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Co-teachabilityCo-teachability

Students doing the AS or Year 1 of the A level cover exactly the same topics during their course of study. A level students have a few additional topics for Paper 2 (see bottom of this page). This means that the AS and Year 1 of the A level are co-teachable. 

In the A level exams questions are worth a maximum of 16 marks and AS questions a maximum of 12 marks (see page 213 for more on this).

If you are an A level student, you can take the AS exam at the end of your ﬁrst year but this will not count towards your A level. A level students must take all three A level papers at the end of their ﬁnal year of study.

Research methodsResearch methods

About 25% of the overall assessment will assess skills in relation to research methods.A minimum of 10% of the overall assessment will assess mathematical skills (see page 217) for both AS and A level.

Paper 2: Extra topics for A level (covered in our Year 2 book)Paper 2: Extra topics for A level (covered in our Year 2 book)

If you are doing A level rather than AS, then you will need to study Paper 3 topics plus the following additional topics for Paper 2:

Approaches: The psychodynamic and humanistic approaches, plus a comparison of all approaches.

Biopsychology: Localisation of function in the brain, ways of studying the brain, biological rhythms.

Research methods: Content analysis, case studies, reliability, validity, features of science, reporting psychological investigations, levels of measurement, probability and signiﬁcance, choosing inferential tests.
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A wide range of other useful resources can be found on the relevant subject pages of our website: www.aqa.org.uk.

The Year 1 course: Aleveland AS

• There are two papers.

• Each paper is 1½ hours and 72 marks in total.

• Each paper is worth 50% of the ﬁnal AS level mark.

Paper 1  Introductory Topics in PsychologyPaper 1  Introductory Topics in Psychology

Each section is worth 24 marks. All questions are compulsory.Section A: Social inﬂuenceSection B:  MemorySection C: Attachment

Paper 2  Psychology in ContextPaper 2  Psychology in Context

Each section is worth 24 marks. All questions are compulsory.Section A: Approaches in PsychologySection B:  PsychopathologySection C: Research methods

AS levelAS level

• There are three papers.

• Each paper is 2 hours and 96 marks in total.

• Each paper is worth 33.3% of the ﬁnal A level mark.

Paper 1  Introductory Topics in PsychologyPaper 1  Introductory Topics in Psychology

Each section is worth 24 marks. All questions are compulsory.Section A: Social inﬂuenceSection B: MemorySection C: AttachmentSection D: Psychopathology

Paper 2  Psychology in ContextPaper 2  Psychology in Context

Sections A and B are worth 24 marks, Section C is worth 48 marks.  All questions are compulsory.Section A: Approaches in PsychologySection B: BiopsychologySection C: Research methods

Paper 3  Issues and Options in PsychologyPaper 3  Issues and Options in Psychology

Each section is worth 24 marks. Section A is compulsory, Sections B, C and D contain three topics each and students select one topic from each.Section A: Issues and debates in PsychologySection B: Relationships, Gender or Cognition and DevelopmentSection C: Schizophrenia, Eating Behaviour or StressSection D: Aggression, Forensic Psychology or Addiction

A levelA level
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Psychology assessment consists of three skills: describing what you know, applying your knowledge and analysing/evaluating this knowledge. This applies to all students – AS students and A level students.

On pages 213–223 we look at the skills needed for AS/A level Psychology, which will help you see why we have designed our spreads as they are.


Analysing and evaluating Analysing and evaluating

 

Assessment objective 3 (AO3)  is concerned with your ability to evaluate the theories, concepts and studies you have learned about.

We have presented the AO3 material on the  right-hand side of each spread.

Generally we have provided:

• Two or three evaluation points. Each of these is divided into three paragraphs to help you understand how to structure evaluation using PET.   

• One counterpoint – to help you develop the skill of discussion. Extended writing questions may say ‘Discuss’ which means you should present your evaluation points as a two-sided discussion (point and counterpoint).

• One evaluation extra – for those who want a bit more evaluation we oﬀer a debate to consider. It is always preferable to include fewer points but really elaborate the ones you do, rather than trying to cover many poorly explained points. So this really is an ‘extra’.

Applying your knowledgeApplying your knowledge

Assessment objective 2 (AO2)  is concerned with being able to apply your psychological knowledge.

It is a really good way to assess whether you do understand the psychological knowledge.

On every spread we usually have two or three ‘Apply it’ questions which give you a chance to practise this AO2 skill of application in relation to both concepts and research methods.

Research methods topics are covered in Chapter 6 but we have given you a chance to apply this knowledge throughout the book.

Describing what you knowDescribing what you know

Assessment objective 1 (AO1)  is concerned with your ability to report detailed descriptions of psychological knowledge and demonstrate your understanding of this knowledge.

We have presented all the AO1 material on the le-hand side of each spread. 

We have divided the text up with subheadings to help you organise your understanding. Each heading should act as a cue for material to recall and matches the material in the summary at the end of each chapter.

What is an ‘assessment objective’ (AO)?

It is something that is used to assess your ability.

You can demonstrate what you know by describing it (AO1) but there is more to knowledge than that. There is the further skill of being able to use your knowledge in new situations (applying  your knowledge, AO2). And a further skill is to be able to judge the value of your knowledge (evaluation, AO3).

All three of these skills are what you are examined on.

P – Identify the POINT to be made.

E – ELABORATE the point. Which can be done with an EXAMPLE, or some EVIDENCE from a research study or an EXPLANATION.

T – End with a link back to the essay title and/or give a conclusion: ‘THIS suggests ...’ ‘THEREFORE ...’  ‘THIS means ...’.

How to use this book

4 //Introduction
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Extra features on each spreadExtra features on each spread

The speciﬁcation says

The spread begins (top le) with an excerpt from the speciﬁcation showing what is covered on the spread. There is also a brief analysis of what the speciﬁcation entry means.

Key terms

The speciﬁcation terms are explained, mirroring what you might be expected to know if you were asked to explain the terms. These key terms are emboldened in blue in the text. 

Other important words are emboldened in the text and explained in the glossary, which forms part of the index.

Study tips

This book has been written by very experienced teachers and subject experts. When there is room they give you some of their top tips about the skills necessary to demonstrate your understanding of psychology. The study tips  may also include pointers about typical misunderstandings.

Check it

A sample of practice questions to help you focus on how you will be using the material on the spread.

The ﬁnal question is an extended writing question. AS students should aim to answer a 12-mark version whereas A level students will need to practise a 16-mark version. Extended writing skills are discussed on pages 220–221.

Extra features in each chapterExtra features in each chapter

Chapter introduction

Each chapter begins with discussion points that might help you start thinking about the topic.

Practical corner

Questions on research methods account for about 25% of the assessment, therefore you should devote a lot of time to understanding how psychologists conduct research. There is no better way to do this than being a researcher yourself. We oﬀer some ideas for research activities and provide additional opportunities to practise mathematical skills.

Chapter summary

Each chapter ends with a useful spread summarising the key points from each  main content spread. 

These summaries should help you revise. Look at each key point and see what you can remember. Look back at the spread to remind yourself. Each time you do this you should remember more.

Practice questions, answers and feedback

Learning how to produce eﬀective question answers is a SKILL. On this spread in each chapter we look at some typical student answers to practice questions. The comments provided indicate what is good and bad in each answer.

Multiple-choice questions (MCQs)

Here’s a chance to test your new-found knowledge. Questions are given for each  main content spread in the chapter, with answers at the bottom right of the multiple-choice questions spread. Keep trying until you get 100%.



Student digital book (SDB)Student digital book (SDB)

A digital version of this student book is also available if your school has access to our Digital Book Bundle of student and teacher resources. You can view this digital version via a tablet or computer at school, home or on the bus – wherever it suits you.

There are extra features in the student digital book that support your studies. For every spread in this book there are:

• Lifelines: Very straightforward, easy-to-digest key descriptive points for the spread topic.

• Extensions: Extra information, studies or activities to challenge and stretch you further.

• Weblinks to useful YouTube videos or other sites.

• Answers to the Apply it and Evaluation extra questions in this book (invaluable!).

• Quizzes: Interactive, self-marking quizzes that help to check and reinforce your understanding of a topic.

• Practice questions: Extra questions to help you practise your skills.

Need a lifeline?

The SDB is your answer. 
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Decisions, Decisions, 

    decisions, 

    decisions, 

        decisions

        decisions

You have probably had many experiences of having to make a decision about something important and agonising over it. Should I or shouldn’t I?

For example, Cara’s daughter recently couldn’t decide whether or not she should break up with her boyfriend. I won’t list the things he had done wrong but she really wasn’t sure that he was the one.  On the other hand she loved him. 

She eventually decided to stay with the relationship but kept asking herself, ‘Did I do the right thing, or would I be better off without him?’

Some people think that psychology is just common sense – but it isn’t. In some ways, psychology can be seen as a test of common sense. Psychology has shown that what we have always strongly believed to be true oen turns out to be wrong. And sometimes things that sound like wild ideas turn out to be true.

Psychology specialises in what are called counter-intuitive ﬁndings. These are the results from psychological research studies that you just didn’t expect, which pleasingly and surprisingly contradict common sense. You read them, and you think, ‘Well, how about that then?’. 

What is Psychology?


The philosopher Voltaire said, ‘Common sense is not so common’. He could well have added, ‘and doesn’t often make a lot of sense either’.

6 //What is Psychology?
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Psychologists have explained Cara’s daughter’s confusion. Let’s begin with a study they carried out.

They told students in their study: I am going to pay you £50 to spend an hour to turn the pegs on a board 90 degrees at a time. 

(So far, this sounds like a good deal. But there is a little more to it.)

When you have ﬁnished I wonder if you would mind telling some other students that you actually really enjoyed the task.

The two psychologists who did this study – Leon Festinger and James Carlsmith (1959) – demonstrated something quite surprising. What do you think the students said when they had to describe the task to another student? Those students who were paid a lot (it was actually $20 but the study was done in 1959) were a bit negative. But students who were paid a measly $1 gave a glowing account of what fun they had!

If there is a budding psychologist inside you, you should be asking ‘That’s odd – I wonder why?’

Festinger and Carlsmith came up with a theory called cognitive dissonance. If you do a boring task for a lot of money and then have to tell someone it was fun, this produces no conﬂict in your mind (‘I did it because I was paid a lot’). If you do a boring task and have to say it was fun but get very little money, you may be asking yourself, ‘why did I do that?’ – there is some conﬂict in your mind.

The students with conﬂict had to ﬁnd an excuse for themselves about why they did such a boring task and lied, so they convinced themselves it wasn’t actually that boring – and that meant they could justify their behaviour to themselves. 

The theory of cognitive dissonance says that when we are faced with a decision that produces conﬂict (dissonance), we want to reduce the conﬂict. One way to do this is to increase or decrease the desirability of one of the options, and then the anxiety vapourises. 

Psychology is great!

And what does this have to do with Cara’s daughter and her boyfriend? 

Her distress is a state of cognitive dissonance – holding two conﬂicting thoughts – should I have ﬁnished the relationship or should I have continued? That creates discomfort and we naturally seek to reduce it. Cara’s daughter spoke to a friend, Alison, who was in a similar situation. Alison ended her relationship and says she has regretted it ever since. Alison’s ex has now found someone else. This makes Cara’s daughter feel better – she made the right choice. Her dissonance is reduced. 

Turning pegs for an hour. Would you do it?

Cognitive dissonance, your ﬁrst theoryCognitive dissonance, your ﬁrst theory‘Cognitive’ means in your mind, and ‘dissonance’ means conﬂict.

These new and, we admit, somewhat challenging words may scare you. But you 

might well impress others with your big words.

From here on, this is what you will be doing in your study of psychology:

• Learning about research studies that psychologists did.• Learning about their theories.

• Learning great words that will impress people.
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Armchair Armchair psychologypsychology

People like to oﬀer their own explanations for why people do what they do.

Psychologists go beyond common sense and beyond personal opinions. The single thing that matters most in psychology is evidence. Real psychologists, as opposed to armchair ones, are expected to provide evidence for their every utterance (well, almost every one). 

Evidence doesn’t come from personal experience, or subjective opinion. It comes from what we call empirical data, which is what research studies are all about.

Research studies are crucially important, and form the foundations of psychology. Psychologists do research studies – they write down what they did (procedures) and what they found (ﬁndings). Then other psychologists can read about the studies and criticise them or design a new study.

But let’s not be too dismissive of that armchair theorising. That’s the starting point of our psychological knowledge. We then use the evidence from studies to evaluate our theories, to change and develop them, to get as close to the truth about behaviour as we scientiﬁcally can.

The even beer news is that psychologists don’t have all the answers. The truly great thing about psychology, the thing that really gets thousands of researchers and practitioners up in the mornings, is that there is still so much to learn and understand. There is still a lot of room for discussion and debate. And now you can join in.

Psychology is the science of behaviour and experience

The key word is science.

We think science is the best thing since sliced bread – but actually it isn’t a ‘thing’, it’s a process. It is a wonderful process that enables us to get closer and closer to understanding the world. This is the process:

Step 1: Identify a research question or issue. This usually stems from observing an interesting behaviour, or from a broader psychological theory. 

For example (and lets take a simple example), have you ever heard the saying ‘familiarity breeds contempt’ or ‘absence makes the heart grow fonder’? So which is true? 

Step 2: Decide on a topic to study (your aim). Your observations lead you to decide on a topic to study. In some kinds of scientiﬁc research a formal statement is made – a hypothesis. This is a statement of what you believe is true. You state this so that you can test to see whether it is supported by evidence and thus may reﬂect reality. 

In order to test our idea we need to go with one of the views – familiarity leads to increased liking rather than contempt.

So here’s our hypothesis ‘You feel more positive about a word you hear ten times than a word you hear just once’.

Step 3: Design a study to test your hypothesis. This is where it gets remarkable. The key feature of science (as you should know from GCSE) is that it is controlled. There are many diﬀerent kinds of study but let’s consider doing a controlled experiment like Festinger and Carlsmith’s (previous page) – we get one group of people to do a task in one way and we get another group of people to do a task diﬀerently so we can compare them. 

Step 4: Carry out the study. It’s very important to take due account of ethical issues when conducting the study (see facing page). 

In fact Robert Zajonc (a well-known psychologist whose name just happens to be pronounced as ‘Science’ – yes, really) tested just such a hypothesis. He made up a list of words such as ZABULON and ENANWAL.

Participants* were asked to listen to a list of words. One group of participants heard the word ZABULON 10 times in the list and a second group heard it once. The opposite was true for ENANWAL.

At the end participants were asked to rate how much they liked all the words in the list.

Step 5: Analyse the results and draw conclusions.  You may present your results in a bar chart or may do a statistical test to see if your hypothesis is supported. 

Step 6: Evaluate and feed back. If the hypothesis has been rejected by the analysis, then it needs to be revised and retested. So we form a revised hypothesis …

Even if your hypothesis is supported, you might come up with further ideas to reﬁne your original hypothesis …

Zajonc found that participants did rate the words heard more frequently as more likeable. So we can conclude that familiarity does not breed contempt.

However, there are strengths and limitations of this study. Can you think of any?

*When psychologists do research, the people in their studies are called ‘participants’.

8 //What is Psychology?
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ValidityValidity

If you think about the study by Zajonc on the facing page, something might have occurred to you – participants would have realised that some of the words were repeated a lot. This may have led at least some participants to try to guess what the study was about and alter their behaviour.

Therefore the results of the study might not actually represent anything real. This is an issue of validity – which refers to whether something is real or just an outcome of a research study that actually doesn’t represent reality. Validity is a diﬃcult topic to understand so don’t expect to get it all at once. But it is an issue of central importance in psychological research so you will need to get it eventually.

Internal validityInternal validity

Internal validity concerns things inside a research study. It may be the question of whether we are testing what we actually intend to test. In our familiarity example, do you think we were actually testing whether familiarity makes something more likeable?

Internal validity also concerns the question of ‘control’. It might be that other factors aﬀected our ﬁndings. For example, some people might have heard the words ZABULON and ENANWAL before (not likely – that’s why they were chosen). But if they had, that would have spoiled everything. Researchers need to try to control everything that could cause the ﬁndings to be due to anything other than what was intended. This is something discussed in Chapter 6.

External validityExternal validity

External validity is concerned with things outside the research study. To what extent can we generalise our research ﬁndings to other situations? Do you think Zajonc’s study could be used to explain why repeated adverts are very successful on TV?

Research methods in PsychologyResearch methods in Psychology

Psychologists use a variety of methods in their research – all of them aim to be scientiﬁc because they seek to be objective and controlled and repeatable. Oen psychologists conduct experiments, which means they can draw conclusions about cause and eﬀect. The main issue with experiments is they can be quite trivial, just looking at a few variables doesn’t always represent real life (you might feel that about Zajonc’s study).

One alternative is to simply observe what people do in their everyday lives – psychologists watch people through two-way mirrors or from behind a bush in a park (not very oen). The problem here is that, frequently, there is just too much going on to allow us to draw useful conclusions. Other methods include questionnaires, interviews, case studies and also performing correlational analysis.

The key is using all kinds of diﬀerent methods to study one aspect of behaviour and considering how the ﬁndings from the diﬀerent kinds of study inform us.

As research methods are so important to psychology,they feature very prominently throughout this book. 

Ethics in PsychologyEthics in Psychology

Ethics refers to standards of behaviour, behaving with due respect for the people (or animals) you are studying. Ethical issues matter in psychology because the potential for causing damage is so much greater in psychology than it is in, say, chemistry. The subject matter of psychology is alive and can get upset. It is all too easy to carry out studies that could expose people to embarrassment, anxiety, stress or even worse forms of psychological harm.

So psychologists are always very careful to include steps to reduce this possibility, to make sure that the dignity and welfare of participants are protected. Ethical guidance is issued by professional psychological associations such as the British Psychological Society (BPS) or the American Psychological Association (APA). These organisations publish codes of conduct that psychologists and researchers have to follow in their research and professional practice.

A mysterious student has been attending a class at Oregon State University for the past two months enveloped in a big black bag. Only his bare feet show. Each Monday, Wednesday and Friday at 11.00 am the Black Bag sits on a small table near the back of the classroom. The class is Speech 113 – basic persuasion … Charles Goetzinger, professor of the class, knows the identity of the person inside. None of his students in the class do. Goetzinger said the students’ attitude changed from hostility toward the Black Bag to curiosity and ﬁnally to friendship.

Taken from the Associated Press (27 February 1967)

When Zajonc (1968) wrote a report of his study described on the facing page he began with the story above. It was the starting point for his study. This event in the basic persuasion class suggests that familiarity doesn’t breed contempt – it actually breeds liking for something. At least in some situations…

He called this the mere exposure eﬀect.

Statistical analysis in PsychologyStatistical analysis in Psychology

We’ve seen that conducting empirical research is a fundamental activity of psychology, but it would all be wasted eﬀort if we didn’t have a way of knowing what our results mean. This is where statistics come in. 

There are two types of statistics in widespread use in psychology – descriptive statistics and statistical tests. Descriptive statistics summarise data. They include measures such as the mean and drawing graphs. Such methods allow us to get a quick snapshot of the patterns in our data. Statistical tests are based on probability 

(see Chapter 6). The key thing for you to know is they tell us if any pattern in our results is just due to chance. 
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Approaches

Biological approachBiological approach

The biological approach explains behaviour in terms of physical causes in our brains and bodies, and this includes our genes. 

The most likely biological source of causes of behaviour is the brain, which produces chemicals called neurotransmitters (such as serotonin, which plays an important role in regulating our moods). 

The endocrine system is also signiﬁcant because it produces hormones (for example adrenaline) that have a big impact on our behaviour.

The methods used by this approach to investigate behaviour are physical too. Brain scans can show us the structure and functioning of the brain. Researchers then try to relate these to normal as well as abnormal behaviours. In the last 20 years the development of brain scanning techniques has led to a massive increase in understanding how the brain relates to behaviour.

Research on animals can be helpful too, because we can’t deliberately make changes to the human brain to observe the eﬀect on behaviour (no really, we can’t, not for research purposes).

This approach to understanding behaviour is largely ‘nature’ – though many aspects of the brain and body and even your genes (surprisingly) can be changed by nurture.

Behaviourist approachBehaviourist approach

The central concept of this approach is the inﬂuence of experience on our behaviour, and how we learn behaviours. Basically we are born as ‘blank slates’ and what we become is shaped by experience (sometimes termed ‘the environment’). 

Basically we either learn through association (classical conditioning) or reinforcement (operant conditioning). 

If you have cats you will know that they come running as soon as they hear a cupboard door being opened. They have learned to associate that noise with food. 

You probably also know the usefulness of treats with animals – a small reward reinforces a behaviour and makes it more likely to happen in the future.

These are examples of classical and operant conditioning. Whatever characteristics we might be born with, these take second place to the crucial roles of our experience and the environment.

Because this approach is most closely associated with scientiﬁc psychology, it’s no surprise that behaviourists are cheerleaders for the laboratory research in psychology because it involves precise and objective measurement of behaviour in controlled conditions. The approach also uses research with animals, because it sees no signiﬁcant qualitative diﬀerences between human and animal behaviour.

PS: There is also social learning theory, an extension of the behaviourist approach that incorporates indirect learning.

Nature or nurture?     Or nappies?

In Chapter 4 we discuss approaches in psychology, so this is a very brief introduction to support you until you get to that chapter.

The idea of an ‘approach’ is that psychologists tend to have a general view of what causes behaviour. Some psychologists think that the way we behave is largely inherited (that’s one approach), others believe it is largely learned through your life experience (another approach to understanding behaviour).

For example – think about football.

What is it that makes someone interested in football or good at it? Did they inherit some kind of football gene from their parents or did they learn to love it perhaps because their family enjoyed kicking a ball around?

Psychologists call this nature (what you are born with) or nurture (your life experiences).

Aside from views on nature–nurture, there are other key diﬀerences between the main approaches described on this page.

10 //What is Psychology?
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Eclectic aims to select what is best in various approaches, methods, or styles.

Cognitive approachCognitive approach

This approach focuses on thinking – our feelings, beliefs, attitudes and expectations and the eﬀects they have on our behaviour. 

The approach employs the ‘computer metaphor’ to explain how our minds work. Like computers, we process information. 

The approach has been used to explain many things including mental disorders such as depression. According to the cognitive approach depression occurs because people think negatively – they put the worst possible interpretation on events and play down the good things that happen to them. They think it will never get better. This leads to despair.

Like behaviourist psychologists, cognitive psychologists use laboratory research as a key research method. But a big diﬀerence is that while behaviourists have no interest in what goes on inside the mind, cognitive psychologists are the opposite. The processes inside the mind are precisely what they are interested in and have an important link to the behaviours we observe.

Whatever works bestWhatever works best

The distance from the biological approach to the humanistic perspective represents the huge range that is psychology.

Although researchers working in these two approaches may call themselves psychologists, they have very little in common in terms of their assumptions about behaviour, their preferred explanations, their philosophical viewpoints, the methods they use to investigate behaviour, or even the research questions they are interested in answering.

That’s how broad a subject psychology is – and that’s one reason why it’s so exciting. These diﬀerent approaches also reﬂect the undoubted truth that human behaviour is complex and is probably not going to be fully understood from just one approach.

Because of this, in recent years, there has been a growth of the eclectic approach. This is preferred by psychologists who aren’t committed to any one particular approach. The eclectic approach uses the assumptions, explanations and methods from many diﬀerent approaches. Their slogan could well be: ‘Whatever works best’.

Psychodynamic approachPsychodynamic approach

This is the approach that originated with Sigmund Freud, possibly the most well-known psychologist ever. He believed that the causes of behaviour lie within the unconscious mind, the part of the mind that is normally inaccessible but is extremely active. The iceberg metaphor has been used to represent this ‘invisible’ unconscious mind that has powerful eﬀects (think Titanic).

There is constant dynamic conﬂict between parts of the unconscious and the conscious mind. We can get a brief glimpse of this conﬂict when we dream, which is why Freud advocated the use of dream interpretation to help us understand what’s in the unconscious and why it aﬀects us. 

The approach also emphasises the importance of childhood experiences, which have a major impact on our personality development and our behaviour as adults.

Humanistic approachHumanistic approach

The humanistic approach is ﬁrmly based on the concept of the self. This concerns issues to do with your self-concept (how you see yourself), and your self-esteem (how you feel about yourself). 

The humanistic approach also emphasises the importance of being able to make our own rational choices. All of the other approaches suggest that our behaviour is, to a large extent, determined by other forces not always under our control – genes, the environment, our thought patterns, or our unconscious mind. Humanistic psychologists believe the goal of psychology is not prediction or control but to understand the whole person.

AS level students only need to study the biological, behaviourist and cognitive approaches. A level students go on to study the psychodynamic and humanistic approaches. We have covered all these approaches in Chapter 4.

The unconscious mind lies beneath.  
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The goals of PsychologyThe goals of Psychology

Consider one of the really important health issues of our times – the obesity crisis in Britain. Here’s a disturbing statistic to be getting on with – over half of the men and women in Britain are overweight or clinically obese. Can psychology do anything to help? In the Apply it on the right we use obesity  as an example to illustrate the goals of psychology below.

Describing behaviourDescribing behaviour

Psychologists want to be able to describe what is happening when people ‘behave’. This is mostly a matter of observation. Psychologists observe how behaviours are related to each other. They might, for example, notice that certain behaviours occur together quite oen and form a pattern. They might even begin to get an indication of which behaviours are ‘normal’ and which ‘abnormal’. Eventually, aer enough studies have been conducted, possible explanations of the behaviour emerge, which takes us on to the next goal of psychology.

Explaining behaviourExplaining behaviour

Describing behaviour is just a starting point. Psychologists really want to go beyond merely describing the behaviour that is happening and try to explain where it comes from, the reasons for it, what causes it. To do this, they formulate theories of behaviour and then use the scientiﬁc method (see page 8)  to test them. This of course is where disagreements emerge. There are many competing theories about the causes of behaviour, which oen reﬂect the general approach psychologists adopt within psychology. Can psychologists do more than explain behaviour? Yes, they can predict behaviour.

Predicting behaviourPredicting behaviour

This is the logical next step. Once we are conﬁdent that certain behaviours consistently occur under certain conditions, we can use that knowledge to predict how a person’s behaviour (including their thoughts) might change in the future. These predictions (known as hypotheses) can be turned into statements that can be tested in studies to see if the explanation was right.

Controlling behaviourControlling behaviour

The idea that psychology should be in the business of controlling behaviour may have sinister overtones for some people. But what if we changed the language a little? What if we said that the ultimate goal of psychology is to change behaviour? This is unquestionably something that many branches of psychology attempt to do. For example, psychological therapies for mental disorders are not just about trying to understand or explain behaviours such as phobias or depression. The intention is to change people’s behaviour,  from maladaptive, ‘abnormal’ behaviours that cause pain and suﬀering to adaptive, ‘normal’ behaviours that bring happiness (or less pain, at least).

Psychologists conduct research studies and develop theories so they might be in a position to predict behaviours that lead to obesity. Ultimately this would allow people to better control their eating behaviour.

Psychologyin the real world

Concepts

Apply it


Obesity and the goals  of Psychology

Describing obesity

Researchers use various research methods to work out what obesity is and how it relates to other factors. For example, they may use questionnaires or interviews to learn about attitudes towards eating in obese people. Psychologists might observe people’s eating behaviour and measure how much people actually do eat. They might do brain scans to see if obese and thin people differ in thinking patterns.

Explaining obesity

The descriptions that are collected enable psychologists to develop explanations. There are several current explanations drawn from the whole range of approaches in psychology. There’s a biological explanation that explains obesity in terms of the activity of hormonesand other chemicals within the body. There’s a behaviourist explanation that focuses on past learning experiences of rewards and punishments involving food. There’s also a cognitive explanation that emphasises the ways that we think about, interpret and perceive the meaning of food and eating.

 

Predicting obesity

If obesity is associated with inactivity, it is a short step to make the prediction that less active people are more likely to be overweight. 

If we identify depression as one of the causes of obesity, then again it is a simple matter to predict that depressed people are more likely to be obese. 

Controlling obesity

There may even be a political dimension to behavioural control (see ‘The Nudge Unit’ on the facing page). The obesity crisis is a good example. Because the costs of obesity are so high (especially Type 2 diabetes) the government employs psychologists to devise programmes to change eating and exercise behaviours in people who are overweight.

12 //What is Psychology?
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Change behaviourChange behaviour

The Nudge Unit

This is the popular name for the Behavioural Insights Team, an organisation that used to be part of the UK government. It was formed to change behaviour one small step at a time (that is, to ‘nudge’ people into making small changes, because such changes are more achievable). 

For example, the Nudge Unit has devised projects to get more people to sign up to organ donation or to give blood, to encourage people to pay their taxes on time, to give more time and money to charity, reduce food waste, and so on. 

They even tried to oﬀer some advice to the England team at the World Cup in 2014, by applying psychological research to taking better penalties (ironically, the team never had the chance to put this advice to the test).

Here’s another example of behavioural control:

The people at Schiphol Airport in Amsterdam wanted to know how you might stop men from missing the urinals and making a mess on the ﬂoor of the airport toilets. You could put up signs telling them to be more careful, or warn them of dire consequences if they don’t get their aim straightened out. 

But here’s a better idea. Men (OK, some men) like nothing more than having something to aim at. So men’s urinals at Schiphol Airport were given a small but signiﬁcant redesign. A tiny black spot, in the shape of a ﬂy, was inlaid into the middle of the pristine white porcelain urinal. It stood out like…well, like a ﬂy on a white urinal.

Although no truly scientiﬁc studies have been conducted into the eﬀectiveness of this method, apparently Schiphol’s cleaning costs were reduced by 8%.

Why did you do Psychology?

Some people think it will help them read other people’s minds. Some people, when they ﬁnd out you’re doing psychology, really do say things like, ‘I’d beer watch what I say then,’ or, ‘Does that mean you’re trying to analyse me?’ They might even say, ‘I had this really interesting dream last night. What happened was...’ At which point, you might be wishing you’d said you were doing English Lit instead.

The science of self-talk

Motivating self-talk refers to the things we say to ourselves to get us moving or motivated to do something. We probably all do this from time to time but sportsmen and sportswomen use this technique more than most. 

Sanda Dolcos and Dolores Albarracin (2014) noticed that there are two ways of using such self-talk – ﬁrst person and second person. For instance, we can say to ourselves ‘I can do it’ (ﬁrst-person) or ‘you can do it’ (second-person). But does this actually make a difference to performance? Dolcos and Albarracin suspected it does because it reminds us of our childhood experiences of encouragement, with people such as parents and teachers (hopefully) saying ‘you can do it’.

The researchers got the participants to imagine themselves to be a character in a story. Participants had to write down the advice that they would give themselves to motivate themselves to complete a task (solving a set of anagrams). Half of the participants had to write their advice down in the ﬁrst person and the other half in the second person. So the hypothesis they tested was: ‘There is a difference in the number of anagrams solved by the participants who used ﬁrst-person self-talk and those who used second-person self-talk’.

Dolcos and Albarracin found that more anagrams were solved when second person self-talk was used (17.53 on average) than with the ﬁrst-person variety (15.96 on average). This does not look like a big difference, but statistical analysis showed that it was unlikely to be a chance result.

They concluded that second-person self-talk is more motivating than ﬁrst person. However, whether this is really due to reminders of encouragement in childhood can’t be conclusively decided by this one study. So more research is needed to test further hypotheses in order to narrow down the range of alternative explanations.

Questions

1. Brieﬂy outline what behaviour is being described.

2. What explanation do the researchers propose for the behaviour?

3. How could this research be used to predict and control behaviour?

Concepts


Apply it


YOU 

CAN 




DO 

IT
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Henry Fonda is a juror in the ﬁlm Twelve Angry Men. The jury has to decide on the innocence or guilt of an 18-year-old boy accused of murder. 

Fonda alone believes that the accused is innocent. Everyone else in the room disagrees with him.

Who will end up inﬂuencing whom? Will the minority of one convince the others, or will the majority rule?

What would you do if you felt sure you were right and the others were wrong? How would you convince them? Or would you feel scared to oppose the others? Why would you feel scared?


Chapter 1

Social influence
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Asch’s research Asch’s research 

Asch’s baseline procedureAsch’s baseline procedure

Solomon Asch (1951) devised a procedure to assess to what extent people will conform to the opinion of others, even in a situation where the answer is certain (i.e. unambiguous). The procedure of his original study is brieﬂy described below le – this is called the ‘baseline’ study because it is the one against which all the later studies are compared.

Note that the speciﬁcation focuses on the ﬁndings and conclusions from Asch’s later research. Therefore we have not described the baseline procedure and ﬁndings in the main text.

Variables investigated by AschVariables investigated by Asch

Asch (1955) extended his baseline study to investigate the variables that might lead to an increase or a decrease in conformity. 

1. Group size  Asch wanted to know whether the size of the group would be more important than the agreement of the group. To test this he varied the number of confederates from one to 15 (so the total group size was from two to 16).

Asch found a curvilinear relationship between group size and conformity rate (see Apply it on facing page for graph). Conformity increased with group size, but only up to a point. With three confederates, conformity to the wrong answer rose to 31.8%. But the presence of more confederates made little diﬀerence – the conformity rate soon levelled oﬀ.

This suggests that most people are very sensitive to the views of others because just one or two confederates was enough to sway opinion.

2. Unanimity  Asch wondered if the presence of a non-conforming person would aﬀect the naïve participant’s conformity. He introduced a confederate who disagreed with the other confederates. In one variation of the study this person gave the correct answer and in another variation he gave a (diﬀerent) wrong one.

The genuine participant conformed less oen in the presence of a dissenter. The rate decreased to less than a quarter of the level it was when the majority was unanimous. The presence of a dissenter appeared to free the naïve participant to behave more independently. This was true even when the dissenter disagreed with the genuine participant.

This suggests that the inﬂuence of the majority depends to a large extent on it being unanimous. And that non-conformity is more likely when cracks are perceived in the majority’s unanimous view.

3. Task diﬃculty  Asch wanted to know whether making the task harder would aﬀect the degree of conformity. He increased the diﬃculty of the line-judging task by making the stimulus line and the comparison lines more similar to each other in length. This meant it became harder for the genuine participants to see the diﬀerences between the lines.

Asch found that conformity increased. It may be that the situation is more ambiguous when the task becomes harder – it is unclear to the participants what the right answer is. In these circumstances, it is natural to look to other people for guidance and to assume that they are right and you are wrong (this is called informational social inﬂuence (ISI), which is discussed on the next spread).

The specification says…

Variables affecting conformity including group size, unanimity and task difficulty as investigated by Asch.

Solomon Asch’s research has had a considerable impact on our understanding of conformity. We often ‘go along’ with other people in our everyday social lives. We agree with their opinions and change our behaviour to ‘ﬁt in’ with theirs. In other words we conform. Asch wanted to ﬁnd out why.

Key terms

Conformity ‘A change in a person’s behaviour or opinions as a result of real or imagined pressure from a person or group of people.’ (Aronson 2011)

Group size Asch increased the size of the group by adding more confederates, thus increasing the size of the majority. Conformity increased with group size, but only up to a point, levelling oﬀ when the majority was greater than three.

Unanimity The extent to which all the members of a group agree. In Asch’s studies, the majority was unanimous when all the confederates selected the same comparison line. This produced the greatest degree of conformity in the naïve participants.

Task diﬃculty Asch’s line-judging task is more diﬃcult when it becomes harder to work out the correct answer. Conformity increased because naïve participants assume that the majority is more likely to be right.

Conformity

The big night out

Some students are celebrating the end of their exams by having a night out. They have been in the pub all evening and are now discussing which nightclub to go on to. Imogen prefers Rotting Flesh but the majority of the group wants to go to Scar Tissue.

Question

Brieﬂy explain how each of the following factors might affect whether or not Imogen conforms to the majority: (a) Group size, (b) Unanimity, (c) Task difﬁculty. 

Concepts


Apply it

Standard and comparison lines

123 American men were tested, each one in a group with other apparent participants. Each participant saw two large white cards on each trial. The line X on the le-hand card is the standard line. The lines A, B and C are the three comparison lines. One of the comparison lines is always clearly the same length as X, the other two are substantially diﬀerent (i.e. clearly wrong). On each trial the participants had to say (out loud) which of the comparison lines was the same length as the standard line X.X ABC

Physical arrangement of the participants in the study

The participants were tested in groups of 6 to 8. Only one was a genuine (naïve) participant, always seated either last or (as here) next to last in the group. The others were all confederates of Asch – that is, they all gave the same (incorrect) scripted answers each time. 2nd1st 

The genuine participant did not know the others were ‘fake’ participants. 

Baseline ﬁndings

On average, the genuine participants agreed with confederates’ incorrect answers 36.8% of the time (i.e. they conformed about a third of the time). 

There were individual diﬀerences, 25% of the participants never gave a wrong answer (i.e. never conformed).











Asch’s baseline procedure

4th

3rd

6th

7th

5th
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Group size

Graph showing variation of Asch’s baseline study: Group size. 

Questions

1. The results from Asch’s research on the effects of group size are shown above. What was the approximate conformity rate when there was one confederate? (1 mark)

2. What was the rate when there were three confederates? (1 mark)

3. What was the rate when there were nine confederates? (1 mark)

4. Asch used a volunteer sampling method to recruit his participants. Explain one strength and one limitation of this sampling method. (4 marks) 

5. When the total group size was four there would be only one naïve participant and the others were confederates. Express the number of confederates as a fraction and a percentage of the total group size. (2 marks)

40

35

30

25

20

15

10

5

0

0123456789101112131415Size of majority (number of confederates)

% Conformity rates

Methods

Apply it


1. One variable that affects conformity is ‘unanimity’. Explain what is meant by ‘unanimity’.  [2 marks]

2. Apart from unanimity, identify and brieﬂy outline twovariables that affect conformity.  [6 marks]

 

3. Outline the procedure and ﬁndings of one study into conformity conducted by Asch.  [6 marks]

4. Describe and evaluate Asch’s research into conformity.   [12 marks AS, 16 marks AL]

Check it

Ethical issues Ethical issues 

Asch’s research increased our knowledge of why people conform, which may help avoid mindless destructive conformity.

The naïve participants were deceived because they thought the other people involved in the procedure (the confederates) were also genuine participants like themselves. However, it is worth bearing in mind that this ethical cost should be weighed up against the beneﬁts gained from the study.

Consider: On balance do you think the beneﬁts outweighed the costs? 

Evaluation etra

X

Evaluation Evaluation 

Artiﬁcial situation and taskArtiﬁcial situation and task

One limitation of Asch’s research is that the task and situation were artiﬁcial.

Participants knew they were in a research study and may simply have gone along with what was expected (demand characteristics).  The task of identifying lines was relatively trivial and therefore there was really no reason not to conform. Also, according to Susan Fiske (2014), ‘Asch’s groups were not very groupy’, i.e. they did not really resemble groups that we experience in everyday life.

This means the ﬁndings do not generalise to real-world  situations, especially those where the consequences of conformity might be important.

Limited applicationLimited application

Another limitation is that Asch’s participants were American men.

Other research suggests that women may be more conformist, possibly because they are concerned about social relationships and being accepted (Neto 1995). Furthermore, the US is an individualist 

culture (i.e. where people are more concerned about themselves rather than their social group). Similar conformity studies conducted in collectivist cultures (such as China where the social group is more important than the individual) have found that conformity rates are higher (Bond and Smith 1996, see page 123 for a discussion of individualist/collectivist).

This means that Asch’s ﬁndings tell us little about conformity in women and people from some cultures.

Research supportResearch support

One strength of Asch’s research is support from other studies for the eﬀects of task diﬃculty.

For example, Todd Lucas et al. (2006) asked their participants to solve ‘easy’ and ‘hard’ maths problems. Participants were given answers from three other students (not actually real). The participants conformed more oen (i.e. agreed with the wrong answers) when the problems were harder.

This shows Asch was correct in claiming that task diﬃculty is one variable that aﬀects conformity.

CounterpointCounterpoint However, Lucas et al.’s study found that conformity is more complex than Asch suggested. Participants with high conﬁdence in their maths abilities conformed less on hard tasks than those with low conﬁdence.

This shows that an individual-level factor can inﬂuence conformity by interacting with situational variables (e.g. task diﬃculty). But Asch did not research the roles of individual factors.

Conformity is usually assumed to be a bad thing. But sometimes situations demand that everybody pulls in the same direction.

Ethical evaluations are only relevant when considering a study. Such issues do not challenge the validity of the ﬁndings.

Study tip
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The specification says…

Types of conformity: internalisation, identification and compliance.

Explanations for conformity: informational social influence and normative social influence.

You learned about conformity on the previous spread. Asch looked at a number of diﬀerent factors that aﬀect how much we conform. These are explanationsfor conformity.

On this spread we will look at some more explanations for whypeople conform. We will start by looking at diﬀerent levels or types of conformity.

Key terms

Internalisation A deep type of conformity where we take on the majority view because we accept it as correct. It leads to a far-reaching and permanent change in behaviour, even when the group is absent.

Identiﬁcation A moderate type of conformity where we act in the same way as the group because we value it and want to be part of it. But we don’t necessarily agree with everythingthe group/majoritybelieves.

Compliance A superﬁcial and temporary type of conformitywhere we outwardly go along with the majority view, but privately disagree with it. The change in our behaviour only lasts as long as the group is monitoring us.

Informational social inﬂuence (ISI) An explanation of conformity that says we agree with the opinion of the majority because we believe it is correct. We accept it because we want to be correct as well. This may lead to internalisation (see above).

 

Normative social inﬂuence (NSI) An explanation of conformity that says we agree with the opinion of the majority because we want to gain social approval and be liked. This may lead to compliance (see above).

Social inﬂuence at college

It is Oliver’s and Lola’s ﬁrst day at college and they are keen to make a good impression. Oliver pretends to be interested in the other students’ conversations even though he really ﬁnds them boring. Lola watches other students very carefully because she wants to complete her work just like they do, to avoid making any mistakes.

Question

Whose behaviour is being inﬂuenced by informational social inﬂuence, Oliver’s or Lola’s? Whose is being inﬂuenced by normative social inﬂuence? Explain both of your answers.

Concepts

Apply it


Types of conformityTypes of conformity

Herbert Kelman (1958) suggested that there are three ways in which people conform to the opinion of a majority:

Internalisation Internalisation 

Internalisation occurs when a person genuinely accepts the group norms. This results in a private as well as a public change of opinions/behaviour. This change is usually permanent because attitudes have been internalised, i.e. become part of the way the person thinks. The change in opinions/behaviour persists even in the absence of other group members.

Identiﬁcation Identiﬁcation 

Sometimes we conform to the opinions/behaviour of a group because there is something about that group we value. We identify with the group, so we want to be part of it. This identiﬁcation may mean we publicly change our opinions/behaviour to be accepted by the group, even if we don’t privately agree with everything the group stands for.

Compliance Compliance 

This type of conformity involves simply ‘going along with others’ in public, but privately not changing personal opinions and/or behaviour. Compliance results in only a superﬁcial change. It also means that a particular behaviour or opinion stops as soon as group pressure stops. 

Explanations for conformityExplanations for conformity

Morton Deutsch and Harold Gerard (1955) developed a two-process theory, arguing that there are two main reasons people conform. They are based on two central human needs: the need to be right (ISI), and the need to be liked (NSI).

Informational social inﬂuenceInformational social inﬂuence

Informational social inﬂuence (ISI) is about who has the better information – you or the rest of the group. Oen we are uncertain about what behaviours or beliefs are right or wrong. For example, you may not know the answer to a question in class. But if most of your class gives one answer, you accept it because you feel they are likely to be right. We follow the behaviour of the group (the majority) because we want to be right. ISI is a cognitive process because it is to do with what you think. It leads to a permanent change in opinion/behaviour (internalisation).

ISI is most likely to happen in situations that are new to a person (so you don’t know what is right) or where there is some ambiguity (so it isn’t clear what is right). It also occurs in crisis situations where decisions have to be made quickly and we assume that the group is more likely to be right.

Normative social inﬂuenceNormative social inﬂuence

Normative social inﬂuence (NSI) is about norms, i.e. what is ‘normal’ or typical behaviour for a social group. Norms regulate the behaviour of groups and individuals so it is not surprising that we pay attention to them. People do not like to appear foolish and prefer to gain social approval rather than be rejected. So NSI is an emotional rather than a cognitive process. It leads to a temporary change in opinions/behaviour (compliance).

NSI is likely to occur in situations with strangers where you may feel concerned about rejection. It may also occur with people you know because we are most concerned about the social approval of our friends. It may be more pronounced in stressful situations (than non-stressful situations) where people have a greater need for social support.

Conformity: Types and explanations

18 //  Chapter 1 Social influence
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