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norm s th a t p rom ote , 5 1 6 -5 1 7  
perceiving need fo r, 50 7 -50 9  
prosocia l m odels, 5 1 8 -5 1 9 , 544 
See also  A ltru ism  

H euristic: 
ac tion , 405
attractiveness, 29 2 -29 3  
consensus, 371 
decision, 439 
expertise, 2 7 6 -2 7 7 , 279 
feelings as heuris tic  cues, 294 
“ get w h a t you  pay fo r ” , 278 
message-length heuris tic , 2 7 7 -2 7 9  
in  persuasion heuristic, 2 7 5 , 2 7 7 -2 7 9  

H is to ry  o f  social psychology, 9 -1 2 ,
N azism  and the, 12 -14  

H om osexua l(s), 2 4 2 , 2 4 6 -2 4 7  254, 452, 
463, 482 

H um an na ture , 5 0 3 -5 0 4

Illu so ry  co rre la tion , 182-183 
Im p lic it  persona lity theories, 93 
Im pression-consistent behavior 

creating, 103-104 
seeking, 102-103 
See a lso S e lf-fu lfillin g  prophecy 

Im pression fo rm a tio n , 6 7 -8 5  
accuracy in , 6 7 -6 8 , 9 4 -9 7 , 100, 109 
fro m  behavior, 7 3 -7 4  
com plex, 9 2 -9 4 , 96 
correspondent inferences fro m , 8 0 -8 2  
and expectations, 68 , 76 , 103, 104, 

106-107 
e ffect o f  m ood on , 77 , 81 
m otives fo r, 6 8 , 76 , 77 , 109 
fro m  nonverbal com m un ica tion , 71 , 78 
and physica l appearance, 6 8 -7 0  
and snap judgm ents, 68 , 96 , 9 8 -9 9  
and unconscious influences, 79 

Impressions, o f  ind iv idua ls  
a lte ring , 1 0 7 -10 9 , 110, 111 
defending, 1 0 0 -10 4 , 110 
reconciling inconsistent, 10 5 -10 7  
using, 9 7 -1 0 0 , 110

Impressions, o f  groups. See Stereotypes 
Independent variab le , 34 , 39, 40 , 42

Ind ia , 87
effect o f  c ro w d in g  in , 563 

Inference(s), 8 1 ,8 2 , 85 , 98 
accessible, 81
a c tio n -to -a ttitu de , 3 1 7 -3 1 8  
fro m  behavior, 1 1 5 ,1 1 6 , 
correspondent, 8 0 -8 2 , 85 , 92, 108, 109, 

120
and associations, 8 3 -8 4  

fro m  thoughts/fee lings, 117 
Influence, social. See Persuasion; 

C o n fo rm ity ; Obedience; Social 
fa c ilita tio n  

In fo rm ed  consent, 5 8 -5 9 ,4 2 3  
In-group:

bias to w a rd  fe llo w  members, 23 1 -23 3  
consensus, 3 7 7 -3 7 9  
cross-categorization, 257  
perceptions o f  fe llo w  members, 230-231 
po la rized perceptions in , 614, 615 

Ino cu la tion , 30 4 -30 6  
Instrum enta l aggression, 503 
In su ffic ien t ju s tifica tio n , 1 1 6 -11 7 , 323, 325 
In tegra tive so lu tions, 624. See also  C onflic t 

resolutions 
In te llective  tasks, 360 
In te rac tion , social: 

and mastery, 4 5 3 -4 5 4  
negative, 455 
positive , 45 2 -45 5  
re in fo rc ing  effects, 4 5 6 -4 5 7  

Interdependence, social, 56 3 -56 4  
and close re la tionsh ips, 462, 463, 466,468 
and leadership, 5 7 6 -5 8 0  

Interdependence, task, 5 6 3 -5 6 4  
fo rm s o f, 5 6 7 -5 6 8  
and leadership, 5 7 6 -5 8 0  
and social d ilem m as, 5 89-591 

In te rg roup  co n flic t, sources o f, 601-606 
In te rg roup  c o n flic t escalation, 608-622 

and g roup  com m itm en t, 609 
use o f  threats in , 61 0 -61 2  

In te rg roup  coopera tion , cond itions for, 
63 2 -63 5  

superordinate goals in , 630-631 
In te rna l va lid ity , 33 , 3 9 -4 3 , 5 0 -5 1 , 54 
In te rna tiona l re lations: 

the b lack top  illu s io n , 616 
and G R IT , 6 2 6 -6 2 7  
and m ir ro r  th in k in g , 617 
threat as deterrence in , 61 1 -61 2  

In tim acy, 4 6 8 -4 6 9  
dec lin ing , 492 
and health , 4 7 5 -4 7 7  
See a lso  Relationships, close 

In tr in s ic  m o tiva tio n , 116 
IR B  (In s titu tio n a l Review board ], 60

Jealousy, 49 1 -49 2
Jigsaw  classroom technique, 63 2 -63 3
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Judges (legal), and decisions, 98 
See also  Legal system 

Judgm ental tasks, 360 
Judgments, 9 7 -9 8 , 109 

considered, 100, 1 9 9 -2 0 2 ,2 1 1 -2 1 3  
superfic ia l, 68 , 96 , 9 8 -9 9 , 196-199 

Jurors, 17, 238 
effects o f  salience o n , 89 
m in o rity  in fluence o f, 39 2 -39 3  
and perseverance bias, 102 
and po la riza tio n , 3 6 9 , 370 
See a lso  Legal system

Kennedy, John F itzgera ld , 381, 38 4 -38 5

La tino(s), 187, 197, 238, 239, 602, 605 
Leadership:

contingency m odel o f, 5 7 6 -5 7 7  
effectiveness, 5 7 7 -58 1  
meaning o f, 5 7 6 -5 7 7  
ou t-g ro u p  stereotyp ic choices o f,  5 79-581 

Learned helplessness, 149-150 
Legal system, 1 6 -1 7 ,1 0 2  

lie detection in  the, 72 -73  
m o ra l unconcern in  the, 244 
m in o rity  in fluence in  the, 3 9 2 -39 3  
ou t-g ro u p  hom ogeneity in , 238 
perseverance in  the c o u rtro o m , 102 
po la riza tio n  in  the  ju ry  ro om , 36 9 -37 0  

Lie detector. See Polygraph 
Loneliness, 4 9 4 -4 9 5  
L o o k in g  glass self, 117 
Love, rom antic: 

breakup o f, 4 9 3 -4 9 4  
c o n flic t in , 48 6 -49 2  
passion in , 479-481 
unrequ ited, 4 8 5 -4 8 6  
and w o rk , 478

L o w -b a ll technique, 4 1 6 -4 1 7 , 429

M a jo r ity  influence, 37 3 -37 5  
processes o f, 390-391 
See a lso  Consensus fo rm a tio n ; G roup 

po la riza tion  
M a rke tin g

em otiona l shortcuts in , 2 7 5 -2 7 7 , 278, 279, 
29 0 -2 9 2  

negative messages, 29 6 -29 9  
re c ip roc ity  o f  concessions in , 41 4 -41 5  
See a lso  Business; Persuasion 

M astery, s triv in g  fo r, 20 , 149, 160, 269, 359, 
364

o f  environm ent, 1 4 9 -15 0 , 158-159 
in  g roup  settings, 36 4 -36 6  
am ong school ch ild ren , 158 
and w ell-be ing, 156-157 ,

M e  and m ine (va lu ing), 2 1 , 172, 173, 231, 
233. See also  Self-enhancing

M edia:
dissonance processes and resisting influence 

o f, 328 
and gender stereotypes, 190 
messages a bou t stereotypes, 189-191 
violence, 5 4 7 -54 8  
See a lso  Advertis ing 

M e d ia to rs  in  ne gotia tion , 6 2 9 -6 3 0  
M e m ory, reconstructive, 124-125 

See a lso  C ogn itive  representation 
M e n ta l health. See H ealth  
M e re  exposure effect, 301, 454 
Message-length heuris tic , 2 7 7 -2 7 9  
M eta-analysis, 52 
M ethods. See Research 
M in d g u a rd , 382
M in im a l in te rg roup  s itua tion , 23 9 -24 0  
M in o ritie s , double, 386 
M in o r ity  g roups, iden tifica tion  w ith , 

22 3 -22 4  
M in o r ity  influence, 3 8 5 -3 9 0  

in  ju ry  ro om , 39 2 -39 3  
processes o f, 39 0 -39 3  
to  underm ine consensus, 3 8 6 -3 8 7  
in  the w orkp lace , 3 8 9 -3 9 0  

M irro r- im a g e  th in k in g , 6 1 6 -6 1 7  
M is a ttr ib u t io n , 442, 480, 488, 4 9 0 -4 9 1 ,

532
M odels:

o f  aggression, 5 3 5 -5 3 6 , 544 
in  m edia, 5 3 6 -5 3 8 , 544 
p rom o tin g , 5 3 3 -5 3 8  
res tra in ing , 5 3 8 -5 3 9 , 544 
triggering , 4 2 9 -4 3 0  

o f  he lp ing, 5 1 8 -5 1 9 , 544 
in h ib itin g , 5 1 9 -5 2 0  

nonvio lence, 530
o f  social interdependence, 59 0 -59 4  
pro-socia l, 5 2 5 -5 2 7  

M o od :
and cogn itive  capacity, 29 5 -29 6  
and he lp ing, 51 1 -51 3  
and im pression fo rm a tio n , 77, 81 
im provem ent w ith  good w o rks , 510-511 
and persuasion, 29 4 -29 5  
sources o f,  122
and system atic processing, 2 9 4 -2 9 6  

M o ra l exclusion, 2 4 4 -2 4 5 , 62 0 -62 2  
M o ra l unconcern, 2 4 3 -2 4 4 , 620 
M o tiv a tio n : 

ex trins ic , 116
in  g roup  perform ance, 5 6 9 -5 7 0  
and im pression fo rm a tio n , 68 , 77 , 81 , 85, 

9 4 -97 , 
in tr in s ic , 11 6 -11 7  
in  persuasion, 28 3 -28 5  
See also Connectedness;

M a ste ry ; M e  and mine 
M u lt ip le  selves, 122-123

N azi Europe, 501, 517, 6 2 0 -6 2 1 , 622 
Negative state re lie f m odel, 5 13 
N ego tia tion , 6 2 5 -63 0  

and bu ild ing  tru s t, 626 
c u ltu ra l perspectives on , 62 8 -62 9  
and m ed ia tion , 62 9 -63 0  
and rec ip roc ity , 6 2 6 -6 2 7  

N ond om in an t responses, 558 
N onexperim enta l: 

research design, 40. See also  Research 
studies and T V  violence, 536 

N onve rba l com m unica tion , 35, 71 , 73 , 78, 
109, 1 1 1 ,4 9 0  

N o rm a tive  influence, 364 
N o rm in g  (in  g roup  developm ent), 565 
See also  G ro up  developm ent stages 

Norm s:
accessibility, 3 6 6 -3 6 7 , 5 3 3 -5 3 8 , 5 4 0 -54 2 , 

592
ac tiva ting , 5 1 8 -5 1 9
as behavior guides, 4 0 1 -4 0 8
deactivating , 519-521
defense against pressure o f,  43 3 -43 8
o f  d is tr ib u tio n , 516
and the environm ent, 40 2 -40 3
o f  equity, 458
th a t in fluence he lp ing, 507, 5 1 6 -5 1 7  
o f  m ale aggression, 53 4 -53 5  
o f  obedience, 4 20-431 
p ro m o tin g  aggression, 53 3 -53 8  
resisting influence, 4 3 6 -4 3 8  
restra in ing  aggression, 53 8 -53 9  
o f  rec ip roc ity , 4 1 0 -4 1 5 , 516 
o f  responsib ility , 516 
o f  social com m itm en t, 4 1 6 -4 2 0  
in  the w orkp lace , 4 0 5 -4 1 0  

N o rm  fo rm a tio n . See Consensus fo rm ation , 
43 6 -43 8

Obedience, 420-431 
to  a u tho rity , 4 2 4 -4 3 0  
in  m edical settings, 4 2 3 -4 2 4  
M ilg ra m ’s studies o f, 4 2 1 -4 2 3 , 4 28-431 
pluses and m inuses, 430 
reasons for, 422-431 

O b jec t appraisa l fu n c tio n  o f  attitudes,
270 

O u t-g roup : 
leadership, 616
members perceived as homogeneous, 

23 5 -23 8  
m o ra l unconcern fo r, 24 4 -24 5  
perceived disadvantage re la tive to , 241-242 
po la rized perceptions in , 614, 615 
seeking to  e lim inate, 620-621 
threats fro m , 2 4 2 -24 3  
See a lso  C o n flic t escalation 

O u t-g ro u p  homogeneity, 2 3 5 -23 8  
O ver ju s tifica tio n , 116-117
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Passionate love, 4 7 9 -4 8 1 , 488 
Perception:

and g roup  influence, 22 7 -22 8  
o f  ind iv idua ls . See Im pression Form ation  
o f  in -g roup members, 2 3 0 -23 1  
o f  ou t-g roup  members, 23 5 -23 8  
po la riza tion  o f,  3 6 8 -3 7 1 , 372, 61 4 -61 5  
o f  rewards in  re la tionsh ips, 467-471 
o f  self. See Self perception 

Perception, o f  groups, 169-176 
See also S tereotyping 

Perfo rm ing , 566
See also G ro up  developm ent, 566 

Perseverance bias, 101-102 
in  the cou rtro om , 102 
See also Conservatism

Person perception. See Im pression fo rm atio n  
Personality characteristics, 68 , 73 , 74 

assigning, based on behavior, 81 , 83 
and a ttr ib u tio n a l biases, 232 
and independent cultures, 87 
in fe rring , 93 , 97
in tegra ting  m u ltip le , 9 3 -9 4 , 97, 100 

Personality differences 
in  aggression, 531 
in  im pact o f  experiences, 131-133 
in  im portance o f g roup  membership, 

2 2 5 -2 2 6
in  im portance o f  physical attractiveness, 

452
in  m otives fo r  behavior, 146 
in  persuasion, 28 7 -28 8  
in  pre judice, 172 
in  sexual attitudes, 483 
in  w ay  o f  cop ing, 160-161 

Persuasion: 61 , 2 6 5 -2 6 6  
centra l rou te  to , 279-281 
cu ltu ra l differences in , 28 8 -28 9  
th roug h  fee ling good, 294 
heuristic, 2 7 5 -2 7 7  
negative em otions and, 2 9 6 -3 0 0  
peripheral rou te  to , 275 , 278 
and physica l appearance, 2 9 2 -2 9 4  
resisting, 30 4 -30 6  
and stim u lus a ttr ib u tio n , 277 
su b lim ina l, 3 0 0 -3 0 4  
and superfic ia l processing, 27 5 -27 8  
and systematic processing, 2 7 9 -2 8 9  

Persuasion heuris tic , 2 7 5 -2 7 7  
Pervasiveness o f  social influence, 19 -20  

See a lso  Social influence 
Physical appearance, 73 , 109 

assumptions re la ting  to , 6 9 -7 0  
and f irs t impressions, 69 
and positive expectations, 70 

Physical a ttractiveness, effects o f: 
in  advertising, 2 9 3 -2 9 4  
in  re la tionsh ip  fo rm a tio n , 4 5 0 -4 5 2  
in  w orkp lace , 6 8 -7 0  

Physical cues:

in  im pression fo rm a tio n , 71 -75  
Physio log ical reactions: 

and bogus p ipe line device, 268 
and em otion , 1 3 8 -13 9 , 141-143 See also 

EM G
Planned behavior, theory  o f, 44 0 -44 1  
P lu ra lis tic  ignorance, 380 
P o la riza tion . See G ro up  po la riza tion  
Politics  and social change: 

em otiona l shortcuts in , 2 9 0 ,2 9 2  
fear appeals, 296 
g iv ing  to  cha rity , 3 1 6 -31 8  
G R IT  and in te rna tio na l c o n flic ts , 627 
increasing p rosocia l behavior in  society, 

52 5 -5 2 7
m irro r-im age th in k in g  in  in te rna tio na l con­

f l i c t s ^ ^
reducing aggression in  society, 5 4 6 -5 4 8  
re la tionsh ip  con flic ts  and social problem s, 

492
self-perception processes and cha ritab le  g iv ­

ing , 31 6 -31 8  
th rea t and deterrence in  in te rna tio na l con ­

flic ts , 617 
Polygraph exam ina tion , 73, 268 
Prejudice, 171-176 , 194-196 

changing, 20 4 -21 3  
groups targeted by, 173-176 
roo ts  o f,  171-173 
See a lso  Social g roups; Stereotypes 

P rince ton /D artm ou th  study, 1 -2 , 19 
Prim acy e ffect, 101. See a lso  C onservatism  
P rim ing , 79, 8 7 -8 8  

See a lso  Accessibility 
Private co n fo rm ity , 3 5 7 -3 5 8 , 390 
Problem-focused cop ing, 154-160 
P rox im ity , 4 5 3 ,4 5 5
Public c o n fo rm ity , 3 5 7 -3 5 8 , 3 8 0 -3 8 1 , 383, 

390
Prosocial behavior. See H e lp ing

Racism. See Prejudice; D isc rim ina tion  
Random  assignment, 41 
Reactance, 4 3 3 -4 3 4  
Reactive deva lua tion , 626 
Realistic c o n flic t, in  the w orkp lace , 60 2 -60 3  
Realistic c o n flic t theory, 601 
Reality, construc tion  o f, 1 8 -19 , 62 , 96 -97 , 

110, 183, 187, 188 
Reasoned action , theory  o f,  335 
Reciprocity, 4 1 0 -4 1 5  
o f  concessions, 4 1 3 -4 1 5  
in  c o n flic t reso lu tion , 6 2 6 -6 2 7  
o f  he lp ing, 504 
o n  the salesfloor, 41 4 -41 5  
in  self-disclosure, 460 

Reconstructive m em ory, 124-125 
Reference g roup , 360-361 

See a lso  In -g roup  
Relationships, close, 4 6 2 -4 7 5

attachm ent styles in , 4 7 1 -4 7 3 , 489 
a ttr ib u tio n s  in , 4 6 5 -4 6 6  
com m itm en t, 4 6 9 -4 7 1 ,4 8 8 -4 8 9  
c o n flic t processes in , 48 9 -49 2  
cu ltu ra l differences in , 463 
effects o f,  4 7 5 -47 8  
gender differences in , 4 7 1 , 4 7 4 -4 7 5  
and interdependence, 4 6 6 -4 6 8  
ove r benefited partner, 459 
pa rtne r in co rpo ra tion  in  self, 46 3 -46 5  
research on , 4 6 2 -4 6 3 , 4 6 4 -4 6 5 , 466^168 
rewards o f, 4 6 7 -4 6 8  
te rm ina tio n  o f, 4 9 3 -4 9 4  
tro ub led , 4 8 5 -4 8 9  
under benefited partner, 459 

R e la tionsh ip  developm ent 
and exchange o f  rewards, 45 8 -45 9  
self-disclosure in , 4 5 9 ^1 6 2 ,4 9 5  

R elative depriva tion  theory, 604 
See also In te rg roup  co n flic t 

R ep lica tion , 53 
Research: 

and bias, 5 3 -5 4  
deception in , 5 9 -6 0  
ethics in , 5 6 -5 9  
experim enta l, design, 41 
fie ld , 4 7 -4 8
genera lization to/across, 4 4 -4 5  
labo ra to ry, 4 6 -4 7
m an ipu la tions and measures, 3 7 -3 9  
m ethods, 2 9 -3 0  
nonexperim enta l design, 40 
re la tion  to  theory, 3 0 -3 3  
and societal decision m ak ing , 6 1 -6 2  

Resistance to  obedience: 
reactance as, 4 3 3 -4 3 4  
using norm s, 4 3 6 -4 3 8  

Rewards. See M a ste ry ; Exchange 
R isky sh ift. See G ro up  po la riza tion  
R obbers Cave experim ent, 35 , 5 9 9 -60 1 , 

622, 630, 6 3 2 -6 3 3 , 635 
Roles, 122-125 
c u ltu ra l, 221
correspondence bias triggered by, 183-185, 

192, 195, 
and gender stereotypes, 18 5 -18 7  
leadership, 5 7 6 -5 7 7  

R om antic  love. See R elationships, close

Salience, 74 , 96 , 110 
e ffect on a ttr ib u tio n , 89 
o f  g ro u p  m em bership, 366 
See also  A ccessib ility 

Scientific  methods. See Research 
Schema. See C ogn itive  representation 
Script, 86
Secure attachm ent style, 4 7 2 -4 7 3 , 489 
Selective m em ory, 12 4 -12 5  
S e lf-a ffirm a tion , 1 2 9 -13 1 , 143-144, 

32 8 -3 3 0 . See a lso  Self-esteem
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Self aspects: 
m u ltip le , 122-125 

Self-awareness, 135-136 
a lcohol as escape fro m , 151-152 

Self-categorization, 221 , 226 
Self-censorship, 382 
Self-com plexity, 123, 1 3 1 -13 2 , 160 
Self-concept, developm ent o f,  114-119 

and coherence, 124-128 
cu ltu ra l differences in , 124, 126-128 

Self-disclosure, 4 5 9 -4 6 2 , 465 
Self-discrepancy theory, 13 4 -13 6  
Self-efficacy, 158, 523 
Self-enhancing: 

a ttr ib u tio n s , 155 
bias, 130, 131, 137, 160 
judgm ents, 1 3 6 -13 8 , 161 
See also  M e  and m ine (va lu ing)

Self-esteem, 128-138
th roug h  B IR G  (bask in  reflected g lo ry ), 229 
in  the  classroom , 153 
defending, 248-251 
as defense against threats, 160-161 
dependent on social com parisons, 130, 

133-134 
and self-enhancement, 129 
and self-evaluation, 1 3 0 -1 3 1 ,1 3 4 -1 3 6 , 137 
th roug h  social iden tity , 2 2 8 -2 3 0  

Self-expression, 1 4 3 -14 4 , 146 
using, to  cope w ith  stress, 154 
w om en ’s, 2 5 1 -2 5 2  

S e lf-fu lfillin g  prophecy, 102, 103 
in  the classroom , 104, 202 
in  leadership, 579 
lim its  o n , 104-105 
in  the w orkp lace , 2 0 2 -2 0 3  

Self-guides, 1 3 4 -13 6 , 3 3 1 -3 3 7 , 409, 
43 8 -44 3  

Self-handicapping, 156 
Self-knowledge: 

accuracy o f,  122 
and a ttr ib u tio n , 120-122 
q u a n tity  o f, 120 
and roles, 122-124

S e lf-m on ito ring , 146, 1 5 1 -15 2 , 2 8 7 -28 8 , 
442, 452 

Self-perception, 115, 11 7 -11 9  
and cha ritab le  g iv ing , 31 6 -31 8  
o f  m o tiva tio n , 116-117 
in  sports tra in in g , 11 5 -11 6  
See also  A ttitud es ; C ogn itive  dissonance 

Self-perception theory, 115, 314 
Self-presentation, 144-146 
Self-report cons truc t measurement, 3 7 -3 8 , 

267
Self-schemata, 125, 127, 226 
Self-stereotyping, 22 7 -22 8  
S elf-va lida tion , 460 
Sex differences. See Gender differences 
Sexism. See Gender s tereotyp ing; Prejudice

Sexual attitudes, 4 8 1 -4 8 2  
persona lity differences in , 483 

Sexual in tim acy, 4 8 3 -4 8 5  
Sexuality, 4 7 9 -4 8 5  

c u ltu ra l differences in , 479 
S im ila rity  and a ttra c tio n , 4 5 2 -4 5 7  

lik in g  s im ila r o thers, 4 5 5 -4 5 6  
and in te rac tion , 4 5 6 -4 5 7  

negative in te rac tion , 455 
positive  in te rac tion , 45 2 -45 5  

Social atroc ities, 4 6 2 -4 6 3  
Social categoriza tion , 1 7 5 -17 6 , 23 4 -24 3  

See also  In -g roup ; O u t-g ro up ; S tereotyping 
Social change, 2 5 5 -2 5 7  
Social com m itm en t n o rm  o f, 4 1 6 -4 2 0  
Social com parison theory, 31 , 32 , 118 
Social com pe tition , 256 
Social d e s irab ility  response bias, 37 
Social d ilem m a, 58 5 -59 4  

behavior in , 5 8 7 -5 8 9  
pu b lic  goods, 5 8 6 -5 8 7  
replenishable resources, 5 8 6 , 587 
types o f, 5 8 6 -5 8 9  

Social d ilem m a, solving: 
social interdependence, 590-591 
th ro u g h  iden tifica tion  w ith  others, 5 9 1 -5 9 4  
using task interdependence, 5 8 9 -5 9 0  

Social fa c ilita tio n : 
and c ro w d in g , 56 2 -56 3  
th ro u g h  d is trac tion , 5 60-561 
exp la in ing , 55 8 -55 9
through eva lua tion  apprehension, 5 5 9 -5 6 0 , 

561
ro le o f  arousal in , 5 5 7 -5 5 8 , 560 
in  the  sports arena, 561 

Social g roups, 173-177 
and the  in -g roup , 2 3 0 -2 3 5  
and in te rg ro up  re la tions, 187-188 , 

2 0 4 -2 1 2 , 598-641 
and the  o u t-g roup , 2 3 4 -2 4 5  
and the self, 2 2 7 -2 3 0  
stereotyp ing o f,  177-203 

Social iden tity , 219, 222 
accessib ility o f,  173, 2 2 5 -2 2 6 , 270 
cop ing  w ith  th rea t to , 25 7 -26 0  
and d isc rim in a tio n , 240-241 
and self-esteem, 2 2 8 -2 3 0  

Social id e n tity  theory, 173, 240 
Social influence, 19 -20  
See also  C o n fo rm ity ; M in o r ity  influence;

Obedience; Persuasion; Social fa c ilita tio n  
Social interdependence, 5 6 3 -5 6 4  

and leadership, 5 7 6 -5 8 0  
Social learn ing theory, 519 
Social loa fing , 5 6 9 -5 7 0 , 585 

See also G ro up  perform ance 
Social m o b ility , 2 5 3 -2 5 5  
Social n o rm , 3 5 4 -3 5 7  

See also N o rm s ; G ro up  norm s 
Social processes, 4 -9 ,  14 -17

See a lso  Social influence; N orm s; 
R elationships 

Social psychology: 
d e fin itio n  o f, 3 -9  
e igh t basic princip les o f, 23 
expansion o f,  14 -17 
h is to ry  o f, 9 -15  
N azism ’s influence on , 12 -14 
sc ientific  m ethod and, 4 , 5 -7  

Social roles. See Roles 
Social support, 4 0 4 , 4 7 5 -47 8  
Sports:

aggressive cues in  the  sports arena, 542 
cho k in g  under pressure: social fac ilita tio n  

in  sports arena, 561 
im ag ined performances in  tra in ing , 

115-116
Stanford p rison  experim ent, 5 8 -5 9  
Stereotypes, changing, 2 0 4 -2 1 4  

ba rrie rs to , 2 0 5 -2 0 7  
th roug h  con tact, 2 0 4 -2 0 5 , 208-211 

Stereotypes, fo rm in g , 177-194 
th a t ju s tify  inequalities, 191-194 
th rough personal experience, 180-185 
th roug h  social learn ing , 188-191 

S tereotyping, 6 9 , 9 9 ,1 7 5 -2 1 7  
effect o f  em otions on , 187-188 
ethn ic , 1 7 7 -18 0 , 183-184 
gender, 1 7 7 -17 8 , 179, 18 5 -18 7  
judgm ents based o n , 19 6 -20 4  
positive , 178 

S tim ulus a tt r ib u tio n , 277  
S torm ing  (in g roup  developm ent), 565 

See a lso  G ro up  developm ent stages 
Stress, 148, 161, 298, 543 

a llev ia ting , 154 
and persuasion, 2 9 7 -2 9 9  
in re la tionsh ips, 4 7 2 , 4 7 3 -4 7 4 , 48 6 -48 8  
See a lso  C op in g ; Threats to  self 

Subtype, 206
Superfic ial processing, 2 7 5 -2 7 9 , 522 

and action  to  a tt itu d e  inferences, 317-318 
cues fo r  v io lence o r  peace, 5 4 0 -5 4 2  
via  the expertise h euris tic , 2 7 6 -2 7 7  
and the message-length heuristic, 2 7 7 -2 7 9  

Superord inate goals, 63 0 -63 2  
Suspicion, and reduction  o f 
correspondent bias, 95 

S uperfic ia lity  vs depth, 22 , 6 8 -6 9 , 9 8 -9 9 , 
1 1 1 ,2 7 5 -2 8 7  

in  ac tiva ting  stereotypes, 196-204,
2 1 1 -2 1 3  

in  aggression, 54 0 -54 4  
in  a ttitude-behav io r l in k , 33 2 -33 7  
in  co n fo rm ity , 37 1 -37 6  
in  he lp ing, 52 2 -52 3  
in  person perception, 6 8 -6 9 , 9 8 -9 9  
in  persuasion, 2 7 5 -2 8 7  

Sym bolic pre judice, 242 
Systematic processing:
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(Systematic processing continued) 
and aggression, 5 4 2 -5 4 4 , 546 
and attitudes, 27 9 -28 4  
capacity fa c to r in fluenc ing , 2 8 5 -2 8 7  
and he lp ing, 52 3 -52 4  
influence o f  anx ie ty  on , 29 7 -29 9  
effect o f  m o tiva tio n  on , 28 3 -28 5  
and m in o r ity  v ie w p o in t, 3 8 8 -3 8 9 , 390 
and no rm ative  pressure, 4 3 4 -4 3 6  
persuasion, 27 9 -28 9  
persona lity differences in , 28 7 -28 8  
and positive  feelings, 29 4 -29 6

T a ilh ook  convention , 7 -9 ,1 9 ,  22 
Task interdependence, 5 6 3 -5 6 4  

and close re la tionsh ips, 4 6 2 , 463 
fo rm s o f, 56 7 -56 8  
and leadership, 5 7 6 -5 8 0  
and social d ilem m as, 589-591 

Teachers: 
expectations and results, 104, 202 
See also  Education 

Technology and com m unica tion , 58 3 -58 5  
“ T h a t’s n o t a ll”  technique, 41 4 -41 5  
Theory, 50 -51

consensus regard ing, 5 2 -5 3  
re p lica tion  o f,  52 
and v a lid ity , 54 

Threa ts, in  in te rg ro up  re la tions 
and c o n flic t escalation, 6 1 0 -6 1 2  
as deterrence, 61 1 -61 2  
threats to  in -g rou p , 2 4 2 -2 4 5  

Threa ts, to  self, 151-154 
a ttack ing , 154 
dow np lay ing , 152-153 
igno ring , 151-152 
sh ipp ing  o u t, 151 
to  w e ll-be ing , 14 7 -15 0  
See a lso  C oping 

T hrea ts to  in -g roup , 24 2 -24 3  
Threats to  o u t g roup, 2 4 2 -2 4 5 , 620, 621

V a lid ity  o f  research. See In te rna l va lid ity ;
E xte rna l v a lid ity ; C onstruc t v a lid ity  

Value expressive fun c tion  o f  a ttitudes. See 
Social iden tity  

V ic tim , b lam ing  the, 1 9 2 -1 9 3 , 4 2 9 -4 3 0  
V iolence and TV , 4 1 , 5 3 6 -5 3 8 , 54 7 -54 8  

and dissonance reduction , 328 
See also  Aggression

V io lence against w om en, 492

W eapons effect, 5 4 0 -5 4 2  
W omen: 

gap in  education o f,  2 2 8 ,2 5 1  
and self-esteem 2 5 1 -2 5 2  
socioem otiona l guidance, 5 7 9 -5 8 0  
and violence, 492
in  the w orkp lace , 30 , 70 , 172, 185, 207, 

389
See also  Gender differences; Gender stereo­

typ in g  
W orkplace: 

a ttr ib u tio n a l am b igu ity  in  the, 250 
co n flic t, 602, 607 
and gender stereotyp ing, 221 
love ’s in fluence in , 478 
m in o r ity  influence in  the, 38 9 -39 0  
norm s in  the, 4 0 5 -4 0 7  
physica l attractiveness in , 70 
po o r coo rd in a tio n  in , 571 
realistic c o n flic t in  the, 60 2 -60 3  
se lf- fu lfillin g  prophecy in , 20 2 -20 3  
wom en in  the, 30 , 70 , 172, 185, 2 0 7 , 389 
See also  Business


