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Term Explanation Application/Example/Extension 

Social psychology is the study of how people think, act, are influenced, and relate to one another in social situations 
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  Implicit personality theory- quick and 

automatic assumptions or beliefs that we 

form about other people and situations 

that are developed through schemas- 

mental organization of information 

Schemas form from repeating 

certain behaviors over and 

over resulting in a mental 

organization of that behavior, 

which often later does not 

require conscious thought to 

perform- like tying your shoes.  

Schemas also apply to opinions and 

assumptions.  If you constantly hear or 

think the same thoughts concerning 

certain individuals, then those thoughts 

start to become automatic- no longer 

require a thought process.  The 

assumption just happens- like how you 

just know how to tie your shoes.   

Attribution theory describes how people explain 

other people’s behavior and justify their own 

behavior. 

Attribution theory could be compared to rationalization. Rationalization 

is a defense mechanism that provides explanations and excuses to justify 

behavior.  

Examples of the attribution process 

Fundamental attribution error occurs when 

people explain other people’s behavior and 

underestimate situational factors (referred to as 

situational attribution) and just assume it is 

entirely the person’s fault (referred to as 

dispositional attribution) 

Situational attribution- looking at 

situational factors or excuses in terms of 

forming an opinion or judgment  
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Dispositional attribution-looking at 

personality traits or a person’s behavior 

when forming an opinion or judgment  

You see a woman yelling 

hysterically at her boyfriend 

Situation 

attribution: you 

form an opinion 

based on a 

situational factor.  

“I wonder if she 

just received bad 

news- like she lost 

her job.”     

Dispositional 

attribution:  you 

form an opinion 

based on a 

personality trait 

or behavior. 

“She is rude and 

has no self-

respect.” 
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Blaming the victim is the tendency to blame 

an innocent victim for their misfortune through 

the belief that he or she deserved the outcome.   

The just world hypothesis- states that 

good things happen to good people, 

and bad things happen to bad people.  

Some people believe this rationale, 

which explains why they justify 

people’s behavior through the blaming 

the victim attribution.   

Some women do not choose to 

testify in abuse cases because 

they feel that it is going to be 

presented as their fault, or they 

did something to deserve what 

happened.   

Actor-observer discrepancy is the tendency 

to attribute, or justify, one’s own behavior to 

situational factors, while attributing the same 

exact type of behavior that happens to others to 

a dispositional attribution, for example their 

own fault, or that they deserved the outcome 

Actor: When you fail a test it is 

because the test questions were not 

written clearly, or the teacher did not 

effectively teach the material 

(situational attributions)  

Observer: But when another 

person fails the same test, he 

or she is not that smart 

(dispositional attributions.) 

Self-serving bias is the tendency to attribute 

successful outcomes to internal reasons, and 

unsuccessful outcomes to situational factors  

When you get a good score on a test it is because you studied very hard 

and deserve it; but when you fail a test it is because the teacher doesn’t 

teach the correct material, or the questions did not make sense.   

Self-efficacy (modesty) bias is the tendency to 

blame ourselves for our failures and credit our 

successes to external factors, or other people 

Some people have a hard time accepting complements, or taking credit 

for their accomplishments- they want to thank everyone else, or say that 

they did not deserve the award; but these same people will own up to 

failure and accept the consequences.   
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Attitudes are strengthened by beliefs and feelings that then direct the way a person behaves 

Foot-in-the-door phenomenon is the 

tendency for people who have agreed 

to do something minor to then do 

something bigger 

The foot-in-the-door technique may give 

you a better chance at getting a friend to 

help with your entire math assignment.  

For example, if you said to your friend, “I 

have a few problems left, could you help 

me?” Your friend will probably say yes, 

because in their mind it will not take that 

long.  Then once your friend starts to help, 

(you got their foot-in-the-door) and since 

they are already there, he or she is now 

more willing to help with the rest of the 

problems. 

The door-in-the-foot technique 

is when you make a really big 

request in order to better your 

chances to get a smaller request.  

A big request makes a small 

request not seem that much.  For 

example, if I just needed 20 

dollars from my Dad, but I first 

asked for 50 dollars then the 20 

dollars now does not seem that 

much.  “Dad can I have 50 

dollars?” “NO way!” “Well, can I 

least have 20?” “Fine.” 

A person who lies to his or her parents about how he or she is doing in school 

is going to at some point experience guilt or dissonance.  The reason guilt 

occurs is because the person has two opposing (cognitive) thoughts that are 

opposite of each other - one thought- he or she knows he is not doing well in 

school/ and a second thought that he or she has lied and told his or her parents 

everything is going well. 
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Cognitive dissonance occurs when a 

person has thoughts that are 

inconsistent or contradict each other, 

resulting in an unpleasant state of 

psychological tension or arousal- 

similar to guilt 

Some people try to reduce 

dissonance (guilt) through 

various defense 

mechanisms 

For example, a person who feels guilt because he 

or she has started to smoke, even though they 

know smoking is bad, may try to rationalize their 

habit by stating that everyone else smokes, or 

that he or she could quit anytime. 
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Elaboration likelihood model- a 

model suggesting that attitudes can 

change through evaluation of the 

content of a persuasive message 

(central route) or by irrelevant 

persuasion cues (peripheral routes) 

Central route of persuasion- the 

listener focuses on the content of 

the product 

 

Peripheral route of persuasion- 

the listener focuses on the tone of 

person’s voice, their excitement- 

focuses on the salesperson’s pitch 

instead of the product 

Buying a Car 

Focusing on the Central Route of 

Persuasion 

Salesman: “how can I help you?” 

Buyer: “I am interested in this Dodge 

Charger.  What kind of gas mileage 

does it get?” 

Salesman: “Great mileage! Let me 

show you a picture of my family.” 

Buyer: “Nice picture, but I am more 

interested in what kind of an engine 

and turn ratio does this car have?” 

Salesman: “The best car in the world 

when it comes to hemi power.” 

Buying a Car Focusing on the 

Peripheral Route of Persuasion 

Salesman: “How can I help you?” 

Buyer: “I am interested in this Dodge 

Charger.”   

Salesman: “Do you have any kids?” 

Buyer: “No” 

Salesman:  “I will tell you, this car 

attracts the women!!!” 

Buyer:  “Really?” 

Salesman:  “I love this car, it will turn 

back the aging process 20 years.” 

Buyer: “Really?” 

Salesman:  (High fives the buyer) 

“you are meant to drive this car!!!!!!” 

Conformity is adjusting one’s behavior or thinking to coincide, or to go along with the group 

Normative social influence causes 

a person to conform, or change a 

behavior for the purpose to either 

gain approval or avoid disapproval 

from a group 

When someone refers to being 

part of the norm or the crowd, it is 

implied as doing some behavior or 

sharing some thought that 

everyone else is displaying or 

thinking. 

A person who gets caught smoking and 

then explains to his parents that 

“everyone else was doing it and I did 

not want to be made fun of’” is using 

normative social influence as a reason 

for starting smoking 
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Informational social influence a 

person conforms because the group 

or person giving the information is 

seen as an expert of the subject or 

behavior being performed.   

 

Some people will accept anything Tiger Woods states because of his 

accomplishments in golf.  Even if Tiger Woods says something that is totally 

against what a person believes, more than likely the person listening will still 

conform, or change.   
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Solomon Asch was a social 

psychologist who researched the 

effects of conformity 

 

Set-up of his Experiment 

He had chosen a group of people known as the confederates, who he 

previously instructed to purposefully give wrong answers to which of the 

lines on the back of a card matched the line on the front of the card.   

Another person- the subject (the person being studied) was told to sit at the 

table and simply report which line matched the line on the front of the card.  

The subject did not know the other people at the table (confederates) were 

told to give wrong answers. The subject listened to confederates’ answers 

and then gave his or her answer. 

Specifically he researched whether 

people would give a wrong answer 

while knowing the answer was 

wrong, just because the rest of the 

group gave a wrong answer. 

In response to the subjects hearing the wrong, 76% of the subjects, went 

along with the group’s answer and also gave the wrong answer 

Conformity increases when the following factors are applied: 

• Feel insecure or do not know what you are doing 

• The group is made up of 3 or more people 

• Rest of the group is unanimous in their opinion 

• You are impressed by the status of the group 

• Feel other people in the group are watching and judging you  

Hawthorne effect- workers at a factory worked harder when their boss was present 
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Obedience is the tendency to follow a 

person’s orders or requests because he or 

she is seen as an authority figure 

If a boss told an employee to cheat, the employee may follow that request 

because it is coming from an authority figure.  This could occur because the 

employee believes that the authority figure knows more than him or her and also 

if the employee did get in trouble doing something he or she knew was wrong he 

or she could simply give the excuse that their boss told him or her to perform the 

action 

Set-up of Experiment 

The experiment involved the: 

The Experimenter- person who worked with Milgram and played the part of the 

authority figure by dressing in a lab white coat and looking intelligent 

The experiment also involved two subjects: one was The Learner who knew the 

purpose of the study and was given instructions from Milgram on what to do.  

And: 

The teacher, who was the subject being studied and was unaware of the 

intentions of the experiment 

The “teacher” stayed with the “experimenter” while the “learner” was taken into 

another room and was strapped to an electrical chair. The teacher could not see 

where the learner was taken, but was able to hear the teacher through a speaker.  

The “experimenter” told the “teacher” that he or she would be delivering a shock 

for each wrong answer that the “learner” gave.  The “teacher” was then given a 

sample of the shock that would be delivered to the learner so he or she would 

know how much pain he or she supposedly would be causing the “learner.”  

(remember the learner is not actually receiving the shocks) 
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 Stanley Milgram 

was a social 

psychologist who 

studied the effects 

of obedience on a 

person’s behavior 

Specifically he 

wanted to know if a 

person would 

deliver shocks to 

another person 

because they were 

told by an authority 

figure to do so.   

Each time the “teacher” gave the “learner” a shock the “learner” would shout 

and express extreme discomfort, begging the teacher not to give any more 

shocks. 

75% of the “teachers” gave the highest shock 450 volts and no one stopped 

before administering the 300 volt level.  
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Possible reasons for why the teacher delivered the highest shock to the learner: 

1. The teacher was told by the experimenter, who was the authority figure, to administer the shocks resulting in the 

teacher justifying the shocks given to the learner- he or she was told to do it 

2. The teacher believed and trusted that the experimenter, who was the expert and authority figure, would not allow any 

harm to happen to the learner. 

3. The teacher could not see the learner receive the shocks, which could have made it easier to give the shocks. 

Setup of the Experiment 

Zimbardo chose 24 undergraduate 

students who were then randomly 

assigned to either play a prisoner or 

a prison guard. 

Conclusion: 

The perceptions (ideas) of power 

associated with a role tend to affect the 

way a person thinks and acts.   
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Philip Zimbardo wanted to reaserch the 

effects of authority in social situations.  

He set up the Standford prison 

experiement to observe the actions and 

roles of prisoners and prison guards.  

. 

 

However, the experiment ended 

early after 6 days (scheduled to go 

14 days) as the guards took their 

roles too seriously by treating the 

prisoners with humility and 

aggression.    

For example, in an elementary school 

when a student is asked to play the role 

of a teacher that student will have a 

tendency to be very strict (perception of a 

teacher having control over their 

students) instead of letting students do 

whatever.   

Social influence occurs when a person’s behavior is affected by opinions or actions of other people 

Social facilitation occurs when 

the presence of other people 

watching improves the 

performance of the person 

performing a task  

An athlete tends to perform better in a 

game than in practice.  According to 

social facilitation, the reason why this 

occurs is because there are other 

people in the bleachers watching 

versus nobody watching at practice 

On the other hand, social impairment 

refers to people who perform worse 

when other people are watching.  In 

other words, these people tend to 

“choke” when there are other people 

watching.  
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Social loafing refers to the 

tendency for people to do less 

when working in a group setting.   

Some students look forward to group 

work because they know they do not 

have to do as much compared to if 

they were working alone.   

Social loafing is less likely to happen 

when people in the group do not know 

one another and/or the task they are 

working on is meaningful.   
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Deindividuation is the loss of a 

person’s identity and self-

restraint that occurs in the 

presence of other people. 

Some people act different in the 

presence of a group- they might act 

“stupid,” like drinking or smoking, 

whereas they would have never tried 

those activities by themselves.  

A classic dialogue concerning 

deindivduation, “Can you believe what 

Sally did last night?” 

“I know she is so quiet when I am with 

her, I would have never guessed she 

would have done that at that party.” 

Groupthink occurs when the 

desire to keep social harmony 

among the group becomes more 

important than personal opinion 

 

 

Most people can relate to groupthink in the following situation:  You are riding 

with your friends and they start talking about one of your friends.  Each of the 

people in the car is stating how rude your friend has been.  You know that this is 

not true, however you are reluctant to say anything because you don’t want to 

cause an argument with the people in the car- so you keep your opinion to 

yourself despite the fact you know you are right 

Group polarization is when an 

attitude or thought becomes 

stronger in the presence of a 

group of people 

People hold rallies in order to strengthen an 

opinion or idea.  This could include political 

rallies, pep assemblies, student-demonstrations.    

If you dislike someone and 

then with your group of 

friends share your opinion 

about this person notice 

when your friends agree 

with you how much more 

angry you become.  This 

reasoning is the same to 

why people have rallies- it 

brings energy to a cause or 

opinion.   

Self-fulfilling prophecy occurs 

when a person listens to the 

opinions of other people and 

then accepts these people’s 

opinions resulting in that person 

now living up to the beliefs and 

expectations of other people 

If a teacher constantly tells a student that he or 

she will not amount to anything or is a terrible 

student, then according to the self-fulfilling 

prophecy this student will start to act more like a 

terrible student and eventually give up.   

Think of it this way:  the 

self (person) is fulfilling 

(making true) other people’s 

prophecies (thoughts about 

that person) 
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Mere exposure effect describes how 

through constant exposure to a stimuli 

will eventually lead to finding that stimuli 

appealing; even if the stimuli was not 

initially liked.  

The mere exposure effect can be applied to many different situations.  For 

example, you may have heard a song, that at first you did not like, but after 

hearing it multiple times the song grew on you. The same could apply to a 

teacher.  At first you did not like your AP Psychology teacher, but over several 

weeks of being around him you have grown to like and respect him.  

Relationships are often the result of the mere exposure effect.  Most people don’t 

start dating right away, but through hanging out they start to become attracted to 

each other.  

Altruism is the unselfish regard, or caring for the welfare of others.  

 John Darley and Bibb Latane were social 

psychologists who researched 

circumstances or factors that when present 

contribute to people helping other people 

The case of Kitty Genovese sparked Darley’s and Latane’s interest in 

altruism.  In New York city, 1964, a man stabbed Kitty as dozens of 

neighbors watched and did nothing until it was too late. 
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Diffusion of responsibility, or bystander effect is 

the tendency for a bystander to be less likely to 

help if there are other people present 

People are less likely 

to help when other 

people are present 

because they can justify 

their choice though the 

excuse no one else 

helped or did anything 

People are more likely to help another person 

1. If they are not in a hurry 

2. In a good mood  

3. Believe the victim has a similar 

background to them 

4. Feeling guilty about something they did 

wrong earlier in the day 

5. See someone else helping. 

Prejudice is an unjustifiable and usually negative 

attitude toward a group and its members 

Stereotype- a generalized belief about a 

group of people, which leads to social 

categorization- thoughts that a specific 

group shares certain commonalities or traits  

Discrimination- taking 

certain actions against a 

group of people because of 

specific stereotypes 

In-group- the group that you are a member of, versus the out-group, the group you do not belong to. 
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 In-group bias is the tendency to favor one’s 

group through the belief that this group is 

always correct 

The impact of the in-group bias is seen between “cliques” or certain 

social groups.  Some groups simply believe that their opinion or actions 

are what all other people are thinking or doing.  This could then result in 

social groups making fun or putting down other groups that do not share 

their beliefs.    
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Out-group homogeneity effect is the tendency 

to see members of other groups as similar in 

terms of their thoughts and actions.  If one 

member of the group smokes then it is 

perceived or thought that all members of that 

group smoke.   

“Birds of a feather flock together,” if you get angry when other people 

think you cheat because you hang around with people who cheat then you 

need to consider the impact and retributions of your friends.   

Ethnocentrism is the belief that one’s own 

culture or ethnic group is superior to others 

Most Americans assume that the United States will win every Olympic 

event, because they believe the U.S. is the best 

Scapegoat theory- theory that prejudiced 

behavior provides an outlet for anger and 

blame 

Some people need to blame another person when things do not go well or 

they fall on difficult times.  In other words, these people need an outlet, 

or a scapegoat to blame to take the blame away from them.  This then 

could lead to prejudiced behavior.    

Muzafer Sherif was a social psychologist who 

studied how to reduce or eliminate prejudice 

behavior 

 

Part one consisted of dividing a group of boys into two groups.  Each 

group was isolated and encouraged to interact and bond with the others 

within their group.  Each group bonded and even developed names for 

their groups- the “Rattlers” and the “Eagles.”   

Part two involved developing friction between the Rattlers and Eagles by 

having them participate in competitive contests and games and only 

rewarding the winner, while the losing team received nothing and was 

made to feel inferior.    

 When the two groups were later put into a social setting they 

did not get along resulting in fights among the groups. 

The first step to solving the differences created between the two groups 

was to have them perform “get-to-know” activities- however these 

activities did not solve their differences and problems.   

He developed 

“The Robber’s 

Cave 

experiment,” in 

order to 

determine the 

best methods for 

solving 

differences 

between groups 

Application of this 

Sheriff’s experiment: 

During marriage 

counseling the therapist 

may have the couple work 

on a problem together.  

Similar to the solution of 

the Robber’s Cave, when 

the couple focused on the 

task they were able to work 

through their problems.   
The next attempt involved tampering with the camp’s water supply.  The 

boys were told that the water supply was damaged and that in order to fix 

it they would have to work together or the camp may have to end.   Both 

groups, not wanting to go home, started to work together- putting their 

differences aside and focusing on fixing the water problem.   
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