








































AS level 








• All topics in this Year 1 book are compulsory 



except 



for three spreads in Chapter 4. 








• Extended writing questions (essays) in the AS exam are worth a maximum of 12 marks, and 








always equally divided between description and evaluation (maximum of 6 marks each). 








A level 








• All topics in this Year 1 book are compulsory. There is additional compulsory material in 








our Year 2 book plus the three option blocks. 








• Extended writing questions (essays) in the A level exam are worth a maximum of 16 








marks, with more marks for evaluation (maximum of 10 marks). 








Evaluation 








On most spreads in this book there are three fully elaborated evaluation points plus one 








counterpoint and one Evaluation extra. In their essays, AS level students might aim for 








two fully elaborated points plus one other. A level students are expected to produce more 








evaluation in their essays than AS students, so might aim for at least three fully elaborated 








points plus one discussion (e.g. use the counterpoint or Evaluation extra). 








Research methods 








For both AS and A level, research methods questions account for at least 25% of the final 








exam mark (including 10% mathematical skills at Level 2 or above). Research methods/ 








mathematical skills questions are spread across all exam sections. 








The Year 1 course: A level and 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 Psychology 








Paper 1 Introductory Topics in Psychology 










Each section is worth 24 marks. All questions are compulsory. 













Section A: Social influence 








Section B: Memory 








Section C: Attachment 








Paper 2 Psychology in Context 








Paper 2 Psychology in Context 










Each section is worth 24 marks. All questions are compulsory. 













Section A: Approaches in Psychology 








Section B: Clinical Psychology and Mental Health 








Section C: Research methods 








AS level 








AS 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 Psychology 








Paper 1 Introductory Topics in Psychology 












Each section is worth 24 marks. All questions are compulsory. 













Section A: Social influence 








Section B: Memory 








Section C: Attachment 








Section D: Clinical Psychology and Mental Health 








Paper 2 Psychology in Context 








Paper 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 Psychology 








Section B: Biopsychology 








Section C: Research methods 








Paper 3 Issues and Options in Psychology 








Paper 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. 













Section A: Issues and debates in Psychology 








Section B: Relationships, Gender or Cognition and Development 








Section C: Schizophrenia, Eating Behaviour or Stress 








Section D: Aggression, Forensic Psychology or Addiction 








A level 








A 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 199–209 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. 










Check it 








1. Onevariablethataffectsconformityis‘unanimity’.Explain 








whatismeantby‘unanimity’. 








[2marks] 








2. Apartfromunanimity,identify 



and 



outline 



two 



variables 








thataffectconformity. 








[6marks] 








3. OutlinehowAschinvestigatedtheeffectofgroupsize 



and 








taskdifficultyonconformity. 








[4marks] 








4. Discussvariablesaffectingconformityasinvestigatedby 








Asch. 








[12marksAS,16marksAL] 








Ethicalevaluationsareonlyrelevantwhenconsideringastudy. 








Suchissuesdonotchallengethevalidityofthefindings. 








Study tip 








Evaluation 








Artificial situation and task 








Artificial situation and task 








OnelimitationofAsch’sresearchisthatthetaskandsituation 








wereartificial. 








Participantsknewtheywereinaresearchstudyandmay 








simplyhavegonealongwithwhatwasexpected(demand 








characteristics). 



Thetaskofidentifyinglineswasrelatively 








trivialandthereforetherewasreallynoreason 



not 



toconform. 








Also,accordingtoSusanFiske(2014),‘Asch’sgroupswerenotvery 








groupy’,i.e.theydidnotreallyresemblegroupsthatweexperience 








ineverydaylife. 








Thismeansthefindingsdonotgeneralisetoreal-world 








situations,especiallythosewheretheconsequencesofconformity 








mightbeimportant. 








Limited application 








Limited application 








AnotherlimitationisthatAsch’sparticipantswereAmericanmen. 








Otherresearchsuggeststhatwomenmaybemoreconformist, 








possiblybecausetheyareconcernedaboutsocialrelationships 








andbeingaccepted(Neto1995).Furthermore,theUSisafairly 








individualist 



culture(i.e.wherepeoplearemoreconcernedabout 








personalneedsratherthanthoseofthesocialgroup).Similar 








conformitystudiesconductedinmore 



collectivist 



cultures(e.g.China 








wherethesocialgroupisconsideredmoreimportantthanpersonal 








needs)havefoundthatconformityratesarehigher(BondandSmith 








1996,seepage109foradiscussionofindividualist/collectivist). 








ThismeansthatAsch’sfindingstelluslittleaboutconformityin 








womenandpeoplefromsomecultures. 








Research support 








Research support 








OnestrengthofAsch’sresearchissupportfromotherstudies. 








Forexample,SenuriWijenayake 



etal. 



(2020)gaveparticipants 








anonlinequiz.Theythenshowedparticipantsmade-upresultsfrom 








fellowrespondentsandgavetheparticipantsthechancetochange 








theiranswers.Theyfoundthat78%conformedtoawronganswerat 








leastonce–similartoAsch’sfigureof75%. 








ThisconfirmsAsch’soriginalfindingsandsuggeststhatthe 








findingsarestillvalidinmodernsociety. 








Counterpoint 



However,thisstudyalsoshowsthat 








conformityismorecomplexthanAschsuggested.Participantswho 








scoredhighlyforthepersonalitytraitsofconscientiousnessand 








neuroticism(anxietyandunstablemood)conformedmore. 








Thisshowsthatindividualdifferences,aswellas 



situational 








variables, 



affectconformity.(Aschdidnotresearchtheroleof 








individualdifferences.) 








Evaluation eXtra 








Ethical issues 








Ethical issues 








Asch’sresearchincreasedourknowledgeofwhypeopleconform, 








whichmayhelppeopleavoidmindlessdestructiveconformity.Thisis 








agoodthing. 








Onthenegativeside,thenaïveparticipantswere 



deceived 








becausetheythoughttheotherpeopleinvolvedintheprocedure 








(theconfederates)werealsogenuineparticipantslikethemselves. 








Consider: 



Onbalancedoyouthinkthebenefitsoutweighedthe 








costsinthisstudy? 








Asch’s research 








Asch’s research 








Asch’s baseline procedure 








Asch’s baseline procedure 








SolomonAsch(1951)devisedaproceduretoassesstowhatextentpeople 








willconformtotheopinionofothers,eveninasituationwheretheanswer 








iscertain(i.e.unambiguous).Theprocedureofhisoriginalstudyisbriefly 








describedbelowleft–thisiscalledthe‘baseline’studybecauseitistheone 








againstwhichallthelaterstudiesarecompared. 








Notethatthespecificationfocusesonthefindingsandconclusionsfrom 








Asch’slaterresearch.Thereforewehavenotdescribedtheprocedureand 








findingsofthebaselinestudyinthemaintext. 








Variables investigated by Asch 








Variables investigated by Asch 








Asch(1955)extendedhisbaselinestudytoinvestigatethe 



variables 



that 








mightleadtoanincreaseoradecreasein 



conformity. 








1. 



Groupsize 



Aschwantedtoknowwhetherthesizeofthegroupwould 








bemoreimportantthantheagreementofthegroup.Totestthishevariedthe 








numberof 



confederates 



from1to15(sothetotalgroupsizewasfrom2to16). 








Aschfounda 



curvilinearrelationship 



betweengroupsizeandconformity 








rate(seeApplyitonfacingpageforagraphthatillustratesthis).Conformity 








increasedwithgroupsize,butonlyuptoapoint.Withthreeconfederates, 








conformitytothewronganswerroseto31.8%.Butthepresenceofmore 








confederatesmadelittledifference–theconformityratelevelledoff. 








Thissuggeststhatmostpeopleareverysensitivetotheviewsofothers 








becausejustoneortwoconfederateswasenoughtoswayopinion. 








2. 



Unanimity 



Aschwonderedifalackofunanimitywouldaffectthenaïve 








participant’sconformity.Heintroducedaconfederatewhodisagreedwiththe 








otherconfederates.Inonevariationofthestudythispersongavethecorrect 








answerandinanothervariationhegavea(different)wrongone. 








Thegenuineparticipantconformedlessofteninthepresenceofadissenter. 








Theratedecreasedtolessthanaquarterofthelevelitwaswhenthemajority 








wasunanimous.Thepresenceofadissenterappearedtofreethenaïve 








participanttobehavemoreindependently.Thiswastrueevenwhenthe 








dissenterdisagreedwiththegenuineparticipant. 








Thissuggeststhattheinfluenceofthemajoritydependstoalargeextent 








onitbeingunanimous.Andthatnon-conformityismorelikelywhencracksare 








perceivedinthemajority’sunanimousview. 








3. 



Taskdifficulty 



Aschwantedtoknowwhethermakingthetaskharder 








wouldaffectthedegreeofconformity.Heincreasedthedifficultyofthe 








line-judgingtaskbymakingthestandardlineandthecomparisonlinesmore 








similartoeachotherinlength.Thismeantitbecameharderforthegenuine 








participantstoseethedifferencesbetweenthelines. 








Aschfoundthatconformityincreased.Itmaybethatthesituationismore 








ambiguouswhenthetaskbecomesharder–itisuncleartotheparticipants 








whattherightansweris.Inthesecircumstances,itisnaturaltolooktoother 








peopleforguidanceandtoassumethattheyarerightandyouarewrong 








(informational 



socialinfluence, 



ISI). 








The specification says… 








Variablesaffectingconformityincludinggroupsize,unanimity 








andtaskdifficultyasinvestigatedbyAsch. 








SolomonAsch’sresearchhashadaconsiderableimpactonour 








understandingofconformity.Inparticularheinvestigatedthe 








factorsthatincreaseordecreasetheextenttowhichpeople 








conform. 








Key terms 








Groupsize 



Aschincreasedthesizeofthegroupbyaddingmore 








confederates,thusincreasingthesizeofthemajority.Conformity 








increasedwithgroupsize,butonlyuptoapoint,levellingoff 








whenthemajoritywasgreaterthanthree. 








Taskdifficulty 



Asch’sline-judgingtaskismoredifficultwhen 








itbecomeshardertoworkoutthecorrectanswer.Insuch 








situationsconformityincreasesbecausenaïveparticipants 








assumethatthemajorityismorelikelytoberight. 








Unanimity 



Theextenttowhichallthemembersofagroup 








agree.InAsch’sstudies,themajoritywasunanimouswhenallthe 








confederatesselectedthesamecomparisonline.Thisproduced 








thegreatestdegreeofconformityinthenaïveparticipants. 








Conformity: Variables affecting conformity 








Physicalarrangementoftheparticipantsinthestudy 








Theparticipantswere 








testedingroupsof6to8. 








Onlyonewasagenuine 








(naïve)participant,always 








seatedeitherlastor(as 








here)nexttolastinthe 








group. Theotherswereall 








confederatesofAsch– 








thatis,theyallgavethe 








same(incorrect)scripted 








answereachtime. 








Thegenuineparticipantdidnotknowtheotherswere‘fake’participants. 








Baselinefindings 








Onaverage,thegenuineparticipantsagreedwithconfederates’ 








incorrectanswers36.8%ofthetime(i.e.theyconformedabouta 








thirdofthetime). 








Therewereindividualdifferences,25%oftheparticipantsnevergavea 








wronganswer(i.e.neverconformed). 








X 








A B C 








Asch’sbaselineprocedure 








Standardandcomparisonlines 








123Americanmenweretested,each 








oneinagroupwithotherapparent 








participants.Eachparticipantsawtwo 








largecardsoneachtrial.ThelineX 








ontheleft-handcardisthestandard 








line.ThelinesA,BandCarethethree 








comparisonlines.Oneofthecomparison 








linesisalwaysclearlythesamelength 








asX,theothertwoaresubstantially 








different(i.e.clearlywrong).Oneachtrialtheparticipantshadtosay 








(outloud)whichofthecomparisonlineswasthesamelengthasthe 








standardlineX. 








4th 








3rd 








2nd 








1st 








6th 








7th 








5th 








Concepts 



The big night out 








Somestudentsarecelebratingtheendoftheirexamsbyhavinganight 








out.Theyhavebeeninthepuballeveningandarenowdiscussing 








whichnightclubtogoonto.ImogenprefersNeonNightsbutthe 








majorityofthegroupwantstogotoLuminousLounge. 








Question 








Brieflyexplainhoweachofthefollowingfactorsmightaffect 








whetherornotImogenconformstothemajority:(a)Groupsize, 








(b) Unanimity,(c)Taskdifficulty. 








Conformityisusuallyassumedtobeabadthing.Butsometimes 








situationsdemandthateverybodypullsinthesamedirection. 








Methods 



Group size 








GraphshowingvariationofAsch’sbaselinestudy:Groupsize. 








Questions 








1. TheresultsfromAsch’sresearchontheeffectsofgroupsizeareshown 








above.Whatwastheapproximateconformityratewhentherewasone 








confederate?(1mark) 








2. Whatwastheratewhentherewerethreeconfederates?(1 mark) 








3. Whatwastheratewhentherewerenineconfederates?(1mark) 








4. Aschusedavolunteersamplingmethodtorecruithisparticipants. 








Explain 



one 



strength 



andone 



limitationofthissamplingmethod. 








(4 marks) 








5. Whenthetotalgroupsizewasfourtherewouldbeonlyonenaïve 








participantandtheotherswereconfederates.Expressthenumberof 








confederatesasafraction 



and 



apercentageofthetotalgroupsize. 








(2 marks) 
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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: 








• 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 








make, rather than trying to cover many poorly 








explained points. So this really is an ‘extra’. 








Applying 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 know 








Assessment objective 1 (AO1) 








is concerned with your ability to 








report 



detailed 



descriptions of 








psychological knowledge and 








demonstrate your 



understanding 



of 








this knowledge. 








All the AO1 material is presented 








on the left-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 








conclusion: 








‘THIS suggests ...’ 








‘THEREFORE ...’ 








‘THIS means ...’. 










How to use this book 
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Introduction 


















Extra features on each spread 








Extra features on each spread 








The specification says... 








Each spread begins (top left) 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 on that spread. 








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 we give you some of our top tips about the 








skills necessary to demonstrate your understanding of psychology. The study 








tips may also include pointers about typical misunderstandings. 








Check it 








On each spread this is a sample of practice questions to help you focus on 








how you will be using the material on the spread. 








The final practice 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/essay skills are discussed on 








pages 206–207. 








Extra features in each chapter 








Extra 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 at least 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. 








Revision summaries 








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 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%. 












Multiple-choice questions 








Conformity:Typesandexplanations 








1.Whichofthefollowingisatypeof 








conformity? 








(a)Unanimity. 








(b)Internalisation. 








(c)Normativesocialinfluence. 








(d)Obedience. 








2.Whichofthefollowingisanexplanation 








forconformity? 








(a)Compliance. 








(b)Informationalsocialinfluence. 








(c)Obedience. 








(d)Internalisation. 








3.Whichofthefollowingstatementsbest 








describescompliance? 








(a)Publiclyandprivatelydisagreeingwiththe 








majority. 








(b)Publiclyandprivatelyagreeingwiththe 








majorityview. 








(c)Publiclyagreeingwiththemajoritybut 








privatelydisagreeing. 








(d)Publiclydisagreeingwiththemajoritybut 








privatelyagreeing. 








4.Whichofthefollowingstatementsbest 








describesnormativesocialinfluence? 








(a)Goingalongwithagroupofpeoplebecause 








wewanttobelikedbythem. 








(b)Goingalongwithagroupofpeoplebecause 








wedon’tknowwhatwe’redoing. 








(c)Goingalongwithotherpeopleeventhough 








wedon’tagree. 








(d)Goingalongwithotherpeoplebecausewe 








accepttheirviews. 








Conformity:Variablesaffecting 








conformity 








1.ThetaskinAsch’sprocedurewasto: 








(a)Expresspoliticalopinions. 








(b)Decidewhichclubtogoto. 








(c)Answerquestionsonmusicaltastes. 








(d)Judgelinelengths. 








2.WhatdidAschfindaboutgroupsize? 








(a)Conformitykeptincreasingwithgroupsize. 








(b)Conformitydecreasedasgroupsize 








increased. 








(c)Conformityincreasedwithgroupsizebut 








onlytoapoint. 








(d)Increasinggroupsizehadnoeffecton 








conformity. 








3.WhatdidAschfindaboutunanimity? 








(a)Conformitystayedthesamewhetherthe 








majoritywasunanimousornot. 








(b)Aunanimousmajorityhadthegreatest 








effectonconformity. 








(c)Whenaconfederatedisagreedwiththe 








majority,conformityincreased. 








(d)Adividedmajorityhadthegreatesteffect 








onconformity. 








4.WhatdidAschfindabouttaskdifficulty? 








(a)Conformitydecreasedwhenthetask 








becamemoredifficult. 








(b)Conformityincreasedwhenthetaskbecame 








moredifficult. 








(c)Increasingtaskdifficultyhadnoeffecton 








conformity. 








(d)Thetaskwastoodifficultforthenaïve 








participants. 








Obedience 








1.Milgram’sparticipantswere 



who 








thoughtthestudywasabout 








. 








(a)Volunteers,memory. 








(b)Women,obedience. 








(c)Children,conformity. 








(d)Germanpeople,obedience. 








2.Thefourthandfinalprodgiventothe 








participantswas: 








(a)‘Itisabsolutelyessentialthatyoucontinue.’ 








(b)‘Pleasegoon.’ 








(c)‘Youhavenootherchoice,youmustgoon.’ 








(d)‘Theexperimentrequiresthatyoucontinue.’ 








3.InMilgram’sfindings,65%ofthe 








participants: 








(a)Refusedtocontinueatsomepoint. 








(b)Disobeyedatthestartoftheprocedure. 








(c)Wenttothetopoftheshockscale. 








(d)Wentto300Vandthenrefusedtocontinue. 








4.GinaPerryclaimed 








ofMilgram’s 








participantsknewtheshockswerefake. 








(a)Aquarter. 








(b)Half. 








(c)All. 








(d)Two-thirds. 








Obedience:Situationalvariables 








1.WhatdidMilgramfindoutaboutproximity 








inhisvariations? 








(a)ObedienceincreasedwhentheExperimenter 








issuedhisinstructionsoverthetelephone. 








(b)ObediencedecreasedwhentheTeacherand 








Learnerwerephysicallycloser. 








(c)Mostparticipantsobeyedevenwhenthey 








hadtoputtheLearner’shandonashock 








plate. 








(d)ThephysicalproximityofExperimenter, 








TeacherandLearnerhadthesmallesteffect. 








2.WhatdidMilgramfindoutaboutlocation 








inhisvariations? 








(a)Obediencedecreasedwhenthestudywas 








conductedinarun-downofficeblock. 








(b)ThehighstatusandreputationofYale 








Universitymadenodifferencetoobedience. 








(c)Mostparticipantsstillobeyedwhenthestudy 








wasmovedtoarun-downofficebuilding. 








(d)Proximityhadthegreatesteffecton 








obedience. 








3.WhichofMilgram’svariationsproduced 








thelowestobedience? 








(a)TeacherforcesLearner’shandontoshock 








plate. 








(b)Studyistransferredtorun-downoffice 








block. 








(c)Experimenterissuesinstructionsby 








telephone. 








(d)Memberofpublicstandsinfor 








Experimenter. 








4.Bickman’s(1974)studysupportedMilgram 








becausehefoundthat: 








(a)Changingtoahigherstatuslocation 








increasedobedience. 








(b)Peoplemoreoftenobeyedsomeonedressed 








inasecurityguard’suniform. 








(c)Increasingthedistancebetweenthe 








participantsreducedobedience. 








(d)Reducingthedistancebetweenauthority 








andparticipantincreasedobedience. 








Obedience:Situationalexplanations 








1.‘Believingyouarecarryingoutthewishes 








ofsomeoneelse’isabriefdescriptionof: 








(a)Informationalsocialinfluence. 








(b)Situationaltheoryofobedience. 








(c)Agenticstate. 








(d)Legitimacyofauthority. 








2.ThemassacreofunarmedciviliansatMy 








LaibyAmericansoldierscanbeexplained 








by: 








(a)Agenticstate. 








(b)Legitimacyofauthority. 








(c)Bothagenticstateandlegitimacyof 








authority. 








(d)Neitheragenticstatenorlegitimacyof 








authority. 








3.Aproblemwiththeagenticstate 








explanationis: 








(a)Itcan’texplainwhytheproportionofpeople 








whoobeyedinMilgram’sstudywassohigh. 








(b)Itcan’texplainMilgram’svariations. 








(c)Thereisnoresearchsupport. 








(d)Itisnotasusefulaslegitimacyofauthority. 








4.Legitimacyofauthorityisagood 








explanationofculturaldifferencesin 








obediencebecause: 








(a)Someculturesaretraditionallymore 








respectfulofauthoritythanothers. 








(b)Someculturesaretraditionallyless 








respectfulofauthoritythanothers. 








(c)Culturesdifferinthewayparentsraise 








childrentoviewauthorityfigures. 








(d)Alloftheabove. 








Obedience:Dispositionalexplanation 








1.AccordingtoAdorno,peoplewithan 








AuthoritarianPersonality: 








(a)Arehighlyobedienttoauthority. 








(b)Lookwithcontemptonpeopleofinferior 








socialstatus. 








(c)Favourtraditionalvalues. 








(d)Alloftheabove. 








2.AuthoritarianPersonalityismeasured 








usingthe: 








(a)Assertivenessscale. 








(b)Potential-for-fascismscale. 








(c)AP-scale. 








(d)Potentialforobediencescale. 








3.AnAuthoritarianPersonalitydevelops 








becauseachild: 








(a)Receivesunconditionalloveandaffection 








fromparents. 








(b)Isspoiledbyhisorherparentswhodonot 








useanydiscipline. 








(c)Experiencesfeelingsofhostilitytowards 








hisorherparentsthatcannotbeexpressed 








directly. 








(d)Isacceptedregardlessofhisorher 








achievements. 








4.PeoplewithanAuthoritarianPersonality 








areverypreoccupiedwithsocialstatus. 








Thereforethey: 








(a)Treatallpeoplewithrespect. 








(b)Feelsympathetictothoseoflowerstatus. 








(c)Tendnottobeimpressedbythetrappingsof 








highstatus. 








(d)Areservileandobedienttowardsthoseof 








higherstatus. 








Resistancetosocialinfluence 








1.Theeffectsofsocialsupportwereshown 








inAsch’sstudieswhen: 








(a)Thesizeofthemajoritywasincreasedfrom 








2to14. 








(b)Thetaskwasmoredifficultbecausethe 








lineswerecloser. 








(c)Theparticipantswrotetheiranswersdown 








ratherthanstatedthemoutloud. 








(d)Oneoftheconfederatesdissentedfromthe 








majorityanswer. 








2.Socialsupporthelpspeopletoresistsocial 








influencebecause: 








(a)Itbreakstheunanimityofthemajority. 








(b)Itprovidesamodelofdisobediencetobe 








followed. 








(c)Itfreespeopletoactaccordingtotheir 








consciences. 








(d)Alloftheabove. 








3.Whichofthesestatementsaboutlocusof 








controlisthemostaccurate? 








(a)Everyoneiseitherdefinitelyinternalor 








definitelyexternal. 








(b)Thereisverylittledifferencebetween 








moderateinternalsandmoderateexternals. 








(c)Highinternalsandhighexternalsareat 








oppositeendsofacontinuum. 








(d)Internalsandexternalsareverysimilarin 








theirabilitytoresistsocialinfluence. 








4.Highinternalsaremorelikelytoresist 








socialinfluencethanhighexternals 








because: 








(a)Theybelievethatwhatevertheydomakes 








norealdifference. 








(b)Theytendtobemoreself-confidentandto 








takepersonalresponsibility. 








(c)TheyarelesslikelytohaveanAuthoritarian 








Personality. 








(d)Theyhaveagreaterneedforsocialapproval 








fromothers. 








Minorityinfluence 








1.Minorityinfluenceisespeciallyeffective 








because: 








(a)Itinvolvessupportingstrangeandunusual 








causes. 








(b)Peopleareforcedtothinkmoredeeply 








abouttheissues. 








(c)Noonelikestothinktheyarepartofa 








mindlessherd. 








(d)Asmallgroupofpeopleappears 








unthreatening. 








2.Synchronicconsistencyrefersto: 








(a)Consistencyovertime. 








(b)Consistencybetweenpeople. 








(c)Disagreementbetweenpeople. 








(d)Changingthemajorityview. 








3.Flexibilityintheminoritypositionis 








neededbecause: 








(a)Consistencyalonecanbeanegativething 








andcanbeoff-putting. 








(b)Itshowsthattheminorityisn’treallyallthat 








bothered. 








(c)Itallowsthemajoritytogetitsownway,so 








theyaremorelikelytoagree. 








(d)Alloftheabove. 








4.Minorityinfluencecanleadtowhichkind 








ofconformity? 








(a)Compliance. 








(b)Externalisation. 








(c)Internalisation. 








(d)Informational. 








MCQ 








answers 








Conformity: 








Types 








and 








explanations 








1B, 








2B, 








3C, 








4A 








Conformity: 








Variables 








affecting 








conformity 








1D, 








2C, 








3B, 








4B 








Obedience 








1A, 








2C, 








3C, 








4B 








Obedience: 








Situational 








variables 








1B, 








2A, 








3D, 








4B 








Obedience: 








Situational 








explanations 








1C, 








2C, 








3B, 








4D 








Obedience: 








Dispositional 








explanation 








1D, 








2B, 








3C, 








4D 








Resistance 








to 








social 








influence 








1D, 








2D, 








3C, 








4B 








Minority 








influence 








1B, 








2B, 








3A, 








4C 
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Revision summaries 








Thedynamicsofsocialhierarchies. 








Pressuresinthesituation. 








Personalityfactorsintheindividual. 








Situationalexplanations Dispositionalexplanation 








WereGermanpeopledifferent? 








Obedience 








Evaluation 








Researchsupport 








Studiesusingthemoreethical 








ObedienceLiteprocedure(stoppingat 








150volts)haveconfirmedMilgram’s 








mainfinding,e.g.Grzybetal. found90% 








obedience. 








Lowinternalvalidity 








Participantsrealisedshockswerefake, 








so‘play-acted’(OrneandHolland). 








SupportedbyPerry–tapesofparticipants 








showedonly50%believedshocksreal. 








Counterpoint–participantsdidgive 








realshockstoapuppy(Sheridanand 








King). 








Alternativeinterpretationof 








findings 








Haslametal. foundparticipantsdidn’t 








obeyProd4,meansthattheywere 








identifyingwithscientificaims(social 








identity)–notblindobedience. 








Evaluationextra:Ethicalissues 








Deceptionmeantparticipantscouldnot 








properlyconsent(Baumrind).Maybe 








balancedbybenefitsoftheresearch. 








Milgram’sresearch 








Baselineprocedure 








Americanmengavefakeelectricshocks 








toa‘Learner’inresponsetoinstructions 








(prods)froman‘Experimenter’. 








Baselinefindings 








65%gavehighestshockof450V. 








100%gaveshocksupto300V. 








Manyshowedsignsofanxiety 








Otherdata 








Psychologystudentspredictedonly3% 








obedience. 








84%ofparticipantsweregladtohave 








participated. 








Conclusions 








Germanpeoplearenotdifferent. 








Situationalvariables 








Obedience 








Conformityisyieldingtogrouppressures. 








Conformity 








Types 








Internalisation 








Privateandpublicacceptanceofgroupnorms. 








Compliance 








Goalongwithgrouppubliclybutnoprivatechange. 








Explanations 








Informationalsocialinfluence(ISI) 








Conformtoberight.Assumegroupknowsbetterthanus. 








Normativesocialinfluence(NSI) 








Conformtobelikedoracceptedbygroup. 








Evaluation 








Researchsupportforinternalisation 








ToldthatmostcommunitymembersworeCOVIDmasks, 








participantsmorelikelytowearmaskcorrectlyandto 








disapproveofthosenotwearingmaskscorrectly,indicating 








internalisationnotjustcompliance(Bokemperetal.). 








ResearchsupportforISI 








Participantsconformedmoretootherpeople’sanswersto 








hardmathsproblemscomparedtoeasymathsproblems 








(Lucasetal.). 








Counterpoint–cannotusuallyseparateISIandNSI,buta 








dissentermayreducepowerofeitherNSIorISI. 








IndividualdifferencesinNSI 








nAffiliatorswanttobelikedmore,soconformmore 








(McGheeandTeevan). 








Evaluationextra:IstheISI/NSIdistinctionuseful? 








ISI/NSIdistinctionmaynotbeusefulbutAsch’sresearch 








supportsboth. 








VariablesinvestigatedbyAsch 








Groupsize 








Aschvariedgroupsizefrom2to16.Conformityincreased 








upto3,thenlevelledoff. 








Unanimity 








Aschplacedadissenter(confederate)inthegroup. 








Conformityratereduced. 








Taskdifficulty 








Aschmadelinelengthsmoresimilar.Conformityincreased 








whentaskwasharder(ISI). 








Evaluation 








Artificialsituationandtask 








Participantsknewthiswasastudysotheyjustplayedalong 








withatrivialtask(demandcharacteristics). 








Limitedapplication 








Asch’sresearchinvolvedonlyAmericanmen(Neto)and 








individualistcultures. 








Researchsupport 








Wijenayakeetal., likeAsch,foundthatpeopleconformedto 








incorrectresponseswhenshownfake,incorrectonlinequiz 








answers. 








Counterpoint–conformityismorecomplexthanAsch 








suggestedbecauseindividualdifferences(personality)also 








predictedconformity. 








Evaluationextra:Ethicalissues 








Researchmayhelpavoidmindlessconformity,but 








participantsweredeceived(benefitsversuscosts). 








Judgingthelengthsoflines. 








Typesandexplanationsofconformity 








Minorityinfluence 








Minorityinfluenceleadstoconversionandinternalisation. 








Explainingwhenpeopledisobeyandresistthepressuretoconform. 








Theory 








1.Consistency 








Iftheminorityisconsistent(synchronicordiachronic)thisattractsthe 








attentionofthemajorityovertime. 








2. Commitment 








Personalsacrificesshowcommitment,attractattention,andreinforce 








message(augmentation). 








3.Flexibility 








Minoritymoreconvincingiftheyacceptsomecounter-arguments. 








Explainingtheprocessofchange 








Thesethreefactorsmakemajoritythinkmoredeeplyaboutanissue. 








Snowballeffect–minorityviewgathersforceandbecomesmajorityview. 








Evaluation 








Researchsupportforconsistency 








Moscovici’setal. blue-greenslidesandWoodetal.’s meta-analysis. 








Researchsupportfordeeperprocessing 








Participantsexposedtominorityviewresistedconflictingview(Martinetal.). 








Counterpoint–real-worldmajoritieshavemorepower/statusthan 








minorities,missingfromresearch. 








Artificialtasks 








Tasksoftentrivialsotelluslittleaboutreal-worldinfluence. 








Evaluationextra:Explainingpoliticalpopulism 








Populistpoliticiansaresuccessfulthroughtheuseofconsistencyand 








commitmenttogaininfluence(CranoandGaffney). 








Resistancetosocialinfluence 








Agenticstate 








Agenticstate 








Actingasanagentofanotherperson. 








Autonomousstate 








Freetoactaccordingtoconscience. 








Switchingbetweenthetwo–agenticshift. 








Bindingfactors 








Allowindividualtoignorethedamagingeffectsof 








theirobedientbehaviour,reducingmoralstrain. 








AuthoritarianPersonality(AP) 








APandobedience 








Adornoetal. describedAPasextreme 








respectforauthorityandsubmissiveness 








toit,contemptfor‘inferiors’. 








OriginsofAP 








Harshparentingcreateshostilitythat 








cannotbeexpressedagainstparentssois 








displacedontoscapegoats. 








Adorno 



etal.’s 



research 








APsidentifywith‘strong’people,have 








fixedcognitivestyle,andholdstereotypes 








andprejudices. 








Evaluation 








Researchsupport 








ObedientparticipantshadhighF-scores 








(ElmsandMilgram). 








Counterpoint–butobedient 








participantsalsounlikeauthoritariansin 








manyways,complexrelationship. 








Limitedexplanation 








Can’texplainobedienceacrossawhole 








culture(socialidentitytheoryisbetter). 








Incompleteexplanation 








F-scalejustmeasuresright-wing 








traditionalism,overlookingleft-wing 








authoritarianism(Mallinasetal.). 








Evaluationextra:Flawedevidence 








F-scaleisbasisofAPexplanation,but 








hasflaws(e.g.responsebias)andsonot 








useful(Greenstein). 








Socialsupport 








Resistingconformity 








Conformityreducedbypresenceof 








dissentersinthegroup–evenwrong 








answerbreaksunanimityofmajority(Asch). 








Resistingobedience 








Obediencedecreasesinpresenceof 








disobedientpeerwhoactsasamodelto 








follow–challengeslegitimacyofauthority 








figure.Withdisobedientpeer,obedience 








droppedfrom65%to10%(Milgram). 








Locusofcontrol 








Locusofcontrol(LOC) 








LOCissenseofwhatdirectseventsinour 








lives–internalorexternalsource(Rotter). 








TheLOCcontinuum 








Highinternalatoneendandhighexternal 








attheother. 








Resistancetosocialinfluence 








Internalscanresistsocialinfluence,more 








confident,lessneedforapproval. 








Legitimacyofauthority 








Legitimacyofauthority 








Createdbyhierarchicalnatureofsociety. 








Somepeopleentitledtoexpectobedience. 








Learnedinchildhood. 








Destructiveauthority 








Problemsarisewhenuseddangerously(e.g.Hitler). 








Evaluation 








Researchsupport 








Milgram’sresistantparticipantscontinuedgiving 








shockswhenEtookresponsibility. 








Alimitedexplanation 








Agenticshiftcannotexplainwhyobediencevariesso 








muchindifferentsituations,e.g.Milgram’svariations. 








Evaluationextra:Obediencealibirevisited 








PoliceBattalion101behavedautonomouslybut 








destructively(Mandel). 








Evaluation 








Explainsculturaldifferences 








InAustralia16%obeyed(KilhamandMann)but85% 








inGermany(Mantell),relatedtostructureofsociety. 








Cannotexplainall(dis)obedience 








RankandJacobson’snursesinhierarchicalstructure 








butdidnotobeylegitimateauthority. 








Evaluationextra:Real-worldobedience 








Disobediencetodoctors(RankandJacobson)but 








obedienceatMyLai(KelmanandHamilton). 








Evaluation 








Real-worldresearchsupport 








Havinga‘buddy’helpsresistpeerpressureto 








smoke(Albrechtetal.). 








Researchsupportfordissentingpeers 








Obediencetoanorderfromoilcompanyfell 








whenparticipantsinagroup(Gamsonetal.). 








Evaluationextra:Socialsupport 








explanation 








Resistancelower(36%versus64%)when 








confederatehadpooreyesight(Allenand 








Levine). 








Evaluation 








LOCandresistingsocialinfluence 








InternalLOCwashigherinvaccine-hesitant 








and-resistantpeople,i.e.theyweremore 








disobedient(Murphyetal.). 








Contradictoryresearch 








Peoplenowmoreresistanttoobediencebut 








alsomoreexternal(Twengeetal.). 








Evaluationextra:LimitedroleofLOC 








RoleofLOConlyappliestonewsituations 








(Rotter). 








Followingadirectorder,usuallyfromanauthorityfigure. 








Achangeinbehaviourduetorealorimaginedpressurefromothers. 








Evaluation 








Researchsupport 








Bickmanshowedpowerofuniforminfield 








experiment. 








Cross-culturalreplications 








Dutchparticipantsorderedtosaystressful 








thingstointerviewee,decreasedproximity 








ledtodecreasedobedience(Meeusand 








Raaijmakers). 








Counterpoint–butmoststudies 








incountriessimilartoUS,sonot 








generalisable(SmithandBond). 








Demandcharacteristics 








Non-full-believers(NFBs)deliveredmore 








shocksthanfull-believers,presumably 








becausetheyrespondedtodemand 








characteristics(Perryetal.). 








Evaluationextra:Thedangerofthe 








situationalperspective 








Milgramgivesasituationalexplanationfor 








obediencebutMandelarguesthisgives 








obediencealibifordestructivebehaviour. 








Research 








Proximity 








Obedience40%withTandLinsame 








room,30%fortouchproximity. 








Psychologicaldistanceaffectsobedience. 








Location 








Obedience47.5%inrun-downoffice 








building. 








University’sprestigegaveauthority. 








Uniform 








Obedience20%whenEwas‘memberof 








thepublic’. 








Uniformissymboloflegitimateauthority. 
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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 in 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 often 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’. 
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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 then lied about it, 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. 








Turning pegs for an hour. 








Would you do it? 








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. 
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Armchair 








psychology 








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 








claim they make about behaviour. 








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 








read about the studies and criticise them and 








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 research studies to evaluate 








our theories: to change and develop the 








theories and to get as close to the truth about 








behaviour as we scientifically can. 












The even better 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. 













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 let’s 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 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 








the hypothesis is supported by objective empirical 








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 the word 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. 








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’. 








Psychology is the science of 








behaviour and experience 
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Validity 








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 about human behaviour 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 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 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? Might there be a 








different explanation? 








Research methods in Psychology 








Research 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. Often 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 one-way mirrors or from behind a bush in a park (not very often). 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 a 



correlational analysis. 








The key is using all kinds of different methods to study one aspect of behaviour and comparing the 








findings from the different kinds of study to see if there is some agreement. 








As research methods are so important to psychology, they feature very prominently in your specification 








and in the exam (research methods questions are worth more than 25% of your final mark). 








Ethics in Psychology 








Ethics in Psychology 








The term 



ethics 



refers to standards of behaviour. At all times we must behave with due respect 








towards the people (or animals) we 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 upset people. 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 








11.00am 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 Psychology 








Statistical 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 us to know is whether any pattern in our results is just due to chance. 
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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. 








Approaches 








Biological approach 








Biological approach 








The biological approach explains behaviour in terms of physical causes 








in our brains and bodies, and this includes inheritance via 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 the biological 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 aspects of the brain to 








everyday behaviours as well as unusual behaviours. In the last 50 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 approach 








Behaviourist approach 








The central concept of this approach is the influence of experience on 








our behaviour, and how we 



learn 



behaviours. Basically, according to 








the behaviourist approach, we are born as ‘blank slates’ and what we 








become is shaped by experience (sometimes termed ‘the environment’). 








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. This is an example of classical 








conditioning. 








• 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. This is an example of 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 which emphasises direct learning. Social learning 








theory emphasises indirect learning (learning by observing others being 








rewarded or punished). 








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. 
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Whatever 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’. 










Eclectic 



aims 



to 



select 








what 



is 



BEST 



in 



various 








approaches, 



methods, 








or 



styles. 










Humanistic approach 








This approach is firmly based on the concept of the self. This concerns issues to do 








with our self-concept (how we see ourselves), and our 



self-esteem 



(how we feel 








about ourselves). 








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 which are 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. 








Cognitive 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 health issues 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. 








The unconscious mind lies beneath. 








Psychodynamic 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. 
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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. 










Applying the goals of psychology to obesity 








Applying the goals of psychology to obesity 










1. 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 people with 








obesity. Psychologists might observe people’s eating behaviour and 








measure how much people actually do eat. They might do 



brain scans 



to 








see if people with and without obesity differ in their thinking patterns. 










2. 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 



hormones 



and 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. 










3. 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 



depression 



(or something else) was identified as one of the causes of 








obesity, then we might predict that people diagnosed with depression are 








more likely to be obese. 










4. Controlling obesity 










There may 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. 










Psychology in the real world 








The goals of psychology 










Consider one of the really important health issues of our times – the obesity 








crisis in Britain. Over 60% of adult men and women in England are overweight 








or living with obesity (Office for Health Improvement & Disparities 2024). Can 








psychology do anything to help? In the box on the right we use obesity as an 








example to illustrate the goals of psychology listed below. 










1. Describing 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 often and form a pattern. Psychologists might 








even begin to get an indication of which behaviours are common as well as 








which behaviours are uncommon and perhaps ‘unhealthy’ for the individual 








and/or society. Eventually, after enough studies have been conducted, possible 








explanations of the behaviour emerge, which takes us on to the next goal of 








psychology. 










2. Explaining 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 a behaviour, each of which may reflect 








one of the approaches in psychology (see previous spread). Can psychologists 








do more than explain behaviour? Yes, they can predict behaviour. 










3. Predicting 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. 










4. Controlling 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 








health conditions are not just about trying to understand or explain an 








individual’s behaviour. The intention is to change the person’s behaviour if 








it is causing distress to that individual or distress to others. 
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Change behaviour to benefit our economy 








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 for 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 better 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. 










Concepts 



The science of self-talk 










Motivational self-talk refers to the things we say to ourselves to get us moving or 








inspired 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 their character to motivate 








them 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 anagrams 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. 








The researchers 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? 










Y 








O 








U 








C 








A 








N 








D 








O 








IT 
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In 








the 








resea 








rch 








meth 








ods 








part 








of 








the 








specif 








icatio 








n 








there 








is 








an 








entry 








that 








says 








you 








must 








study 








(and 








may 








be 








exam 








ined 








on) 








‘The 








implic 








ation 








s 








of 








psych 








ologic 








al 








resea 








rch 








for 








the 








econo 








my’ 








. 








Keep 








this 








requir 








emen 








t 








in 








mind 








as 








you 








learn 








about 








all 








the 








differ 








ent 








areas 








of 








psych 








ologic 








al 








resea 








rch, 








and 








ask 








yours 








elf, 








‘Could 








this 








resea 








rch 








benef 








it 








our 








societ 








y 








and 








how? 








’ 


















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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Conformity: Types and explanations 








The specification says… 








Types of conformity: Internalisation and 








compliance. 








Explanations for conformity: Informational 








social influence and normative social influence. 








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. 








We begin our discussion about conformity 








by looking at types of conformity and two 








explanations about why we conform. 








Key terms 








Compliance 



A superficial and temporary type of 








conformity where 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. 








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) 








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 below). 








Internalisation 



A lasting 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. 








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). 








Types of conformity 








Herbert Kelman (1958) suggested that there are three ways in which people 



conform 



to the 








opinion of a majority: 



internalisation, 



identification and 



compliance. 



You only need to study 








internalisation and compliance. 








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. 








Compliance 








Compliance involves simply ‘going along with others’ in public, but privately not changing 








personal opinions and/or behaviour. This type of conformity results in only a superficial change. 








It also means that a particular behaviour or opinion stops as soon as group pressure stops. 








Explanations for conformity 








Morton Deutsch and Harold Gerard (1955) developed a 



two-process theory, 



arguing that there 








are two main reasons people conform. The reasons are based on two central human needs: the 








need to be 



right 



(ISI), and the need to be 



liked 



(NSI). 








Informational social influence 








Informational social influence (ISI) 



is about who has the better information – you or the 








rest of your social group. Often people 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. You follow the 








behaviour of the group (the majority) because you want to be right. ISI is a 



cognitive 



process 








because it is to do with what you think. It may lead 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 you assume that the group is more 








likely to be right. 








Normative 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 may 








lead 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 you are concerned about the social 








approval of your friends. It may be more pronounced in stressful situations (than non-stressful 








situations) where people have a greater need for social support. 












There are many reasons for going along with 








the other people in a group. Often, it’s so we 








can be accepted and liked by them, even if we 








don’t really share their values and opinions. 













Concepts 



Social influence at college 










It is Mateo’s and Sofía’s first day at college and they are keen to 








make a good impression. Mateo joins in with the other students’ 








conversations even though he really finds them boring. Sofía 








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, Mateo’s or Sofía’s? Who is being influenced by 








normative social influence? Explain both of your answers. 
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Social influence 


















We look at one other relevant explanation for 








conformity on page 28 – internal and external locus 








of control. 








Study tip 










Methods 



Conformity at work 










A psychologist studied conformity by observing 








five people starting new jobs in an office of a major 








British retail company. 








Questions 








1. Explain why this could be considered to be a 








naturalistic observation. (2 



marks) 








2. Explain 



one 



strength 



and one 



limitation of 








naturalistic observation. (4 



marks) 








3. The psychologist needed to devise some 








behavioural categories. So she had to decide 








which behaviours could be considered examples 








of conformity. Explain what is meant by 








‘behavioural categories’. (2 



marks) 








4. Give 



three 



examples of possible behavioural 








categories in the context of this study. (3 



marks) 








5. The psychologist used event sampling to observe 








conforming behaviours over a two-week period 








during break-times and lunchtimes. Explain what 








is meant by ‘event sampling’. (2 



marks) 








6. When the psychologist analysed her results, she 








found high levels of conforming behaviour by 








people starting new jobs. 








Use your knowledge of informational social 








influence 



and 



normative social influence to 








explain why people might conform in this 








situation. (4 



marks) 








Evaluation 








Research support for internalisation 








One strength of the concept of internalisation is that it has research support. 








For example, Scott Bokemper 



et al. 



(2021) investigated mask-wearing during COVID. 








One group of participants were told that other community members were wearing masks. 








Later, the ‘informed’ participants were more likely to wear a mask correctly, and also these 








participants were more likely to express disapproval towards people who were not wearing 








masks correctly. 








This disapproval suggests that one element of conformity involves genuine acceptance 








of the norms of mask-wearing (i.e. internalisation) and not just compliance with the group 








norm. 








Research support for ISI 








Another strength is that there is research evidence to support ISI. 








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). Participants 








conformed more often to incorrect answers from the fake students when the maths problems 








were difficult. This is because, when the problems were easy, the participants ‘knew their own 








minds’ but when the problems were hard the situation became ambiguous (unclear). The 








participants did not want to be wrong, so they relied on the answers they were given. 








This shows that ISI is a valid explanation of conformity because the results are what ISI 








would predict. 








Counterpoint 



However, it is often unclear whether it is NSI or ISI at work in 










research studies (or in real life). For example, Solomon Asch (1955) found that conformity 











is reduced when there is one other dissenting participant (see details of this study on the 








next spread). The dissenter may reduce the power of NSI (because they provide social 








support) or they may reduce the power of ISI (because they provide an alternative source 








of social information). Both interpretations are possible. 








Therefore, it is hard to separate ISI and NSI and both processes probably operate 








together in most real-world conformity situations. 








Individual differences in NSI 








One limitation is that NSI does not predict conformity in every case. 








Some people are greatly concerned with being liked by others. Such people are called 








nAffiliators 



– they have a strong need for ‘affiliation’ (i.e. they want to relate to other 








people). Paul McGhee and Richard Teevan (1967) found that students who were nAffiliators 








were more likely to conform. 








This shows that NSI underlies conformity for some people more than it does for others. 








There are individual differences in conformity that cannot be fully explained by one general 








theory of situational pressures. 








Evaluation eXtra 








Is the ISI/NSI distinction useful? 








The counterpoint (above) suggests the distinction is not useful because it is impossible to 








work out which is operating. Lucas 



et al.’s 



findings could be due to ISI, NSI or both. 








However, Asch’s research (see next spread) clearly demonstrates both NSI and ISI as 








reasons for conformity. For instance, a unanimous group is a powerful source of disapproval. 








The possibility of rejection is a strong reason for conforming (NSI). But it is also true that a 








unanimous group conveys the impression that everyone is ‘in the know’ apart from you (ISI). 








Consider: 



Using Asch’s research, is the distinction between ISI and NSI useful? 










Concepts 



Real-life application 










Wesley Schultz 



et al. 



(2008) found they were able to 








change the behaviour of hotel guests by using printed 








messages saying ‘Save Our Planet’ and ‘Other guests 








are using fewer bath towels’. 








Question 








Which message is an example of ISI and which is an 








example of NSI? Explain your answer. 
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Check it 








1. Outline what is meant by ‘internalisation’ 








as a type of conformity. 








[2 marks] 








2. Outline what is meant by ‘informational 








social influence’ in relation to conformity. 








[2 marks] 








3. Outline normative social influence as an 








explanation for conformity. 








[4 marks] 








4. Describe and evaluate informational social 








influence 



and 



normative social 








influence as explanations for conformity. 








[12 marks AS, 16 marks AL] 
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Asch’s research 








Asch’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 left – 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 procedure and 








findings of the baseline study in the main text. 








Variables 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 1 to 15 (so the total group size was from 2 to 16). 








Asch found a 



curvilinear relationship 



between group size and conformity 








rate (see Apply it on facing page for a graph that illustrates this). 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 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 a lack of unanimity 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 often 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 standard 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 








(informational 



social influence, 



ISI). 








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. In particular he investigated the 








factors that increase or decrease the extent to which people 








conform. 








Key terms 








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. 








Task difficulty 



Asch’s line-judging task is more difficult when 








it becomes harder to work out the correct answer. In such 








situations conformity increases because naïve participants 








assume that the majority is more likely to be right. 








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. 








Conformity: Variables affecting conformity 








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 








answer each time. 








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). 










X 








A B C 










Asch’s baseline procedure 








Standard and comparison lines 








123 American men were tested, each 








one in a group with other apparent 








participants. Each participant saw two 








large cards on each trial. The line X 








on the left-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. 










4th 








3rd 








2nd 








1st 








6th 








7th 








5th 










Concepts 



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 Neon Nights but the 








majority of the group wants to go to Luminous Lounge. 








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. 
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Social influence 


















Check it 








1. One variable that affects conformity is ‘unanimity’. Explain 








what is meant by ‘unanimity’. 








[2 marks] 








2. Apart from unanimity, identify 



and 



outline 



two 



variables 








that affect conformity. 








[6 marks] 








3. Outline how Asch investigated the effect of group size 



and 








task difficulty on conformity. 








[4 



marks] 








4. Discuss variables affecting conformity as investigated by 








Asch. 








[12 marks AS, 16 marks AL] 








Ethical evaluations are only relevant when considering a study. 








Such issues do not challenge the validity of the findings. 








Study tip 








Evaluation 








Artificial 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 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 a fairly 








individualist 



culture (i.e. where people are more concerned about 








personal needs rather than those of the social group). Similar 








conformity studies conducted in more 



collectivist 



cultures (e.g. China 








where the social group is considered more important than personal 








needs) have found that conformity rates are higher (Bond and Smith 








1996, see page 109 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 support 








One strength of Asch’s research is support from other studies. 








For example, Senuri Wijenayake 



et al. 



(2020) gave participants 








an online quiz. They then showed participants made-up results from 








fellow respondents and gave the participants the chance to change 








their answers. They found that 78% conformed to a wrong answer at 








least once – similar to Asch’s figure of 75%. 








This confirms Asch’s original findings and suggests that the 








findings are still valid in modern society. 








Counterpoint 



However, this study also shows that 










conformity is more complex than Asch suggested. Participants who 











scored highly for the personality traits of conscientiousness and 








neuroticism (anxiety and unstable mood) conformed more. 








This shows that individual differences, as well as 



situational 








variables, 



affect conformity. (Asch did not research the role of 








individual differences.) 








Evaluation eXtra 








Ethical issues 








Asch’s research increased our knowledge of why people conform, 








which may help people avoid mindless destructive conformity. This is 








a good thing. 








On the negative side, the naïve participants were 



deceived 








because they thought the other people involved in the procedure 








(the confederates) were also genuine participants like themselves. 








Consider: 



On balance do you think the benefits outweighed the 








costs in this study? 








Conformity is usually assumed to be a bad thing. But sometimes 








situations demand that everybody pulls in the same direction. 










Methods 



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) 
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The specification says… 








Obedience, as investigated by Milgram. 








Stanley Milgram sought an answer to the question of why such 








a high proportion of the German population obeyed Hitler’s 








commands to murder over 6 million Jewish people in the 








Holocaust as well as millions of others, including Romani, gay/ 








lesbian, black German and Polish people, and members of other 








groups during the Second World War. 








Milgram thought one possible explanation was that German 








people were different from people from other countries – perhaps 








they were more obedient. In order to determine this he needed a 








procedure which could assess how obedient people are. 








Key term 








Obedience 



A form of social influence in which an individual follows 








a direct order. The person issuing the order is usually a figure of 








authority, who has the power to punish when obedient behaviour is 








not forthcoming. 








Obedience 








Milgram’s research 








Stanley Milgram (1963) designed a baseline procedure that could be used to 








assess 



obedience 



levels. This procedure was adapted in later variations by 








Milgram (discussed on the next spread) and the baseline findings were used 








to make comparisons. 








The specification focuses on the findings and conclusions from Milgram’s 








research. However, you do also need some knowledge of the baseline 








procedure. 








Baseline procedure 








40 American men volunteered to take part in a study, supposedly on memory. 








When each volunteer arrived at Milgram’s 



lab 



he was introduced to another 








participant (a 



confederate 



of Milgram’s). They drew lots to see who would 








be the ‘Teacher’ (T) and who would be the ‘Learner’ (L). The draw was fixed 








so that the participant was always the Teacher. An ‘Experimenter’ (E) was 








also involved (also a confederate, dressed in a grey lab coat). 








There are more details of the procedure plus a diagram of the layout at the 








bottom of this page. 








The study aimed to assess obedience in a situation where an authority 








figure (Experimenter) ordered the participant (Teacher) to give an increasingly 








strong shock to a Learner located in a different room (in 15-volt steps up to 








450 volts). The shocks were fake but the Teacher did not know this. 








Baseline findings 








Every participant delivered all the shocks up to 300 volts. Milgram found that 








12.5% (five participants) stopped at 300 volts (‘intense shock’) and 65% 








continued to the highest level of 450 volts, i.e. they were fully obedient. 








Milgram also collected 



qualitative data 



including 



observations 



such as: 








the participants showed signs of extreme tension; many of them were seen 








to ‘sweat, tremble, stutter, bite their lips, groan and dig their fingernails into 








their hands’; three even had ‘full-blown uncontrollable seizures’. 








Other data 








Before the study, Milgram asked 14 psychology students to predict the 








participants’ behaviour. The students estimated that no more than 3% of the 








participants would continue to 450 volts. This shows that the findings were 








unexpected – the students underestimated how obedient people actually are. 








All participants in the baseline study were 



debriefed 



and assured 








that their behaviour was entirely normal. They were also sent a follow-up 








questionnaire 



– 84% said they were glad to have participated. 








Conclusions 








Milgram concluded that German people are not ‘different’. The American 








participants in his study were willing to obey orders even when they 








might harm another person. He suspected there were certain factors in the 








situation that encouraged obedience, so decided to conduct further studies 








to investigate these factors (see next spread). 










Further procedural detail of Milgram’s research 








Milgram’s participants were men (aged 20–50 years) who came 








from the area around New Haven, Connecticut, USA. They were 








volunteers recruited through a newspaper advert or mailshot, and 








were paid $4.50 for participating. The Learner (called ‘Mr Wallace’) 








was strapped into a chair and wired up with electrodes. The 








Teacher (the real participant) was given a small shock to experience 








for themselves. This was the only genuine shock in the procedure. 








The Learner had to remember pairs of words. Each time he made 








an error, the Teacher was seen to deliver a stronger (fake) ‘electric 








shock’ by pressing switches on a fake ‘shock machine’. The switches 








were labelled from ‘slight shock’ through ‘intense shock’ to 








‘danger – severe shock’. When the Teacher got to 300 volts the 








Learner pounded on the wall and then gave no response to the next 








question. At 315 volts the Learner again pounded on the wall but 








was then silent for the rest of the procedure. 








The four standard ‘prods’ 








the Experimenter used 








to order the Teacher to 








continue were: 








Prod 1 – ‘Please continue’ 








or ‘Please go on.’ 








Prod 2 – ‘The experiment 








requires that you continue.’ 








Prod 3 – ‘It is absolutely 








essential that you 








continue.’ 








Prod 4 – ‘You have no other 








choice, you must go on.’ 










Concepts 



Ethical guidance 








Milgram was not breaking any official ethical guidance at the time 








because none existed. It was partly because of his research that 








ethical issues became an urgent priority for psychology. 








All professional psychological associations publish and frequently 








update ethical guidance for practising psychologists and 








researchers. In Britain, the British Psychological Society (BPS) 








produces a 



Code of Ethics and Conduct 



that is described and 








discussed on pages 164–165. It addresses several issues, including: 








• 



A participant’s right to withdraw from the research. 








• 



The need to get fully informed consent from the participants. 








• 



The use of deception. 








• 



The importance of protecting participants from the risk of 








psychological and physical harm. 








Questions 








1. For each of these ethical issues, identify how they arose in 








Milgram’s study. 








2. What steps did Milgram take to address these issues? 








3. To what extent do you think he was successful? 










Learner 








Teacher 








Experimenter 
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Check it 








1. Explain what is meant by ‘obedience’. 








[2 marks] 








2. Discuss whether Milgram’s obedience study should 








be considered unethical. 








[8 marks] 








3. Describe and evaluate Milgram’s research into 








obedience. 








[12 marks AS, 16 marks AL] 










Methods 



Milgram’s debriefing 










At the end of the procedure, Milgram carried out a debriefing 








session with each of his participants. This was an opportunity for 








him to explain the true purpose of the study and what had really 








happened. It was also intended to make the participants feel 








better about their role in the study, especially if they had been 








completely obedient throughout. 








Part of the debriefing was a structured interview to ask 








participants questions about their experiences in the study. 








Milgram wanted to collect qualitative data about the reasons why 








participants obeyed or disobeyed the Experimenter. 








Questions 








1. Explain 



one 



strength 



and one 



limitation of a structured 








interview. (4 



marks) 








2. Explain 



one 



difference between a structured interview and an 








unstructured interview. (2 



marks) 








3. Explain what is meant by ‘qualitative data’ 



and 



give an example 








from Milgram’s study. (2 



marks) 








4. Write 



one 



suitable question Milgram could have asked in the 








interviews to collect qualitative data. (1 



mark) 








5. Explain what is meant by ‘quantitative data’. (1 



mark) 








6. Write 



one 



suitable question Milgram could have asked in the 








interviews to collect quantitative data. (1 



mark) 








Evaluation 








Research support 








One strength is that Milgram’s findings have been replicated many times 








(high 



external validity). 








Jerry Burger (2009) used an ‘Obedience Lite’ approach to avoid the 



ethical 








issues 



in Milgram’s procedure. After a participant had reached the 150-volt 








shock level (first 10 switches), the data collection ended. Any participant who 








had continued to this point was classed as fully obedient because Milgram 








found that 79% of those participants who went beyond 150 volts continued 








to the end. Tomasz Grzyb and colleagues (2023) used this procedure and 








found that 90% of their 40 participants continued to the 150-volt level. 








Interestingly, obedience was the same when orders were issued by a human 








or a robot. 








This supports Milgram’s original findings about obedience to authority, 








and shows that the findings were not just limited to the particular context of 








Milgram’s study. 








Low internal validity 








One limitation is that Milgram’s procedure may not have been testing what 








he intended to test. 








Milgram reported that 75% of his participants said they believed the 








shocks were genuine. However Martin Orne and Charles Holland (1968) 








argued that participants behaved as they did because they didn’t really 








believe in the set-up, so they were ‘play-acting’. Gina Perry’s (2013) research 








confirms this. She listened to tapes of Milgram’s participants and reported 








that only about half of them believed the shocks were real. Two-thirds of 








these ‘disbelievers’ were disobedient. 








This suggests that participants may have been responding to 



demand 








characteristics, 



i.e. trying to fulfil the 



aims 



of the study. 








Counterpoint 



However, Charles Sheridan and Richard King (1972) 










conducted a study using a procedure like Milgram’s. Participants (all 











students) gave real shocks to a puppy in response to orders from an 








experimenter. Despite the real distress of the animal, 54% of the men and 








100% of the women gave what they thought was a fatal shock. 








This suggests that the effects in Milgram’s study were genuine because 








people behaved obediently even when the shocks were real. 








Alternative interpretation of findings 








Alternative interpretation of findings 








Another limitation is that Milgram’s conclusions about blind obedience may 








not be justified. 








Alex Haslam 



et al. 



(2014) showed that Milgram’s participants obeyed 








when the Experimenter delivered the first three verbal prods (listed on the 








bottom of the facing page). However, every participant who was given the 








fourth prod (‘You have no other choice, you must go on’) without exception 








disobeyed. According to 



social identity theory 



(SIT), participants in 








Milgram’s study only obeyed when they identified with the scientific aims of 








the research (‘The experiment requires that you continue’). When they were 








ordered to blindly obey an authority figure, they refused. 








This shows that SIT may provide a more valid interpretation of Milgram’s 








findings, especially as Milgram himself suggested that ‘identifying with the 








science’ is a reason for obedience. 








Evaluation eXtra 








Ethical issues 








The participants in this study were deceived. For example, the participants 








thought that the allocation of roles (Teacher and Learner) was random, but in 








fact it was fixed. They also thought the shocks were real. Milgram dealt with 








this by debriefing participants. 








However, Diana Baumrind (1964) criticised Milgram for deceiving his 








participants. She objected because she believed that 



deception 



in psychological 








studies can have serious consequences for participants and researchers. 








Consider: 



How might deception be a limitation of Milgram’s research? 








Do the benefits outweigh the costs? 










Concepts 



When nurses disobey 










Charles Hofling 



et al. 



(1966) arranged for an unknown doctor to 








telephone 22 nurses and ask each of them (alone) to administer 








an overdose of a drug that was not on their ward list (‘Astroten’). 








A startling 95% of nurses (21 out of 22) started to administer the 








drug (they were prevented from continuing). The nurses obeyed 








without question. 








Steven Rank and Cardell Jacobson (1977) replicated Hofling 



et al.’s 








study but altered some aspects of the original procedure that 








might have maximised obedience. 








For instance, being given an order over the telephone was 








unusual. It was also unusual to be asked to administer an 








unknown drug. In the Rank and Jacobson study the nurses were 








directly spoken to by a doctor and told to administer an overdose 








of 



valium, 



a real drug that the nurses would have been familiar 








with. The doctor’s name was also known to the nurses and all the 








nurses had the chance to discuss the order with each other. 








In these more realistic circumstances, only 2 out of 18 nurses 








obeyed the doctor’s order (before they were prevented from 








carrying it out). 








Question 








What would you conclude about obedience to authority from 








these studies? 
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The specification says… 








Explanations for obedience: Situational variables affecting 








obedience including proximity and location, as investigated by 








Milgram, and uniform. 








Milgram’s ‘baseline study’, described on the previous spread, 








established a method he could repeat and vary, and use to 








place a numerical value on obedience. Milgram began his 








research with the belief that obedience might be due to 








personality – were the German people different? However, he 








found that situational factors might explain obedience better. 








He continued to explore this in further studies. 








Key terms 








Location 



The place where an order is issued. The relevant factor 








that influences obedience is the status or prestige associated 








with the location. 








Proximity 



The physical closeness or distance of an authority 








figure to the person they are giving an order to. Also refers to 








the physical closeness of the Teacher to the victim (Learner) in 








Milgram’s studies. 








Situational variables 



Features of the immediate physical and 








social environment which may influence a person’s behaviour 








(such as proximity, location and uniform). The alternative is 








dispositional variables where behaviour is explained in terms of 








personality. 








Uniform 



People in positions of authority often have a specific 








outfit that is symbolic of their authority, for example police 








officers and judges. This ‘outfit’ indicates that they are entitled to 








expect our obedience. 








Obedience: Situational variables 








Situational variables 








After Stanley Milgram conducted his first study on 



obedience 



(described on 








the previous spread), he carried out a large number of variations in order to 








consider the 



situational variables 



that might lead to more or less obedience. 








Proximity 








In Milgram’s baseline study, the Teacher could hear the Learner but not see him. 








In the 



proximity 



variation, Teacher and Learner were in the same room. The 








obedience rate dropped from the original 65% to 40% (see graph below). 








In the 



touch proximity 



variation, the Teacher had to force the Learner’s hand 








onto an ‘electroshock plate’ if the Learner refused to place it there himself after 








giving a wrong answer. Obedience dropped further to 30%. 








In the 



remote instruction 



variation, the Experimenter left the room and gave 








instructions to the Teacher by telephone. Obedience reduced to 20.5%. The 








participants also frequently pretended to give shocks. 








Explanation 



Decreased proximity allows people to psychologically distance 








themselves from the consequences of their actions. For example, when the 








Teacher and Learner were physically separated (as in the baseline study), the 








Teacher was less aware of the harm they were causing to another person so 








they were more obedient. 








Location 








Milgram conducted a variation in a run-down office block rather than in the 








prestigious Yale University setting of the baseline study. In this 



location, 








obedience fell to 47.5%. 








Explanation 



The prestigious university environment gave Milgram’s study 








legitimacy and authority. Participants were more obedient in this location 








because they perceived that the Experimenter shared this legitimacy and that 








obedience was expected. However, obedience was still quite high in the office 








block because the participants perceived the ‘scientific’ nature of the procedure. 








Uniform 








In the baseline study, the Experimenter wore a grey lab coat as a symbol of 








his authority (a kind of 



uniform). 



In one variation, the Experimenter was 








called away because of a telephone call at the start of the procedure. The role 








of the Experimenter was taken over by an ‘ordinary member of the public’ 








(a 



confederate) 



in everyday clothes rather than a lab coat. The obedience rate 








dropped to 20%, the lowest of these variations. 








Explanation 



Uniforms ‘encourage’ obedience because they are widely 








recognised symbols of authority. We accept that someone in a uniform is 








entitled to expect obedience because their authority is legitimate (i.e. it is 








granted by society). Someone without a uniform has less right to expect 








our obedience. 








Graph showing obedience levels in Milgram’s variations of his baseline 








study. The graph shows how proximity, location and uniform all affected 








obedience. 
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Concepts 



The power of 








a uniform 










A psychologist conducted an 








investigation into obedience. He 








used two confederates – one 








was dressed as a firefighter 








and the other was dressed in 








everyday smart-but-casual 








clothes. The confederates 








stood on different streets 








and instructed people to 








pick up a piece of litter 








and put it into a bin. A 








record was kept of how 








many people obeyed 








the instruction. 








Questions 








1. From what you know 








about obedience 








research, what is the 








likely outcome of 








this study? Explain 








your answer. 








2. Are there any ethical 








issues that might 








arise in this study? 
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Social influence 


















Check it 








1. Milgram investigated situational variables 








affecting obedience to authority. Identify 








two 



of these variables 



and 



explain how 



each 








of them affects obedience. 








[6 marks] 








2. Explain how Milgram investigated proximity. 








In your answer include the procedure 



and 








what he concluded. 








[4 marks] 








3. Describe and evaluate situational variables 








that have been shown by Milgram to affect 








obedience to authority. 








[12 marks AS, 16 marks AL] 










Methods 



Milgram and 








proximity 










The graph of results from Milgram’s variations on 








the facing page of this spread gives obedience 








rates relating to proximity, location and uniform, 








plus the original baseline result. Use that 








information to answer the following questions. 








Questions 








1. Draw up a table to present the results 








provided in the graph. Make sure you label the 








table accurately and clearly. (3 marks) 








2. Use your knowledge of research to explain 








what these results tell us about the effect of 








situational variables on obedience. (3 marks) 








3. There were 50 participants in the ‘Teacher and 








Learner in the same room’ variation. Calculate 








the number of participants who obeyed. 








(2 marks) 








4. Milgram carried out several pilot studies of his 








procedure. Explain what is meant by a ‘pilot 








study’. (1 mark) 








5. Explain 



two 



strengths of carrying out a pilot 








study. (4 



marks) 








6. One limitation of Milgram’s studies is that 








the findings were influenced by demand 








characteristics. Explain what is meant by 








‘demand characteristics’. (1 



mark) 








7. Explain how demand characteristics might 








have influenced the results of Milgram’s 








studies. (3 marks) 








Evaluation 








Research support 








One strength is that other studies have demonstrated the influence of situational variables on 








obedience. 








In a 



field experiment 



in New York City, Leonard Bickman (1974) had three confederates 








dress in different outfits – jacket and tie, a milkman’s outfit and a security guard’s uniform. The 








confederates individually stood in the street and asked passers-by to perform tasks such as 








picking up litter or handing over a coin for the parking meter. People were twice as likely to obey 








the assistant dressed as a security guard than the one dressed in jacket and tie. 








This supports the view that a situational variable, such as a uniform, does have a powerful 








effect on obedience. 








Cross-cultural replications 








Another strength of Milgram’s research is that his findings have been 



replicated 



in other cultures. 








For instance, Wim Meeus and Quinten Raaijmakers (1986) used a more realistic procedure 








than Milgram’s to study obedience in Dutch participants. The participants (men and women) 








were ordered to say stressful things to an interviewee (a confederate) desperate for a job. They 








found that 90% of the participants obeyed. The researchers also tested the effects of proximity. 








When the person giving the orders was not present, obedience decreased dramatically. 








This suggests that Milgram’s findings about obedience are not just limited to American men, 








but are valid across cultures and apply to women too. 








Counterpoint 



However, replications of Milgram’s research are not very ‘cross-cultural’. 










Peter Smith and Michael Bond (1998) identified just two replications between 1968 and 1985 











that took place in India and Jordan. Both countries are culturally quite different from the 








US, whereas the other countries involved (e.g. Spain, Australia, Scotland) are culturally quite 








similar to the US (e.g. they have similar notions about the role of authority). 








Therefore, it may not be appropriate to conclude that Milgram’s findings (including those 








about proximity, location and uniform) apply to people in all or most cultures. 








Demand characteristics 








One limitation is that participants’ behaviour may not reflect obedience to authority. 








The evidence from Gina Perry (2013, see previous spread) suggests that only about half of the 








participants believed the shocks were real and most of these participants were disobedient. In a 








further article, Perry 



et al. 



(2020) cited testimony from one of Milgram’s assistants (Taketo Murata) 








who reported that participants classified as having ‘not fully believed’ (NFBs) administered more 








shocks than those classified as having ‘fully believed’ (FBs). 








This suggests that participants’ behaviour was the result of ‘play-acting’ (i.e. they responded 








to 



demand characteristics) 



meaning Milgram was not actually measuring obedience. 








Evaluation eXtra 








The danger of the situational perspective 








Milgram’s research findings support a situational explanation of obedience (proximity, location 








and uniform are all aspects of the situation). 








But this perspective has been criticised by David Mandel (1998) who argues that it offers an 








excuse or ‘alibi’ for evil behaviour. In his view, it is offensive to survivors of the Holocaust to 








suggest that the Nazis were simply obeying orders. Milgram’s explanation also ignores the role 








of dispositional factors (such as personality), implying that the Nazis were victims of situational 








factors beyond their control. 








Consider: 



Is the situational perspective justified? 








Not all uniforms are symbols of authority. Perhaps 








sometimes a uniform is just about being smartly 








dressed. 










Concepts 



Obedience in the supermarket 










As everyone knows, teachers have lives outside work. Students might even be 








lucky enough to see a teacher they recognise at the weekend, shopping or 








suchlike. One day, in the college canteen, a teacher asked a student to pick up 








a piece of litter and put it in the bin. The student duly obliged. A few days later, 








outside a local supermarket, another teacher asked the same student to pick 








up some litter and bin it. This time the student refused. 








Question 








Using your knowledge of Milgram’s variations, explain this difference in the 








student’s behaviour. 








Note that the evaluation points on the previous spread 








also apply to Milgram’s variations. 
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The specification says… 








Explanations for obedience: Agentic state 








and legitimacy of authority. 








On the previous spread we explored 








situational 



variables 



that influence levels of 








obedience – proximity, location and uniform. 








This is one way to explain why people obey 








– they obey because of characteristics of 








people around them. Now we turn to two 








explanations 



which are situational and 








concern the dynamics of social hierarchies. 








Key terms 








Agentic state 



A mental state where we feel 








no personal responsibility for our behaviour 








because we believe ourselves to be acting for 








an authority figure, i.e. as their agent. This 








frees us from the demands of our consciences 








and allows us to obey even a destructive 








authority figure. 








Legitimacy of authority 



An explanation for 








obedience which suggests that we are more 








likely to obey people who we perceive to have 








authority over us. This authority is justified 








(legitimate) by the individual’s position of 








power within a social hierarchy. 








Obedience: Situational explanations 








Agentic state 








Stanley Milgram’s initial interest in 



obedience 



was sparked by the trial of Adolf Eichmann in 1961 








for war crimes. Eichmann had been in charge of the Nazi death camps and his defence was that he 








was only obeying orders. This led Milgram to propose that obedience to destructive authority occurs 








because a person does not take responsibility. Instead they believe they are acting for someone else, 








i.e. that they are an ‘agent’. An ‘agent’ is someone who acts for, or in place of, another. 








An agent is not an unfeeling puppet – the agent experiences high 



anxiety 



(‘moral strain’) if they 








realise that what they are doing is wrong, but they feel powerless to disobey. 








Autonomous state 








The opposite of being in an 



agentic state 



is being in an 



autonomous state. 



‘Autonomy’ means to 








be independent or free. So a person in an autonomous state is free to behave according to their own 








principles and feels a sense of responsibility for their own actions. 








The shift from autonomy to ‘agency’ is called the 



agentic shift. 



Milgram (1974) suggested that 








this occurs when a person perceives someone else as an authority figure. The authority figure has 








greater power because they have a higher position in a 



social hierarchy. 



In most social groups, 








when one person is in charge others defer to this person’s legitimate authority (see below) and shift 








from autonomy to agency. 








Binding factors 








Milgram observed that many of his participants said they wanted to stop but seemed powerless to 








do so. He wondered why they remained in an agentic state. The answer is 



binding factors 



– aspects 








of the situation that allow the person to ignore or minimise the damaging effect of their behaviour 








and thus reduce the ‘moral strain’ they are feeling. Milgram proposed a number of strategies that 








the individual uses, such as shifting the responsibility to the victim (‘he was foolish to volunteer’) or 








denying the damage they were doing to the victims. 








Legitimacy of authority 








Most societies are structured in a hierarchical way. This means that people in certain positions hold 








authority over the rest of us. For example, parents and caregivers, teachers, police officers, nightclub 








door supervisors… all have authority over us at times. The authority they wield is legitimate in the 








sense that it is agreed by society. Most of us accept that authority figures have to be allowed to 








exercise social power over others because this allows society to function smoothly. 








One of the consequences of this 



legitimacy of authority 



is that some people are granted the 








power to punish others. We generally agree that the police and courts have the power to punish 








wrongdoers. So we are willing to give up some of our independence and to hand over control of 








our behaviour to people we trust to exercise their authority appropriately. We learn acceptance of 








legitimate authority from childhood, from caregivers initially and then teachers and adults generally. 








Destructive authority 








Problems arise when legitimate authority becomes destructive. History has shown that charismatic 








and powerful leaders (such as Hitler, Stalin and Pol Pot) can use their legitimate powers for 








destructive purposes, ordering people to behave in ways that are cruel and dangerous. Destructive 








authority was obvious in Milgram’s study, when the Experimenter used prods to order participants to 








behave in ways that went against their consciences. 










Concepts 



I will obey 










Max’s younger sister finds out that he has a 








bag of sweets. ‘Give me one of those sweets,’ 








she demands, trying to snatch the bag from 








his hand. But Max refuses. Just then, Max’s 








dad comes into the room. He has finally 








had enough, so he tells Max: ‘Your room 








is a complete disgrace, go and tidy it up 








immediately. And when you’ve done that, 








you can go to the shops and get me a loaf of 








bread.’ Max replies, ‘Certainly dad, I’ll go and 








do that right now.’ 








Question 








Use your knowledge of why people obey to 








explain Max’s behaviour. Refer to both the 








agentic state 



and 



legitimacy of authority 








explanations. 










Concepts 



Massacre at My Lai 










Milgram’s findings have been used to explain the notorious war crime at My Lai in 1968 








during the Vietnam War. American soldiers killed at least 504 unarmed civilians. The 








soldiers attacked women and shot people down as they emerged from their homes 








with their hands in the air. The soldiers blew up buildings, burned the village to the 








ground and killed all the animals. Only one soldier faced charges and was found guilty, 








Lt William Calley. His defence was the same as the Nazi officers at the Nuremberg trials, 








that he was only doing his duty by following orders. 








Question 








Explain the behaviour of the American soldiers using the concepts of agentic state 



and 








legitimacy of authority. 










Memorial to the 








504 victims of the 








My Lai massacre 








near Quang Ngai, 








Vietnam. 
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Social influence 


















Check it 








1. Outline what is meant by ‘agentic state’ 








and 



‘legitimacy of authority’. 








[4 marks] 








2. Explain 



one 



limitation of the agentic 








state explanation for obedience. Refer to 








Milgram’s research in your answer. 



[4 marks] 








3. Outline and evaluate 



one or more 








explanations of obedience. 








[12 marks AS, 16 marks AL] 








A great way to evaluate an explanation is to consider 








the research evidence that supports or contradicts 








it. But make sure you use the evidence 



effectively. 








Focus on explaining how the evidence supports or 








challenges the theory. Don’t get sidetracked into 








describing the evidence at length. 








You can go even further with your evaluation. Are 








there any limitations with the evidence itself? Are 








there any problems with the research method, 








for example? Make sure you also show how this 








supports (or otherwise) the explanation. 








Study tip 










Evaluation 








Research support 








One strength is that Milgram’s own studies support the role of the agentic state in obedience. 








Most of Milgram’s participants resisted giving the shocks at some point, and often asked 








the Experimenter questions about the procedure. One of these was ‘Who is responsible if 








Mr Wallace (the Learner) is harmed?’ When the Experimenter replied ‘I’m responsible’, the 








participants often went through the procedure quickly with no further objections. 








This shows that once participants perceived they were no longer responsible for their own 








behaviour, they acted more willingly as the Experimenter’s agent, as Milgram suggested. 








A limited explanation 








One limitation is that the agentic shift cannot explain the results of Milgram’s variations 








(see previous spread). 








Megan Birney 



et al. 



(2024) point out that the extent to which obedience rates varied in 








different situations suggests that obedience is a product of the situation rather than simply 








a ‘natural inclination to obey’. The agentic state explanation would predict high levels of 








obedience regardless of the situation, whereas obedience varied from 0% to 100%. 








This suggests that all the characteristics of the situation need to be taken into account 








(rather than simply the agentic shift in response to orders). 








Evaluation eXtra 








Obedience alibi revisited 








David Mandel (1998) described one incident in the Second World War involving German 








Reserve Police Battalion 101. These men shot many civilians in a small town in Poland, 








despite not having direct orders to do so (they were told they could be assigned to other 








duties if they preferred), i.e. they behaved autonomously. 








Consider: 



As the men of Battalion 101 were not ordered to murder civilians, how does their 








behaviour challenge the agentic state explanation? 








Evaluation 








Explains cultural differences 








One strength of the legitimacy explanation is that it is a useful account of cultural differences 








in obedience. 








Many studies show that countries differ in the degree to which people are obedient 








to authority. For example, Wesley Kilham and Leon Mann (1974) found that only 16% of 








Australian women went all the way up to 450 volts in a Milgram-style study. However, David 








Mantell (1971) found a very different figure for German participants – 85%. 








This shows that, in some cultures, authority is more likely to be accepted as legitimate and 








entitled to demand obedience from individuals. This reflects the ways that different societies 








are structured and the differences in how children are raised to perceive authority figures. 








Cannot explain all (dis)obedience 








One limitation is that legitimacy cannot explain instances of disobedience in a hierarchy 








where the legitimacy of authority is clear and accepted. 












This includes the nurses in Rank and Jacobson’s (1977) study (see Apply it on page 21). Most 








of them were disobedient despite working in a hierarchical authority structure. Also, a minority of 








Milgram’s participants disobeyed despite recognising the Experimenter’s scientific authority. 













This suggests that some people may just be more (or less) obedient than others (see next 








spread). It is possible that innate tendencies to obey or disobey have a greater influence on 








behaviour than the legitimacy of an authority figure. 








Evaluation eXtra 








Real-world obedience 








Rank and Jacobson (see above) found that nurses were prepared to disobey a legitimate 








authority (a doctor). 








But Herbert Kelman and Lee Hamilton (1989) argue that a real-world crime of obedience 








(the My Lai massacre, see Apply it on the facing page) can be understood in terms of the 








power hierarchy of the US Army. Commanding officers (COs) operate within a clearer 








legitimate hierarchy than hospital doctors and have a greater power to punish. 








Consider: 



How does this support the legitimacy of authority explanation? 








‘If your name’s not on 








the list...’ Most people 








accept that a nightclub 








door supervisor’s 








authority is worth 








respecting because 








we trust him or her to 








exercise it responsibly. 










Methods 



An obedience 








survey 










A psychologist was interested in the attitudes that 








students have towards obedience. He wanted to 








know whether the students thought that obeying 








the orders of an authority figure was desirable 








or not. He also wanted to know what factors 








influenced the students’ decisions to obey 








authority figures. 








He produced a questionnaire and distributed it to 








200 students at a local sixth-form college. When he 








returned the next day to collect the questionnaires, 








he found that 160 students had completed it. 








Questions 








1. Identify 



two 



methods the psychologist could 








have used to select a sample of participants. 








Explain 



one 



strength 



and one 



limitation of 



one 



of 








these methods. (6 



marks) 








2. Explain 



one 



strength 



and one 



limitation of using 








a questionnaire. (4 



marks) 








3. In terms of questionnaires, explain what is meant 








by ‘closed questions’ and ‘open questions’. 








(4 



marks) 








4. Give 



one 



example of a closed question 



and one 








example of an open question the psychologist 








could have used in his study. (4 



marks) 








5. Calculate the number of completed 








questionnaires as a percentage of the total 








distributed. (1 



mark) 
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