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Attitudes and Attributes

Social Behaviour
Attributes

Attribution: The processes through which we seek to determine the causes behind others'
behavior.

Consensus: The extent to which behavior by one person is shown by others as well.

Consistency: The extent to which a given person responds in the same way to a given stimulus
across time.

Distinctiveness: The extent to which a given person reacts in the same manner to different stimuli
or situations.

Errors in Attribution/Sources of Bias
Internal source: the person attributes internal causes to behavior
External source: the person attributes external causes to behavior

Fundamental Attribution Error: The tendency to attribute others' behavior to internal causes to a
greater extent than is actually justified.

Self-Serving Bias: The tendency to attribute positive outcomes to our own traits or characteristics
(internal causes) but negative outcomes to factors beyond our control (external causes). By
attributing negative outcomes or behavior to external causes, but positive ones to internal causes,
we protect or boost our self-esteem. These attributional tendencies are known as the self-serving
bias.

Social cognition

our efforts to interpret, analyzed use information about the social
world-involves many other tasks as well.

We must enter such information into long-term memory, and be able to retrieve it at later times.
And we must be able to combine this previously stored information about others in various ways in
order to make judgments about them and predict their future actions.

It is only by accomplishing these tasks that we can make sense out of the social world in which we
live-a world that, we soon learn, is anything but simple.

False consensus effect: tendency to believe that other persons share our attitudes to a greater
extent than is true.

Magical Thinking: Thinking that makes assumptions that don't hold up to rational scrutiny.
Contagion, similarity, thinking makes it so principle.



The false consensus effect is a cognitive bias where individuals overestimate the extent to
which their own beliefs, values, opinions, or behaviors are shared by others. In other words,
people tend to assume that others think and act similarly to themselves more often than
they actually do.

Ego-Centric Bias: The false consensus effect is often driven by an ego-centric bias, where
people project their own mindset onto others. This projection leads them to believe that
their views are more common and widely held than they are in reality.

Social Influence: This bias can be reinforced by the social circles people choose to be in,
where they are surrounded by like-minded individuals. The reinforcement of similar opinions
within these groups can create the illusion that those views are universal.

Implications for Judgments and Decision-Making: The false consensus effect can impact
decision-making and interpersonal relations, as individuals may make flawed assumptions
based on what they think others believe or prefer. For example, in group projects or team
settings, someone might believe that everyone agrees with their approach without
considering differing perspective

Example of false consensus effect

Political Views: A person who holds strong political beliefs might assume that most people in
their community share those beliefs, even when evidence suggests a diverse range of
opinions

Preferences and Behaviors: If someone enjoys a particular type of movie, they might think
that most people prefer the same genre, even if it has niche appeal.

Moral Judgments: Individuals may assume that their moral or ethical standards are widely
accepted by society, leading to misunderstandings when interacting with others who hold
different values

Counterfactual Thinking

Counterfactual Thinking: The tendency to evaluate events by thinking about alternatives to them-
"What might have been."

This reasoning leads to the interesting prediction that negative outcomes that follow unusual
behavior will generate more sympathy for the persons who experience them than ones that follow
usual behavior.

Counterfactual thinking is a cognitive process in which individuals imagine alternative scenarios
and outcomes that did not happen but could have occurred. It involves mentally reconstructing
past events and considering "what if" possibilities—what could have happened if things had been
different. This type of thinking is common and can have significant impacts on emotions, decision-
making, and behavior.

Upward Counterfactuals: These involve imagining a better outcome than what actually occurred.
For example, "If | had studied more, | would have passed the exam." Upward counterfactuals often
lead to feelings of regret or disappointment but can also serve as a motivation to improve future
behavior.



Downward Counterfactuals: These involve imagining a worse outcome than what actually happer
For example, "At least | wasn't hurt in that car accident—it could have been much worse." Downw
counterfactuals can provide a sense of relief and increase satisfaction with the current situation.

Emotional Impact: Counterfactual thoughts can evoke strong emotions such as regret, guilt, or
relief. Upward counterfactuals often lead to regret but can also promote adaptive behavior by
highlighting opportunities for learning and growth. Downward counterfactuals, on the other
hand, help people appreciate what they have and cope with difficult situations.

Motivation and Behavior Change: Imagining how things could have gone differently can
encourage individuals to change their future behavior. For instance, someone who thinks, "If
only | had started exercising earlier, | would be healthier now," might be motivated to start a
fitness routine.

Problem-Solving: Counterfactual thinking allows individuals to identify factors that influenced
an outcome, aiding in better planning for future situations.

Cognitive and Social Aspects:

Cognitive Processing: Counterfactual thinking often occurs when people reflect on important or
negative events, especially those perceived as controllable or preventable. The more
unexpected or significant the event, the more likely it is to trigger counterfactual thoughts.

Social Comparisons: Counterfactual thinking can affect social perceptions and interactions. For
example, if someone narrowly misses out on a promotion, they might compare their
performance to that of their peers and wonder what they could have done differently.

potential drawback

Rumination: Excessive counterfactual thinking, especially when focused on regrets or "what
could have been," can lead to rumination and negative emotional states such as depression
or anxiety.

Self-Blame: People might overemphasize their own role in a negative outcome, leading to
excessive self-blame and decreased self-esteem.

Attitudes

Attitudes: Lasting evaluations of various aspects of the social world that are stored in memory.

Persuasion: The process through which one or more persons attempt to alter the attitudes of
one or more others.

Elaboration Likelihood Model (ELM): A cognitive model of persuasion suggesting that
persuasion can occur through distinct routes

Attitudes are psychological constructs that represent an individual's evaluation or feelings
toward a person, object, idea, or event. They are an essential part of social psychology because
they influence behavior, shape social interactions, and guide decision-making. Attitudes can be
positive, negative, or neutral and are formed through a combination of experiences, upbringing,
and social influences.



Central Route (to persuasion). Attitude change resulting from systematic processing of Information
contained in persuasive messages. This occurs when recipients find a message interesting, important, or
personally relevant and when nothing else (such as distraction or prior knowledge of the message) prevents
them from devoting careful attention to it.

Peripheral route. Perhaps the message contains something that induces positive feelings, such as a very
attractive model or a scene of breathtaking natural beauty or perhaps the source of the message is very
high in status, prestige, or credibility. Under these conditions, attitude change may occur in the absence of a

critical analysis of the contents of the message.

Forced Compliance: A situation in which we feel compelled to say or do things inconsistent with our true

mitudes attitude-discrepant behavior
Cognitive Dissonance. The state experienced by individuals when they discover inconsistency between two

attitudes they hold or between their attitudes and their behavior
Less-Leads-to-More Effect: The fact that rewards just barely sufficient to induce individuals to

state positions contrary to their own views often generate more attitude change than larger rewards

Components of attitudes

Affective Component: This refers to the emotional response or feelings toward an object or
subject. For example, feeling happy when thinking about a favorite hobby.

Behavioral Component: This is the way an attitude influences how one behaves. For instance,
avoiding certain foods because of a negative attitude toward them.

Cognitive Component: This involves the beliefs or thoughts that one holds about an object or
subject. For example, believing that exercising regularly is beneficial for health.

functions of attitudes
Knowledge Function: Attitudes help individuals make sense of their environment by providing a

framework for organizing information and experiences.

Ego-Defensive Function: Attitudes can protect self-esteem and justify actions or beliefs. For
example, someone might develop a negative attitude toward a subject they struggled with to
preserve their sense of competence.

Utilitarian Function: Attitudes can help people achieve positive outcomes or avoid negative ones,
such as favoring certain brands to fit in socially.

Value-Expressive Function: Attitudes allow individuals to express their values and beliefs. For
example, advocating for environmental conservation reflects an attitude rooted in valuing

nature.



Changing attitudes

Attitudes can change through various processes, such as:

Persuasion: The process of changing attitudes through communication, often studied through mod
like the Elaboration Likelihood Model (ELM), which describes the central (logical, deep) and periphe
(superficial, emotional) routes of persuasion.

Cognitive Dissonance: According to cognitive dissonance theory, when individuals experience a
discrepancy between their attitudes and behaviors, they may change their attitudes to reduce the
discomfort of inconsistency.

Social Influence: Attitudes can be changed by the influence of peers, social pressure, or new
information

Examples for changing behaviour

Political Attitudes: A person may hold a positive attitude toward a political party due to beliefs in
its policies and emotional connections to its ideology.

Consumer Behavior: People’s attitudes toward brands, based on past experiences or advertising,
influence their buying decisions.

Health Attitudes: Attitudes toward health practices, such as exercising or avoiding smoking, can
affect lifestyle choices.
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Prejudice and Social influence
prejudice

Prejudice refers to an unjustified or negative attitude toward an individual or group
based on their membership in a particular group. It often involves preconceived
notions that are not based on actual experience or knowledge. Prejudice can
manifest in various forms, including racial, gender, religious, or age-based biases.

Components of prejudice

Cognitive Component: The beliefs or stereotypes about a group. For example, believing that all
members of a certain ethnicity are untrustworthy.

Affective Component: The emotional reactions toward a group, such as feelings of fear, dislike, or
hostility

Behavioral Component: The tendency to act in a discriminatory manner, such as avoiding members
of a particular group or treating them unfairly.

Realistic conflict theory

Realistic Conflict Theory (RCT) is a social psychological theory that explains how intergroup
conflict arises due to competition over limited resources.

Developed by Muzafer Sherif in the 1960s, the theory posits that conflict, hostility, and prejudice
between groups often stem from real or perceived competition for tangible resources such as
jobs, land, or political power, as well as intangible ones like social status or recognition.

Competition for Limited Resources: When groups are competing for scarce resources, such as
economic opportunities, political power, or territory, conflict is likely to arise. The competition can b
real (e.g., economic competition between two communities) or perceived (e.g., one group believing tr
another group poses a threat to their cultural dominance).

Ingroup Favoritism and Outgroup Hostility: As groups compete, individuals develop a stronger sense
loyalty and solidarity within their own group (ingroup) and may view the competing group (outgroup)
with suspicion or hostility. This can result in prejudice, stereotyping, and discrimination against the
outgroup.

Zero-Sum Nature: RCT is based on the idea that many conflicts are viewed as zero-sum situations,
where one group's gain is perceived as another group's loss. This belief can exacerbate tensions and
make cooperation more difficult.

Classic Example: The Robbers Cave Experiment:

One of the most famous demonstrations of Realistic Conflict Theory was Sherif's Robbers Cave
Experiment conducted in 1954. The study involved 22 boys at a summer camp, who were split into tw
groups and initially kept apart to foster group identity. When the groups were introduced to each
other, competition was created through activities like tug-of-war and baseball games, where only one
group could win prizes.



Practices and application of RCT

Applications and Implications of Realistic Conflict Theory:

Understanding Social and Political Tensions: RCT helps explain real-world situations where groups
experience conflict due to competition for resources. For example, ethnic conflicts, political
rivalries, or class struggles often have roots in competition for limited opportunities or power

Prejudice and Discrimination: The theory sheds light on how economic and social competition can
lead to increased prejudice. For example, during economic downturns, people may express more
negative attitudes toward immigrants or minority groups perceived as competitors for jobs.

Conflict Resolution: RCT suggests that reducing intergroup conflict requires changing the
competitive environment. This can be done by:

Creating Superordinate Goals: Encouraging groups to work together on shared objectives that
benefit everyone can help reduce tension and foster cooperation.

Promoting Interdependence: Strategies that highlight mutual dependence between groups can
shift perceptions from competition to collaboration.

Resource Allocation: Ensuring fair and equitable distribution of resources can help mitigate
perceived or real competition and reduce intergroup hostility.

Social Categorization: Our tendency to divide the social world into two distinct
categories: "us" and "them." To simplify the social world and the massive amount of
information that bombards use every day, we automatically place individuals into
cognitive ccategories such as male or female friendly or hostile, adult or child

Cognitive Sources of Prejudice: The Role of Stereotypes

Stereotypes. These are cognitive frameworks consisting of knowledge and beliefs abo
specific social groups frameworks suggesting that by and large, all member of these
groups possess certain traits, at least to a

degree. stereotypes exert strong effects on the ways in which we process social
information. For instance, information relevant to a particular stereotype is processe
more quickly than information unrelated to it. Similarly, stereotypes lead us to pay
attention to specific types of information-usually information consistent ith the
stereotypes. And when information inconsistent with stereotypes does manage to en
consciousness. may be actively refuted or simply denied



Here are some common types of stereotypes:

1. Racial and Ethnic Stereotypes

Definition: Generalized beliefs about the characteristics of individuals based on their race or
ethnicity.

Examples: Believing that certain races are more athletic or that certain ethnic groups are more
academically inclined.

2. Gender Stereotypes

Definition: Assumptions about the roles, abilities, and behaviors of individuals based on their gender.
Examples: The belief that women are more nurturing and emotional, while men are more aggressive
and assertive.

3. Age Stereotypes

Definition: Simplified beliefs about people based on their age group.

Examples: Thinking that older adults are less capable of learning new technologies or that teenagers
are rebellious and irresponsible

4. Occupational Stereotypes
Definition: Generalizations about people based on their job or profession.
Examples: Assuming that all lawyers are manipulative or that teachers are always patient and kind

5. Cultural Stereotypes

Definition: Stereotypes related to the cultural practices and norms of a particular group.
Examples: Believing that people from a certain country are always hospitable or that a specific
cultural group is less punctual.

6. Religious Stereotypes

Definition: Oversimplified beliefs about individuals based on their religion or religious practices.
Examples: Assuming that followers of a particular religion are extremist or that members of another
religion are overly conservative.

7. Socioeconomic Stereotypes

Definition: Stereotypes based on an individual’s perceived social or economic status.
Examples: Believing that wealthy people are arrogant or that people from lower socioeconomic
backgrounds are less educated.

8. Sexual Orientation Stereotypes

Definition: Preconceived ideas about individuals based on their sexual orientation.

Examples: Assuming that gay men are more fashion-conscious or that lesbians are more masculine.
9. Ability/Disability Stereotypes

Definition: Generalizations about individuals based on whether they have a physical or mental
disability.

Examples: Believing that people with disabilities are less competent or that they are always inspiring
heroes.

10. Nationality Stereotypes
Definition: Assumptions made about people based on their country of origin.
Examples: Thinking that people from a specific country are more friendly, rude, or hardworking.



challenging prejudice
Breaking the cycle of prejudice: learning not to hate

Understanding Prejudice: Prejudice involves negative attitudes or feelings toward a person based
solely on their membership in a particular group. This learned behavior is often perpetuated througt
social and cultural norms.

Reducing Prejudice: To challenge prejudice, it is essential to foster an environment that encourages
empathy, understanding, and open-mindedness. This involves education, awareness, and promoting
positive interactions among diverse groups.

Interventions: Programs that promote diversity, empathy training, and inclusive policies can help
individuals unlearn prejudiced attitudes and reduce stereotypes.

Direct Intergroup Contact: The Potential Benefits of Becoming Acquainted

Direct intergroup contact refers to interactions between members of different social, racial, or cultu
groups.

Benefits:

Reduces Stereotypes: Face-to-face interactions allow individuals to see members of different group
as unique individuals, challenging existing stereotypes.

Promotes Empathy: Through interaction, people can develop greater empathy and understanding of
other perspectives.

Fosters Cooperation: Working together on common goals can build trust and reduce hostility betwee
groups.

Contact hypothesis

Explanation: The contact hypothesis suggests that increased contact between members
of different social groups can reduce prejudice and improve intergroup relations.

Key Conditions for Success:

Equal Status: The individuals involved must have equal status during the contact.
Common Goals: The groups should work toward shared objectives.

Intergroup Cooperation: Cooperation, rather than competition, should be encouraged.
Support from Authority: Institutional and social support for intergroup interaction
should be present.

Outcome: When these conditions are met, prejudice is more likely to decrease, fostering
better relationships between groups.

Recategorization

Definition: Recategorization is a technique used to reduce prejudice by redefining the
boundaries between "us" and "them" to create a more inclusive "we."

Process:

Shifting Group Boundaries: Encouraging individuals to view members of previously
excluded groups as part of their in-group.

Outcome: Reduces out-group bias and promotes a sense of shared identity, leading to
reduced prejudice.

Examples: Programs that emphasize shared national identity or common human values can
effectively shift perceptions from a divided "us vs. them" to an inclusive "we."



Sexism

Definition: Sexism is a form of prejudice or discrimination based on an individual's gender,
often directed against women.

Manifestations:

Stereotypical Roles: The belief that women are suited only for certain roles (e.g., caregiving)
that men must adhere to traditional masculine behaviors.

Discriminatory Practices: Bias in hiring, unequal pay, and limited opportunities for career
advancement.

Glass ceiling

Definition: The "glass ceiling" is an invisible barrier within an organization that prevents
women and other marginalized groups from reaching top leadership positions, despite
being qualified.

Implications:

Career Advancement: Women may face systemic obstacles that limit their professional
growth.

Organizational Culture: The glass ceiling is often supported by underlying biases,
stereotypes, and organizational structures that hinder the promotion of women to high-
level roles.

Breaking the Barrier: Addressing the glass ceiling requires policy changes, active promotion
of diversity and inclusion, mentorship programs, and changes in workplace culture to
support gender equality.

Social influence

The efforts by one or more individuals to change the attitudes or behavior of one or more
others. It encompasses various methods through which individuals can be persuaded,
motivated, or coerced into certain behaviors or beliefs.

Conformity

Definition: A type of social influence where individuals change their attitudes or behavior
to align with existing social norms.

Social Norms: These are the unspoken rules that indicate how individuals should behave in
specific situations. They can guide behavior subtly or exert strong pressure to conform.

Social norms

Social Norms: These are the unspoken rules that indicate how individuals should behave in
specific situations. They can guide behavior subtly or exert strong pressure to conform.



Compliance

A form of social influence where individuals agree to direct requests from one or more
others, even if they may not agree internally.

Techniques for Gaining Compliance:

Ingratiation: This involves efforts to make others like us, thereby making them

more inclined to comply with our requests. Common methods include giving
compliments, showing interest, and being agreeable.

Foot-in-the-Door Technique: In this approach, gaining compliance to a small
request first increases the likelihood that the individual will agree to a larger
request later.

Door-in-the-Face Technique: This strategy involves starting with a large request
that is likely to be rejected, followed by a smaller, more reasonable request. The
contrast makes the second request seem more acceptable.

That's-Not-All Technique: Here, an additional small incentive or bonus is offered
before the target person can agree to or reject the initial request. This unexpected
addition makes the offer more appealing and increases compliance.
Elxgartn )les for techniques for gaining compliance
. Ingratiation
Example: A salesperson might start a conversation with a customer by
complimenting their taste in clothing or showing interest in their preferences. By
building rapport and making the customer feel good, the salesperson increases the
likelihood that the customer will make a purchase or agree to a product
demonstration.

2. Foot-in-the-Door Technique

Example: A charity representative first asks someone to sign a petition supporting a
cause (a small request). Later, they return and ask the same person to make a
donation to the charity (a larger request). Since the individual has already agreed to
the initial request, they are more likely to comply with the larger one.

Example 2: A friend asks to borrow a small item, like a pen. Once you agree, they then
ask to borrow something bigger, such as a book or money.

3. Door-in-the-Face Technique

Example: A student asks their parents for a large sum of money to buy an expensive
item (e.g., a high-end laptop), knowing that it will be refused. They then follow up by
asking for a smaller amount for a more reasonable item (e.g., a basic laptop or tablet).
The parents are more likely to agree to the smaller request because it seems more
reasonable in comparison.

Example 2: A non-profit organization asks people to volunteer 10 hours a week for a
community project. When most refuse, the organization follows up by asking for a
smaller commitment of 1 hour per week. People are more likely to comply with the
smaller request after rejecting the larger one.



4. That’s-Not-All Technique

Example: A TV infomercial advertises a kitchen appliance for $49.99 and,
before the viewer can make a decision, adds “But that’s not all! If you call
within the next 30 minutes, you’ll also receive a free set of knives!” The added
incentive makes the initial offer seem more appealing and increases the
likelihood of purchase.

Example 2: A bakery offers a cupcake for $3 and, before the customer can
decide, says, “We’ll throw in a free cookie as well!” This unexpected bonus
encourages the customer to make the purchase.

5. Low-Ball Technique

Example: A car dealership advertises a car at an attractive price. When a
customer arrives and agrees to buy the car at that price, the salesperson may
"discover" additional costs or fees that raise the price. The customer, having
already committed mentally to buying the car, often agrees to the higher price.
Example 2: A phone company advertises a low monthly rate for a phone plan.
Once a customer shows interest and begins signing up, additional charges such
as fees for data overage or activation are added, making the total cost higher.
The customer is more likely to comply because they have already decided to
switch plans.

Obedience - Social influence by demands

Obedience is a type of social influence where individuals follow direct
commands or orders from an authority figure. This behavior is often driven
by the perceived power or legitimacy of the person giving the orders, leading
to compliance even when the requested actions may conflict with personal
beliefs or moral principles

Authority: The person giving the orders is usually seen as having legitimate
power or expertise. This perception enhances the likelihood of compliance.

Direct Orders: Unlike other forms of social influence like conformity or
compliance, obedience involves following explicit instructions.

Pressure to Obey: Individuals may feel compelled to obey due to social,
cultural, or situational pressures, even if they are reluctant.



Destructive Obedience : The MILGRAM Experiment

Milgram's Obedience Experiment (1960s):
Overview: Psychologist Stanley Milgram conducted experiments to
investigate how far people would go in obeying an authority figure, even if it

involved harming another person.

Method: Participants were instructed to administer electric shocks of
increasing intensity to a "learner" (an actor) whenever the learner made a
mistake. The shocks were fake, but the participants believed they were real.

Findings: A significant number of participants continued to administer shocks,
even to the highest voltage, despite hearing the learner’s simulated pain and
protests. This highlighted the powerful effect of obedience to authority.

Real life examples

Military Orders: Soldiers are trained to obey commands from superior officers, even in
high-stress or dangerous situations. This obedience is necessary for coordinated action but
can lead to ethical dilemmas if the orders are morally questionable.

Workplace Hierarchies: Employees often follow directives from supervisors or managers,
sometimes completing tasks they may not agree with to maintain their job or meet
company goals

Historical Events: Obedience has played a significant role in events such as the Holocaust,
where individuals followed orders that led to atrocities. This demonstrates how authority
can override personal morals.

Implications of Obedience:

Positive Outcomes: Obedience is essential for the functioning of society, such as in
law enforcement, education, and structured organizations.

Negative Outcomes: Blind obedience can lead to harmful consequences, where
individuals commit unethical or dangerous acts simply because they were ordered to
do so.



Pro Social Behaviour

Actions that benefit others without necessarily providing any direct benefit to the
individuals who perform them. This includes acts of kindness, sharing, volunteering,
and helping others in need.

Assisting someone who has been in an accident or calling for emergency services
when witnessing a medical crisis are immediate and impactful examples of
prosocial behavior.

Theories Explaining Prosocial Behavior

Empathy-Altruism Hypothesis

Explanation: This hypothesis suggests that when we see someone in need, we often
experience empathy — the ability to understand and share the feelings of others. This
empathetic response can motivate us to help that person purely out of an unselfish
desire to reduce their distress.

Example: If you see a stranger struggling to carry heavy bags and you feel their
discomfort, you may be motivated to help them without expecting any reward.

Negative State Relief Hypothesis

Explanation: This theory proposes that people sometimes help others to alleviate their
own negative emotions. Witnessing someone in distress can evoke feelings of sadness
or discomfort, and helping that person can provide relief from those feelings.

Example: If you feel upset after seeing a person who is homeless, you might be
motivated to donate money or provide food, not only to help them but also to reduce
your own feelings of sadness.

Genetic Determinism Hypothesis

Explanation: This view suggests that we are more likely to help individuals who are
similar or related to us because doing so increases the chances of our genetic material,
or related genes, being passed on to future generations. This behavior is thought to be
an evolutionary strategy for ensuring the survival of one's genetic line.

Example: People are often more inclined to help family members or close relatives in
times of crisis compared to strangers. Similarly, we might feel a stronger drive to assist

those who share cultural or ethnic similarities with us.
Empathy-Altruism Hypothesis emphasizes selfless motives driven by empathy.

Negative State Relief Hypothesis highlights helping as a way to alleviate personal
discomfort.

Genetic Determinism Hypothesis points to evolutionary advantages for helping
those with shared genes or traits.



factors affecting prosocial behavior,
Bystander Effect

The tendency for individuals to be less likely to help someone in need when
there are other people around. The more bystanders present, the less personal
responsibility individuals feel to intervene.

Explanation: People assume that others will take action, or they may fear social
judgment or danger. This diffusion of responsibility reduces the likelihood of
intervention in emergencies.

Example: If a person collapses on a busy street, bystanders may not help
because they believe someone else will step in or that the situation is being

handled.
Mood and Helping Behavior

Our current mood can strongly influence our likelihood of helping others. However, the direction
of this influence depends on the circumstances:

Good Mood: People in a positive mood are often more inclined to help because they want to
maintain their good feelings or share their happiness with others.

Bad Mood: Interestingly, people in a bad mood may also be more likely to help, as helping can
serve as a way to relieve negative feelings (e.g., through Negative State Relief). However, in some
cases, a bad mood may reduce helping behavior if people are focused on their own distress.

Example: A person might donate money to charity after receiving good news or, alternatively,
help a colleague if they are feeling down and want to "do something good" to feel better.

Reactions to Being Helped -Overhelping

Offering help when it is not needed, potentially making the person receiving help feel
incompetent or undermining their ability to perform tasks independently.

Impact: While the helper may have good intentions, overhelping can be counterproductive, as it
might diminish the self-esteem of the person receiving the help.

Example: A manager who constantly gives unsolicited advice to a capable employee might make
them feel that they are not trusted to do their job, leading to frustration or a sense of
incompetence.

Helping for Benefits
Helping others with the expectation of receiving something in return, whether it be
a favor, social recognition, or a sense of personal gain.

Impact: While this behavior may still benefit the recipient, the motivation behind
the help is more self-interested rather than altruistic.

Example: Someone might volunteer for a charitable event to gain social status or
network with influential people, rather than purely out of compassion for the cause.



Attraction And Love@W®¥

Attraction and love are fundamental emotional experiences in human
relationships, but they differ in terms of intensity, nature, and underlying
psychological processes.

Attraction

Attraction refers to the feeling of being drawn toward someone, often based on physical,
emotional, or social factors. It can develop into deeper emotional connections or remain as a
superficial feeling of liking someone.

Types of Attraction
Physical Attraction

Definition: The appeal one person has for another based on physical appearance.
Influences: Symmetry, facial features, body type, and other aesthetic qualities can all play a
role in physical attraction.

Example: Feeling attracted to someone because of their smile, posture, or overall
appearance.

Emotional Attraction

Definition: A feeling of connection to another person based on shared emotions,
personality traits, or values.

Example: Being drawn to someone because of their kindness, humor, or intelligence, which
creates a sense of emotional intimacy.

Social Attraction

Definition: The appeal of someone based on their social qualities, such as status,
personality, and ability to connect with others.

Example: Being attracted to someone because they are confident, have an interesting social
life, or share similar social interests.

Sexual Attraction

Definition: The desire to engage in sexual activity with someone, which can be independent
of emotional or romantic feelings.

Example: Feeling a strong physical desire to be intimate with someone, often driven by
chemistry or biological impulses.

Factors influencing Attraction

@Proximity: People are more likely to develop attraction to those they encounter frequently.
The mere exposure effect suggests that familiarity breeds liking.

@sSimilarity: We are more attracted to people who share similar values, interests, and beliefs.
Reciprocal Liking: We tend to be attracted to people who express interest in us.

@Physical Appearance: Research shows that physical attraction plays a significant role in
initial attraction, although this can change as deeper emotional connections form.



Love

Love is a complex, deep emotional experience that involves attachment, affection, and cal
another person. It can evolve from initial attraction and take different forms over time.

Types of Love -Sternberg’s Triangular Theory of Love

Psychologist Robert Sternberg proposed a model of love based on three key
components: intimacy, passion, and commitment.

Intimacy: The emotional closeness, bonding, and feelings of connection
between individuals.

Example: Sharing personal thoughts, experiences, and feelings with someone
you deeply trust.

Passion: The physical and sexual attraction, excitement, and desire between
individuals.

Example: The intense feelings of excitement and attraction that come with a
new relationship or romantic involvement.

Commitment: The decision to maintain a long-term relationship, often
involving both emotional and practical factors like shared goals, loyalty, and
support.

Example: Choosing to stay committed to a partner through challenges,
planning a future together.
Based on these components, Sternberg identified various forms of love:

Liking: High intimacy, but low passion and commitment (e.g., close friendships).
Infatuation: High passion, but low intimacy and commitment (e.g., a "crush").
Empty Love: High commitment, but low intimacy and passion (e.g., a
relationship that has lost its emotional or physical connection).

Romantic Love: High passion and intimacy, but low commitment (e.g., a
relationship that feels deep but isn’t necessarily long-term).

Companionate Love: High intimacy and commitment, but low passion (e.g., a
long-term friendship or marriage where passion has diminished).

Fatuous Love: High passion and commitment, but low intimacy (e.g., whirlwind
romance).

Consummate Love: High levels of intimacy, passion, and commitment (often
seen as the

ideal form of love).



Factors Influencing Love

Attachment Style: Based on early experiences with caregivers, attachment
styles (secure, anxious, avoidant) influence how individuals approach and
experience love.

Secure Attachment: People with secure attachment styles tend to have
healthier, more stable relationships.

Anxious or Avoidant Attachment: These individuals may struggle with trust,
dependency, or intimacy in romantic relationships.

Social and Cultural Factors: Societal norms, family expectations, and cultural
background can impact how people experience and express love.

Example: In some cultures, arranged marriages are more common, where love
develops after marriage through shared experiences.

Biological and Hormonal Influences: Hormones like oxytocin (the "love
hormone") and dopamine (linked to pleasure) play key roles in the feelings of
love and attachment.

Example: The initial stages of love often activate the brain's reward system,
creating a sense of euphoria and bonding.

Time and Shared Experiences: Long-term relationships often deepen in love
through shared experiences, challenges, and the building of trust and
commitment.

Example: Couples who have been together for many years may experience a
shift from intense passion to a deeper sense of companionship and
commitment.

Difference between Attraction and Love

Attraction is often initial and based on physical or social appeal, while love is
deeper and involves emotional commitment and connection.

Attraction can fade quickly if not supported by deeper emotional bonds, but
love tends to deepen and evolve over time, often becoming less about physical
attraction and more about emotional connection and shared life experiences.

Attraction is the initial phase where we feel drawn to others, influenced by physical, emotional, or
social factors.

Love is a complex, multi-faceted emotional bond that evolves from attraction and involves
intimacy, passion, and commitment.

Both attraction and love are influenced by a variety of psychological, social, and biological factors
which shape how we form and maintain relationships over time.



Breaking Up

A breakup occurs when two individuals decide to end their romantic relationship, often due
to dissatisfaction, conflict, or changing personal needs. While breakups can happen for
various reasons, they typically involve emotional pain and a sense of loss for both parties.

Reasons for Breakups
@Communication Problems: Poor communication, misunderstandings, or failure to
address issues can create friction and distance in a relationship.

Example: Partners may stop sharing their feelings or needs, leading to frustration or
feelings of neglect.

@Infidelity: One partner may cheat, leading to a breakdown of trust and a sense of betrayal
that is often irreparable for the other person.

Example: Discovering that your partner has been unfaithful can cause immense emotional
pain and destroy the foundation of trust.

@Growing Apart: Over time, people can change, and sometimes partners no longer share
common values, interests, or goals, leading them to drift apart.

Example: After years of being together, one person might pursue a career change or
develop new interests that make them feel less connected to their partner.

@®Lack of Commitment: If one or both partners are not fully invested in the relationship, it
may eventually break down. A lack of effort or commitment can lead to dissatisfaction.

Example: One partner may not prioritize the relationship, which can lead the other to feel
unappreciated and disconnected.

@cExternal Stressors: External factors, such as financial difficulties, long-distance
relationships, or pressure from family and friends, can strain a romantic relationship to the
point of breaking up.

Example: A long-distance relationship may cause emotional exhaustion if the partners are
unable to maintain regular communication or spend time together.
Emotional Impact of a Breakup

@Grief and Loss: A breakup can feel like the loss of a loved one, leading to sadness, anger,
or feelings of rejection.

@!dentity Crisis: People may struggle with their identity, especially if they’ve beenin a
long-term relationship and have defined themselves in terms of their partner.

Relief and Freedom: In some cases, individuals may feel a sense of relief or liberation after
ending a relationship, especially if it was unhealthy or unsatisfying



Coping with Breakups

@Emotional Support: Leaning on friends, family, or a therapist can help individuals
process their feelings and navigate the healing process.

@self-Care: Engaging in self-care activities (such as exercising, spending time with loved
ones, or pursuing hobbies) can help someone regain confidence and emotional stability.
@Time and Distance: Over time, distance from the relationship and focusing on personal
growth often helps individuals heal and eventually move forward.

[ ] PR
Fading of love«
The fading of love occurs when the intensity of romantic feelings diminishes over time.
While the love may not disappear entirely, it can become less passionate or emotionally

intense. This gradual process can happen in any type of romantic relationship, from long-
term partnerships to short-lived romances.

Reasons for fading of love

@®Loss of Passion: The intense physical attraction and excitement that often characterize
the early stages of a relationship can fade as the novelty wears off.

Example: Over time, the initial sexual attraction or desire may diminish as partners
become more familiar with each other.

@®Routine and Familiarity: Relationships that fall into a routine can become predictable,
leading to a lack of excitement or spontaneity, which may cause feelings of stagnation or
boredom.

Example: A couple who has been together for many years may struggle to find new
activities or experiences to keep the relationship fresh and engaging.

@®Unresolved Conflict: Persistent unresolved issues or conflict can erode affection and
emotional connection between partners. If arguments or disagreements are not
addressed, they can accumulate and weaken the relationship.

Example: A couple who frequently argues about finances or parenting may experience
diminishing affection over time.

@Changes in Priorities: As life circumstances change (e.g., career changes, parenthood,
aging), partners may find that their goals or interests no longer align, leading to a decline
in romantic feelings.

Example: One partner may want to travel and explore the world, while the other may
prefer to stay home, leading to a growing emotional distance.

@cmotional or Physical Distance: Lack of emotional intimacy or physical affection can
lead to a gradual detachment between partners.



Emotional or Physical Distance: Lack of emotional intimacy or physical affection can
lead to a gradual detachment between partners.

Example: A couple may stop engaging in meaningful conversations or physical touch,
which can lead to feelings of loneliness or disconnection.

@cxternal Influences: Family issues, career demands, or personal stress can
sometimes overwhelm the relationship, causing partners to become emotionally
distracted or distant.

Example: One partner may be consumed with work, leaving the other feeling
neglected and unimportant.

Signs of love fading

@Lack of Effort: Partners stop making efforts to please each other or show
affection.

@®Reduced Intimacy: Emotional and physical intimacy begins to diminish, leading to
feelings of alienation.

@Communication Breakdown: Partners may stop sharing thoughts, feelings, and
experiences, leading to emotional disconnection.

@®Growing Resentment: Small annoyances or unresolved issues may build up over
time, leading to negative feelings or resentment.

Coping with the fading of love

@Reigniting Passion: Couples can try new activities, travel, or explore each other’s
interests to reignite the excitement and passion in the relationship.
@Communication: Open, honest communication about needs, feelings, and
expectations can help partners reconnect emotionally.

@Therapy: Couples therapy can be a helpful tool for addressing underlying issues,
improving communication, and rekindling the relationship.

Breaking Up typically happens when emotional, physical, or relational issues lead
one or both partners to decide to end the relationship. It can result from factors
such as poor communication, infidelity, growing apart, or external stressors.

Fading of Love refers to the gradual decline in emotional and physical intensity in a
relationship. It may occur due to a lack of passion, routine, unresolved conflict, or
external pressures.






