Encode-to express or emit non-verbal behaviour

· Decode-to interpret the meaning of non-verbal behaviour that others express

Primary Uses

· To express emotions-folded arms

· To convey an attitude-eye rolls

· To communicate personality-shyness

· To facilitate verbal communication-sarcasm

· Pat on back-condescending or appreciating?

Non-Verbal “Leakage”

Unintentional transmission of information through non-verbal channels of communication

· Voice “leaks” most easy to recognize (squeaks)

· Women identify “leaks” more than men

Might occur because

· Not conscious of non-verbals

· Can’t control use non-verbals

· Overcompensating to control non-verbals

Universality of Facial Expression

· Six basic emotions-happiness, sadness, anger, disgust, surprise and fear

· Research tested around world (Ekman)

· Happiness is most identifiable across cultures

· 82% matched a happy face with the emotion of happiness

· 54% matched disgust

Non-Verbal Accents

· Research by Marsh, Elfenbein and Ambady showed cultural variations

· American participants shown photos

· To identify nationality of Japanese or Japanese-Americans

· Photos-neutral or basic emotion faces

· Positive correlation of emotions photos

· Neutral photos more difficult to tell

Demonstrates there are differences on how emotions are presented in diverse cultures

Amy Cuddy TED Talk Overview

· Non-verbal communication

· Judgments influence our decisions

What are the two main studies that Amy Cuddy ran?

· Power posing effects on body chemistry

· Power posing effects on appearances to others

What are high power postures?

Arms in the air, hands on hips, feet up

What are low power postures?

Hunching, folding arms, touching neck

1st study-What effect did body posture have on gambling, testosterone (dominance), and cortisol (stress)?

· 2 minutes of posing in either high power positions or low power positions
Effects on Gambling

· High power posing-86% take risks

· Low power posing-60% take risks
Effects on Testosterone Levels

· High power-20% increase in testosterone

· Low power-10% decrease in testosterone

Effects on Cortisol Levels

· High power posing-25% decrease in cortisol 

· Low power posing-15% increase in cortisol
2nd study-What effect did body posture have on job interview performance?

· 2 groups-one group high power posing and one group low power posing prior to interview

· Subjected to an extremely high stress interview for 5 minutes

· Interviewer serious and unresponsive

· Assessors blind to hypothesis and test

· Assessors viewed tapes of interview responses

Outcome

· High power posers assessed as better employable option than low power posers

· High power posers viewed as more confident and optimistic than low power posers

Findings that suggest our bodies can change our minds

· Power posing changes the body’s hormonal levels in saliva as shown in first study

· High power posing can make you feel and appear more confident, comfortable, enthusiastic and captivating; increasing presence and authenticity

· Low power posing can make you feel and appear more stress reactive, uncomfortable, boring and shut down; decreasing your presence and authenticity

· Fake it until you become it-Amy Cuddy’s own experience and her student’s as well.

Amy Cuddy believes that power posing has a direct effect on how people feel about themselves and how they present themselves to others.  In Amy Cuddy’s 2nd study, the positive power posing of participants prior to the interviews likely produced more positive nonverbal communication in facial expressions and body language during their interviews, whereas low power posing produced less positive nonverbal communication.
Critique

· Study did not always yield results of real-life situation

· More positive results for shy people?
15.  Proximity and Attraction-Proximity is a geographical nearness or a functional distance which have a powerful influence on attraction/liking.  Although much less often, it can also influence hostility, as murders often involve those living in close proximity.
Availability of Interaction

· Random class seating shows greater friendship with those seated near during the first class

· Marriage shown to occur between co-workers, neighbours, classmates

· How many times your paths cross-availability

· Parking areas, entrances, recreation areas

· Desk near water station at work, apartment near mailboxes

· Allows familiarity and exploration of similarities

· With repeated exposure, we may become infatuated by those similar to ourselves and demonstrates affection

· Twin studies show that twin’s relationship choice is not ideal for sibling

· Research in dorms showed randomly assigned roommates became close friends next door 41%

Anticipation of Interaction

· Study showed women preferred women they were anticipating to interact with over others they would not see

· Anticipatory liking-expecting that someone will be pleasant and compatible

· Anticipation increases positive thoughts and a better chance of a rewarding relationship

Mere Exposure Effect

· The “hard-wired” tendency for novel stimuli to be liked more after rater has been repeatedly exposed

· More than 200 experiments confirm that fondness for something is associated to exposure

· Emotions are more instantaneous than thinking-automatic response

· Enormous adaptive significance

Liking things closely associated to self (Implicit egotism)

· Familiarity-even when negative (alcoholic)

· Letters of our name, numeracy, people, places and things

· Naming children, places to live (city choice), occupations associated with name

Exploitation by media and politicians

· Repetition alone can increase sales or votes
16) Devine's Dual Process Hypothesis

-investigated to determine if prejudice is automatic but can be controlled by low-prejudice people

in 1989 she did 3 studies with white Americans

Study 1: Awareness of prejudice

both low- and high-prejudice people (as measured by IAT scores) were asked about their awareness about black Americans from lists put together

overall, both low- and high- prejudice people were equally aware of the stereotypes which existed about black Americans

 

Study 3: Low prejudice people inhibit incongruent thoughts

low- and high-prejudice people (again by IAT scores) were asked to LIST stereotypes about black Americans

low prejudice people listed more positive stereotypes (ie: athletic) while high-prejudice people listed more negative stereotypes (ie: more hostile), showing that those low in prejudice, although they might be aware of all of the stereotypes that exist, inhibit their thoughts to think of the positive stereotypes

 

Study 2: Influence is automatic

both low- and high-prejudice people were subliminally primed by either neutral words or words associated with black stereotypes then asked to rate the hostility of a black male named Donald.  Those primed with black stereotypes rated him as more hostile than those who were primed with neutral words, showing that prejudice is automatically activated.

 

A few critiques of this study came out however, which include

1) it was the stereotype which was activated not the category, for example when the race category is what is subliminally primed then no stereotype is observed

2) not everyone has an implicit racial bias

3) in some cases race is not even processed by some people

 

 

17) Stereotype Threat

Involves the concern that one will be evaluated according to a stereotype about their group

This produces:

1) emotional stress which impacts the prefrontal cortex and decreases abilities in complex skills

2) cognitive abilities - the distraction of thinking of the stereotype threat results in monitoring ones behaviour and taking up some of the abilities of the working brain

3) motivational - trying to suppress the negative energy can result in a decrease in performance

4) increase in arousal leading to social facilitation which will then increase or decrease in performance, depending on whether the skill is simple or complex

-if we attribute the arousal to something then the stereotype threat may not appear

 

This appears more when a task is hard and we are concerned with the domain (ie: a math student would most likely care about being told a test measures their academic abilities in math and thus a female may feel the stereotype threat of females being poor in math, while an art student may not actually be as concerned about this)

 

A study which investigated this was done with math-identified females to measure whether stereotype threat produces arousal and leads to social facilitation (Ben-Zeev and Fein, 2005):

Participants were either told they would be completing a test that showed gender difference or not told this (increasing the anxiety of the former group).

They were then asked to either write their name backwards (difficult task) or in cursive (simple task) for 20 seconds.  Those in the 'threat' group wrote their name forward more and backwards less than those in the non-threat group showing arousal at the stereotype threat.

 

 

18) Frustration-Aggression Hypothesis

Results from the blocking of a goal-directed behaviour when:

-motivation is high

-one expects gratification

-one is completely blocked

It was proposed in 1939 Dollard and stated that frustration always leads to aggression, but it is actually more accurate to say that frustration produces a readiness to aggress.

When the source of this frustration cannot be a target of the aggression then we will displace our aggression to a safer or more socially acceptable target such as a spouse when our boss causes us frustration

It can be compounded by relative deprivation when you perceive that you have less than you deserve based on seeing what those around you have.  This means that those who are surrounded by people who are richer than they are will have more likelihood to feel frustration at their situation and will thus be more likely to be aggressive.
