SOCIAL INFLUENCE AND
GROUP PROCESSES




What i1s Social Influence?

us. This
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particular dire

The term ‘social influence’ refers to those processes
whereby our attitudes and behaviors are influenced
by the real or imagined presence of other people.

Social influence is a part of our life. It Is very strong
as a result of which we tend to do things which we
otherwise would not have done.



Three Important Group Influence

CONFORMITY COMPLIANCE

Behaving according to the
group norm.

People who do not follow
group norm are called
non-conformists.

Most indirect form .

Processes

Refers to behaving in a
particular way in response
to request made by
someone.

External conditions that
force the individual to
accept the influence of the
other person.

Less direct than
obedience.

OBEDIENCE

Behaviour is in response
to a person in authority .

Different from conformity
as there is presence of an
authority figure.

Most direct form of social
influence.




I
CONFORMITY

those who
do conform.



1. Size of the group: Conformity is greater when the
group is small than when the group is large.

2. Size of the minority : When the deviating minority
size increases, the likelihood of conformity decreases.

DETERMI
OF
CONFORMITY

3. Nature of the task : Conformity is more when there
are objective type questions.

4. Public or private expression of behaviour : More
conformity in public and less in private expression.

5. Personality: Conforming personality tend to change
according to what others do . On the other hand , there
are individuals who are independent, confident of
themselves and have a high self-esteem who do not
conform easily.
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COMPLIANCE

of the situation.
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Techniques of Compliance

1. Foot-in-the
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« Simple because the other person has complied with the smaller
request, he or she may feel uncomfortable refusing the second
request.

« For example, imagine one of your friends missed the last
psychology class and asked to borrow your notes. This is a
small request that seems reasonable, so you lend the notes to
your friend. A week later, the same friend asks to borrow all of
your psychology notes. This Is a bigger request — would you
agree or not?
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3. Door-In-the-face technique

 |In this technique ,you begin with a large request and
when this Is refused a later request for something
smaller, the one that was actually desired, is made
which iIs usually granted by the person.



OBEDIENCE
 \Whe r order
from a eachers ,
leaders IS called

Obedience.

People show obedience because If we disobey,
punishment might follow or because we believe the
persons In authority must be obeyed.




Why Do People Obey ?




Experimental Studies in Social Influence

Group

Muzafer Sh

(How groups form norms:

Stanley Milgram (1963) Obedience study
(Why people obey orders from authority?)



