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	[image: Question 1.]
Results of Milgram's research on obedience to authority suggest that

	[image: http://wps.prenhall.com/wps/media/styles/1480/_skins_/D/default_blue/problem_type_1.gif]
	

	 
		  
	normative and informational social influence play no role in obedience.

	  
	people will do things they do not want to do, and that maybe dangerous, if an authority orders them to.

	  
	altering the situation led to few changes in the responses of participants.

	  
	people in general are cruel and enjoy giving electric shocks to others.
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	[image: Question 2.]
Which of the following will not lead to increases in conformity?
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	when the group is from a collectivistic culture

	  
	when the group is important to us

	  
	when you have no allies in the group

	  
	when the group's size becomes larger than 20 people
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	[image: Question 3.]
Ignoring the pressures of normative social influence
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	can lead to negative consequences, but these are typically not very powerful.

	  
	can lead to rejection and derogation.

	  
	will lead to minimal consequences in most situations.

	  
	none of the above.
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	[image: Question 4.]
Which of the following is primarily an example of normative social influence, but not informational social influence?
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	You see someone laying in the gutter, but other people don't seem to be helping so you assume there's no emergency and move on.

	  
	At a fishing tournament, you notice that everyone catching fish seems to be using a certain kind of lure, so you switch to that lure.

	  
	At a new job, you notice your co-workers all take a donut break at 10:30, so you do too.

	  
	A group of people you are with all describe their negative judgment of a person you like, and you agree with them in order to fit in.
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	[image: Question 5.]
Conformity can sometimes lead to the occurrence, in a group of people, of similar physical symptoms with no known physical cause. In other words it can lead to
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	the autokinetic effect.

	  
	contagion.

	  
	normative social influence.

	  
	mass psychogenic illness.
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	[image: Question 6.]
Milgram’s replication of Asch’s study in France and Norway concluded that
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	Norwegians showed a higher rate of conformity.

	  
	Both showed very low levels of conformity.

	  
	The French showed a higher rate of conformity.

	  
	Neither the French or the Norwegians showed high levels of conformity.
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	[image: Question 7.]
When confronted with orders from a perceived authority figure individuals
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	Are more likely to obey without questions.

	  
	Are more likely to question the orders if they don’t agree with them.

	  
	Are more likely to disobey them.

	  
	Will question the authority of the individual giving the orders.
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	[image: Question 8.]
Our perception of the way people behave in a given situation according to their effective or adaptive behavior is called _________________ .
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	Injunctive Norm

	  
	Specific norms

	  
	Minority Influence

	  
	Descriptive Norm
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	[image: Question 9.]
Public compliance always includes private acceptance.
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 False





	[image: http://wps.prenhall.com/wps/media/styles/1480/_skins_/D/default_blue/pixel.gif]

	[image: http://wps.prenhall.com/wps/media/styles/1480/_skins_/D/default_blue/ps_bkgd_lower_left.gif]
	
	[image: End of Question 9]

	[image: http://wps.prenhall.com/wps/media/styles/1480/_skins_/D/default_blue/ps_bkgd_upper_left.gif]
	[image: http://wps.prenhall.com/wps/media/styles/1480/_skins_/D/default_blue/pixel.gif]
	[image: http://wps.prenhall.com/wps/media/styles/1480/_skins_/D/default_blue/ps_bkgd_upper_right.gif]

	[image: http://wps.prenhall.com/wps/media/styles/1480/_skins_/D/default_blue/pixel.gif]
		
	[image: Question 10.]
Ambiguous situations increase the influence of informational social influence.
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	[image: Question 11.]
Conformity in Asch's line judgment studies was primarily due to informational social influence.
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	[image: Question 12.]
Male body image is unaffected by normative social influence.
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	[image: Question 13.]
Descriptive norms reflect people's perceptions of what behaviors are approved or disapproved of by others.
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	[image: Question 14.]
Seeing others disobey the authority led to decreased obedience in participants in Milgram's research.
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	[image: Question 15.]
Normative Social influence states that people find it easy to stop obeying authority figures.
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2. Social Influence and Men’s Body Image

« There is little research in this domain, but recent studies suggest that men are beginning to come under the same pressure to achieve an ideal body that women have experienced
for decades. Other evidence suggests that indeed the male ideal is now much more muscular. For example Pope et al. (1999) found changes in the musculature of G.1. Joe dolls, and
in the percentage of ads portraying men in some state of undress (while the percentage of such ads for women has remained fairly stable). Other research by these investigators
shows that while men are accurate in perceiving their own body mass, both their ideal and what they belisve women would find attractive has considerably more muscle.

« Recent research indicates that 21 to 42 percent of young men have altered their eating habits to gain muscle mass or weight and 12 to 26 percent have dieted to reduce body fat or
weight. Increasing numbers are also using steroids or ephedrine to achieve a more muscular physique (Cafri et al., 2005).
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E.When

People Conform to Normative Social Influence?

« Latané's social impact theory suggests that conforming to normative pressures depends on the strength (personal importance), immediacy (physical proximity), and number of
other people in a group. According to the theory, conformity willincrease directly with the amount of strength and immediacy; but that increases in numbers will show diminishing
retums (i.e., going from 3 to 4 makes more of a difference than going from 53 to 54). The theory has done a good job of predicting the actual amount of conformity that occurs.

1. When the Group Size is Three or More.
« Asch’s research (and subsequent investigations) show that conformity does not increase much after group size reaches 4 or 5 other people (Figure 8.6).
2. When the Group is Important.

« Normative pressures are much stronger when they come from people whose friendship, love, or respect we cherish. A consequence is that it can be dangerous to have important
policy decisions made by highly cohesive groups who may care more about pleasing each other than about making the best deci

3. When One Has No Allies in the Group

« A variation of Asch’s experiment demonstrated the importance of group unanimity: when only one other person gave the right answer, the level of conforming to the group dropped
to only 6% (from 329%). This influence explains how members of cults or other groups can maintain beliefs that seem ridiculous to most others.

4. When the Group’s Culture is Collectivistic

« Differences in cultures’ individualist s. collectivist orientation have implications for conformity. The Asch experiment has been replicated in several cultures. Some (e.g., Norway and
the Bantus of Zimbabwe) find much higher levels of conformity than the U.S. In Japan, conformity was lower than in the U.S. because conformity is directed at groups to which one
belongs and not groups of strangers. Berry (1967) suggested and provided some data in support of the idea that hunting cultures willfavor independence while agricultural cultures
will favor cooperation and conformity. Replications of the Asch experiment in the U.S. and Britain in the 1980s showed decreasing amounts of conformity within the culture.

5. The Effect of Low Self-Esteem.

« Some evidence suggests that people with low self-esteem are more likely to conform. The evidence is not consistent, however, because there is low cross-situational consistency in
people’s behavior.
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6. Gender Differences in Conformity

« Eagly and Carli (1981) used meta-analysis to examine whether the popular idea that women are more conforming than men holds. They found, across dozens of studies with
thousands of participants, that the size of the difference between men and women is very small—only 56% of men are less persuadable than the average woman. They also found

that the difference between men and women appears most in group-pressure situations where conformity occurs in public; in private the difference virtually disappears. Finally, they
found that male authors were more likely than female authors to find gender differences, possibly because they used experimental materials more familiar to those of their own sex.

F. Resisting Normative Social Influence
« The first step in resisting normative social influence is to become aware that we are doing it. The second step is to find an ally who thinks like you do.

« Additionally, if you conform to group norms most of the

e, you eam idiosyncrasy credits that give you the right to deviate occasionally without serious consequences.

G. Minority Influence: When the Few Influence the Many

« Moscovici argues that the individual or the minority can affect change in the majority (minority influence). The key to this is consistency over time and between members of the
minority.

« Ameta-analysis by Wendy Wood et al. (1994) leads to the conclusion that majorities often cause public compliance because of normative so
cause private acceptance because of informational social influence.

orities often

fluence, whereas

USING SOCIAL INFLUENCE TO PROMOTE BENEFICIAL BEHAVIOR

Reno, and Kallgren have developed a model of normative conduct where social norms (the rules society has for acceptable beliefs, values, and behaviors) can be used to
subtly induce people to conform to correct, socially approved behavior.

«Injunctive norms are people’s perception of what behaviors are approved or disapproved of by others; descriptive norms are people’s perceptions of how people actually behave in
given situations, regardless of whether the behavior is approved of or disapproved of by others.

A. The Role of Injunctive and Descriptive Norms.

« In one study (Reno et al., 1993), participants were exposed either to a confederate walking by (the control group), a confederate walking by and dropping an empty fast-food bag
(descriptive norm condition), or a confederate picking up a littered fast-food bag (injunctive norm condition). This occurred in either a heavily littered or a clean and unlittered parking
lot. When participants came to their cars, they found a large handbill slipped onto the windshield. Results indicated that 37 to 38% of the control group lttered, regardless of how
clean the parking lot was. In the descriptive norm condition, littering was reduced in the clean lot condition, where the confederate’s behavior served to remind people of the prev:
o for claniiness dispayed by the dean Io, but  was ot reduced i the ittered ot conditon, where the confaderate s behaviorreinforced the idea deplayed by the irty ot that it
was okay to litter. Finally, participants in the injunctive norm condition littered least of all, regardless of the condition of the parking lot (see Figure 8.7).
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« The researchers concluded that injunctive norms are more powerful than descriptive norms in producing desired behavior. They also noted that norms are always present but not
always salient; some aspect of the situation (in this case, the confederate’s behavior) needs to draw people’s attention to the norm so that they think about it. Thus, information that
communicates injunctive social norms—what society approves and disapproves of—needs to be present to create positive behavior change.

OBEDIENCE TO AUTHORITY

opher Hannah Arendt (1965) argued that the atrocities of the Holocaust occurred not because the participants were psychopaths but because they were ordinary people
bowing to extraordinary social pressures.

« Milgram (1964, 1974, 1976) examined the power of obedience to authority in social psychology’s most famous laboratory experiment. Participants believed they were in a study on
the effects of punishment on leaming; they were assigned the role of the teacher and their partner (actually a confederate of the experiment) was assigned the role of the leamer.
‘The teacher was assigned to punish the learner for every mistake in 3 paired associates task by delivering an electric shock. Each mistake is to receive a progressively higher level of
shock. The learner protests, but the experimenter insists that the experiment must continue (Figure 8.8). Milgram found that 62.5% of the participants gave the full 450 volt “Danger
XXX” shock and that 80% continued past the leamer’s announcement that he had a heart condition and refused further participation.

« College students, middle-class adults, and professional scientists asked to estimate beforehand the degree of obedience estimated that only 1% of the participants would go all the
way.

A. The Role of Normative Soci

Influence

« A variation on the Migram experiment demonstrates the role of normative infiuence (Figure 8.9). Significantly less compliance was demonstrated if two other “teachers” refused to
continue.

B. The Role of Informational Social Influence
« Other variations on the experiment (Figure 8.9) demonstrate the role of informational influence due to how confusing the situation was. Significantly less compliance was

demonstrated if (a) the orders to continue came from another “teacher” rather than from the experimenter; or (b) two experimenters disagreed about whether the experiment should
be continued.
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C. Other Reasons Why We Obey

1. Conforming to the Wrong Norm

« Anther factor influencing obedience in situations such as the Milgram experiment and the My Lai massacre are mindlessness and the foot-in-the-door phenomenon: mindlessness
leads to initial compliance, and compliance begets subsequent compliance. In the Milgram experiment this was abetted by the quick pace of the experiment and the fact that the
shock increased in very small doses.

2. Self-Justification

« Additionally, dissonance reduction played a factor: each increase in shock led to dissonance, and each rationalization of this dissonance provided the basis for escalating the shock a
bit further.

3. The Loss of Personal Responsibility
« Participants believed that the experimenter was the authority figure and that he was responsible for the end results while they were "just following orders.”

« Research by Osofsky, Bandura, and Zimbardo (2005) found that guards who carried out capital punishments showed much more "moral disengagement” from their jobs than did
guards who did not carry out execut

4.1t's Not About Aggression

« Is 3 universal aggressive urge a factor in obedience to cruel authority? A variation of the Milgram experiment gave subjects permission to choose their own level of shock; they were
told that information about all levels was informative to make them feel free to choose whichever level they desired. Most participants gave very mild shocks; only 2.5% gave the
highest level.

« In sum, social pressures can com| us ways to make humane people act inhumane.
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'CONFORMITY: WHEN AND WHY

« Conformity is a changs

behavior due to the real or imagined influence of others.

« American culture celebrates the rugged individualist, but even in our own culture extremes of conformity, such as Jonestown, Heaven's Gate, and the My Lai massacre occur. Social
psychologists suggest that these events occurred not because the people involved were crazy but because they were subjected to very strong situational influences.

INFORMATIONAL SOCIAL INFLUENCE: THE NEED TO KNOW WHAT'S “RIGHT"

« In many situations, we are uncertain how to think or to act. We use the behavior of others to help us figure out what is going on in the situation and what to do about it.
Informational social influence occurs when we conform because we see other people as a source of information. We conform because we believe that others’ interpretation of an
ambiguous situation is more correct than ours and will help us choose an appropriate course of action.

« Humans are not the only ones who engage in informational social influence. Whiten et al. (1999) show that chimpanzees pass on new and innovative behaviors to each other
through informational social influence, demonstrating that particular groups develop behavioral conventions that are not seen in other groups.

« Sherif (1936) conducted an experiment that made use of the autokinetic effect, the illusion that a sl point of light in an otherwise dark visual field moves. People vary in how much
motion they perceive. Thus the autokinetic effect provides an ambiguous situation. When people were put in groups to make their estimates, over several trials the difering estimates
of the people converged (Figure 8.1). This conformity was apparently due to informational social influence because it resulted in private acceptance of the group norm out of
genuine belief in their correctness (rather than public compliance, or a change in behavior without a change in belief): participants in variations of the study maintained th
adherence to the group norm in private and up to a year later.

« Administrators at colleges and universities combat binge drinking among their students via the "social norms method” in which students recsive accurate information about the
drinking levels on their campus, which are typically lower than students believe them to be.
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A. The Importance of Being Accurate

« Recent research has extended Sherif's work by empl
the task affects informational social influence.

g judgment tasks that are more like real life and demonstrating that the importance to the individual of b

g accurate at

« Baron, Vandello, & Brunsman (1996) gave participants an eyewitness task, showing them a picture of a perpetrator and then having them pick that person out of a lineup. The task
was made ambiguous by having the perpetrator dressed differently eup than in the original photo and by flashing the lineup for only half a second. The importance of the task
was manipulated by telling some groups that this was a new test to identify accurate eyewitnesses that the local police department was adopting, that they were helping develop
norms for the task, and that they would recsive $20; and by telling other groups that the task was a test under development. Participants completed the task in groups with three
confederates who gave the wrong answer on seven critical trials. Baron et al. found that Ps were more influenced (in this case by informational social influence) by the confederate’s
answers when the task was more important—an important extension of Sherif's work.

B. When Informational Conformity Backfires

should behave. Additionally people interpreted other events in their environment (e.g., no cars driving down the street) as due to the invasion, intensifying th
contagion situation (one where emotions or behaviors spread rapidly through a crowd).

« Another example of informational conformity backfiring is mass psychogenic illness, the occurrence, in a group of people, of similar physical symptoms with no known physical
cause.

« Arecent case occurred in Tennessee in 1998 when 3 teacher and many students experienced a variety of symptoms that led to their being hospitalized and the school evacuated.
No physical cause for the incident was found. Jones et al. (2000) determined that mass psychogenic illness was the cause.

« Cases of mass psychogenic illness typically begin with just one or a few people, and typically these people are experiencing some kind of stress in their lives. As a reasonable
explanation for the illness is developed, it becomes more credible and thus more widespread.

« Such occurrences can spread more rapidly today than formerly because of instantaneously available media (which can also more quickly try to squelch the panic).
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C. When Will People Conform to Informational Social Influence?
1. When the Situation Is Ambiguous.
determini

« Ambiguity is the most crucial variabl g whether people use each other as a source of information.

2. When the Situation Is a Crisis.

« Crisis situations leave us limited time to act, which may make us scared and panicky. If we tum to others who are also panicked for information, our own panic and irrationality may
be intensified.

3. When Other People Are Experts.
« The more expertise or knowledge someone has, the more people will turn to them as a uide in an ambiguous situation. Unfortunately experts are not always reliable sources of
information.

D. Resisting Informational Social Influence
« Examples are presented from the My Lai massacre and War of the Worlds situations of people who resisted conforming.

« To resist undue informational influence, consider whether or not other people know more about what is going on than you do and whether the actions of the other people or experts
seems sensible.

NORMATIVE SOCIAL INFLUENCE: THE NEED TO BE ACCEPTED.

« Examples are presented of teenagers enga life-threatening behavior. This behavior occurs not because the teens are unaware of the risk but because they want to be
accepted and liked by their peers. To do so, they conform to the group’s social norms: the implicit or explicit rules a group has for the acceptable behaviors, values, and beliefs of its
members. Group members who do not conform are ridiculed, punished, or rejected by other group members. In Japan, a dozen teenage victims of bullying killed themselves in one.
year (Jordan, 1996).

« Humans are a social species and thus have a fundamental need for social companionship that forms the basis for normative social influence: conformity in order to be liked and
accepted by others. Normative conformity often results in public compliance without private acceptance.





image29.gif
2




image30.gif
%




image31.gif
(14.]




image32.gif
A




image5.png
A. Conformity and Social Approval

he Asch Line Judgment Studies

« Asch (1951, 1956) conducted a series of classic experiments on normative social influence. In contrast to Sherif's work, Asch used a situation that was clearly defined rather than
ambiguous. Specifically, he used a line judgment task where participants were presented with a series of three lines of differing lengths and were asked to match a target line to one of
the thres; the correct answer was obvious (Figure 8.2). Unbeknownst to the true participant, the other seven participants were confederates, The real participant always answered
last. In 2/3 of the trials, the confederates unanimously agreed on an incorrect answer. A surprising amount of conformity occurred: 76% conformed at least once, and on average,
people conformed on about a third of the trials where the confederates gave the wrong answer (Figure 8.3). Interviews with pa icated that they did not want to feel
different or foolish. The Asch experiment is especially surprising since people were concerned about looking foolish in front of complete strangers and there were no tangible risks or
punishments for failing to conform.

« In a variation of the study, subjects wrote their answers on paper rather than saying them aloud; in this vari

ion, conformity dropped dramatically. This demonstrates the power of
social disapproval in the original study in shaping a person’s behavior.

« Recent research by Bems et al. (2005) used fHRI to examine brain activity of participants as they either conformed to a group or maintained their independence and disagreed with
the group. The participants showed levels of conformity similar to those in the Asch studies. When participants gave the correct answer (and disagreed with the group) rather than
showing activation in the visual/perceptional areas of the brain, the amygdala and right caudate nucleus, areas devoted to negative emotions and modulating social behavior were
activated. This research thus supports the idea that normative social influence occurs because people feel negative emotions when they go against the group.

B. The Importance of Being Accurate, Revisited

« The Baron et al. (1996) study described eariier included experimental conditi

ns designed to trigger normative sodial influence. In these conditions, the eyewitness identification task
was made extremely easy by showing participants the lineup for five seconds and by letting them view each pair of slides twice. Control subjects got 97% correct on these conditions,
demonstrating that this task was indeed unambiguous and analogous to the Asch line judgment situation. Importance of being accurate was manipulated as before. In this case,
participants i the low-importance condition conformed 33% of the time, a result similar to Asch’s fincings. Participants in the high-importance condition conformed 16% of the time—
indeed, a lesser amount of conformity, but still some. Even when the group is wrong, the right answer is obvious, and there are strong incentives to be accurate, people wil find it
difficult to risk social disapproval.
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C. The Consequences of Resisting Normative Social Influence

« What happens when people manage to resist normative group influence? Other group members start paying attention to the deviant and trying to convince him or her to conform;
if s/he doesn't, eventually the deviant will be rejected.

« Schacter (1951) demonstrated how groups respond to an individual who ignores the group’s normative influence. Groups read a case history of “Johnny Rocco,” a juvenile
delinquent. The case typically led to middle-of-the-road positions about the case. An accomplice in the group was instructed to disagree with the group’s recommendations. The deviant.
received most of the communication from other group members until near the end (when it was apparent that communication wouldn't work); at this point, other group members
began to ignore the deviant, and on a subsequent task, they recommended that the deviant be eliminated from further group discussions if group size were reduced.

D. Normative Social Influence in Everyday Life

« Fashions and fads represen

nocuous examples of normative conformity.

1. Social Influence and Women’s Body Image

« A more pernicious example of social influence is women's attempts to conform to cultural definitions of an attractive body, where the current fashion is to be extremely thin.

« Anderson et al. (1992) analyzed 54 different cultures’ perception of the ideal female body. Heavy female bodies were considered the most beautiful in cultures with unreliable food
supplies; only in cultures where the food supply was very reliable was the slender body valued. In all cultures except those where the food supply was very reliable, the moderate-to-
heavy body range was preferred by the majority (Figure 8.4).

« What is attractive has changed many times over the past 100 years, as an analysis of models in women's magazines indicates (Figure 8.5). Women learn what standard is
appropriate through informational social influence, but normative social influence helps explain their attempts to create the desired body through dieting and eating disorders.

« Research shows that women tend to perceive themselves as overweight and heavier than they actually are, especially when they have just been looking at media portrayals of thin
women. These pressures lead to an increase in eating disorders: recent statistics show that one-third of 12-13 year-old girls are actively trying to lose weight.

« Crandall (1988) examined normative social influences on bulimia in two college sororities. He found that each sorority had its own norm for the "right” amount of binge eating and
that popularity within the sorority was associated with adherence to this norm. Although pledge’s friendships were not related to the norm at first, they were by the end of the first.
year.





