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Social Psychology 

• Introduction 

• We all belong to many different kinds of groups – our family, an 

informal clique and our social class to mention only a few 

(Morgan, King and Robinson (1979). The groups to which we 

belong influence our behaviour and shape our attitudes about many 

things. Social psychologists are primarily engaged in studying the 

effect of group membership on individual behaviour. For instance, 

a social psychologist might study how the decisions of a committee 

member are influenced by what other members do and say. 

Sometimes, however, the emphasis is on the way in which an 

individual affects a group, as in studies of leadership. 

• Another focus of social psychology is on the ways we perceive 

other people and how these perceptions affect our behaviour 

towards them. 

•  Social psychologists are concerned also with the behaviour of 

groups: They do a lot of work in public opinion and attitude 

surveys  

 

 

Meaning of Social Psychology 

• Social Psychology which is a branch or an area of specialization in 

psychology has been defined in various ways by different authors.  

• Morgan, King and Robinson (1979) defined social psychology as 

the scientific study of ways of interaction, interdependence, and 

influences among persons and how they affect their behaviour and 



thought. This definition emphasizes that it is the interactions and 

interdependence among people that are the socially effective 

factors which influence most of what we think and do.  

• Similarly, Feldman (2001) defines it as the scientific study of how 

peoples’ thought; feelings and actions are affected by others. For 

him, social psychologists seek to invegistigate and understand the 

nature and causes of peoples’ behaviour in social situations.  

• For Hilgard, Atkinson, and Atkinson (1975) Social Psychologists 

study the ways in which a person’s thoughts, feelings and 

behaviour are influenced by other people.  

• Finally, Lindgren (1973) opined that social psychology is 

concerned with the behavioural processes, causal factors, and 

results of interaction among persons and groups  

 

Intrapersonal Phenomena Attitude 

• Introduction 

• In social psychology, attitudes are defined as learned, global 

evaluations of a person, object, place, or issue that influence 

thought and action. Put more simply, attitudes are basic 

expressions of approval or disapproval, favorability or 

unfavorability, or as Bem put it, likes and dislikes. Examples 

would include liking chocolate ice cream, or endorsing the values 

of a particular political party. 

• Social psychologists have studied attitude formation, the structure 

of attitudes, attitude change, the function of attitudes, and the 

relationship between attitudes and behavior. Because people are 



influenced by the situation, general attitudes are not always good 

predictors of specific behavior. For example, for a variety of 

reasons, a person may value the environment but not recycle a can 

on a particular day. 

• In recent times, research on attitudes has examined the distinction 

between traditional, self-reported attitude measures and "implicit" 

or unconscious attitudes. For example, experiments using the 

Implicit Association Test have found that people often demonstrate 

implicit bias against other races, even when their explicit responses 

reveal equal mindedness. One study found that explicit attitudes 

correlate with verbal behavior in interracial interactions, whereas 

implicit attitudes correlate with nonverbal behavior. 

 

Meaning and Nature of Attitude 

• Attitudes are fundamental determinants of our perceptions of, and 

actions toward all aspects of our social environment. Attitudes 

involve a complex organisation of evaluative beliefs, feelings and 

tendencies toward certain actions. 

• How much we like or dislike something determines our behaviour 

towards that thing. We tend to approach, seek out or be associated 

with things we like; we avoid, shun or reject things we do not like. 

• Attitudes are simply expressions of much we like or dislike various 

things. Attitudes represent our evaluations, preferences or 

rejections based on the information we receive. Attitude may be 

defined as ‘an enduring predisposition or readiness to react or 

behave in a particular manner to a given object or situation, idea, 

material or person’. 



• It is a generalized tendency to think or act in a certain way in 

respect of some object or situation, often accompanied by feeling. 

 

Components and Types of Attitude 

• Attitude has three components:  

• 1. Cognitive:  

• It involves the knowledge or information about a person or object, 

etc., and his belief about it. 

• 2. Affective:  

• Refers to feeling aspect, i.e. how he feels about it 

• 3. Conative:  

• Refers to action tendency, i.e. how he behaves with it 

• Types of Attitudes:  

• Attitudes are of three types: 

• a. Positive:  

• A favourable attitude—liking people, objects, situation, etc. 

• b. Negative:  

• An unfavourable attitude—does not like people/ objects, etc. 

• c. Neutral:  

• Neither favourable nor unfavourable. 

 



Persuasion 

• The topic of persuasion has received a great deal of attention in 

recent years.  

• Persuasion is an active method of influence that attempts to guide 

people toward the adoption of an attitude, idea, or behavior by 

rational or emotive means. Persuasion relies on "appeals" rather 

than strong pressure or coercion.  

• Numerous variables have been found to influence the persuasion 

process; these are normally presented in five major categories: who 

said what to whom and how.  

• The central route of persuasion is more fact-based and results in 

longer lasting change, but requires motivation to process. The 

peripheral route is more superficial and results in shorter lasting 

change, but does not require as much motivation to process.  

• An example of a peripheral route of persuasion might be a 

politician using a flag lapel pin, smiling, and wearing a crisp, clean 

shirt. Notice that this does not require motivation to be persuasive, 

but should not last as long as persuasion based on the central route. 

If that politician were to outline exactly what they believed, and 

their previous voting record, this would be using the central route, 

and would result in longer lasting change, but would require a 

good deal of motivation to process. 

 

• Social cognition  

• Social cognition is a growing area of social psychology that studies 

how people perceive, think about, and remember information about 



others. Much research rests on the assertion that people think about 

(other) people differently from non-social targets.[15] This assertion 

is supported by the social cognitive deficits exhibited by people 

with Williams syndrome and autism.  

• Person perception is the study of how people form impressions of 

others. The study of how people form beliefs about each other 

while interacting is known as interpersonal perception. 

• A major research topic in social cognition is attribution. 

Attributions are the explanations we make for people's behavior, 

either our own behavior or the behavior of others. We can ascribe 

the locus of a behavior to either internal or external factors. An 

internal, or dispositional, attribution assigns behavior to causes 

related to inner traits such as personality, disposition, character or 

ability. An external, or situational, attribution involves situational 

elements, such as the weather.  

• A second element, attribution, ascribes the cause of behavior to 

either stable or unstable factors (whether the behavior will be 

repeated or changed under similar circumstances). Finally, we also 

attribute causes of behavior to either controllable or uncontrollable 

factors: how much control one has over the situation at hand. 
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