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The final three option chapters, as well as the answers to all assessment check, research in focus and strengthen your learning questions, can be found online here: www.hoddereducation.co.uk/aqa-alevel-psychology-options





Introduction


This book is aimed specifically at those students studying the AQA Psychology A-level specifications, though hopefully it will prove of interest and use to any student of psychology.

The book details the course content as outlined by the AQA specifications, but should also serve as a learning aid in itself and not just be a basic textbook. To create ease of use, there is a standard format throughout the book, with the features designed specifically to help you with your studies.

The book is divided into 17 chapters (three of which: Cognition and development, Eating behaviour, and Addiction, are only accessible online). These chapters contain the requirements for the A-level course. Within these chapters is the basic text that describes the relevant theories and explanation required by the specifications, alongside the following regular features, which require some further explanation in order for you to understand and get the most from them.


Features
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Understanding the specification

Found at the beginning of each chapter, this feature details the specific elements of topics that need to be studied.

[image: ]






[image: ]

IN THE NEWS

Written in the style of a newspaper story, this feature highlights topical news items that illustrate central psychological themes of the topics being discussed.
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KEY TERMS

Concise and clear explanations of significant words and words associated with each topic. Key terms are highlighted within the text in the first instance and then fully explained and detailed within the text itself.
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Evaluation

This regular feature can be found after a research section and at the conclusion of explanations/theories and consists of general evaluative and analytical points.
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RESEARCH IN FOCUS

Using examples from the text, this feature gets you to focus on methodological aspects of research studies (how studies are carried out) and asks relevant questions to assist learning and understanding. It will often be a good idea to reference material in Chapter 8 (Research methods) to get the most out of this feature.
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YOU ARE THE RESEARCHER

This feature also focuses upon research methods, but this time from the viewpoint of the design of psychological studies. This will help to foster a greater understanding of why and how psychologists conduct research and help you to develop the necessary skills to plan your own research.
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On the web

Take your learning and curiosity further by using this feature, which directs you to websites that provide a wealth of further information.
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CLASSIC RESEARCH

As the title suggests, this feature focuses on famous psychological studies, taking you in some detail through the thinking behind such studies, as well as the aims, procedure, findings, conclusions and evaluation.
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CONTEMPORARY RESEARCH

Similar in focus and presentation to the classic research feature, but this time featuring more recent cutting-edge research, providing an up-to-date account of the subject.
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Increase your knowledge

A feature that provides extra learning material to form a useful and relevant source of elaboration for those who wish to take their learning a little further.

[image: ]






[image: ]

PSYCHOLOGY IN THE REAL WORLD

An occasional feature focusing upon practical applications of psychology that shows its usefulness within real-world settings and which will help to form a valuable source of AO3 evaluative material.
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STRENGTHEN YOUR LEARNING

Found at the end of each element of a topic, this feature is designed to help you focus upon and appraise the material covered within the text. Acting as a form of comprehension exercise, the questions can be used as a means of revision before attempting the questions found at the end of each topic.
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Assessment check

This feature consists of a variety of questions to help you with your studies.
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SUMMARY

Each chapter concludes with a bullet-pointed review of the main points covered within the chapter.
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Assessment checks


Examination skills

The AQA examinations assess three examination skills. These are Assessment Objective 1 [AO1], Assessment Objective 2 [AO2] and Assessment Objective 3 [AO3].

AO1 assesses level of knowledge and understanding by asking candidates to demonstrate knowledge and understanding of scientific ideas, processes, techniques and procedures, such as by outlining and describing relevant theories/explanations and research studies.

AO2 requires students to apply knowledge and understanding of scientific ideas, processes, techniques and procedures, such as by providing students with some stimulus material and then asking them to apply their psychological knowledge to that material.

AO3 requires students to analyse, interpret and evaluate scientific information, ideas and evidence, such as by assessing the worth and meaning of theories/explanations. For example, by a consideration of what research findings suggest, support/lack of support from other research sources, methodological criticisms, relevant ethical points, as well as practical applications and implications of research.

The assessment check feature presents questions. There are several types of such questions you can be faced with.


	1  ‘Choice’ questions require you to select from options provided to complete the answer, for example, see question 1 on page 232 in Chapter 5 Approaches in Psychology.

	2  ‘Scenario’ questions describe a situation based on a topic area. Knowledge of that topic area must then be applied to the scenario, for example, see question 3 on page 420 in Chapter 9 Relationships.

	3  ‘Short answer’ questions require specific answers, with elaboration (detail) needed to show fuller understanding, for example, see question 5 on page 420 in Chapter 9 Relationships.

	4  ‘Methodology’ questions are based upon research studies associated with topic areas. Knowledge of methodology must then be applied, for example, see question 2 on page 242 in Chapter 5 Approaches in Psychology. Some of these questions will require mathematical skills in order to be successfully answered, for example, see question 2 on page 406 in Chapter 9 Relationships.

	5  Extended writing questions for the A-level qualification will never be worth more than 16 marks. These may be in the form of ‘outline and evaluate’, for instance of an explanation or theory, for example, see question 5 on page 449 in Chapter 10 Gender.
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1 Social psychology: social influences



Introduction

Social psychology studies how people’s thoughts, feelings and behaviour are affected by the presence of others. Focus can either be upon how others affect an individual or upon group interactions. The social psychology topic looked at here is that of social influence – how individuals affect and are affected by others. Several areas of social influence are focused upon:


	•  Majority influence (types of conformity, explanations for conformity, variables affecting conformity and conformity to social roles)

	•  Obedience (explanations for obedience, situational variables affecting obedience and dispositional explanations for obedience)

	•  Explanations of resistance to social influence

	•  Minority influence

	•  The role of social influence processes in social change.
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Understanding the specification


	•  Internalisation, identification and compliance are types of conformity students must have knowledge of; they are referred to directly in the specification.

	•  Informational and normative social influences are also referred to directly as explanations of conformity and so again must be studied.

	•  A knowledge of conformity to social roles is additionally required, including the research of Zimbardo into this area.

	•  Another area to be studied is that of explanations for obedience, including the agentic state and legitimacy of authority. Situational variables affecting obedience will also need to be studied, including proximity, location and uniform. There will be a requirement to have knowledge of the research of Stanley Milgram and others to achieve this. There is an additional requirement to study the dispositional explanation of the authoritarian personality.

	•  Students are required to be able to explain resistance to social influence, especially social support and locus of control, as they are referred to specifically.

	•  Minority influence is another required area of study, which must include focus upon consistency, commitment and flexibility.

	•  Finally, a knowledge of the role of social influence processes in social change is required.



These are the basic requirements of the specification. However, other relevant material is included to provide depth and detail to your understanding.
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IN THE NEWS

The Psychological Enquirer

Pirates of independence


[image: ]


[image: ]

In November 2011 the press reported on Jean Jülich, who had died aged 82. He was one of the last surviving Edelweiss Pirates – working-class German teenagers who resisted the Nazis during the Second World War. Distinctive by their long hair, checked shirts, Edelweiss badges and their love of jazz music, by 1944 5,000 ‘Pirates’ were living as outlaws in bombed-out cities throughout Germany.

Throughout the war Jean and his friends, both male and female, provided food and shelter to concentration camp escapees, fugitive Jews and German army deserters. They attacked Hitler Youth patrols, derailed ammunition trains, vandalised weapons factories and sabotaged machinery.

Jean was arrested at age 15, held in solitary confinement and tortured for four months. His 16-year-old friend, Barthel Schink, was hanged with 11 other Pirates, in public, without trial, on orders from Heinrich Himmler. Jean survived beatings, starvation and typhus in a concentration camp until he was freed by American troops in 1945.

One explanation at the time for the atrocities committed by the Nazis in the Second World War, such as the extermination of Jewish people and Gypsies, was that Germans had a ‘personality defect’ that led them to unquestioningly obey and commit such horrific acts. However, the bravery of Jean and the Edelweiss Pirates in opposing the Nazis shows this to be untrue, and that blind obedience wasn’t the response of all Germans; indeed, there were groups of Pirates in most German cities. This goes against the dispositional explanation of obedience – that it was the internal characteristics of Germans which made them so obedient. Stanley Milgram’s famous study suggested instead that it is situational factors – aspects of the environment – that lead to such behaviour. An element of normative social influence can also be seen in the hairstyle, clothing and music that the Pirates conformed to. The actions of the teenagers also highlight how social influence can be resisted. Indeed, it is heartening to realise that obedience with such destructive consequences can be resisted and that we are not doomed to commit immoral acts against our free will. However, the actions of the Pirates weren’t appreciated. Due to their non-conformist nature, the conquering forces refused to recognise or reward their actions, and it wasn’t until 2005 that their actions against the Nazis were no longer officially seen as criminal acts.
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ON THE WEB

Want to know more about the Edelweiss Pirates and their resistance to the Nazis’ attempts to control German society? Then go to:

www.raoulwallenberg.net/saviors/others/edelweiss-pirates-story/
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1.1 Types of conformity


Conformity (majority influence)


‘No man is an island, entire of itself, every man is a piece of the continent, a part of the main.’

John Dunne (1624)




‘We are half ruined by conformity, but we would be wholly ruined without it.’

Charles Dudley Warner (1896)



Conformity is defined as yielding to group pressure. Conformity occurs when an individual’s behaviour and/or beliefs are influenced by a larger group of people, which is why conformity is also known as majority influence. When conformity reduces a person’s independence and leads to harmful outcomes, it can be a negative force. Generally though, conformity has positive outcomes, helping society to function smoothly and predictably. Much human activity is socially based, occurring in groups, so there is a need for individuals to agree in order for groups to form and operate efficiently. Conformity helps this process; by conforming we can make it easier to get along with each other.

Kelman (1958) made reference to three types of conformity, which vary in the amount to which they affect an individual’s belief system.


	1  Compliance – occurs when individuals adjust their behaviour and opinions to those of a group to be accepted or avoid disapproval. Compliance therefore occurs due to a desire to fit in and involves public, but not private, acceptance of a group’s behaviour and attitudes. It is a fairly weak and temporary form of conformity, only shown in the presence of the group. For example, you may claim to support a certain football team, because many others of your age group do and you want to be accepted and not ridiculed by them. However, privately you may have little interest in this team, or indeed football at all.

	2  Identification – occurs when individuals adjust their behaviour and opinions to those of a group, because membership of that group is desirable. This is a stronger type of conformity, involving private as well as public acceptance, but is generally temporary and is not maintained when individuals leave the group. For example, in the army you may adopt the behaviour and beliefs of fellow soldiers, but on leaving the army for civilian life, new behaviours and opinions will be adopted.

	3  Internalisation – (also known as true conformity) occurs when individuals genuinely adjust their behaviour and opinions to those of a group. This involves individuals being exposed to the belief systems of others and having to decide what they truly believe in. If a group’s beliefs are seen as correct, it will lead to public and private acceptance of the group’s behaviour and opinions, which will not be dependent on the presence of the group or group membership for maintenance. For example, if you are influenced by a group’s religious beliefs so that you truly convert to that faith, then your new religious way of life will continue without the presence or influence of the group. (Internalisation can also occur through minority influence, see page 41.)
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1.2 Explanations for conformity

Explanations for conformity are an identification of the reasons why people conform.

Deutsch and Gerard (1955) distinguished between informational social influence (ISI) and normative social influence (NSI). This distinction, they believed, was crucial to understanding majority group influence.
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STRENGTHEN YOUR LEARNING


	  1  What is meant by conformity (majority influence)?

	  2  What type of conformity involves public, but not private, acceptance of a group’s behaviour and attitudes?

	  3  What type of conformity involves an individual truly converting to the belief system of others?

	  4  Why does compliance occur?

	  5  What type of conformity is maintained without the presence or influence of majority influence?

	  6  What type of conformity occurs because membership of the group is seen as desirable?

	  7  Why is identification seen as a stronger form of conformity than compliance, but a weaker form than internalisation?

	  8  Give one real-life example of your own of:

	(i)   compliance

	(ii)  identification

	(iii) internalisation.
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Informational social influence (ISI)

Humans have a basic need to feel confident that their ideas and beliefs are correct (a need for certainty). This helps people feel in charge of their lives and in control of the world. This is the motivation underpinning ISI. When individuals are uncertain about something, they look at the behaviour and opinions of others and this helps shape their own thoughts and behaviour. This generally occurs in unfamiliar situations, like knowing which cutlery to use when in a restaurant for the first time, or in ambiguous situations where there is no clear correct answer, like watching a film and not knowing what to make of it. Watching others to see which cutlery they use, or asking what they thought of a film, helps a person make up their own mind. When people conform because of ISI, they tend to believe the opinions adopted. As they are uncertain what to believe, they look to the opinions of others and become converted to their viewpoint.

For example, Jenness (1932) (see Classic research, page 5) gave participants a task with no clear answer: estimating how many jellybeans were in a jar. He found that individual estimates moved towards the estimates of others, showing that they genuinely (privately) believed these estimates, demonstrating an example of internalisation (true conformity).

ISI can be seen to have an evolutionary basis to it, as looking to others for guidance in new situations that are potentially dangerous could have a survival value.

Abrams et al. (1990) think that we are only influenced by others’ opinions in ambiguous situations when we see ourselves as sharing characteristics with them. Thus we are much more likely to internalise the opinions of friends than strangers and those we identify with (this is a similar effect to that of minority influence, where if a majority identifies with a minority, the minority will be more persuasive in converting the majority to its viewpoint – see page 41).
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Normative social influence (NSI)

Individuals want others to like and respect them and not reject or ridicule them. This is the motivation underpinning NSI – the need to be accepted by others. The best way of gaining the acceptance of others is to agree with them. However, this does not necessarily mean that we truly agree with them.


Research

For example, Asch (1955) (see Classic research, page 6) got participants to conform to answers given by others that were obviously incorrect. If the participants gave the correct answers, they risked being ridiculed by the majority. A conflict had been created between an individual’s opinion and that of the group. In the post-experimental debriefing, many said ‘I didn’t want to look stupid’ or ‘I didn’t want to be the odd one out’. So they compromised, with what they said (publicly) and what they believed (privately) being completely different, demonstrating an example of compliance. Jenness’ participants did not face this conflict, as in his study there was no obviously correct answer.

However, conflict is only experienced when individuals disagree with others whom they see as similar to themselves in some relevant way (as in ISI: see Abrams et al., 1990).
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INCREASE YOUR KNOWLEDGE

Cognitive dissonance

When individuals have two simultaneous contradictory ideas (cognitions), an unpleasant feeling occurs known as cognitive dissonance. Festinger (1957) suggested that altering these cognitions will reduce cognitive dissonance and this is best achieved through conforming. The fact that some examples of conformity cannot be explained by normative or informational social influence, but only by cognitive dissonance, supports this explanation. For example, Bogdonoff et al. (1961) found that the conflict created by participants performing an Asch-type procedure increased their stress levels (due to participants having opinions that went against those of the majority), but this was reduced by conforming. This also illustrates how conformity can be seen as a healthy response, as it reduces stress levels.
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CLASSIC RESEARCH

The role of discussion in changing opinion regarding a matter of fact – Arthur Jenness (1932)
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Originally conducted as an investigation into social facilitation (the effect of the presence of others on performance), Jenness’ research is now regarded as a groundbreaking study into informational social influence. The original focus was on how group discussion influenced the accuracy of judgement, but the most interesting result concerned how majority influence caused individual judgements to converge (move together). The task Jenness gave his participants, estimating the number of jellybeans in a jar, had no obvious answer; it was difficult to assess the amount. Therefore, the conformity produced was motivated by informational social influence, where individuals in uncertain situations look to others for guidance as to how to behave.

Aim

To investigate whether individual judgements of jellybeans in a jar were influenced by discussion in groups.

Procedure


	1  Participants made individual, private estimates of the number of jellybeans in a jar.

	2  Participants then discussed their estimates either in a large group or in several smaller groups, discovering in the process that individuals differed widely in their estimates.

	3  After discussion, group estimates were created.

	4  Participants then made a second individual, private estimate.



Findings

Typicality of opinion was increased – individuals’ second private estimates tended to converge (move towards) their group estimate.

Conclusions

The judgements of individuals are affected by majority opinions, especially in ambiguous or unfamiliar situations. Discussion is not effective in changing opinion, unless the individuals who enter into the discussion become aware that the opinions of others are different to theirs.

Evaluation

Although Jenness did not tell participants what the aims of the study were, there was no intentional deception as in other social influences studies. Therefore, the study could be regarded as more ethically sound.

This was a laboratory-based experiment using an artificial, unusual situation. It therefore lacks mundane realism, as it’s not an everyday event to be asked how many sweets there are in a jar and so it does not reflect actual behaviour in real-life situations.

The study tells us little, if anything, about majority influence in non-ambiguous situations where people conform to obviously wrong answers (see Asch, 1955).

Jenness’ study may involve NSI as well as ISI. After making initial individual estimates, participants then created group estimates; therefore their later second individual estimates may have moved towards their group estimates due to a desire for acceptance (NSI) as well as a desire to be correct (ISI).
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YOU ARE THE RESEARCHER


[image: ]

Design a modification of Jenness’ study that uses a different conformity task. For example, how could you use a library to conduct the study by asking participants to estimate the number of books? Or your local swimming pool by asking participants to estimate the volume of water? Or indeed a car filled with balloons? Try to think of an example of your own. What would be your independent variable (IV) and dependent variable (DV)? Write a suitable directional (one-tailed) and null hypothesis. Create some appropriate standardised instructions.

For more on research methods, see Chapter 7.
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CLASSIC RESEARCH

Opinions and social pressure – Solomon Asch (1955)
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Solomon Asch, a Polish immigrant to the USA, transformed the study of social influence with his groundbreaking research at Harvard University. He also taught Stanley Milgram, who achieved later fame with his studies of obedience.

Asch was interested in testing conformity to obviously incorrect answers. He criticised research like Jenness’ that only involved ambiguous tasks and uncertain situations. Beginning in 1951, Asch conducted a series of experiments, adding and publishing new data as he progressed.

Aim

To investigate the degree to which individuals would conform to a majority who gave obviously wrong answers.

Procedure


	1  123 American male student volunteers took part in what they were told was a study of visual perception. Individual participants were placed in groups with between seven and nine others, sat either in a line or around a table, who in reality were pseudo-participants (confederates). The task was to say which comparison line, A, B or C, was the same as a stimulus line on 18 different trials. 12 of these were ‘critical’ trials, where pseudo-participants gave identical wrong answers, and the naïve (real) participant always answered last or last but one.

	2  There was also a control group of 36 participants who were tested individually on 20 trials, to test how accurate individual judgements were.



Findings


	1  The control group had an error rate of only 0.04 per cent (3 mistakes out of 720 trials), which shows how obvious the correct answers were.

	2  On the 12 critical trials, there was a 32 per cent conformity rate to wrong answers.

	3  75 per cent of participants conformed to at least one wrong answer (meaning that 25 per cent never conformed).

	4  5 per cent of participants conformed to all 12 wrong answers.



Post-experiment interviews with participants found three reasons for conformity:


	•  Distortion of action – where the majority of participants who conformed did so publicly, but not privately, as they wished to avoid ridicule.

	•  Distortion of perception – where some participants believed their perception must actually be wrong and so conformed.

	•  Distortion of judgement – where some participants had doubts concerning the accuracy of their judgements and so conformed to the majority view.



Conclusions

The judgements of individuals are affected by majority opinions, even when the majority are obviously wrong.

There are big individual differences in the amount to which people are affected by majority influence. As most participants conformed publicly, but not privately, it suggests that they were motivated by normative social influence, where individuals conform to gain acceptance or avoid rejection by a group.

Evaluation

Asch’s method for studying conformity became a paradigm, the accepted way of conducting conformity research.

As only one real participant is tested at a time, the procedure is uneconomical and time-consuming. Crutchfield (1954) performed similar research, but improved on the procedure by testing several participants at once.

The situation was unrealistic and so lacked mundane realism. It would be unusual to be in a situation where you would disagree so much with others as to what was the ‘correct’ answer in a situation.

Asch’s study was unethical, as it involved deceit; participants believed it was a study of visual perception. It also involved psychological harm, with participants put under stress through disagreeing with others (see Bogdonoff et al. (1961), page 5).

As the overall conformity rate on the critical trials was only 32 per cent (one-third of the participants), the majority of people are actually not conformist, but independent.
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CONTEMPORARY RESEARCH

Asch without the actors – Kazuo Mori & Miho Arai (2010)
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Asch’s study became a paradigm study, but a major criticism was that of demand characteristics (see Chapter 7 Research methods) – the confederates weren’t trained actors and therefore participants may have realised that the confederates’ answers weren’t real and so just pretended to conform, as that is what they thought the researcher wanted them to do. Mori & Arai’s solution was the MORI technique (Manipulation of Overlapping Rivalrous Images by polarising filters). Participants wore filter glasses, allowing them to look at the same stimuli, but see different things. One participant in each group wore different glasses, thus perceiving a different comparison line to match to the stimulus line. Asch’s study also only used males, while this study additionally used females.
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ON THE WEB

Listen to a BBC Radio 4 programme about Asch’s pioneering research into conformity as part of the Mind Changers series:

www.bbc.co.uk/programmes/p00f8mzr

Search for the ‘Asch Conformity Experiment’ or the ‘Asch Experiment’ on YouTube to see some videos about the Asch procedure.
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Aim

To reproduce the Asch experiment, but without a need for confederates.

Procedure


	1  104 Japanese undergraduates were put in same-sex groups of four. Participants sat around a table, with the seat order randomised, and had to say aloud which of three comparison lines matched a stimulus line. The same comparison and stimulus lines were used as in Asch’s study.

	2  Participants wore sunglasses, supposedly to prevent glare, with the third participant in each group wearing different glasses, which made them see a shorter or longer comparison line to the other three participants on 12 out of 18 ‘critical’ trials. The other six trials were neutral, where participants all saw the same thing.

	3  Participants then answered a questionnaire containing 22 questions taken from the interview Asch used with his participants. Among the questions were ones asking whether participants were suspicious about the images seen, whether they noticed the others answering differently, whether they were sure of their answers and whether they were influenced by the others’ answers if not confident of their own judgements.



Findings


	1  The 78 majority participants who saw the correct-sized comparison lines answered incorrectly 8.2 per cent of the time (77 out of 936 tasks), with no significant gender differences.

	2  The 26 minority participants who saw the different-sized comparison lines answered incorrectly 19.6 per cent of the time (61 out of 312 tasks). However, female minority participants answered incorrectly 28.6 per cent of the time, while for males it was only 5 per cent of the time.

	3  With females, the results were similar to Asch’s, with the minority conforming to wrong answers on the 12 critical trials an average of 4.41 times (3.44 times in Asch’s study), but male conformity was not noticeable. This is noteworthy because all participants in the Asch study were male.



Conclusions

Minority participants noticed their judgements were different, but none reported suspicions concerning the honesty of majority participants’ answers; therefore it suggests demand characteristics did not occur.

Unlike Asch’s findings, the frequency of conformity of minority participants was similar regardless of whether the majority answered unanimously or not. This suggests the number of people in a majority group has little effect on conformity levels (see Asch’s variations, page 6).

As women conformed more than men, it suggests cultural or generational differences have occurred since Asch’s study.

As no majority participants laughed at the performance of minority participants, conformity cannot have occurred due to fear of ridicule.

Evaluation

This new procedure could provide an effective means of examining conformity, especially in natural settings and in social situations where the use of confederates wouldn’t be practical, such as with children.

The new procedure is still unethical, as participants were deceived into thinking the sunglasses were worn to prevent glare.

Conformity may have occurred due to both normative social influence (a desire to be accepted) and informational social influence (a desire to be correct).

Both Asch and Mori & Arai’s studies lack mundane realism (can the results of a study be applied to real life), as comparing line sizes isn’t something that is often done in real life.

Mori & Arai’s study may be more externally valid, as the participants knew each other. Real-life conformity tends to occur among people familiar to each other like family members, rather than in Asch-type situations where decisions are made among strangers.
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ON THE WEB

You can read the full research paper of Mori & Arai’s conformity study at:

http://dx.doi.org/10.4236/psych.2013.411127
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RESEARCH IN FOCUS


	  1  Studies of conformity tend to be laboratory experiments. Give one advantage and one disadvantage of this method.

	  2  What experimental design was used in Jenness’ study? Give one advantage and one disadvantage of this design.

	  3  What are the independent variable (IV) and dependent variable (DV) in Jenness’, Asch’s and Mori & Arai’s studies?

	  4  Mori & Arai’s study is somewhat of a replication of Asch’s paradigm. What is a replication and why would it be performed?

	  5  In what way can Asch’s and Mori & Arai’s studies be considered unethical?

	  6  Mori & Arai’s study was designed to reduce demand characteristics. What are demand characteristics and how did their study attempt to reduce them?



For information on research methods, see Chapter 7.
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PSYCHOLOGY IN THE REAL WORLD
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One way in which knowledge of conformity can be used in a practical manner is in the formation of groups, for example sports teams. By giving potential members ambiguous tasks, where there is no clear correct answer, individuals will be drawn together through informational social influence into creating a group identity. This would involve identification (maybe even internalisation) and thus would create a stronger group bond than that done through compliance by simply creating normative social influence through getting new members to conform to group norms.
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STRENGTHEN YOUR LEARNING


	  1  In what way does normative social influence differ from informational social influence?

	  2  What type of conformity is associated with normative social influence?

	  3  What type of conformity is associated with informational social influence?

	  4  Can you think of real-life examples of your own of informational social influence and normative social influence?

	  5  What aspect of Jenness’ study involves informational social influence?

	  6  What aspect of Asch’s study involves normative social influence?

	  7  What is cognitive dissonance? How can it be used as an explanation of conformity?
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1.3 Variables affecting conformity


Situational variables

Research into majority influence has identified several situational variables – that is, features of an environment that influence levels of conformity – which have an influence over the degree to which individuals conform.

These include group size (the number of members within a social group), unanimity (to what degree the group members are in agreement with each other) and task difficulty (how obvious the correct answer/decision is when regarding a task). Asch performed several variations of his procedure that investigated these factors.


Size of group

Research indicates that conformity rates increase as the size of a majority influence increases, but there comes a point where further increases in the size of the majority don’t lead to further increases in conformity.


Research

Asch (1956) found that with one real participant and one confederate conformity was low, rising to 13 per cent with two confederates and 32 per cent with three confederates (around the same rate as in his original study). Adding extra confederates (up to fifteen confederates) had no further effect on the overall conformity rate. Bond & Smith (1996) supported this idea by performing a meta-analysis (see Chapter 7) of 133 Asch-type studies from seventeen countries, and finding that conformity peaks with about four or five confederates. Gerard et al. (1968), however, questioned this, finding that conformity rates do rise as more confederates are added, though the rate of increase declines with each additional confederate. Pike & Laland (2010) gave support to Gerard by reporting that stickleback fish demonstrated conformity to feeding behaviour by showing an increased level of copying of a demonstrator fish eating at a food-rich site, but that the rate of conformity increase declined as the number of demonstrator fish increased. This additionally suggests an evolutionary basis to conformity due to its survival value.
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Unanimity

Conformity rates have been found to decline when majority influence is not unanimous. The important factor though would seem to be the reduction in the majority’s agreement, rather than an individual being given support for their opinions, as conformity drops if a rebel goes against the majority who don’t support the rebel’s viewpoint.


Research

Asch (1956) found if there was one confederate who went against the other confederates, conformity dropped from around 32 per cent to 5.5 per cent, but if the ‘rebel’ went against both the other confederates and the real participant, conformity still dropped to 9 per cent, highlighting the powerful effect unanimity of a group can have on getting people to conform.




Task difficulty

Greater conformity rates are seen when task difficulty increases, as the right answer becomes less obvious. This means that individuals will look to others more for guidance as to what the correct response is, suggesting that ISI is the dominant force.


Research

Asch (1956) increased task difficulty by making the comparison lines similar to each other, finding that when he did so participants were more likely to conform to wrong answers, thus demonstrating the effect of task difficulty on conformity and how it can turn normative influence into informational social influence.
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INCREASE YOUR KNOWLEDGE

Research has also identified important individual variables – qualities of an individual that influence their level of conformity, like their gender. Individual and situational variables often interact to determine the degree to which a person conforms.

Individual variables

Gender

Studies can suggest women conform more. Three possible interpretations of this could be that:


	  1  Females are socialised to conform more. This is supported by Eagly et al. (1981), who argued that females learn to focus more on the quality of relationships with others and take greater responsibility for creating and maintaining interpersonal relationships, thus leading them to conform more. If true, this would involve NSI more than ISI, due to a need for acceptance. Eagly et al. also argue that males learn gender roles which demand that they remain independent and so they do not conform readily with others in order to achieve this.

	  2  Females are biologically programmed to be more conformist as evolution primes them to be more nurturing and co-operative and thus more likely to seek consensus and agreement, especially in times of perceived threat. This was supported by Taylor (2000), who found that stress prompts a ‘fight-or-flight’ response in males, but a ‘tend-and-befriend’ response in women, as they produce more oxytocin, which promotes nurturing behaviour.

	  3  Most studies were conducted by men using male-type tasks which women were less familiar with and so created more informational social influence in females. This was supported by Sistrunk & McDavid (1971) who found that when tasks used had a traditionally male bias, such as involving cars rather than cooking, females felt more uncertain and conformed more.



Mood

Research suggests that humans will conform more when they’re in a good mood, perhaps because when happy they are more amenable to agreeing with others. Research has also indicated that people will conform more readily when moving from a fearful to a more relaxed mood.

Tong et al. (2008) found that participants were more likely to conform to wrong answers to mathematical questions given by confederates when in a positive rather than neutral or negative mood, illustrating the effect mood can have on conformity levels.

Dolinski (1998) found evidence for a fear-then-relief phenomenon in both field and laboratory settings. Abrupt relief of anxiety states led to participants conforming more readily, again showing how mood states can affect conformity.

Culture

People from different cultures have been shown to conform to different levels, possibly because some cultures are more uniform in their structure, have shared values among their members and thus find it easier to agree with each other. Cultures can also be divided into collectivist ones, where conformity to social norms is more socialised and expected, and individualist cultures that tolerate and encourage more deviance from social norms.
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Smith & Bond (1993) found an average conformity rate among collectivist cultures of 25 to 58 per cent, while in individualist cultures it ranged from 14 to 39 per cent, which suggests culture does affect conformity to some extent.

Milgram (1961) found 62 per cent of Norwegian participants conformed to obviously wrong answers concerning the length of acoustic tones. Avant & Knudson (1993) argue that this is due to Norway being a very cohesive country with few ethnic minorities that values and promotes traditional values and frowns upon individualism.

Perrin & Spencer (1980), using the Asch paradigm, found a conformity level of only 0.25 per cent among Yorkshire science students, which could suggest Britons have low conformity levels, but a more sensible interpretation might be that science students are taught to question things and be independent thinkers. Indeed, the same researchers found a similar conformity rate to Asch’s in young British criminals, who could be said to lack independent thought.

[image: ]






[image: ]

YOU ARE THE RESEARCHER

Psychology is centred on the designing and carrying out of practical research. Can you design a simple study to compare the level of conformity in science students with PE students? What would the independent variable (IV) be? What experimental design would you use? You will need a measure of conformity to form your dependent variable (DV).

For more on research methods, see Chapter 7.
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RESEARCH IN FOCUS


	  1  Bond & Smith (1996) performed a meta-analysis of Asch-type studies. What is a meta-analysis?

	  2  Bond & Smith found a positive correlation between conformity rates and the size of the majority influence. Explain how a positive correlation differs from a negative correlation.

	  3  Give one strength and one weakness of correlations.

	  4  What kind of graph would correlational data be plotted on?

	  5  Asch’s variations, performed to identify important variables involved in conformity, involved the use of controlled conditions. What are controlled conditions and why are they used in experiments?



For information on research methods, see Chapter 7.
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PSYCHOLOGY IN THE REAL WORLD
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Advertisers often use a knowledge of conformity to increase sales. One useful technique is the ‘bandwagon effect’, which focuses on the idea that individuals decide what to buy based on what their peers recommend, due to a need to fit in. If you feel everyone in a desirable social group has a product, such as a certain type of phone, then buying that type of phone will make you feel that you will be accepted into that group. Supporting evidence for this form of NSI comes from a Neilson Company study (2009) that surveyed 25,000 people from 50 countries and found that 90 per cent trusted their peers’ opinions of products, significantly more than the 69 per cent who trusted media recommendations.
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STRENGTHEN YOUR LEARNING


	  1  In relation to conformity what are:

	(i)   individual variables

	(ii)  situational variables?




	  2  Does increasing the size of a group always lead to greater conformity? Explain your answer.

	  3  What happens to conformity rates when majority influence isn’t unanimous? What is the important factor here?

	  4  Why does conformity increase as task difficulty increases?

	  5  Why is conformity stronger when individuals identify with members of a group?

	  6  How might giving public and private answers affect conformity rates?

	  7  How can social norms affect conformity?

	  8  Do females or males generally conform more? Explain your answer.

	  9  How can mood affect conformity levels?

	10  Explain why people from different cultures are thought to conform to different levels.
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1.4 Conformity to social roles

Each social situation has its own social norms, expected ways for individuals to behave, which will vary from situation to situation – for example, joining the back of a queue when arriving at the till in a shop. Individuals learn how to behave by looking at the social roles other people play in such situations and then conforming to them. These learned social roles become like internal mental scripts, allowing individuals to behave appropriately in different settings.

Conformity to social roles therefore involves identification, which is stronger than compliance, involving both public and private acceptance of the behaviour and attitudes exhibited.

Conformity to social roles isn’t as strong as internalisation though, as individuals adopt different social roles for different social situations and only conform to particular roles while in those particular social situations. With each social role adopted, behaviour changes to fit the social norms of that situation, so as an individual moves to another social situation, their behaviour will change to suit the new social norms, played out through a different social role.

Conformity to social roles is therefore a useful way of understanding and predicting social behaviour, which brings a reassuring sense of order to our social interactions.

Philip Zimbardo’s 1973 prison simulation study perfectly illustrates the role of social roles in conformity.
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CLASSIC RESEARCH

A study of prisoners and guards in a simulated prison – Craig Haney, Curtis Banks, Philip Zimbardo (1973)
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Zimbardo’s study was an attempt to understand the brutal and dehumanising behaviour found in prisons and reported on a regular basis in the American media. Two widely differing explanations were to be explored (see page 27). Firstly, there was the dispositional hypothesis that the violence and degradation of prisons were due to the ‘nature’ of the people found within the prison system – basically, that both guards and prisoners were ‘bad seeds’ possessed of sadistic, aggressive characteristics, which naturally led to endless brutality. Secondly, there was the situational hypothesis that saw violence and degradation as a product of ‘the prison soil’, the interactions between environmental factors that supported such behaviour – in essence that the brutalising and dehumanising conditions of prison led to the brutal behaviour of all concerned. To separate the effects of the prison environment from those within the prison system, Zimbardo built a mock prison that used ‘average’ people with no record of violence or criminality to play both prisoners and guards – roles that were determined completely randomly. If no brutality occurred, the dispositional hypothesis would be supported, but if brutality was seen, then it must be situational factors that were driving normal, law-abiding people to such behaviour.

Aims


	•  To investigate the extent to which people would conform to the roles of guard and prisoner in a role-playing simulation of prison life.

	•  To test the dispositional versus situational hypotheses that saw prison violence as either due to the sadistic personalities of guards and prisoners, or to the brutal conditions of the prison environment.



Method


	1  75 male university students responded to a newspaper advertisement asking for volunteers for a study of prison life paying $15 a day. 21 students rated as the most physically and mentally stable, mature and free from anti-social and criminal tendencies were used (10 as guards and 11 as prisoners). Selection as to who would be guards and who would be prisoners was on a random basis. All participants initially expressed a desire to be prisoners. Zimbardo himself played the role of the prison superintendent.

	2  The basement of the psychology department at Stanford University was converted into a mock prison and the experience was made as realistic as possible, with the prisoners being arrested by the real local police and then fingerprinted, stripped and deloused. Dehumanisation (the removal of individual identity) was increased by prisoners wearing numbered smocks, nylon stocking caps (to simulate shaved heads) and a chain around one ankle. Guards wore khaki uniforms, reflective sunglasses (to prevent eye-contact) and were issued with handcuffs, keys and truncheons (though physical punishment was not permitted).

	3  9 prisoners were placed 3 to a cell and a regular routine of shifts, meal times etc. was established, as well as visiting times, a parole and disciplinary board, and a prison chaplain. The study was planned to run for two weeks.



Findings


	1  Both guards and prisoners settled quickly into their social roles. After an initial prisoner ‘rebellion’ was crushed, dehumanisation was increasingly apparent with the guards becoming ever more sadistic, taunting the prisoners and giving them meaningless, boring tasks to do, while the prisoners became submissive and unquestioning of the guards’ behaviour. Some prisoners sided with the guards against any prisoners who dared to protest. De-individuation was noticeable by the prisoners referring to each other and themselves by their prison numbers instead of their names.

	2  After 36 hours, one prisoner was released because of fits of crying and rage. Three more prisoners developed similar symptoms and were released on successive days. A fifth prisoner developed a severe rash when his parole was denied.

	3  Scheduled to run for 14 days, the study was stopped after 6 days when Zimbardo realised the extent of the harm that was occurring, and the increasingly aggressive nature of the guards’ behaviour. The remaining prisoners were delighted at their sudden good fortune, while the guards were upset by Zimbardo’s decision.

	4  In later interviews, both guards and prisoners said they were surprised at the uncharacteristic behaviours they had shown.



Conclusions

The situational hypothesis is favoured over the dispositional hypothesis, as none of the participants had ever shown such character traits or behaviour before the study. It was the environment of the mock prison and the social roles that the participants had to play that led to their uncharacteristic behaviour.

Individuals conform readily to the social roles demanded of a situation, even when such roles override an individual’s moral beliefs about their personal behaviour.

Both guards and prisoners demonstrated social roles gained from media sources (e.g. prison films) and learned models of social power (e.g. parent–child, teacher–student).

Evaluation

Individual differences are important, as not all guards behaved brutally. Some were hard but fair; some were brutal; others rarely exerted control over the prisoners. Prisoner behaviour was not identical either.

Zimbardo hoped his research would lead to beneficial reforms within the prison system. Beneficial reforms in the way prisoners were treated, especially juveniles, did initially occur. However, Zimbardo regards his study as a failure in the sense that prison conditions in the USA are now even worse than when he performed his study.
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ON THE WEB

Listen to a BBC Radio 4 programme about Zimbardo’s prison simulation study as part of the Mind Changers series:

www.bbc.co.uk/programmes/b008crhv

A half-hour BBC television programme about Zimbardo’s prison simulation study, including interviews with participants, can be seen on YouTube if you search for ‘The Stanford Prison Experiment’.

NB Zimbardo’s study contains elements of both conformity and obedience, so take care to use only the aspects that relate to conformity to social roles when answering questions.
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RESEARCH IN FOCUS


	  1  Zimbardo used a self-selected sample.

	(i)   Explain how this was achieved.

	(ii)  Give one strength and one weakness of self-selected sampling.




	  2  In Zimbardo’s study, guards and prisoners were selected by random sampling.

	(i)   What is random sampling?

	(ii)  How would it be achieved?

	(iii) Give one strength and one weakness of random sampling.




	  3  Zimbardo’s study is not an experiment. What research method was used?

	  4  In what ways can Zimbardo’s study be considered unethical? Justify your answer.



For information on research methods, see Chapter 7.
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STRENGTHEN YOUR LEARNING


	  1  What are:

	(i)   social roles

	(ii)  social norms?




	  2  Why are different social roles adopted for different social situations?

	  3  Explain why conformity to social roles involves identification, but not internalisation.

	  4  Why, in Zimbardo’s study, if no brutality had occurred, would the dispositional hypothesis have been supported?
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ASSESSMENT CHECK


	  1  The following descriptions relate to conformity.

	A  Looking to the group for information as to the correct behaviour

	B  Going along with a group because we accept their belief system as our own

	C  Going along with a group, even though privately we do not agree with them

	D  Conforming to group norms publicly and privately, but only temporarily, as conformity is not maintained outside the presence of the group



Copy and complete the table below by writing which description, A, B, C or D, describes which type of conformity. One statement will be left over. [3 marks]









	Type of conformity
	Description



	Compliance
	 



	Internalisation
	 



	Identification
	 








	  2  Outline what is meant by identification. Give a real-life example. [3 marks]

	  3  Outline and evaluate explanations of conformity. [16 marks]

	  4  Discuss conformity to social roles. [12 marks]




	  5  a)  Outline the aims and findings of one study of conformity to social roles. [4 marks]

	      b)  Describe one ethical issue associated with this study. [2 marks]




	  6  Zimbardo’s prison simulation study uses a participant observation study method. Give one strength and one weakness of this type of study. [2 + 2 marks]

	  7  Priti has recently moved to a new school and has found it hard to make new friends, but she noticed that many fellow students support the local football team, Vale City. She bought a replica shirt of the team, even though she had little knowledge of or interest in football, and on wearing the shirt to school, soon found people being friendly to her and including her in their activities.




	      a)  What kind of conformity is being exhibited in the above passage? [1 mark]

	      b)  Refer to features of the passage to justify your answer. [3 marks]




	  8  Research studies of conformity generally involve experiments. Describe and evaluate the experimental method. [6 marks]
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1.5 Obedience and the work of Milgram


Obedience


‘I was only following orders.’

Adolf Eichmann (1961)



Obedience is a type of social influence defined as complying with the demands of an authority figure. Obedience generally has a positive influence, as society could not operate in an effective manner unless rules and laws are obeyed and people in authority are acknowledged as having the right to give orders.

However, obedience can also have negative consequences. During the Second World War, under the Nazis, some German citizens unquestioningly followed orders that saw the mass murder of millions of people like the Jews, the Gypsies and people with disabilities – an event that became known as the Holocaust. The American psychologist Stanley Milgram had a personal interest that motivated him to seek explanations for these despicable acts. Milgram came from a New York Jewish family that had fled Europe for America and escaped the Holocaust. He wanted to know whether Germans have a different personality that led them to blindly obey and commit acts of murder without question, or whether people are generally more obedient than they would care to believe. If Hitler and the Nazis had been a British phenomenon, would we have obeyed to the same extent? Milgram had been a student of Asch, whom he sought advice from in designing his classic obedience study.
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As Milgram conducted his study, Adolf Eichmann, the Nazi responsible for carrying out die Endlösung (the Final Solution), the genocide of millions in the concentration camps, was abducted by Israeli secret service agents in Argentina and taken to Jerusalem to stand trial. Hannah Arendt, in her book Eichmann in Jerusalem (1963), famously reported on the banality (ordinariness) of evil – of how when Eichmann was led into court, instead of the expected inhuman monster, people were confronted by a mild-mannered, likeable man, who had ‘merely been doing his job’. His defence for his behaviour was repeatedly to say ‘I was only following orders.’ A few days after Milgram completed his study, Eichmann was executed. Milgram had originally wanted to conduct his study in Germany after performing what was intended as a pilot study at Yale University. However, the results of this were so dramatic, there was no need.
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CLASSIC RESEARCH

Behavioural study of obedience – Stanley Milgram (1963)
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Aims


	•  To test the ‘Germans are different’ hypothesis, which claimed that Germans are highly obedient and that Adolf Hitler could not have exterminated the Jewish people and other minority groups in the 1930s and 1940s without the unquestioning co-operation of the German population.

	•  To see if individuals would obey the orders of an authority figure that incurred negative consequences and went against one’s moral code.



Procedure


	1  40 American males aged 20–50 years responded to a newspaper advertisement to volunteer for a study of memory and learning at Yale University Psychology Department. They were met by a confederate experimenter wearing a grey lab coat (to give him the appearance of authority), who was actually a biology teacher. He introduced them to Mr Wallace, a confederate participant, a gentle, harmless looking man in his late 50s. The participants were told that the experiment concerned the effects of punishment on learning and that they would be either a ‘teacher’ or a ‘learner’, with the roles determined randomly. In fact this was rigged; Mr Wallace was always the learner and the real participant was always the teacher.

	2  The experimenter explained that punishments would involve increasingly severe electric shocks. All three went into an adjoining room, where the experimenter strapped a consenting Mr Wallace into a chair with his arms attached to electrodes. The teacher was told to give shocks through a shock generator in the next room. This generator had a row of switches each marked with a voltage level. The first switch was labelled ‘15 volts’ and the verbal description ‘slight shock’. Each switch gave a shock 15 volts higher than the one before, up to a maximum 450 volts, marked ‘XXX’. The real participant received a real shock of 45 volts to convince him that everything was authentic.
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	3  Participants then read out a series of paired-associate word tasks, to which they received a pre-recorded series of verbal answers from the learner, with the real participant believing these to be genuine responses. The teacher was told by the experimenter to give a shock each time Mr Wallace got an answer wrong. His answers were given by him supposedly switching on one of four lights located above the shock generator. With each successive mistake, the teacher gave the next highest shock, 15 volts higher than the previous one.

	4  At 150 volts the learner began to protest and demanded to be released; before this he had been quite willing to take part. These protests became more insistent and at 300 volts he refused to answer any more questions and said he has heart problems that are starting to bother him. At 315 volts he screamed loudly and from 330 volts was heard no more. Anytime the teacher seemed reluctant to continue, he was encouraged to go on through a series of verbal prods, such as ‘the experiment requires you continue’ and ‘you have no choice, you must go on’. If the teacher questioned the procedure, he was told that the shocks will not cause any lasting tissue damage and was also instructed to keep shocking Mr Wallace if he stopped answering.



Findings


	1  Quantitative results – obedience was measured as the percentage of participants giving shocks up to the maximum 450 volts. In the main version of the experiment the obedience rate was 62.5 per cent (25 out of 40 participants). An earlier ‘remote victim’ version with no pre-recorded responses, but the victim pounding on the walls instead, gained an obedience rate of 65 per cent (26 out of 40 participants). 100 per cent of participants continued up to at least 300 volts.

	2  Qualitative results – many participants showed distress, such as twitching, sweating or giggling nervously, digging their nails into their flesh and verbally attacking the experimenter. Three participants had uncontrollable seizures. Some participants showed few if any signs of discomfort, instead concentrating dutifully on what they were doing.



Conclusions

The ‘Germans are different’ hypothesis is clearly false – Milgram’s participants were 40 ‘ordinary’ Americans. Their high level of obedience showed that people obey those regarded as authority figures. If we had lived in Nazi Germany in the 1930s, we might have acted just as obediently. The results suggest that obeying those in authority is normal behaviour in a hierarchically organised society. We will obey orders that distress us and go against our moral code.

Evaluation

The Milgram paradigm – Milgram established the basic method, or paradigm, for studying obedience, which was adopted by many subsequent researchers.

It was intended as a pilot study – it is more useful to consider the research inspired by Milgram’s study than the study itself. Milgram was so astounded by the results that he subsequently conducted 19 variations of the study, each time varying one aspect of the procedure, to try and identify the reasons why people were so obedient.

Practical application – it was hoped that Milgram’s findings would help form strategies to reduce destructive blind obedience. Unfortunately, not much has changed since 1963; horrendous crimes are still committed by people operating under the excuse of ‘simply following orders’.

Type of study – most people presume that Milgram’s study is an experiment; indeed Milgram referred to it as such. However, there is no independent variable and in reality it is more of a controlled observation. It can, however, be considered an experiment if Milgram’s variations of his study are considered. The independent variable (IV) then becomes which particular variation a participant performs, for example, having the experimenter not present in the room, as opposed to him being in the room.

[image: ]






[image: ]

INCREASE YOUR KNOWLEDGE

Milgram’s work into obedience can help explain the abuse of Iraqi prisoners by US troops in the Abu Ghraib prison in Iraq in 2004. Several stages of abuse were involved. Firstly, gradual commitment, where initial abuses were minor, but paved the way for the acceptance of more serious abuse. This was similar to the initial shocks in Milgram’s study only being minor ones and only increasing in small 15-volt increments. Secondly, senior role, where low-ranking troops, like the teacher in Milgram’s study, were given important roles in controlling prisoners. Thirdly, dehumanisation, where the prisoners were degraded, making it easier to suspend morality and abuse them.
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STRENGTHEN YOUR LEARNING


	  1  Define obedience.

	  2  What is meant by the Milgram paradigm?

	  3  What percentage of participants gave the maximum 450 volt shocks in Milgram’s study?

	  4  Why can the ‘Germans are different’ hypothesis be rejected?

	  5  What practical application did Milgram hope would come from his study? Was this hope realised?
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ON THE WEB

To read an account of what it was like to be one of the 40 original participants, go to:

https://archive.jewishcurrents.org/2004-jan-dimow.htm

Here you will find the personal account of Joseph Dimow.

You can also find a detailed account of Milgram’s life and work at:
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www.psychologytoday.com/articles/200203/the-man-who-shocked-the-world

An excellent modern day replication of Milgram’s study can be seen on YouTube if you search for ‘Milgram’s Obedience to Authority Experiment’.

A video of Milgram’s actual study, including commentary from Milgram himself, can be seen on YouTube if you search for ‘Milgram Obedience Study’.
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RESEARCH IN FOCUS


	  1  Milgram’s study produced both quantitative and qualitative data. What is the difference between these two forms of data?

	  2  Give one example of quantitative and qualitative data from Milgram’s study.

	  3  Milgram’s study was intended as a pilot study.

	(i)   What is a pilot study?

	(ii)  Why are pilot studies conducted?




	  4  Why is Milgram’s original study not actually an experiment? At what point does his study become an experiment?



For information on research methods, see Chapter 7.
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Ethical considerations

Milgram’s study raised several ethical issues and indeed Milgram had his membership of the American Psychological Association (APA) suspended after his research was published. His work though was eventually ruled ethically acceptable, and he won a major award for it. Maybe what upset people was not the abuse of ethics, but the upsetting results that went against the accepted ideas of free will and personal responsibility for one’s behaviour. It was the work of Milgram and similar psychologists, like Asch, which helped to identify the ethical issues that psychologists must consider when planning and conducting research. Without these studies of social influence, there would not be ethical codes and guidelines. Let us now consider the arguments for and against Milgram’s study being unethical. (See also Burger (2009), page 24, for an attempt to conduct Milgram’s paradigm in a more ethical manner.)


Psychological harm

For: Milgram is accused of exposing his participants to severe stress, which is supported by the extreme physical reactions many participants exhibited (three had seizures).

Against: Only 2 per cent had any regrets about being involved and 74 per cent thought that they had learned something useful about themselves. A thorough debriefing was carried out where participants met the unharmed learner and, a year later, all 40 participants received psychiatric assessments, none showing any signs of long-term damage. Therefore, the study can be justified by recourse to a cost–benefit analysis, where the short-term damage (stress reactions) is outweighed by the lack of long-term damage and the valuable results obtained.

For: However, Perry (2012) claims that debriefing of subsequent participants (Milgram eventually tested nearly 3,000 participants) didn’t always occur, as Milgram was worried about news of the study becoming common knowledge before he finished his work. He believed a debriefing might confound his results, and that this was enough of a reason to deny debriefing directly after the experiment ended.

For: Baumrind (1964) accused Milgram of abusing his participants’ rights and feelings.

Against: Baumrind’s criticism assumes that the experimental outcome was expected. In fact, Milgram was surprised by the high obedience rate. Prior to the experiment, Milgram asked 40 psychiatrists what percentage of people would obey up to 450 volts. Their prediction was only 1 per cent.



Deception/informed consent

For: Milgram did deceive his participants. He said that the study was concerned with memory and learning. Only after volunteers had agreed to take part were the electric shocks mentioned. Also, Mr Wallace was an actor who never actually received any electric shocks and the researcher, Mr Williams, was also a confederate. Therefore, participants could not give informed consent – they volunteered without knowing the true purpose or procedure.

Against: Milgram defended his use of deception by debriefing his participants. Also, deception was necessary if participants were to behave realistically – the participants had to believe they were real shocks; otherwise the results could not be generalised to real-life situations.



Right to withdraw

For: No explicit right to withdraw was given to the participants before the study started and indeed attempts to withdraw were met with the verbal prods that encouraged them to continue.

Against: Milgram argued that participants did have the right to withdraw, as 35 per cent of them exercised this option and refused to carry on.



Inducement to take part

For: The advert asking for volunteers for the study stated that they would be paid $4 each for taking part (plus 50 cents car fare), which may have led participants to believe they had to finish the study, i.e. give the shocks in order to receive the money.

Against: The advert also stated that monies would be paid upon arrival at the laboratory and no participant ever claimed they thought they had to obey to get paid.
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STRENGTHEN YOUR LEARNING

Make a list of the ethical issues contained within Milgram’s study. Detail the evidence that supports these issues being violated and then detail any counter-arguments against such evidence. (Using a cost–benefit analysis could be a useful technique.) Using material in this way is a highly effective way of building elaboration into your answers, especially for the 16-mark extended writing questions.
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Methodological criticisms

Several methodological criticisms have been made about Milgram’s study concerning both how the study itself was conducted and the usefulness of the results it generated. Subsequent studies allow us to assess these criticisms.


Internal validity

Internal validity concerns the degree to which findings are attributable to the effect of the IV on the DV (see Research methods, page 289). Milgram’s study would lack internal validity if participants didn’t believe the shocks were real.

Orne & Holland (1968) criticised the internal validity of Milgram’s study, as they believed participants delivered the shocks because they knew they were not real. However, 75 per cent of participants in post-study interviews said they believed them to be real. The extreme physical responses of many of the participants also suggest they believed them to be real. However, Perry (2012) traced as many original participants as she could and claimed the true figure was only about 50 per cent.



External validity

Can the results of Milgram’s study be generalised beyond the experimental setting? The findings have been criticised in terms of whether they are representative of females, other cultures, people of today, and whether the results relate to real-life settings. Let us examine each of these in turn:
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Androcentrism

As only males were used in Milgram’s study, the accusation is that the results cannot be generalised to females. Many people would imagine that females would be much less obedient to orders with destructive consequences, yet research often surprisingly suggests that the opposite is indeed true. Maybe females can be more obedient and unquestioning of orders because their gender roles may dictate that they be more submissive, especially to assertive males.



Research

Sheridan & King (1972) got male and female participants to give real electric shocks to a puppy every time it responded to a command incorrectly, participants believing the shocks increased by 15 volts each time. The shocks were actually only mild ones (though severe enough to make the puppies jump and howl). Eventually, an undetectable anaesthetic gas was pumped in to render the puppy unconscious, making the participants think they had killed it. Although visibly upset, 54 per cent of males and 100 per cent of the females obeyed up to an apparent 450 volts, supporting the idea that Milgram’s study was androcentric, as females can be more obedient.



Cultural bias

As Milgram’s study only used American participants, the results can be said to be not necessarily generalisable to people of other cultures. Indeed, research has backed up this criticism, with varying levels of obedience found between different cultures. It may be that different cultures obey to different levels, because of cultural differences regarding authority.



Research

Meeus & Raaijimakers (1986) found the highest recorded obedience level with the Milgram paradigm of 90 per cent in Spanish participants, while Kilham & Mann (1974) used the Milgram paradigm to find the lowest cultural obedience rate of 28 per cent among Australians. This backs up the idea of obedience levels reflecting cultural attitudes to authority, as Australians have a traditionally negative view of authority. (Interestingly, Mantell (1971) used the Milgram paradigm to find a relatively high obedience rate of 80 per cent in Germany.)



Historical validity

It has been suggested that the high rate of obedience found in the Milgram study was a product of American culture being very authoritarian and obedient during the early 1960s, and, as such, doesn’t reflect obedience levels today. Burger (2009) used an adaptation of the procedure to investigate whether this criticism is valid (see Contemporary research, page 24).



Ecological validity

Milgram’s paradigm has been criticised for how unrepresentative it is of real-life occurrences (giving electric shocks to people). Hofling et al. (1966) performed a study to see if this was true (see Classic research, page 25).
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INCREASE YOUR KNOWLEDGE

Milgram’s shock machine still exists. It is kept at the Archives of the History of American Psychology at the University of Akron. For many years, it was part of a travelling psychology exhibit created by the American Psychological Association.

In 1949, at James Monroe High School in the Bronx, a tough ‘ghetto’ area of New York, two boys sat next to each other in class. One was Stanley Milgram and the other was Philip Zimbardo. Both had dreams of escaping the ghetto and doing something worthwhile with their lives and both went on to become world-renowned psychologists – Milgram for his obedience study and Zimbardo (1971) for his prison simulation study.

The man who played the learner in Milgram’s original study suffered a heart attack three years later and was resuscitated by someone who had been a teacher in the study. Unfortunately, the man still died. Milgram himself would die aged just 51 in 1984 after his fifth heart attack.
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CONTEMPORARY RESEARCH

Replicating Milgram: Would people still obey today? – Jerry Burger (2009)
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Milgram’s study is one of the most famous psychology experiments ever undertaken, but would similar results be found today? Milgram’s study would also be unethical under present-day guidelines; however, Burger developed a version of Milgram’s procedure that addressed ethical concerns, so that a comparison could be made between obedience rates in the 1960s and now.

Aim

To develop a variation of Milgram’s procedures allowing comparison with the original investigation while protecting the well-being of participants.

Procedure

Most of Milgram’s procedure was followed, including the words used in the memory test and the experimenter’s lab coat. However, important changes were made.


	1  No one with knowledge of Milgram’s study was used and the maximum apparent shock was 150 volts, the level at which the learner first cries in pain, in order to protect participants from intense stress.

	2  A two-step screening process for participants was used to exclude any who might react negatively. No one with a history of mental problems or stress reactions was accepted. This excluded 38 per cent of potential participants.

	3  Participants were told three times they could withdraw at any time and received only a 15-volt real shock, as opposed to the 45 volts applied in Milgram’s study.

	4  The experimenter was a clinical psychologist who could stop the procedure at any sign of excessive stress.

	5  70 male and female participants were used. The relevant ethical monitoring body approved the procedure.



Findings

Burger found an obedience rate of 70 per cent, with no difference between male and female obedience rates. Another condition, where a second defiant confederate teacher was introduced, failed to reduce obedience significantly, unlike Milgram’s findings.

Conclusions

It is possible to replicate Milgram’s study in a fashion non-harmful to participants. Obedience rates have not changed dramatically in the 50-odd years since Milgram’s study.

Evaluation

Burger’s technique permits obedience research to be conducted that has not been possible for decades.

Burger’s efforts to improve the ethics of the study are uncertain in their effectiveness and pose impractical demands.

The different procedures used by Milgram and Burger do not allow a clear comparison of results.

The study highlights the difficulties of extending research on destructive obedience in the context of contemporary ethical guidelines.
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ON THE WEB

You can watch a 35-minute ABC television programme about Jerry Burger’s study, including extensive footage from the study, if you search YouTube for ‘ABC Milgram remake’.

There’s also an in-depth review of the study from the American Psychological Association Monitor at:

www.apa.org/monitor/2009/05/ethics.html
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CLASSIC RESEARCH

An experimental study into the nurse–physician relationship – Charles Hofling et al. (1966)
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A number of naturalistic obedience studies in real-life settings have been carried out, but Hofling’s study, carried out as part of a real hospital’s normal routine, is significant because of its alarming findings.

Aim

To see whether nurses would obey orders from an unknown doctor to such an extent that there would be risk of harm.

Procedure

A confederate, ‘Dr Smith’, allegedly from the psychiatric department, instructed 22 nurses individually by phone to give his patient ‘Mr Jones’ 20 mg of an unfamiliar drug called Astrofen (which was actually a sugar pill). Dr Smith was in a hurry and would sign the authorisation form later on. The label on the box stated the maximum daily dose was 10 mg. So if a nurse obeyed instructions, she would be giving twice the maximum dose. Also, hospital rules required doctors to sign authorisations before medication was given. Another rule demanded that nurses should be certain anyone giving medical instructions was a genuine doctor.

Findings

Of the 22 nurses, 21 (95.4 per cent) obeyed without hesitation. A control group of 22 nurses were asked what they would have done in that situation: 21 said they would not have obeyed without authorisation, or exceeded the maximum dose.

Conclusions

Hofling et al. concluded that the power and authority of doctors was a greater influence on the nurses’ behaviour than basic hospital rules. Also, that what people say they would do and what they actually do can be very different.

Evaluation

Hofling’s study suggests that nurses and institutional staff should have special training in following rules rather than orders from authority figures.

Hofling’s study seems relevant to real-life settings. However, Rank & Jacobsen (1977) reported that the drug was unfamiliar to nurses and that they had not been allowed to consult with each other, as was normal practice. When a familiar drug, Valium, was used, and they were allowed to speak to their peers, only two out of 18 nurses (11 per cent) obeyed, suggesting that Hofling’s study may not have external validity after all, which casts doubts on Hofling’s findings, supporting the idea of Milgram’s study being ecologically valid.
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STRENGTHEN YOUR LEARNING


	  1  Why might Milgram’s study lack internal validity? Does the evidence suggest it does?

	  2  In what ways might Milgram’s study lack external validity? What does the evidence suggest?
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YOU ARE THE RESEARCHER

A major problem with obedience studies is often their lack of relevance to real-life situations. However, one way of overcoming this difficulty is to carry out the following study looking at people’s obedience rates in everyday life. You will need two signs with the same wording: Use other bench. By order. One sign should be printed professionally to give it an air of authority, and the other should be poorly made with scruffy writing.

Place one sign on a bench in an area where there are other benches people can use, and count how many people obey or disobey the sign in a given time period. If several people approach the bench simultaneously, you only count the behaviour of the first person, as the others may be influenced by the first person’s actions. Repeat the procedure using the scruffy sign. If people do obey authority, more people should obey the neat sign. If you have not got suitable benches, then use two adjoining doors and have signs saying: Please use other door.

For more on research methods, see Chapter 7.
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IN THE NEWS

The Psychological Enquirer

Plane crash kills 18: co-pilot dared not disobey captain
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On the 3rd of December 2003 the New York Times reported how Northwest Airlink Flight 5719 descended too quickly and crashed before it hit the runway in Hibbing, Minnesota. All 18 people on board died. The aircraft struck the top of a tree, continued for 634 feet, and then struck a group of aspen trees. Finally, the plane collided with two ridges and came to rest inverted and lying on its right side. The crash site was so isolated and the night so dark and thick with fog and freezing drizzle that no one saw the plane hit the side of the hill.

Investigators recovered the plane’s cockpit voice recorder, which would turn out to be a crucial piece of evidence, for, rather than mechanical failure, the tragedy would prove to be a result of obedience to authority.

Investigators found that the captain had flown the plane inappropriately and given incorrect instructions, but had not been challenged in doing so by his co-pilot, a new probationary employee who knew that to challenge his captain could have a detrimental effect on his career. Further investigation revealed that other co-pilots had not previously reported that the captain often issued irregular commands, violated company policies by sleeping inflight and also flew with mechanical irregularities.

Why would co-pilots put passengers and themselves in such danger by not challenging the captain’s behaviour and orders? Because he was perceived as a legitimate authority figure that his co-pilots had been trained to obey without question. This was not an isolated incident; Tarnow (2000) reported that a major contributory factor in 80 per cent of air traffic accidents was the power stemming from the captain’s absolute authority, which led to co-pilots feeling unable to challenge wrong decisions. Similar disastrous consequences have occurred in other institutional settings for similar reasons (see the tragedy of Wayne Jowett, below). Through psychological research, such as that by Milgram (1963), obedience to authority has become better understood, leading to the formation of practical applications that may prevent such disasters occurring in the future.
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PSYCHOLOGY IN THE REAL WORLD
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Tragic incidents, like the crash of Northwest Airlink Flight 5719 (see ‘In the News’, above), caused through wrongful obedience to authority figures are all too common. In 2001, 18-year-old Wayne Jowett, on remission from leukaemia, died when a cancer drug was wrongly injected into his spine instead of a vein. He died one month later from creeping paralysis after being in such pain it sometimes took six nurses to hold him down. A junior doctor correctly injected a first drug, Cytosine, into Wayne’s spine and was surprised when he was passed a second syringe of Vincristine and told to inject it by a more senior doctor into the boy’s spine, as he was aware this wasn’t the correct procedure. However, as with the nurses in Hofling’s study (see page 25), he didn’t challenge the decision on the assumption the more senior doctor knew what he was doing. In such institutional settings, there is a clear command structure and an expectation of unquestioning obedience, which can lead to terrible mistakes. Staff members need to be trained to follow official procedures, not authority figures, and to have confidence to challenge authority figures’ commands if they believe them to be wrong or potentially harmful. As part of their training, aeroplane co-pilots now undergo simulations where captains issue them with wrongful orders, so that they are fully familiar with how to resist such instructions.
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1.6 Explanations for obedience

Explanations of obedience attempt to give reasons as to why people obey. Such explanations include situational ones, which focus on environmental factors associated with obedience, as well as dispositional ones, which focus instead on personality characteristics that influence people to obey. Explanations do not necessarily work in isolation to each other, so it may well be that two or more explanations can be combined together to show why an individual obeys in a given situation.


The agentic state

Milgram (1974) proposed the idea of the agency theory, which argues that we are socialised (taught by society) from an early age to learn that obedience to rules is necessary to keep stability within society. However, in order to achieve this, an individual has to give up some of their free will (the ability to have conscious control over thoughts and actions). When an individual does have control and acts according to their own wishes, they are said to be in an autonomous state and thus see themselves as personally responsible for their actions.

However, when an individual obeys an authority figure they give up some free will and enter an agentic state, where they see themselves as an agent of the authority figure giving the order. It is therefore the authority figure who is seen as responsible for the consequences of the individual’s actions. In this way, a person becomes de-individuated, losing their sense of individuality, and so may obey orders that go against their moral code, because they don’t see themselves as responsible for their behaviour.

The agency theory therefore sees obedience as occurring in hierarchical social systems (systems with people having different ranks to each other), where individuals will act as agents for and so obey those of perceived higher ranks than themselves. Adolf Eichmann, the Nazi responsible for the extermination of millions during the Second World War (see page 17), saw himself as in the agentic state with his defence that he was ‘only following orders’ – in other words, that he was merely complying with the orders of a higher-ranked authority than himself, and so was not himself responsible for the genocide.


Research

Milgram (1974) reported that in a ‘remote authority’ variation of his procedure when the confederate researcher wasn’t in the same room as the teacher, but gave orders on a telephone link, obedience declined from 62.5 per cent to 20.5 per cent. This suggests participants were in the autonomous state and saw themselves as responsible for their actions.

Milgram (1963) reported that many participants in his study were under moral strain, as during debriefing many participants admitted they knew what they were doing was wrong (their physical reactions back this up too). However, they continued to obey, which suggests they were in an agentic state and felt they had to obey the orders of a higher-ranked authority figure.



Legitimacy of authority

Obedient individuals accept the power and status of authority figures to give orders; they are seen as being in charge. This again links to the agency theory that individuals are socialised to recognise the value of obedience to authority figures as helping to keep stability in society. From an early age, people experience examples of social roles relating to master and servant relationships, such as parent–child, teacher–student, etc., where we learn that those higher in the social hierarchy should be obeyed. The emphasis here, therefore, is on doing one’s perceived duty.


Research

Milgram (1963) reported that some participants in his study ignored the learner’s apparent distress, showing little sign of harm themselves, but instead focused on following the procedure, for example by pressing the buttons properly. In this way, they could be seen to be doing their duty and thus recognising the legitimate authority of the researcher.
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ON THE WEB

A Nazi propaganda film from 1940 which dehumanises Jewish people by portraying them as a plague of rats, which made it easier to carry out orders for their destruction, can be seen on YouTube if you search for ‘Nazi PSYOP on Jewish Immigration’.
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INCREASE YOUR KNOWLEDGE

An additional explanation

Dehumanisation

This explanation argues that it is easier to obey orders that result in negative consequences if the recipients of the behaviour are first dehumanised – made lesser people in some way – so that they are perceived as somehow deserving of the treatment handed out to them. This also results in less moral strain being felt when carrying out such orders. The Nazis portrayed Jewish people as Untermenschen (subhuman) and themselves as Übermenschen (superior humans). They argued that inferior races were a threat to genetic purity and the natural superiority of the German Aryan race. Propaganda films of the time showed Jewish people as hordes of filthy rats invading German homes and spreading disease. Such dehumanisation made orders to murder Jews easier to obey. More recently, the massacre of hundreds of thousands of Tutsis by Hutus in the Rwandan civil war of 1994 can be seen in similar terms. The Hutus saw the Tutsis as inyenzi, or cockroaches – parasites that must be crushed. The resulting ethnic violence was made easier by this dehumanisation.

Milgram (1963) reported that some participants in his study made comments along the lines of ‘That guy in there was so stupid he deserved to be shocked’, illustrating how dehumanisation can lessen the moral strain of obeying orders with destructive consequences.
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1.7 Situational variables affecting obedience


The external explanation

Situational variables form an external explanation of obedience, where features of an environment (aspects of a situation) are seen as affecting obedience levels. Milgram’s variations of his procedure, performed after his main study, identified several important situational factors.


Proximity

Proximity involves how aware individuals are of the consequences of their actions in obeying authority figures. When the physical distance between the teacher and the learner in Milgram’s study was made closer, participants were less able to divorce themselves from the consequences of their actions and so obedience rates were lower. In a war situation, it could be argued that obeying an order to press a button from a remote location that releases a missile which kills thousands in a distant country is easier to do than obeying an order to shoot a single person standing next to you, where the consequences of your actions would be much plainer to see.


Research

Milgram (1974) found that when the teacher and learner were in the same room as each other, so that the teacher could see the learner’s distress, obedience declined from 62.5 per cent to 40 per cent. When the teacher had to force the learner’s hand onto an apparent shock plate, increasing the realisation of their actions, obedience fell further to 30 per cent. This illustrates the effect proximity has on obedience levels.
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Location

The location of an environment can be relevant to the amount of perceived legitimate authority a person giving orders is seen to have. In locations that add to the perceived legitimacy of an authority figure, obedience rates will be higher. Obedience rates are often highest in institutionalised settings where obedience to authority figures is instilled into members. For example, in the army when a commanding officer orders a soldier to jump in the air, the expected response is ‘how high?’ not ‘why?’ It could be argued that a contributory factor to the high obedience rate seen in Milgram’s study was the fact that the study took place at Yale University, an Ivy League, high-status institution.


Research

Milgram (1974) performed a variation of his study in an office block in a run-down part of town and found obedience dropped from 62.5 per cent to 47.5 per cent, which suggests the change in location from Yale University reduced the perceived legitimacy of the authority figure giving the orders, leading to a significant drop in the obedience rate.




Uniforms

The wearing of uniforms can give a perception of added legitimacy to authority figures when delivering orders, thus increasing obedience rates. In Milgram’s experiment, the confederate researcher wore a lab coat to give him such an air of authority (he was also chosen for his tall height, which was thought to add to his status).


Research

Bickman (1974) found that when ordering people on a New York street to pick up rubbish, loan a coin to a stranger or move away from a bus stop, 19 per cent would obey his research assistant when he was dressed in civilian clothes, 14 per cent when dressed as a milkman, but 38 per cent when he wore a security guard’s uniform. In a variation of the study, Bickman found people would even obey the guard when he walked away after giving the order, which suggests they obeyed not because they felt forced to do so, but because they believed he had legitimate authority.
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1.8 Individual variables affecting obedience


The internal explanation


The dispositional explanation for obedience – the authoritarian personality

The dispositional explanation is an internal explanation, as the focus is on the idea that certain personality characteristics are associated with higher levels of obedience. This formed the basis of Milgram’s research aim: to investigate whether Germans had a different personality type that made them unquestioningly obedient to authority figures.

The authoritarian personality was first proposed by Fromm (1941) as an attempt to explain those holding right-wing, conservative views and is a personality type characterised by a belief in absolute obedience, submission to authority and domination of minorities. It is probably best summed up by the phrase ‘Might is right’.

Adorno et al. (1950) saw people of this type as having insecurities that led them to be hostile to non-conventional people and having a belief in a need for power and toughness, which leads them to be highly obedient to authority figures. Adorno additionally saw the personality type as being shaped in early childhood by hierarchical, authoritarian parenting. To measure an individual’s degree of authoritarian personality, Adorno constructed the F-scale questionnaire, which has 30 questions assessing nine personality dimensions. (The ‘F’ stands for ‘fascist’.)

More recently, Jost et al. (2003) offered a more cognitive explanation by claiming that the authoritarian personality is motivated by thought processes which underpin a desire to reduce the fears and anxieties that social change brings. Strict obedience to authority is seen as helping to prevent disruptive social change.


Research

Zillmer et al. (1995) reported that sixteen Nazi war criminals scored highly on three of the F-scale dimensions, but not all nine (as was expected), giving only limited support for the concept.

Elms & Milgram (1966) found that participants in Milgram’s study, who were highly obedient, were significantly more authoritarian on the F-scale than disobedient participants, supporting the idea of a link between authoritarian personality type and obedience. Further support came from Altemeyer (1988), who reported that participants with an authoritarian personality type who were ordered to give themselves shocks, gave higher shocks than those without the personality type.
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Evaluation


	•  Although the F-scale has some research support, supposedly authoritarian individuals do not always score highly on all the dimensions as the theory would predict.

	•  The F-scale suffers from response bias, as the scale is worded in a confirming direction. Therefore, if individuals agree with items they are rated as authoritarian. Altemeyer (1981) produced the less biased Right Wing Authoritarianism scale (RWA), which has an equal number of pro- and anti-statements.

	•  The theory is politically biased, as individuals with an authoritarian personality are seen as only existing on the conservative, right wing of political viewpoints.
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STRENGTHEN YOUR LEARNING


	  1  How do the agentic and autonomous states differ from each other?

	  2  What is meant by legitimacy of authority?

	  3  How might dehumanisation have occurred in Milgram’s study?

	  4  How do situational variables that affect obedience differ from dispositional ones?

	  5  In what ways might the following affect obedience rates?

	(i)   proximity

	(ii)  location

	(iii) uniforms.




	  6  Explain why those with an authoritarian personality might be more obedient to authority.
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RESEARCH IN FOCUS


	  1  Bickman’s (1974) obedience study was a field experiment. How does a field experiment differ from:

	(i)   a laboratory experiment

	(ii)  a natural experiment?




	  2  Give one strength and one weakness of a field experiment compared to a laboratory study.

	  3  The authoritarian personality is measured by the F-scale questionnaire.

	(i)   What is the difference between open and closed questions in questionnaires?

	(ii)  Explain two advantages and two disadvantages of a questionnaire such as the F-scale.

	(iii) In what way does a questionnaire differ from an interview?






For information on research methods, see Chapter 7.
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ASSESSMENT CHECK


	  1  Which of the following terms best matches the descriptions below? Choose one term that matches each description and write either A, B, C, D or E in the box next to it. Use each letter once only. One term will be left over.

	A  Agentic state

	B  Situational variables

	C  The authoritarian personality

	D  Proximity

	E  Legitimacy of authority




	(i)   The degree to which individuals are seen as justified in having power over others [1 mark]
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	(ii)  An individual with a belief in absolute obedience, submission to authority and domination of minorities [1 mark]
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	(iii) Acting as a representative of another person who is therefore seen as responsible for the behaviour demonstrated [1 mark]
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	(iv) Features of an environment that can affect individuals’ level of compliance to authority figures [1 mark]
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	  2  Discuss two explanations for obedience. [16 marks]

	  3  Outline and evaluate situational variables affecting obedience. [12 marks]

	  4  Outline and evaluate the findings and conclusions of one study of obedience. [6 marks]

	  5  Explain how proximity and location can affect obedience. [2 + 2 marks]

	  6  Yolanda dropped a crisp packet in the shopping centre and when told to pick it up by a fellow shopper she did nothing, but when told to do so by a security guard she immediately complied.
With reference to the passage above, explain why Yolanda obeyed the security guard, but not the fellow shopper. [3 marks]



	  7  Below is a table of data relating to the number of people who gave up a train seat when ordered to by a person dressing in different clothes:








	 
	Number of people (out of 20) who obeyed an order to give up a train seat



	Order issued by person in track-suit
	  3



	Order issued by person in casual clothes
	  5



	Order issued by person in train company uniform
	16






	(i)   Calculate the mean number of people who obeyed the order to give up their seat across all three conditions. Show your calculations. [2 marks]

	(ii)  What would be an appropriate graph to plot the data? Explain why. [3 marks]

	(iii) The study used an independent groups design. Give one advantage and one disadvantage of this design. [2 + 2 marks]





[image: ]









1.9 Explanations of resistance to social influence


‘Whenever you find yourself on the side of the majority, it is time to pause and reflect.’

Mark Twain




‘It is necessary to distinguish between the virtue and the vice of obedience.’

Lemuel K. Washburn



Although social influence generally helps society to function in an effective way, sometimes the consequences of conformity and obedience can be very negative. The crash of Northwest Airlink Flight 5719 (see ‘In the News’, page 26) is but one example of such negative consequences. If strategies are to be constructed that help prevent such destructive types of conformity and obedience, a thorough understanding of how social influence can be resisted is required. This suggests that possibly the best way to resist the negative effects of social influence is to train staff in institutional settings, where there is generally a social expectancy of conformity and obedience, to conform to and obey official guidelines and rules, rather than malevolent authority figures and majority influences.

Resistance to social influence involves disobedience and non-conformity, with non-conformity occurring in two ways:


	1  Independence – involving a lack of consistent movement either towards or away from social expectancy (doing your own thing).

	2  Anti-conformity – involving a consistent movement away from social conformity, for instance adopting the behaviour and norms of a minority group.




Social support

Research suggests that when there are others in social situations who defy attempts to make them conform and obey, then it becomes much easier for an individual to also resist such forms of social influence.


Conformity

With conformity, the presence of others who dissent has proven to be a strong source of defiance. In a variation of Asch’s study (see page 6), if the naïve (real) participants saw a dissenter disagreeing with the majority wrong answer on critical trials, conformity dropped sharply. Dissenters provide the participant with moral support, even if they give a different wrong answer from the majority, ‘freeing’ the participant to give the correct answer. The dissenter represents a form of social support. So, a major way of resisting conformity is to break the agreement of the majority – if they do not all agree, their impact is greatly reduced.

It also seems that early social support is more influential; if an individual finds themself in a situation in which pressures towards conformity are increasing and they feel they should be resisted, they should try to speak out as soon as possible. The sooner they do, the greater their chances of rallying others and resisting the majority.


Research

Allen & Levine (1971) found that conformity was reduced on a task involving visual judgements if there was a dissenter, even if the dissenting ‘partner’ wore glasses with thick lenses and admitted to having a sight problem. This suggests dissenters help resist social influence even when dissenters are not skilled in particular situations.
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Asch (1956) found that if there is a dissenter who answers correctly from the start of the study, conformity drops from 32 per cent to 5.5 per cent, but if the confederate only starts to dissent later in the study, conformity only drops to 8.5 per cent. This suggests that social support received earlier is more effective than support received later.




Obedience

With obedience the presence of disobedient models has been shown to be a powerful source of social support. Similarly to dissenters with conformity, disobedient models reduce the unanimity of a group, making it easier for individuals to act independently. Such people also seem to demonstrate that disobedience is actually possible, as well as how to do it. In one of Milgram’s variations, after confederate teachers had refused to obey, a real participant commented ‘I didn’t realise I could refuse to obey’. Disobedient models can additionally be seen as a form of conformity, as they create a group norm for individuals to follow suit.


Research

Milgram (1974) found that when two confederates paired with the real participant left the study early on, declaring that they would go no further, only 10 per cent of participants gave the maximum 450-volt shock. This suggests that the creating of a group norm of disobedience put the participants under pressure to conform to the behaviour of the confederates.

Mullen et al. (1990) found that when disobedient models broke the law by jay-walking (crossing roads illegally), participants were more likely to jay-walk themselves than when disobedient models weren’t present, supporting the idea of disobedient models increasing resistance to social influence.
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YOU ARE THE RESEARCHER

Would a dissenter who you identify with create more resistance to conformity than one you don’t identify with? Design an Asch-type procedure where, in the experimental condition, all the confederates are wearing replica shirts of a football team different to the one the real participant supports, but with the dissenter wearing a replica shirt of the same team the real participant supports. What would the control condition be? What type of experimental design would be used? What would the IV and DV be? What would your experimental hypothesis be? Why would a non-directional (two-tailed) hypothesis be justifiable?

For more on research methods, see Chapter 7.


[image: ]

[image: ]








Locus of control

Locus of control (LoC) was identified as a personality dimension by Rotter (1966). It concerns the extent to which people perceive themselves as being in control of their own lives. Individuals with a high internal LoC believe they can affect the outcomes of situations. Individuals with a high external LoC believe things turn out a certain way regardless of their actions.

Internal LoC refers to the belief that things happen as a result of an individual’s choices and decisions, while external LoC refers to the belief that things happen as a result of luck, fate or other uncontrollable external forces. Rotter (1966) believed that having an internal LoC makes individuals more resistant to social pressure, with those seeing themselves in control of a situation more likely to perceive themselves as having a free choice to conform or obey.


Research into LoC and resisting conformity

Spector (1983) gave Rotter’s locus of control scale to 157 university students and found that participants with a high external locus of control did conform more than those with a low external locus of control, but only in situations that produced normative social pressure. Both types of participants did not conform in situations that produced informational social influence. This suggests that people with less of a need for acceptance into a social group will be more able to resist social influence.

Shute (1975) exposed undergraduates to peers who expressed either conservative or liberal attitudes to drug taking. He found that undergraduates with an internal LoC conformed less to expressing pro-drug attitudes, supporting the idea that having an internal LoC increases resistance to conformity.

Avtgis (1998) performed a meta-analysis of studies involving LoC and conformity, finding that individuals with an internal locus of control were less easily persuadable and less likely to conform, supporting the idea of differences in LoC being linked to differences in the ability to resist social influence.



Research into LoC and resisting obedience

Holland (1967) tested for a link between LoC and obedience, but found no relationship between the two. However, Blass (1991) reanalysed Holland’s data using more precise statistical analysis and found that participants with an internal LoC were more able to resist obedience than those with an external LoC. Those with an internal LoC were especially resistant if they thought the researcher was trying to force or manipulate them to obey. This suggests the aspect of personal control in a situation is important, as those with a high internal LoC like to feel they have choice over their behaviour.

Schurz (1985) found no relationship between LoC and obedience among Austrian participants, who gave the highest level of what they believed to be painful, skin-damaging bursts of ultrasound to a learner. However, participants with an internal LoC tended to take more responsibility for their actions than those with an external LoC, which again suggests that feelings of personal control may be related to resistance of social influence.

Jones & Kavanagh (1996) investigated the link between moral disengagement and individual differences in LoC. They found that those with a high external LoC were more likely to obey unethical authority figures. This is a possible explanation for corporate fraud and institutional abuses of power where junior staff members fail to resist immoral/criminal directives given to them by more senior managers.
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YOU ARE THE RESEARCHER

Design a correlational study to examine the relationship between LoC and degree of independent behaviour. You will need to measure participants’ LoC. (Use the link in the ‘On the web’ feature on the left). You then need to measure participants’ levels of conformity/obedience. Think about how this has been done in studies you have already studied. Plot your data on a scattergram to give an indication of the strength and direction of correlation.

For more on research methods, see Chapter 7.
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ON THE WEB

Listen to a BBC Radio 4 programme on Julian Rotter’s Locus of Control, which was part of the Mind Changers series:

www.bbc.co.uk/programmes/b01gf5sr

To measure your own LoC go to:

www.psych.uncc.edu/pagoolka/LocusofControl-intro.html
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INCREASE YOUR KNOWLEDGE

Other factors involved in the resistance of conformity

Reactance


[image: ]

When the freedom of choice of individuals is restricted, they may react with reactance (rebellious anger), such as when adolescents rebel against conforming to adult rules.

Hamilton (2005) found that Australian adolescents in a low-reactance condition, who were told it was normal to experiment with cigarettes as long as they were aware of health risks, were less likely to smoke than those in a high-reactance condition who were told to never smoke. This implies that when freedom of choice is threatened, resistance will occur (it could be argued to be obedience as well as conformity).

Ironic deviance

If the truthfulness of a source of informational social influence is doubted, then the chances of individuals conforming to the guidance given will be lessened.

Conway & Schaller (2005) found that office workers conformed and used a software product if other employees recommended it, but were less likely to conform if the colleagues had recommended it after being ordered by the office manager to use that particular software, rather than alternatives. In this instance, they attributed fellow office workers’ behaviour as being determined by the boss’s order. This supports the idea that if individuals believe a source of informational influence is not genuine, conformity to that influence will be resisted (ironic deviance).

Status

People of low status within a group, such as newcomers, are motivated to attain higher status by exhibiting conformist behaviour; therefore conformity is more able to be resisted if individuals perceive themselves as of higher status within a group. (See Contemporary research – Richardson, 2009, on page 37.)
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ON THE WEB

Read the full research paper of Lucian Conway & Mark Schaller on ironic deviance in conformity behaviour, including a review of similar research, at:

www2.psych.ubc.ca/~schaller/ConwaySchaller2005.pdf
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CONTEMPORARY RESEARCH

Distinction defeats group member deviance. The unlikely relationship between differentiation and newcomer conformity – Erika Richardson (2009)

Status affects conformist behaviour, as people of lower status within a group are motivated to attain higher status by exhibiting conformist behaviour, while those who see themselves as of higher relative status will be more able to resist conformity.

Aims


	•  To test the effects of information on newcomers’ willingness to agree to group decisions.

	•  To assess how the status of individuals affects attempts to make them conform to obviously wrong answers.
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Procedure


	1  84 male and female students were assigned randomly to same-sex groups comprising three people. Two of each group were confederates and one was a naïve (real) participant. The naïve participants were led to believe that they were newcomers to the teams. Within each team the group members introduced themselves, with the confederates always going first. In each team the confederates described biographical details (level of education, amount of experience and so on) as of high or low status. The teams then looked at some information about two stock companies and decided which one to invest money in (one stock company was clearly superior to the other).

	2  Team members gave their opinion, with the real participant always answering last. The two confederates chose the weaker of the two stock companies.



Findings

In the teams where the confederates are believed to be of high status, participants conformed to the group decision. The reverse was true where confederates were believed to be of low status.

Conclusions

People of perceived lower status conform to the decisions of those group members of perceived higher status, even when they believe those decisions are suspect, in order to attain higher status. People use competence-based clues about the status of other group members to determine the level of their conformist behaviour. People of higher perceived status within a group are more able to resist attempts to make them conform.

Evaluation

The research has practical applications for the formation of groups. New group members should not be made to feel inferior, if they are to give honest opinions and be able to resist attempts to conform to obviously wrong/poor decisions.

The implication is that bad decisions made by people of high status are given additional support by the conformity to such decisions of junior group members. This is, therefore, similar to the findings of Tarnow (2000, see page 26) that aircraft accidents are often caused by junior co-pilots not questioning the wrong decisions of higher-status pilots.

The study is unethical, as it involved deceit. The confederates were not who they claimed to be; therefore informed consent could not be given.

[image: ]






[image: ]

PSYCHOLOGY IN THE REAL WORLD

Corporate fraud involves large commercial institutions performing illegal activities, such as paying bribes to get contracts and money laundering (disguising the proceeds of crime so that money cannot be traced to any wrongdoing). For example, the bank HSBC was fined £1.2 billion in 2012 for money laundering drug money in Mexico. There are also institutional abuses, where large organisations cover up evidence of their failures. The Healthcare Commission reported in 2009 that up to 1,200 ‘excess’ deaths had been uncovered at Stafford hospital. Such frauds and abuses involve large groups of people working together within hierarchical structures. Evidence suggests that such frauds are possible where lower-status staff have external LoC, increasing the possibility of them complying with illegal orders given by authority figures within the hierarchy. Also, Chui (2004) suggests that ‘whistle-blowing’ – where individuals within a hierarchy report illegal activities at the risk of losing their jobs – is performed by individuals with high internal LoC. To prevent such incidents of fraud and abuses occurring again would require staff training that focuses on the recognition and resistance of such practices. Junior staff would need to be taught to obey official procedures, rather than the illegal demands of more senior authority figures.
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RESEARCH IN FOCUS


	  1  Holland (1967) performed a correlational study that examined the relationship between LoC and obedience. What were the two co-variables in this study?

	  2  In Hamilton’s (2005) study into reactance, what were the IV and DV?

	  3  How can Richardson’s (2009) study into status be considered unethical? How would these ethical issues be dealt with?

	  4  Richardson used a mixed gender sample. In what way is this an advantage?

	  5  Richardson randomly assigned participants to teams within her study. Does this guarantee a representative sample?



For information on research methods, see Chapter 7.
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Other factors involved in the resistance of obedience


Systematic processing

Individuals are less likely to obey orders that have negative outcomes if they are given time to consider the consequences of what they have been ordered to do. However, the expectation in many institutional settings, such as the military, is that orders should be complied with immediately without thought; indeed much basic training in the military is concerned with achieving such a mindset, as conflict situations would generally require immediate obedience.


Research

Martin et al. (2007) found that when participants were encouraged and allowed to consider the content of an unreasonable order, they were less likely to obey, demonstrating the power of systematic processing in resisting social influence.

Taylor et al. (1997) reported that disobedience increases when people are encouraged to question the motives of the authority figure issuing an order. This suggests that systematic processing helps resist obedience by lessening the legitimacy of authority figures.




Morality

Research has shown that individuals who make decisions on whether to obey or not based on moral considerations are more resistant to obedience than those who do not.


Research

Milgram (1974) reported that one participant who did not fully obey, stated in a post-study interview that he was a vicar and his disobedience had been based on his ‘obeying a higher authority’ (God). In other words, his religious morality had helped him resist the authority figure’s commands to deliver the electric shocks.

Kohlberg (1969) gave moral dilemmas (a choice between two alternatives involving a moral decision, e.g. whether to keep or hand in money found on the street to the police) to participants from the Milgram study, finding that those who based decisions on moral principles were less obedient, supporting the idea that morality can be used to resist social influence.




Personality

Although there is little evidence to support the idea of there being personality characteristics which help resist social influence, research does suggest that individuals who can empathise with the feelings of others are more able to resist orders with destructive consequences.


Research

Oliner & Oliner (1988) compared a sample of 406 people who had sheltered Jews in Nazi Europe to a sample of 126 people who had also lived through the war, but hadn’t sheltered Jews. It was found that those who rescued Jews reported an upbringing that stressed social norms of helping others and emphasised their empathy with the suffering of Jewish people. As sheltering Jews was against the law in Nazi-occupied countries, it illustrates the importance of empathy as a personality characteristic which helps resist destructive obedience.
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STRENGTHEN YOUR LEARNING


	  1  What is meant by resistance to social influence?

	  2  How do dissenters help reduce the likelihood of conformity?

	  3  How do disobedient models aid resistance to obedience?

	  4  What is meant by locus of control?

	  5  What is the difference between those with an internal LoC and those with an external LoC?

	  6  Why are individuals with an internal LoC more resistant to social pressure?

	  7  Does research support the idea of a link between LoC and likelihood of conformity/obedience?

	  8  Explain how the following can affect resistance to conformity:

	(i)   reactance

	(ii)  ironic deviance

	(iii) status.




	  9  Explain how the following can affect resistance to obedience:

	(i)   systematic processing

	(ii)  morality

	(iii) personality.
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ASSESSMENT CHECK


	  1  Copy and complete the table below by writing which description, A, B, C or D, describes which term. One statement will be left over. [3 marks]

	A  Rebellious anger produced by attempts to restrict freedom of choice

	B  An individual’s beliefs about the causes of successes and failures

	C  The ways in which individuals attempt to withstand perceived attempts to threaten freedom of choice

	D  The perception of assistance and solidarity available from others










	Term
	Description



	Social support
	 



	Resistance
	 



	Locus of control
	 








	  2  Outline and evaluate two explanations of resistance to social influence. [16 marks]

	  3  Discuss social support as an explanation of resistance to social influence. [12 marks]

	  4  Explain how locus of control can affect resistance to social influence. [3 marks]

	  5  Jasper likes to wear his hat, but when getting on the bus home he noticed everyone else wearing a hat took theirs off, so he did too. The next day he was wearing his hat again and again all the other hat wearers took theirs off when getting on the bus, all except one boy in front of him, so Jasper kept his hat on too.
With reference to the passage above, use resistance to social influence to explain why Jasper took his hat off on the first day, but kept it on the following day. [4 marks]



	  6  Research into locus of control and resistance to social support often involves correlational studies.

	(i)   Describe the correlational study method. [3 marks]

	(ii)  Discuss one strength and one weakness of the correlational study method. [2 + 2 marks]

	(iii) Sketch a scattergram showing a positive correlation between internal locus of control and resistance to social influence. [2 marks]
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1.10 Minority influence


‘Minorities are the stars of the firmament; majorities, the darkness in which they float.’

Martin H. Fischer



Minority influence is a type of social influence that motivates individuals to reject established majority group norms. This is achieved through the process of conversion, where majorities become gradually won over to a minority viewpoint. Conversion involves the new belief/behaviour being accepted both publicly and privately and can be seen as a type of internalisation (see page 3), as it involves a change in an individual’s belief system and as such is regarded as a strong (true) form of conformity.

Conversion through minority influence generally occurs through informational social influence (see page 4), where a minority provide new information and ideas to the majority. Minority influence therefore takes longer to achieve than majority influence based on compliance, where conformity is instantaneous and unthinking, because time will need to be taken for individuals to re-examine their beliefs and behaviour in light of the new information and beliefs that the minority are advocating.

The gradual process by which minority opinions become majority ones is called social cryptoamnesia (the ‘snowball effect’). At first, converts to the minority viewpoint are few, but as more and more people change their attitude, the pace picks up and the minority gains status, power and acceptability.

Minority influence is a crucial factor in bringing about innovation and social change (see page 45) and research has suggested that behavioural style, especially consistency and commitment, as well as flexibility, are important factors in helping achieve minority influence.


Behavioural style – consistency and commitment

Minority influence will be persuasive if the minority is consistent (unchanging) with its opinion/behaviour, shows confidence in its beliefs, and appears unbiased. Consistency seems to be the most important feature here, as it shows the minority are committed, especially if the minority have had to resist social pressures and abuses against their viewpoint, and creates enough doubt about established norms to get individuals to re-examine their own beliefs and behaviour.
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CLASSIC RESEARCH

Influence of a consistent minority on the responses of a majority in a colour perception test – Serge Moscovici et al. (1969)

Srul Hersh (Serge) Moscovici claimed that if majority influence was all-powerful, we would all think and behave the same. He pointed out that major social movements, like Christianity, start with an individual or small group and that without such influences, there would be no innovation in society. He set out to investigate this claim.
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Aim

To investigate the role of a consistent minority upon the opinions of a majority in an unambiguous situation.

Procedure

Participants were placed into 32 groups of six. In each group there were four real participants and two confederates. Participants were told that it was an investigation into perception. Each group was shown 36 blue slides, with filters varying the intensity of the colour. In the consistent condition, the confederates answered wrongly that the slides were green. In the inconsistent condition, the confederates said that 24 of the slides were green and 12 were blue. Answers were given verbally in the presence of the rest of the group.

Findings

There was an 8.2 per cent agreement with the minority in the consistent condition, with 32 per cent agreeing at least once. There was only 1.25 per cent agreement in the inconsistent condition.
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Conclusions

Although the consistent condition finding of 8.2 per cent seems a small figure, it is significantly higher than the inconsistent condition figure of 1.25 per cent and so shows that although minority influence is relatively small, consistency is the important variable.

Evaluation

Consistent minorities have even greater influence on private attitudes. In a separate experiment where participants gave their answers privately in another consistent condition, there was even greater agreement.

Moscovici only used female participants as he thought that they would be more interested in colours – the results are not, therefore, generalisable to males. Indeed, research often suggests that females conform more readily than males (see pages 10–11).

Moscovici’s study is unethical as it involved deceit, which means informed consent could not be given. Participants may also have endured mild stress.

The study does not identify important factors in minority influence, like group size, status or degree of organisation.

Research studies generally support Moscovici’s findings. Meyers et al. (2000) found minority groups that were successful in affecting majorities were more consistent than those that were not.
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ON THE WEB

Moscovici (1925–2014) was a Romanian-born French social psychologist, with an event-filled, inspirational life. His experience of totalitarian governments, with their negative attitudes towards social change and innovation, inspired him to research minority influence. Read more about him at:

http://en.wikipedia.org/wiki/Serge_Moscovici
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Flexibility

Consistent minorities who are inflexible, rigid and uncompromising in their beliefs and behaviour will not be persuasive. If they are seen to be flexible by demonstrating an ability to be moderate, co-operative and reasonable, then they will be persuasive. Successful minority influence therefore seems to require the minority to compromise and be slightly inconsistent in its position.


Research

Nemeth (1986) created groups of three participants and one confederate who had to decide how much compensation to pay to the victim of a ski-lift accident. When the confederate, acting as a consistent minority, argued for a low amount and refused to change his position, he had no effect on the majority. However, when he compromised a little and moved to offering a slightly higher amount, the majority changed their opinion to a lower amount. This shows how minorities need to be flexible to be persuasive, while at the same time questions the importance of consistency. This was further supported by Mugny & Papastamou (1982), who got participants to respond to questions about responsibility for pollution. They were also exposed to a minority’s extreme views on how to control pollution. When the minority refused to budge from their opinion they were not persuasive; however, when they appeared flexible by compromising, they were seen as less extreme, co-operative and reasonable and were more persuasive in changing majority opinions. This suggests that flexibility may be a more important factor than consistency in enabling minority groups to be persuasive.
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INCREASE YOUR KNOWLEDGE

Two other factors that are important in achieving minority influence are style of thinking and identification.

Style of thinking

A committed minority stands an increased chance of getting individuals to engage in systematic processing, where the minority viewpoint is considered carefully and over time, rather than being instantly dismissed without any considered analysis through superficial processing.

Smith et al. (1996) found that if a minority could get a majority to consider an issue in terms of the arguments for and against the issue, then the minority became more influential, illustrating how style of thinking is important in determining the persuasiveness of a minority. This was further supported by Nemeth (2005), who reported that when a minority can get a majority to discuss and debate an issue, the persuasive influence of the minority becomes greater.

Identification

When a majority identifies with a minority, then the minority will be more persuasive in getting the majority to convert to its viewpoint.

Maas et al. (1982) found that a homosexual minority arguing for homosexual rights was less persuasive in changing majority heterosexual opinions than a heterosexual minority arguing for homosexual rights. This suggests that the heterosexual majority identified with the heterosexual minority, making them more persuasive, while they perceived the homosexual minority as different from themselves and as having a self-interest in promoting their own particular cause.
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ON THE WEB

Charlan Nemeth is one of the foremost researchers into minority influence. Go to:

https://irle.berkeley.edu/files/2010/Minority-Influence-Theory.pdf

Here you can read a fascinating recent paper by her concerning the history of minority influence research, including details of her work with Serge Moscovici, and the importance of dissenters as a source of minority influence that encourages divergent thinking, leading to innovation and creativity.
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STRENGTHEN YOUR LEARNING


	  1  Why might minority influence be regarded as a form of internalisation?

	  2  Why does minority influence take longer to achieve than majority influence?

	  3  What is social cryptoamnesia (the ‘snowball effect’)?

	  4  Explain how the following are important in making a minority persuasive:

	(i)   behavioural style

	(ii)  flexibility

	(iii) style of thinking

	(iv)  identification.




	  5  What did Moscovici’s study suggest is the most important factor in minority influence? Justify your answer.
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RESEARCH IN FOCUS

For more on research methods, see Chapter 7.


	  1  Moscovici’s study can be said to lack mundane realism. What does this mean?

	  2  Identify two other methodological weaknesses of Moscovici’s study.

	  3  Does Moscovici’s study have any ethical issues? Give details.

	  4  The presentation of data for Moscovici’s study (see page 42) is in the form of a bar chart. Explain:

	(i)   why this is an appropriate graph for this data

	(ii)  how a bar chart differs from a histogram

	(iii) how the data could be displayed in a pie chart.
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IN THE NEWS

The Psychological Enquirer

Police investigate assisted suicide of paralysed rugby player


[image: ]

Daniel James, a 23-year-old England rugby player, committed suicide in a Swiss euthanasia clinic after being paralysed from the chest down in a training accident. Police investigated but no one was prosecuted.

Daniel, a hooker with Nuneaton rugby club, felt his body had become a ‘prison’ and lived in ‘fear and loathing’ of daily life. He tried to kill himself several times after a scrum collapsed on him in March last year, dislocating his neck vertebrae, trapping his spinal cord and rendering him instantly tetraplegic.

Assisted suicide is illegal in the UK and family or friends who help face up to 14 years in jail.

Dignity in Dying, which campaigns for a law change to allow terminally ill and mentally competent patients to choose assisted death, has supported several cases similar to Daniel’s.

Dignity in Dying can be regarded as a minority group influence. Their argument that individuals should have the right to choose assisted suicide is not a mainstream one and has attracted criticism and even legal action. Increasingly, however, people are coming round to their viewpoint. Perhaps in a few years’ time their view will be the majority one and euthanasia will be an accepted practice. If so, this would be an example of how minority influence leads to social change. In 2014 the Assisted Dying Bill was debated in Parliament, with Dignity in Dying one of the official stakeholder groups. However, the bill did not at this time become law.
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1.11 The role of social influence processes in social change


‘Do not follow where the path may lead. Go, instead, where there is no path and leave a trail.’

Ralph Waldo Emerson (1893)




‘I can’t understand why people are frightened of new ideas. I’m frightened of the old ones.’

John Cage (1988)




Social change

Social change involves the way in which society develops, through big shifts in people’s beliefs, attitudes and behaviour. This process occurs continually, but at a gradual pace, with minority influence being the main driving force for social change through minority viewpoints slowly winning the majority over to what will become new social norms (expected ways of thinking and behaving).

Social change can be positive, such as the increased rights for women that developed in western cultures through the 1900s, but social change can also be negative, such as the adoption by society of eugenic beliefs, which saw people of different races as genetically inferior, leading to mass extermination of whole groups of people, such as that performed by the Nazis.

Majority influence’s main role is to help maintain social order, to keep things the way they are. Majority influence can therefore be seen as a ‘police officer’ overseeing society, so that people know what behaviour and attitudes are expected of them and then stick to them. Majority influence is also more of an immediate, unthinking process and so can be broken down over time through minority influence affecting people’s thought processes and belief systems to bring about social change.

Minority influence changes attitudes and behaviour over time, incurring a strong, long-lasting form of conformity, involving fundamental changes in belief systems (see Minority influence, page 41). This occurs by individuals directing their thinking at understanding why the minority holds a particular viewpiont. And conversion to the minority viewpoint then takes place, as individuals start to look at the issue in the same way as the minority. In this way innovation occurs and new ideas and behaviours become adopted as mainstream practices.

There comes during this process a moment of critical mass, where the minority viewpoint becomes that of the mainstream and the majority will begin to conform to this new viewpoint through compliance (see page 3). However, as this is only a public, but not private form of majority influence, people may still privately hold their original beliefs: for example, still privately holding sexist or racist beliefs, but not publically demonstrating them. For more permanent social change to occur, more people will need to conform to the new viewpoint through internalisation involving a change in their belief systems (see page 3).

As social change is generally a slow, gradual process of social cryptoamnesia (see page 41), it allows for change to occur in a manner that is not too disruptive to social order; rapid change would cause conflict within society that could be very harmful in the short term. The slowness of the process also allows for new ideas to be ‘road-tested’, to check their suitability for mainstream society. Once social change has occurred, conformity will serve to consolidate and maintain the new beliefs and behaviour, as part of a new social order.

Like conformity, obedience generally serves to maintain the existing social order. Therefore, as social change occurs, obedience (like conformity), will serve to oversee and uphold the new social order.
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There is always the possibility that people who show resistance to conformity and obedience may become agents for social change, as they model the attitudes and behaviour necessary for such change to occur.

A good example of how social influence processes bring about social change would be that of the environmental group Greenpeace, which started in Canada in the early 1970s. Originally regarded as a bunch of cranks attracting ridicule and legal action, they slowly over time – through minority influence – changed more and more people’s belief systems and so attracted more members and popular support, until finally becoming the mainstream, accepted, legitimate voice for environmental issues.
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CONTEMPORARY RESEARCH

Resistance to persuasive messages as a function of majority and minority status – Martin, Hewstone & Martin (2003)
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Aim

To see if opinions given by minority or majority group influence are more resistant to conflicting opinions.

Procedure

48 British university student participants who had an initial attitude of being supportive of voluntary euthanasia received two messages. The first message (the pro-attitudinal message) gave six arguments against voluntary euthanasia and was supported by either minority or majority group influence. The second message (counter-attitudinal message) conflicted with the first message by giving six arguments for voluntary euthanasia. Attitudes were measured after the presentation of both messages.

Findings

Attitudes following minority support for the pro-attitudinal message were more resistant to change following the counter-attitudinal message, than if the pro-attitudinal message had been given majority support.

Conclusions

Minority influence creates systematic processing (consideration) of its viewpoints, leading to attitudes that are resistant to counter-persuasion. The findings support Moscovici’s belief that the opinions of minorities are subjected to a higher level of processing than those of majorities.

Evaluation

The results are consistent with the view that both majorities and minorities can lead to different processes and consequences under different situations. Minority influences have a much greater influence than was originally thought.

The results support the idea that minority influence can lead to social change, as systematic processing will cause changes in belief systems leading to fundamental changes in people’s viewpoints and behaviour.

Research

Martin & Hewstone (1999) found that minority influence leads to more creative and novel judgements than majority influence, supporting the idea of minority influence being a social force for innovation and change.

Burgoon (1995) argued that it is the deviant and unexpected behaviours of minorities that are alerting and arousing and which lead to a deeper-level analysis of the behaviour and ideas being presented. This suggests it is the violation of social norms by minorities which leads to systematic processing and, ultimately, social change.

Nemeth (2009) reported that it is the ‘dissent’ of minorities to established social norms that ‘opens’ individuals’ minds to search for information, consider other options and ultimately become more creative and make better decisions. This illustrates how it is the resistance of minorities to conform to and obey social norms that acts as a catalyst (starting point) for social change.
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STRENGTHEN YOUR LEARNING


	  1  What is meant by social change?

	  2  Explain how minority influence may bring about innovation.

	  3  Minority influence generally allows social change to occur in a slow, gradual fashion. How might this be a good thing?

	  4  Give a real-life example of your own of a minority group that has brought about social change. Using what you have learned about minority influence, explain how this social change occurred.



[image: ]






[image: ]

RESEARCH IN FOCUS


	  1  The aim of Martin, Hewstone & Martin’s (2003) experiment was to see if opinions given by minority or majority group influence are more resistant to conflicting opinions. Explain how an aim differs from a hypothesis.

	  2  For Martin, Hewstone & Martin’s study, construct a suitable:

	(i)   non-directional hypothesis

	(ii)  directional hypothesis

	(iii) null hypothesis.




	  3  Martin, Hewstone & Martin’s study used an opportunity sample. What is meant by an opportunity sample? Give one strength and one weakness of this sampling method.



For information on research methods, see Chapter 7.
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PSYCHOLOGY IN THE REAL WORLD

Research into minority influence and innovative change has had a big impact in the world of business and industry, where it has been realised that conformity and obedience within hierarchical social groups decrease the chances of beneficial change occurring. Companies that just place ‘yes men’ into work teams, individuals who quietly conform to usual practices and obey without question the directives of managers, will not experience any healthy dissent leading to meaningful analysis of work practices and ultimately beneficial innovation. More successful companies have used psychological knowledge and introduced minorities of genuine dissenters into teams to create an atmosphere of innovative social change.
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ASSESSMENT CHECK


	  1  Which of the following terms best matches the descriptions below relating to minority influence? Choose one term that matches each description and write either A, B, C or D in the box next to it. Use each letter once only. One term will be left over.

	A  Flexibility

	B  Compliance

	C  Consistency

	D  Commitment




	(i)   Minorities who demonstrate an ability to be moderate, co-operative and reasonable [1 mark]
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	(ii)  Minorities who demonstrate resistance of social pressures and abuses against their viewpoint [1 mark]
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	(iii) Minorities who are unchanging in their opinions and behaviour. [1 mark]
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	  2  Discuss the role of social influence processes in social change. [16 marks]

	  3  Outline and evaluate minority influence. [12 marks]

	  4  With reference to minority influence, explain each of the following:

	(i)   consistency [2 marks]

	(ii)  flexibility [2 marks]

	(iii) commitment. [2 marks]





	  5  Ise and her partner have very strong views on the safety of children and they have always argued for and sent their children to school wearing high-visibility clothing. At first, their views and behaviour were ridiculed, but they stuck to it, though they compromised a bit by getting their children to just wear fluorescent jackets. Slowly, more and more parents started sending their children to school wearing high-visibility jackets, until the majority were doing so and it has even now become official school policy.
With reference to the above passage, explain how social influence processes influence social change. [6 marks]



	  6  Explain three ethical issues psychologists must consider when researching into minority influence. [6 marks]
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SUMMARY

Conformity (majority influence)


	•  Conformity involves yielding to group pressure. Kelman (1958) proposed three types of conformity: compliance, identification and internalisation, which differ in the degree to which they affect belief systems.

	•  Conformity is regarded as a form of majority influence, with minority influence regarded as a form of internalisation.

	•  One explanation for conformist behaviour is informational social influence, where individuals yield to majority influence in order to be correct. This was demonstrated in Jenness’ (1932) study.

	•  A second explanation for conformist behaviour is normative social influence, where individuals yield to majority influence to be accepted/avoid rejection. This was demonstrated in Asch’s (1955) study.

	•  Another explanation of conformist behaviour is cognitive dissonance, where conformist behaviour reduces the unpleasant feelings created by simultaneously holding two contradictory cognitions.

	•  There are several situational variables that affect rates of conformity, such as the size of the majority influence, the unanimity of the majority influence, task difficulty, group identity, whether responses are made publicly or privately, and social norms. There are also individual factors such as gender, mood, personality and culture.

	•  Social roles are the parts individuals play as members of a social group, which meet the expectations of a situation.

	•  Zimbardo found that individuals conform readily to the social roles demanded of a situation in his prison simulation study.



Obedience and the work of Milgram


	•  Obedience involves complying with the demands of an authority figure and Milgram’s study identified several explanations for obedience, such as agentic state, legitimacy of authority and dehumanisation.

	•  Milgram also identified several important situational variations such as proximity, location and uniform.

	•  The authoritarian personality is a dispositional explanation of obedience that seeks to identify personality characteristics associated with obedience.

	•  Resistance to social influence involves the ways in which individuals attempt to withstand perceived attempts to threaten their freedom of choice and is influenced by factors such as social support and locus of control.



Resistance to social influence


	•  Resistance to conformity is additionally affected by reactance, ironic deviance and status, while resistance to obedience is affected by systematic processing, morality and personality.



Minority influence


	•  Minority influence is a type of social influence that motivates individuals to reject established majority group norms through the process of conversion, where majorities become gradually won over to a minority viewpoint.

	•  Important factors in the persuasiveness of minority influence are behavioural style, especially consistency and commitment, as well as flexibility, style of thinking and identification.

	•  Social change concerns the process by which society changes its beliefs, attitudes and behaviour to create new social norms, with minority influence as the main driving force.

	•  Minority influence allows innovation to occur, where new ideas and behaviours become adopted as mainstream practices.

	•  Minority influence provides the catalyst for social change, while majority influence and obedience reinforce existing social norms.
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