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inferring, from behavior, 314-317
measuring, 266-269
and norms, 438-443
and their objects, 273-274
origins of, 266-274
theory of planned behavior, 440-441
theory of reasoned action, 335
Attitude scale, 267
Attraction, interpersonal:
and interaction, 452457
and physical attractiveness, 450-452
similarity, 455-456
Attractiveness. See Physical attractiveness
Attractiveness heuristic, 292-293
Attribution(s), 85, 87, 150
to accessible causes, 87-88
actor-observer differences, 120-121, 125
to associated causes, 86-87
covariation information, §9-90
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(Artribution(s) continued)

and cultural differences, 87

group serving, 613-615

and integrated impressions, 96-97

to salient causes, 88-89

self-enhancing, 155

situational, 82, 86

to stimulus, 89, 277

sources of, 86-90
Attributional processing, 91, 106, 277
Authoritarian personality, 172
Authority:

abdicating responsibility to, 426

obedience to, 420-423

salient figures of, 425

and social norms, 424-425, 427-428
Autokinetic effect, 354
Avoidant attachment style, 472473, 489

Base-rate information, 98-99
Behavior interpretation, 73-81, 83, 89,
106-107
ambiguous vs unambiguous, 84
correspondent inferences in, 81-82
cues to, 67, 74-81, 85, 96, 108,109
detection of deception in, 72-73
expectations, 67, 76, 103-104, 107
Behavior:
antisocial, 408-409
attitude-discrepant, 320-323
guided by intentions, 335-337
guided by attitudes, 332-345, 438-443
guided by norms, 400-410, 438-443
guides to, 438-443
justifying, 323-326
motives for, 503, 515
prosocial, 502, 504, 524
sexual, 483-485, 496
Behavioral freedom, 433-438
Behavioral information in attitudes, 271
Behaviors, integrating multiple:
by associated clusters, 93-94
by causal links, 93-94
motivation for, 94-96
Bias, 70, 108, 109
attributional, 232
awareness, 96-97
cross-race identification, 238
gender, 8, 22, 55, 172
in-group, 231-233
leadership, 579-581
motivational, 95
in research, 53-54
self-enhancing, 130, 131, 137, 160
social desirability response, 37

See also Perseverance bias; Correspondence

bias
BIRG (bask in reflected glory), 229
Blacktop illusion, 616
Body language. See Nonverbal
communication

Bogus pipeline, 268
Boomerang effect, 281
Business, 17, 154
attributional ambiguity in the
workplace, 83
consensus in the marketplace, 359
correspondence bias in the workplace, 70
emotional shortcuts in marketing, 275-277,
278,279, 290-292
fear appeals in advertising, 296-299
gender stereotyping in, 172
influence of norms in workplace, 389-390
inoculation and advertising effectiveness,
305-306
love and work, 478
minority influence in the workplace,
389-390
physical attractiveness in the workplace, 70
poor coordination in the workplace, 571
realistic conflict in the workplace, 602-603
reciprocity of concessions on the salesfloor,
414-415
self-expression, and coping with unemploy-
ment, 154
self-fulfilling prophecies at work, 202-203
technology and communication, 583-585
See also Advertising; Marketing; Workplace
Bystander, 519-521

Categorization, 175-176, 257. See also
Social groups
Causal attribution. See Attribution
Central route processing, 275-283
Challenger disaster, 301, 382-384
Choking under pressure, 142, 561
Classical conditioning, 188, 290-292
Classroom. See Education
Close relationship. See Relationships, close
Coalition formation, 613
Cognitive appraisal. See Appraisal
Cognitive bolstering, 418
Cognitive dissonance, 318-321, 418, 429
alternatives to, 328-330
decisional, 325-326
effort justification, 324-325
four steps to, 320-323
insufficient justification, 323-324
reduction and attitude change, 326-328
theory of, 319-320
Cognitive processes, 4-9, 14-17, 75, 106
in conflict escalation, 618-619
and prejudice, 173
See also Accessibility; Conservatism;
Superficiality vs depth
Cognitive representation, 68— 69, 74, 84, 85,
93, 96, 109
and accessibility, 75-81
and association, 75
See also Attitudes; Impression formation;
Script; Self-concept; Stereotypes; Norms
Cohesiveness, 361

Collective, 556
Collective rationalization, 382
Commitment, norm of, 416420
long-term, 417-420
low-ball technique, 416-417
See also Relationships
Communal relationships, 467
Communication. See Group Communication;
Impression formation; Nonverbal com-
munication; Relationships, close
Communication and technology, 583-585
Competition, 601-605
and relative deprivation, 603-6035
See also Group competitiveness
Complex tasks, 568
Compliance. See Public conformity
Confederate, 42
Conflict escalation:
choosing sides, 613
emotion and arousal during, 618-619
perceptions in, 613-615
and personal conflicts, 489-492
and reciprocity, 613
winning, in lieu of prospering, 620-622
Conflict resolution, 622-630, 635
negotiation in, 625-630
in personal relations, 489-492
types of, 623-625
Conformity:
Asch study, 355-357
pressure, 376-380
private, 357-358, 390
public, 357-358, 380-381, 383, 390
public vs private, 357-358, 366
and salience of group membership,
366-367
Sherif study, 353-355
See also Consensus; Group norms;
Minority/Majority influence
Conjunctive task, 567, 568
Connectedness seeking, 21, 363-366, 372,
495, 463
and interaction, 453-454
in relationships, 468-471
and social dilemmas, 591-592
Consensus:
alternative, 386-390
contamination of, 377-379, 382
expecting, 358-361
false, 358-359
formation, 354-357
and groupthink, 381-385
importance of, 361-363
information in attribution, 89
manipulated, 376-377
in the marketplace, 359
without acceptance, 380-381, 383
Consensus heuristic, 371
Consent, informed, 58-59, 423
Conservatism, 21-22, 100, 110, 191-193,
214



Consistency information in attribution,
89-90
Construct, 31-33
assessing, 33-39
self-report measurement, 37-38
Construct validity, 32, 33-34, 50-51, 54
ensuring, 37-39
threats to, 34-37
Construction of reality, 18-19, 62, 96-97,
110, 183, 187, 188
Consumer behavior. See Business;
Advertising
Contact hypothesis, 40, 204-205
Contingency model of leadership, 577-578
Contrast effect, 207, 333
Control, perceived:
and attitude-behavior link, 344
and coping 148-150,
well-being through, 156-160
Cooperation. See Intergroup cooperation;
Groups
Coping:
and appraisals of control, 148-150
strategies, 151, 160-162
with threats to well-being, 147-150
COREF (cut off reflected failure), 253
Correspondence bias, 82-83, 85, 91, 109
correcting, 91-92
cross-cultural, 87
suspicion and, 95
triggered by roles, 183-185, 192
in the workplace, 83
Correspondent inference, 80-82, 85, 92,
108, 109, 120
in behavior, 81-82
definition of, 81
and impression formation, 80-82
Covariation information, 89-90
Cross-categorization, 257
Cross-race identification bias, 238
Crowding, 562-563
Cultural assumptions in research, 48, 55
Cultural differences:
and accessible knowledge, 76
and aggression, 505
and altruism, 505
and conformity, 358
and group terms, 225
in negotiation, 628-629
in response to social dilemmas, 589
in self-concepts, 124, 126-128
in social relationships, 87, 463

Debriefing, 59-60
Deception:

detection of, 72-73

in research, 59-60
Decision heuristic, 439
Defensive avoidance, 298
Deindividuation, 408-410
Demand characteristics, 35, 36

Dependent variable, 34, 36, 39, 40, 42, 45
Depression:

clinical, 150

and control, 149150,

effect of helping on, 512

and self-evaluators, 161

See also Health
Depressive attributional style, 150, 491
Design. See Research
Diffusion of responsibility, 519-521
Dilemmas. See Social dilemmas
Discounting, 91-92
Disjunctive task, 567
Discrimination, 240, 246-248
Dissent, 385-393
Dissonance. See Cognitive dissonance
Distinctiveness information in attribution,

89-90
Distributive solutions, 624. See also
Intergroup conflict resolutions

Dominant response, 558, 560
Door-in-the-face technique, 413

Education, 16
accessibility of gender identity in, 228
control in the classroom, 158
cooperative classrooms, 572
gender gap in, 251
jigsaw classroom technique, 632-633
protecting self-esteem in, 153
and self-fulfilling prophecy, 102, 103,
104, 202
superordinate goals in, 632
See also Teachers
Effort justification effect, 325
Egoistic relative deprivation, 604
Elaboration, 280, 281
EMG (Electromyography), 268-269
Emotional aggression, 503, 543
Emotion focused coping, 151-154
Emotions:
and appraisals, 139-142
causation, 139-141
components of, 141-143
in intergroup conflict, 618-619
in interpersonal conflict, 490491
in persuasion, 290-299
physiological responses in 138, 141-142
and stereotyping, 187-188
Empathy, 504, 513-515. See also Altruism
Empathy/altruism model of helping, 514
Environment, 17
creating identification with others to solve
social dilemmas, 591-594
crowding and the urban environment,
562-563
global, damage to, 585, 593-594
intergroup contact in the neighborhood,
210-211
norms effect on, 402-403
Ethics, in research, 56

Subject Index  SI-3

deception, 59-61

helping society, 61-62

treatment of subjects, 57-58
Evolutionary perspective, 503-505
Exchange relationship, 467
Exchange of rewards, 458-458, 461
Excitation-transfer theory, 532
Expectations. See Impression formation
Experimental research design, 41-43. See

also Research

Expertise heuristic, 276-277
External validity, 33, 43-47, 50-51,

concern for, 54

and cultural variables, 48-49,
Extrinsic motivation, 116

Face-to-face groups, 556, 585. See also
Groups
False consensus effect, 358-359
Field research. See Research
Firearms, 534, 541, 547
First impressions:
correcting, 91-96
forming, 67-84, 85, 92, 101
See also Impression formation
Foot-in-the-door technique, 315
Forming (in group development), 564-565
See also Group development stages
Forewarning, persuasion and 304-306
Fraternal relative deprivation, 604
Frustration aggression hypothesis, 532
Fundamental attribution error. See
Correspondence bias

Gender bias, 8, 22
in business, 172, 487
in research, 55
See also Gender stereotyping
Gender differences:
and aggression, 529-530, 540
in close relationships, 471, 474-475
in leader effectiveness, 580-581
in relationships, 495
in response to social dilemmas, 589
in self-disclosure, 460-461
in sexual attitudes, 482
and social support, 477-478
Gender stereotyping, 70, 178, 179, 185-187,
192,207
in choosing leaders, 579-581
and the media, 190
overcoming, 254
in social roles, 185-187
Generalization in research. See External
validity
Genovese, Kitry, 519-520
Gorbachev, Mikhail, 627, 629
GRIT (Graduated and reciprocated initiative
in tension reduction), 626-627
and international conflicts, 627
Group communication, 591-592
networks, 581-585



SI-4 Subject Index

Group competitiveness, 605-608
Group development, stages of, 564-567
Group norms
accessibility of, 592
in clinical settings, 365-366
compromise in, 368
formation of, 353-357
and group cohesiveness, 361
and promotion of survival, 505
and social dilemmas, 592
function of, 358-365, 366
and polarization, 368-371
Group performance, 567-568
coordination loss and, 570-571
gains, 568-569
losses, 568-571
cures for losses, 572
See also Leadership
Group polarization, 368-371, 372
caused by superficial processing, 371-372
caused by systematic processing, 372-375
Groups, 173-177
conflict between, 224, 598-639
face-to-face, 556, 585
intergroup relations, 187-188, 204-212,
598-639
learning about, 221-222,
memberships, 222-223
negatively regarded, 246-248
escaping, 252-255
-serving attributions , 615-613
stereotyping of, 177-203
views of in-group, 230-235
views of out-group members, 223, 234-245
views of the self, 227-230
See also In-group; Out-group; Stereotyping
Groupthink
causes of, 381-384
remedies for, 384-385
Guilt and helping, 507, 511-512, 517, 518

Health, 16

and anxiety-control, 141

artitude accessibility in clinical settings, 342

changing appraisals in clinical settings, 148,
150

chronic accessibility and mental health,
79-80

control and depression, 149-150

effects of control on, 157, 159

group norms in clinical settings, 365-366

handling conflicts in everyday life, 489492

helping in the AIDS epidemic, 523

intimacy, social support and, 475-477

love and work, 478

obedience in medical settings, 423-424

self-expression and coping with unemploy-
ment, 153-154

and self-help groups, 365-366

and threats on, 148-150

Helping others, 502, 504, 524, 525-527
attitudes and norms of, 506-507, 524
conflict in decision making about, 512-522
consequences of, 509-510
diffusion of responsibility, 519-521
effects of mood on, 511, §12-513
in emergencies, 522
emotional rewards of, 510-513
guilt as motivator for, 511-512
gender differences in, 510, 525
long term, 522-523
negative effects of, 524-525
norms, activating, 518-519
norms that inhibit, 517-518
norms that promote, 516-517
perceiving need for, 507-509
prosocial models, 518-519, 544
See also Altruism

Heuristic:
action, 405
attractiveness, 292-293
consensus, 371
decision, 439
expertise, 276-277, 279
feelings as heuristic cues, 294
“get what you pay for”, 278
message-length heuristic, 277-279
in persuasion heuristic, 275, 277-279

History of social psychology, 9-12,

Nazism and the, 12-14

Homosexual(s), 242, 246-247 254, 452,

463, 482
Human nature, 503-504

Ilusory correlation, 182-183
Implicit personality theories, 93
Impression-consistent behavior
creating, 103-104
seeking, 102-103
See also Self-fulfilling prophecy
Impression formation, 67-85
accuracy in, 67-68, 94-97, 100, 109
from behavior, 73-74
complex, 92-94, 96
correspondent inferences from, 80-82
and expectations, 68, 76, 103, 104,
106-107
effect of mood on, 77, 81
motives for, 68, 76, 77, 109
from nonverbal communication, 71, 78
and physical appearance, 68-70
and snap judgments, 68, 96, 98-99
and unconscious influences, 79
Impressions, of individuals
altering, 107-109, 110, 111
defending, 100-104, 110
reconciling inconsistent, 105-107
using, 97-100, 110
Impressions, of groups. See Stereotypes
Independent variable, 34, 39, 40, 42

India, 87
effect of crowding in, 563
Inference(s), 81, 82, 85, 98
accessible, 81
action-to-attitude, 317-318
from behavior, 113, 116,
correspondent, 80-82, 85, 92, 108, 109,
120
and associations, 83-84
from thoughts/feelings, 117
Influence, social. See Persuasion;
Conformity; Obedience; Social
facilitation
Informed consent, 58-59, 423
In-group:
bias toward fellow members, 231-233
consensus, 377-379
cross-categorization, 257
perceptions of fellow members, 230-231
polarized perceptions in, 614, 615
Inoculation, 304-306
Instrumental aggression, 503
Insufficient justification, 116-117, 323, 325
Integrative solutions, 624. See also Conflict
resolutions
Intellective tasks, 360
Interaction, social:
and mastery, 453-454
negative, 455
positive, 452-455
reinforcing effects, 456-457
Interdependence, social, 563-564
and close relationships, 462, 463, 466, 468
and leadership, 576-580
Interdependence, task, 563-564
forms of, 567-568
and leadership, 576-580
and social dilemmas, 589-591
Intergroup conflict, sources of, 601-606
Intergroup conflict escalation, 608-622
and group commitment, 609
use of threats in, 610-612
Intergroup cooperation, conditions for,
632-635
superordinate goals in, 630-631
Internal validity, 33, 39-43, 50-51, 54
International relations:
the blacktop illusion, 616
and GRIT, 626-627
and mirror thinking, 617
threat as deterrence in, 611-612
Intimacy, 468-469
declining, 492
and health, 475-477
See also Relationships, close
Intrinsic motivation, 116
IRB (Institutional Review board), 60

Jealousy, 491-492
Jigsaw classroom technique, 632-633



Judges (legal), and decisions, 98
See also Legal system
Judgmental tasks, 360
Judgments, 97-98, 109
considered, 100, 199-202, 211-213
superficial, 68, 96, 98-99, 196-199
Jurors, 17, 238
effects of salience on, 89
minority influence of, 392-393
and perseverance bias, 102
and polarization, 369, 370
See also Legal system

Kennedy, John Fitzgerald, 381, 384-385

Latino(s), 187, 197, 238, 239, 602, 605
Leadership:
contingency model of, 576-577
effectiveness, 577-581
meaning of, 576-577
out-group stereotypic choices of, 579-581
Learned helplessness, 149-150
Legal system, 16-17, 102
lie detection in the, 72-73
moral unconcern in the, 244
minority influence in the, 392-393
out-group homogeneity in, 238
perseverance in the courtroom, 102
polarization in the jury room, 369-370
Lie detector. See Polygraph
Loneliness, 494-495
Looking glass self, 117
Love, romantic:
breakup of, 493494
conflict in, 486-492
passion in, 479-481
unrequited, 485-486
and work, 478
Low-ball technique, 416-417, 429

Majority influence, 373-375
processes of, 390-391
See also Consensus formation; Group
polarization
Marketing
emotional shortcuts in, 275-277, 278, 279,
290-292
negative messages, 296-299
reciprocity of concessions in, 414-4135
See also Business; Persuasion
Mastery, striving for, 20, 149, 160, 269, 359,
364
of environment, 149-150, 158-159
in group settings, 364-366
among school children, 158
and well-being, 156-157,
Me and mine (valuing), 21, 172, 173, 231,
233. See also Self-enhancing

Media:
dissonance processes and resisting influence
of, 328
and gender stereotypes, 190
messages about stereotypes, 189-191
violence, 547-548
See also Advertising
Mediators in negotiation, 629-630
Memory, reconstructive, 124-125
See also Cognitive representation
Mental health. See Health
Mere exposure effect, 301, 454
Message-length heuristic, 277-279
Meta-analysis, 52
Methods. See Research
Mindguard, 382
Minimal intergroup situation, 239-240
Minorities, double, 386
Minority groups, identification with,
223-224
Minority influence, 385-390
in jury room, 392-393
processes of, 390-393
to undermine consensus, 386-387
in the workplace, 389-390
Mirror-image thinking, 616-617
Misattribution, 442, 480, 488, 490-491,
532
Models:
of aggression, 535-536, 544
in media, 536-538, 544
promoting, 533-538
restraining, 538-539, 544
triggering, 429-430
of helping, 518-519, 544
inhibiting, 519-520
nonviolence, 530
of social interdependence, 590-594
pro-social, 525-527
Mood:
and cognitive capacity, 295-296
and helping, 511-513
and impression formation, 77, 81
improvement with good works, 510-511
and persuasion, 294-295
sources of, 122
and systematic processing, 294-296
Moral exclusion, 244-245, 620-622
Moral unconcern, 243-244, 620
Motivation:
extrinsic, 116
in group performance, 569-570
and impression formation, 68, 77, 81, 85,
94-97,
intrinsic, 116-117
in persuasion, 283-285
See also Connectedness;
Mastery; Me and mine
Multiple selves, 122-123
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Nazi Europe, 501, 517, 620-621, 622
Negative state relief model, 513
Negotiation, 625-630
and building trust, 626
cultural perspectives on, 628-629
and mediation, 629-630
and reciprocity, 626-627
Nondominant responses, 558
Nonexperimental:
research design, 40. See also Research
studies and TV violence, 536
Nonverbal communication, 35, 71, 73, 78,
109, 111, 490
Normative influence, 364
Norming (in group development), 565
See also Group development stages
Norms:
accessibility, 366-367, 533-538, 540-542,
592
activating, 518-519
as behavior guides, 401-408
deactivating, 519-521
defense against pressure of, 433-438
of distribution, 516
and the environment, 402-403
of equity, 458
that influence helping, 507, 516-517
of male aggression, 534-535
of obedience, 420-431
promoting aggression, 533-538
resisting influence, 436-438
restraining aggression, 538-539
of reciprocity, 410-415, 516
of responsibility, 516
of social commitment, 416-420
in the workplace, 405-410
Norm formation. See Consensus formation,
436-438

Obedience, 420431
to authority, 424-430
in medical settings, 423-424
Milgram’s studies of, 421-423, 428-431
pluses and minuses, 430
reasons for, 422-431
Object appraisal function of attitudes,
270
Out-group:
leadership, 616
members perceived as homogeneous,
235-238
moral unconcern for, 244-245
perceived disadvantage relative to, 241-242
polarized perceptions in, 614, 615
seeking to eliminate, 620-621
threats from, 242-243
See also Conflict escalation
Out-group homogeneity, 235-238
Overjustification, 116-117
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Passionate love, 479-481, 488
Perception:
and group influence, 227-228
of individuals. See Impression Formation
of in-group members, 230-231
of out-group members, 235-238
polarization of, 368-371, 372, 614-615
of rewards in relationships, 467-471
of self. See Self perception
Perception, of groups, 169-176
See also Stereotyping
Performing, 566
See also Group development, 566
Perseverance bias, 101-102
in the courtroom, 102
See also Conservatism
Person perception. See Impression formation
Personality characteristics, 68, 73, 74
assigning, based on behavior, 81, 83
and attributional biases, 232
and independent cultures, 87
inferring, 93, 97
integrating multiple, 93-94, 97, 100
Personality differences
in aggression, 531
in impact of experiences, 131-133
in importance of group membership,
225-226
in importance of physical attractiveness,
452
in motives for behavior, 146
in persuasion, 287-288
in prejudice, 172
in sexual artitudes, 483
in way of coping, 160-161
Persuasion: 61, 265-266
central route to, 279-281
cultural differences in, 288-289
through feeling good, 294
heuristic, 275-277
negative emotions and, 296-300
peripheral route to, 275, 278
and physical appearance, 292-294
resisting, 304-306
and stimulus attribution, 277
subliminal, 300-304
and superficial processing, 275-278
and systematic processing, 279-289
Persuasion heuristic, 275-277
Pervasiveness of social influence, 19-20
See also Social influence
Physical appearance, 73, 109
assumptions relating to, 69-70
and first impressions, 69
and positive expectations, 70
Physical attractiveness, effects of:
in advertising, 293-294
in relationship formation, 450452
in workplace, 68-70
Physical cues:

in impression formation, 71-75
Physiological reactions:
and bogus pipeline device, 268
and emotion, 138-139, 141-143 See also
EMG
Planned behavior, theory of, 440-441
Pluralistic ignorance, 380
Polarization. See Group polarization
Politics and social change:
emotional shorteuts in, 290, 292
fear appeals, 296
giving to charity, 316-318
GRIT and international conflicts, 627
increasing prosocial behavior in society,
525-527
mirror-image thinking in international con-
flicts, 617
reducing aggression in society, 546-548
relationship conflicts and social problems,
492
self-perception processes and charitable giv-
ing, 316-318
threat and deterrence in international con-
flicts, 617
Polygraph examination, 73, 268
Prejudice, 171-176, 194-196
changing, 204-213
groups targeted by, 173-176
roots of, 171-173
See also Social groups; Stereotypes
Princeton/Dartmouth study, 1-2, 19
Primacy effect, 101. See also Conservatism
Priming, 79, 87-88
See also Accessibility
Private conformity, 357-358, 390
Problem-focused coping, 154-160
Proximity, 453, 455
Public conformity, 357-358, 380-381, 383,
390
Prosocial behavior. See Helping

Racism. See Prejudice; Discrimination
Random assignment, 41
Reactance, 433-434
Reactive devaluation, 626
Realistic conflict, in the workplace, 602-603
Realistic conflict theory, 601
Reality, construction of, 18-19, 62, 96-97,
110, 183, 187, 188

Reasoned action, theory of, 335
Reciprocity, 410-415

of concessions, 413-415

in conflict resolution, 626-627

of helping, 504

on the salesfloor, 414-415

in self-disclosure, 460
Reconstructive memory, 124-125
Reference group, 360-361

See also In-group
Relationships, close, 462-475

attachment styles in, 471-473, 489
attributions in, 465-466
commitment, 469-471, 488-489
conflict processes in, 489-492
cultural differences in, 463
effects of, 475-478
gender differences in, 471, 474-475
and interdependence, 466—468
over benefited partner, 459
partner incorporation in self, 463-465
research on, 462-463, 464465, 466468
rewards of, 467-468
termination of, 493-494
troubled, 485-489
under benefited partner, 459
Relationship development
and exchange of rewards, 458-459
self-disclosure in, 459-462, 495
Relative deprivation theory, 604
See also Intergroup conflict
Replication, 53
Research:
and bias, 53-54
deception in, 59-60
ethics in, 56-59
experimental, design, 41
field, 47-48
generalization tofacross, 44-45
laboratory, 46-47
manipulations and measures, 37-39
methods, 29-30
nonexperimental design, 40
relation to theory, 30-33
and societal decision making, 61-62
Resistance to obedience:
reactance as, 433-434
using norms, 436-438
Rewards. See Mastery; Exchange
Risky shift. See Group polarization
Robbers Cave experiment, 35, 599-601,
622, 630, 632-633, 635
Roles, 122-125
cultural, 221
correspondence bias triggered by, 183185,
192, 195,
and gender stereotypes, 185-187
leadership, 576-577
Romantic love. See Relationships, close

Salience, 74, 96, 110

effect on attribution, 89

of group membership, 366

See also Accessibility
Scientific methods. See Research
Schema. See Cognitive representation
Script, 86
Secure attachment style, 472-473, 489
Selective memory, 124-125
Self-affirmation, 129-131, 143-144,

328-330. See also Self-esteem



Self aspects:
multiple, 122-125
Self-awareness, 135-136
alcohol as escape from, 151-152
Self-categorization, 221, 226
Self-censorship, 382
Self-complexity, 123, 131-132, 160
Self-concept, development of, 114-119
and coherence, 124-128
cultural differences in, 124, 126-128
Self-disclosure, 459-462, 465
Self-discrepancy theory, 134-136
Self-efficacy, 158, 523
Self-enhancing:
attributions, 155
bias, 130, 131, 137, 160
judgments, 136-138, 161
See also Me and mine (valuing)
Self-esteem, 128-138
through BIRG (bask in reflected glory), 229
in the classroom, 153
defending, 248-251
as defense against threats, 160-161
dependent on social comparisons, 130,
133-134
and self-enhancement, 129
and self-evaluation, 130-131,134-136, 137
through social identity, 228-230
Self-expression, 143-144, 146
using, to cope with stress, 154
women’s, 251-252
Self-fulfilling prophecy, 102, 103
in the classroom, 104, 202
in leadership, 579
limits on, 104-105
in the workplace, 202-203
Self-guides, 134-136, 331-337, 409,
438443
Self-handicapping, 156
Self-knowledge:
accuracy of, 122
and attribution, 120-122
quantity of, 120
and roles, 122-124
Self-monitoring, 146, 151-152, 287-288,
442, 452
Self-perception, 115, 117-119
and charitable giving, 316-318
of motivation, 116-117
in sports training, 115-116
See also Attitudes; Cognitive dissonance
Self-perception theory, 115, 314
Self-presentation, 144-146
Self-report construct measurement, 37-38,
267
Self-schemata, 125, 127, 226
Self-stereotyping, 227-228
Self-validation, 460
Sex differences. See Gender differences
Sexism. See Gender stereotyping; Prejudice

Sexual attitudes, 481-482
personality differences in, 483
Sexual intimacy, 483-485
Sexuality, 479-485
cultural differences in, 479
Similarity and attraction, 452-457
liking similar others, 455-456
and interaction, 456457
negative interaction, 455
positive interaction, 452455
Social atrocities, 462463
Social categorization, 175-176, 234-243
See also In-group; Out-group; Stereotyping
Social change, 255-257
Social commitment norm of, 416-420
Social comparison theory, 31, 32, 118
Social competition, 256
Social desirability response bias, 37
Social dilemma, 585-594
behavior in, $§87-589
public goods, 586-587
replenishable resources, 586, 587
types of, 586-589
Social dilemma, solving:
social interdependence, 590-591
through identification with others, 591-594
using task interdependence, 589-590
Social facilitation:
and crowding, 562-563
through distraction, 560-561
explaining, 558-559
through evaluation apprehension, 559-560,
561
role of arousal in, 557-558, 560
in the sports arena, 561
Social groups, 173-177
and the in-group, 230-235
and intergroup relations, 187-188,
204-212, 598-641
and the out-group, 234-245
and the self, 227-230
stereotyping of, 177-203
Social identity, 219, 222
accessibility of, 173, 225-226, 270
coping with threat to, 257-260
and discrimination, 240-241
and self-esteem, 228-230
Social identity theory, 173, 240
Social influence, 19-20
See also Conformity; Minority influence;
Obedience; Persuasion; Social facilitation
Social interdependence, 563-564
and leadership, 576-580
Social learning theory, 519
Social loafing, 569-570, 585
See also Group performance
Social mobility, 253-255
Social norm, 354-357
See also Norms; Group norms
Social processes, 4-9, 14-17
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See also Social influence; Norms;
Relationships
Social psychology:
definition of, 3-9
eight basic principles of, 23
expansion of, 14-17
history of, 9-15
Nazism’s influence on, 12-14
scientific method and, 4, 5-7
Social roles. See Roles
Social support, 404, 475-478
Sports:
aggressive cues in the sports arena, 542
choking under pressure: social facilitation
in sports arena, 561
imagined performances in training,
115-116
Stanford prison experiment, $8-59
Stereotypes, changing, 204-214
barriers to, 205-207
through contact, 204-205, 208-211
Stereotypes, forming, 177-194
that justify inequalities, 191-194
through personal experience, 180183
through social learning, 188-191
Stereotyping, 69, 99, 175-217
effect of emotions on, 187-188
ethnic, 177-180, 183-184
gender, 177-178, 179, 185-187
judgments based on, 196-204
positive, 178
Stimulus attribution, 277
Storming (in group development), 565
See also Group development stages
Stress, 148, 161, 298, 543
alleviating, 154
and persuasion, 297-299
in relationships, 472, 473-474, 486-488
See also Coping; Threats to self
Subtype, 206
Superficial processing, 275-279, 522
and action to attitude inferences, 317-318
cues for violence or peace, 540-542
via the expertise heuristic, 276-277
and the message-length heuristic, 277-279
Superordinate goals, 630-632
Suspicion, and reduction of
correspondent bias, 95
Superficiality vs depth, 22, 68-69, 98-99,
111, 275-287
in activating stereotypes, 196-204,
211-213
in aggression, 540-544
in attitude-behavior link, 332-337
in conformity, 371-376
in helping, 522-523
in person perception, 68-69, 98-99
in persuasion, 275-287
Symbolic prejudice, 242
Systematic processing:
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(Systematic processing continued)
and aggression, 542-544, 546
and attitudes, 279-284
capacity factor influencing, 285-287
and helping, 523-524
influence of anxiety on, 297-299
effect of motivation on, 283-285
and minority viewpoint, 388-389, 390
and normative pressure, 434-436
persuasion, 279-289
personality differences in, 287-288
and positive feelings, 294-296

Tailhook convention, 7-9, 19, 22
Task interdependence, 563-564

and close relationships, 462, 463

forms of, 567-568

and leadership, 576-580

and social dilemmas, 589-591
Teachers:

expectations and results, 104, 202

See also Education
Technology and communication, 583-585
“That’s not all” technique, 414-415
Theory, 50-51

consensus regarding, 52-53
replication of, 52
and validity, 54
Threats, in intergroup relations
and conflict escalation, 610-612
as deterrence, 611-612
threats to in-group, 242-245
Threats, to self, 151-154
attacking, 154
downplaying, 152-153
ignoring, 151-152
shipping out, 151
to well-being, 147-150
See also Coping
Threats to in-group, 242-243
Threats to out group, 242-245, 620, 621

Validity of research. See Internal validity;
External validity; Construct validity
Value expressive function of attitudes. See
Social identity
Victim, blaming the, 192-193, 429-430
Violence and TV, 41, 536-538, 547-548
and dissonance reduction, 328
See also Aggression

Violence against women, 492

Weapons effect, 540-542

Women:
gap in education of, 228, 251
and self-esteem 251-252
socioemotional guidance, 579-580
and violence, 492
in the workplace, 30, 70, 172, 185, 207,

389
See also Gender differences; Gender stereo-
typing

Workplace:
attributional ambiguity in the, 250
conflict, 602, 607
and gender stereotyping, 221
love’s influence in, 478
minority influence in the, 389-390
norms in the, 405-407
physical attractiveness in, 70
poor coordination in, 571
realistic conflict in the, 602-603
self-fulfilling prophecy in, 202-203
women in the, 30, 70, 172, 185, 207, 389
See also Business



