Higher Psychology – Conformity and Obedience – 21-22
Course Notes 
Conformity and Obedience – Social Behaviour Mandatory Topic (Mandatory – means you may be asked a direct question about types of conformity, social influence, factors that influence conformity, Mori and Arai (2010), Milgram (1963), factors of obedience and strategies for resisting social pressure).
Conformity and Obedience is an aspect of psychology within social psychology. Social psychology is the study of social behaviour, i.e. when two or more people interact. Social psychology attempts to understand how people influence one another as well as how our thoughts about others influence our social behaviour. 
Conformity 
Conformity can be explained as a pressure to change our beliefs or behaviour in order to ‘fit in’ with others. This may come from peer pressure although in some instances people have been seen to conform to strangers and against their knowledge of general social conventions. 
· You may be asked to describe conformity in terms of concepts and/or theories – types of conformity can be defined as concepts or a theory (Kelman) and so would be part of an acceptable response. 
· Additionally, factors of conformity could be presented as concepts.
Kelman (1958) identified that there are three types of conformity: compliance, identification and internalisation. 
Compliance is one type of conformity where an individual will change their outward behaviour despite maintaining their opposing beliefs i.e. they go along with others although they privately disagree. Compliance is motivated by reward - such as being accepted by others or may also be done to avoid punishment, such as being ostracized by a group. An example of this would be participating in littering as all of your friend group are doing so, although privately you think it is unacceptable. This type of conformity is paired with normative social influence. This is where someone knows what they are doing is wrong but does so to fit in with their peers. Asch (1951) conducted a research study into this type of conformity where participants were asked to match the length of one line to one of a group of three where confederates gave a wrong answer on 12 out of 18 trials. The task was unambiguous and so those who gave the wrong answer did so to fit in with the group despite knowing the correct answer in the meaningless task. 
Identification is another type of conformity where an individual wishes to be identified with another person who they admire. Identification is similar to compliance in that beliefs are not changed in the long-term; however there is a short-term change in beliefs as well as behaviour. They begin to believe and act in the way that their admired person does but their presence is required for the upkeep of these behaviours and beliefs. For example, a person may support their school’s football team – as their admired person does – but then their support stops if they were to move schools or friendship groups. 
Internalisation is a type of conformity also known as acceptance. This occurs when there is a long term change in behaviour and beliefs. The individual initially goes along with their peer group’s behaviour as they either don’t know the correct action or they again want to fit in. However, with internalisation they then come to accept that this behaviour is right for them and continue to display this as well as hold certain beliefs regardless of their friendship groups. A research study into internalisation/ informational social influence was Jenness (1932) who gave participants an ambiguous task where the correct answer could not be known. Participants were much more likely to change their answer and comply with others despite there being no signs that the others knew any more than the participant did. An example of internalisation is to hear about a political party through a friend that is in support of them, you support them too to fit in but then become to believe in the political party yourself as you firmly believe in their principles. 
Exam Question 
Describe Kelman’s types of conformity. (6 marks)
· You have 12 minutes to answer this question (2 minutes per mark). Practise writing this question – trying to include all the main points in 12 minutes or less (if you can write it in less it means you have more time for other questions).
	





























Deutsch and Gerard (1955) proposed 2 types of social influence:
· You may be asked on how social influence effects conformity 
	Informational Social Influence
	· This is when uncertainty leads to a person adopting the behaviour of others – we conform because we want to be right.
· The Sherif and Jenness studies are examples of ISI.
· ISI tends to lead to internalisation

	Normative Social Influence 
	· This is when a person is not in doubt but is influenced by social norms. This is based on a need to be liked and accepted by others.
· NSI was a major factor in Asch’s study
· NSI tends to lead to compliance




Exam Question 
How does social influence effect conformity? (4 marks)
	

















Mori and Arai (2010) 
You may be asked to describe, evaluate, explain or analyse this study. 
To describe the study your answer should follow the structure of:
· Name and date
· Aim 
· Method 
· Procedure 
· Results 
Be as detailed as possible to ensure you get each mark 
To evaluate this study you do not need to describe. Just make sure you identify what points are strengths and what are weaknesses. Additionally you need to make your point and then show your understanding of how it is a strength or a weakness. 
· E.g. One weakness of Mori and Arai (2010) was that it only used 104 Japanese participants. This shows a culturally different sample than was used by Asch (1951) – the study which Mori and Arai replicate. However, the sample still only uses one nationality and so is not culturally generalizable to the rest of the world’s population and is only representative of the Japanese. 
You should get 2 marks for each fully developed point but you should prepare at least 5 to ensure you get all of the marks (there is usually 8 marks available for an evaluate question).
To explain this study you need to reference other parts of conformity – you are explaining why the study used the method it did, as well as why and how the results may have come about. You should include and relate conformity factors to the findings of the study. 
· E.g. Mori and Arai (2010) found a much higher rate of conformity in women than they did in men. This may be because women have been found to prefer to take a communal role in society and desire harmony within their group (Eagley, 1987).
Analysing a study involves all parts of the other questions. A short description and again explaining why certain methodological decisions were used, e.g. why Mori and Arai used a lab experiment. But then you also analyse the results – what do they mean/ why are they useful. This does involve evaluation and discussing the implications of what has been found. 
· Asch’s (1951) study as well as his variations (1955) are very useful when discussing Mori and Arai – compare and contrast results and methodology when possible. 
Factors of Conformity 
	Situational Factors
	Individual Factors 

	· Group size – Asch (1955) conducted several versions of the line experiment with different numbers of confederates. They found that up to a point as group size increased, so did the level of conformity…
· 1 confederate – very little conformity
· 2 – 12% conformity
· 3 – 30% conformity
· Any more made very little difference

	· Personality – Adorno et al (1950) described the “authoritarian personality” – these people are more likely to conform due to their upbringing. Santee & Maslach (1982) found that people with higher self-esteem are less likely to conform. However, Zimbardo et al (1973) concluded that behaviour is mainly influenced by social context NOT personality.

	· An ally – Asch found that having an ally reduced conformity – i.e. when the majority are not unanimous
	· Culture – Smith & Bond (1993) found more conformity in collectivist cultures than individualist cultures

	· Secrecy of response – Asch also found reduced conformity when the participant wrote the answer down privately.
	· Gender – some studies have found that women are more likely to conform than men (e.g. Mori & Arai, 2010)



These are just short summaries of the factors – ensure you show a point and understanding (as well as research if it is available).
Exam Question 
Explain 2 factors that could influence conformity (6 marks- 12 minutes)
	

























Obedience 
Obedience is a type of social influence. It differs from conformity in that a specific instruction is given such as ‘stand up’, whereas conformity is often simply implied. Orders normally come from an authority figure, or at least someone who is perceived as an authority figure. 
Milgram conducted one of the most famous and controversial psychology experiments in 1963. 
Complete the following describe answer on Milgram (1963):
	Name and date 
	


	Aim (Real aim and the aim the participants initially thought)
	








	Method 
(Participants, type of experiment, type of sampling)
	










	Procedure 
(What exactly happened)
	














	Results (What was found and what did this mean)
	















Strengths and Weaknesses 
	Strengths
	Weaknesses

	Other studies have found similar high levels of obedience e.g. Hofling et al (1966)
	The participants were all self-selecting males, which is not a representative sample group. 


	Milgram was able to exert a high level of control over the variables, which gives greater validity to the results
	The study involved deception, where participants believed they were giving real electric shocks to a real person. 

	Milgram debriefed participants thoroughly and also arranged for them to be followed up to ensure that the experiment did not cause them harm. 
	The experiment exposed participants to psychological harm because they experienced stress when administering shocks to the learner. 

	
	The study cannot be replicated for ethical reasons. 



· With every strength and weakness you need to explain it and then explain why this is a positive or negative aspect – show that you understand 
Milgram went on to carry out various variations of his original study in 1974. These variations were useful as they clarified factors that were influential to obedience. 
	Study 
	Obedience Rate
	Difference 

	Milgram Original 1963 Study 
	65% 
	Experimenter wore white coat and the experiment took place in Yale University. Experimenter was in the room throughout the study and gave verbal prompts when the participant hesitated 

	Milgram 1974 Perceived Legitimate Authority Variation 
	52%
	Experimenter wore casual clothes and the experiment took place in an office building rather than the prestigious Yale University 

	Milgram 1974 Proximity Variation 
	40%
	Removed the wall that separated Mr Wallace from the participant – they could see his pain as well as hear it

	Milgram 1974 Touch Proximity Variation
	30% 
	Participant had to hold Mr Wallace’s arms to a shock plate 

	Milgram 1974 Presence of Authority Variation
	20.5%
	Experimenter gave initial instructions and then left – only communicating through the phone. 

	Milgram 1974 Disobedient Peers Variation 
	10%
	Participant has two other ‘participants’ with them (confederates). At different points the confederates both dissent and leave the experiment showing the participant that it is possible to leave. 

	Milgram 1974 Obedient Peers Variation 
	92%
	Participant have one other ‘participant’ there (confederate) who is in charge of pressuring the buttons on the shock generator. The true participant only has to ask the questions and so is distanced from the responsibility as he is not directly causing the pain. 

	Hoffling (1966)
	95% - 21/22
	Field Experiment. Nurses ordered via telephone (by unknown doctor) to administer a dangerous amount of medication to a patient. 21/22 nurses were obedient despite knowing the danger involved. 


 
Factors of Obedience 
[image: ]
When explaining factors of obedience ensure you not only describe the factor but relate it back to say why this can influence obedience and how it has been seen to influence obedience. Knowing the factors well is very advantageous for other questions of obedience such as a question asking you to explain or analyse Milgram. By relating what the studies (1963 and 1974) found to the factors (perhaps the reasons for the findings) you will show a much deeper understanding. 

Example Point – 
· One factor that influences obedience levels is the presence of authority. This is whether or not the authority figure who has given the order is present at the time when the person is carrying out the orders. 
· An example of this could be a teacher giving instructions to a class: the obedience rates are dependent on whether or not they are in the room when the pupils are completing the task.
· Milgram (1974) found that when the experimenter gave initial orders in person and then only communicated by the phone thereafter (not physically present); obedience fell to 20.5% whereas it stood at 65% in the original study when the authority figure was present while the task was ongoing. 
· This shows that people are less likely to be obedient if the authority figure is not physically present, possibly as they feel less pressure, or less fear of punishment. 

Resisting Social Pressure 
There are many reasons why someone should resist social pressure. When people who are in cults or people who have bad intentions approach someone, there are many reasons why they may or may not resist social pressure. 
Education increases a person’s awareness of multiple areas of life. The more educated a person is the less vulnerable they are as they have more knowledge and can understand what is right for them and what isn’t. Hansen and Graham (1991) found that substance abuse can be reduced in young people by normative education. Normative education is the teaching of what is expected and normal in society and what is not. Furthermore, teaching young people resistance skills training can be beneficial in increasing the likelihood of individuals resisting social pressure. 

As seen in Milgram’s (1974) disobedient peers variation of his study, having peers who do not give in to social pressure can make it easier for someone to disobey. This was seen when two confederate teachers refuse to continue ‘shocking’ the learner (Mr Wallace) and obedience fell to only 10%. 
It has been suggested that cults seeking new members often target people who are alone and when brought into the cult, they are encouraged to cult ties with their family and friends. This may be because family and friends may help you in resisting social pressure. Rank and Jacobson (1977) replicated Hoffling’s (1966) field study into nurses obedience to doctors and found that if nurses were able to discuss their action with each other the level of obedience dropped from 95% to 11%. Furthermore, Gamson (1982) additionally found that those who were allowed to discuss ideas in groups showed more dissent. Therefore, encouraging children to discuss problems with friends or family members may be effective in reducing social pressure to obey/conform. However, Browning (1992) estimated that 80% of a Nazi Battalion carried out an order to kill Jewish civilians despite the presence of ‘disobedient models’ and the option to complete other tasks. Therefore, although some studies have seen disobedient models have encouraged others to dissent, it is not always the case.
It has been thought that those with high moral reasoning are less likely to succumb to social pressure. Hassan (2012) claimed that exploiters may target those who have recently drifted from their childhood beliefs or have been victims of childhood abuse as they are more vulnerable to manipulation. Kohlberg introduced a 6 stage theory of moral reasoning grouped into three major levels, each representing a fundamental shift in the moral perspective of the individual:

	Pre-conventional Reasoning

	The individual’s view of right or wrong depends on the standards of adults around them, and on the outcome of their actions. At this stage, typical in children under 9, anything that results in punishment is bad, and anything that results in a reward is good


	Conventional Reasoning

	The individuals view of right and wrong has come to be based on the standards of their society as a whole – they see law breaking as always wrong, for example, while obeying the rules is seen as good behaviour 


	Post-conventional 
Reasoning 

	[bookmark: _GoBack]The individual goes beyond the norms of their society and comes to realise that rules/laws themselves are not always morally right. Such individuals may consider it morally correct to break a law if it results in the greater good




It may seem like common sense to questions someone’s motives if something seems too good to be true, however this can be viewed as a strategy for resisting social pressure. Having a healthy level of scepticism and assessing the likelihood of what is being said being true can help to ensure an individual is not manipulated. Austin and Johnson (1997) found that training children to understand and question the persuasive intentions of alcohol adverts can help resistance. This helps the child be aware of the real aim of adverts of this nature and the child can then apply this to other aspects of life. 
If someone is aware that they are responsible for their actions, obedience reduces as they feel accountable and that they must think before they act. Milgram’s studies showed that people who feel that someone else, an authority figure, is in control and much more likely to do something that they would not necessarily do if they were not told to. This is because they have slipped into the agentic state where they are carrying out someone else’s wishes for them, believing they personally hold no responsibility for the outcome. Whereas when a person is in the autonomous state they are taking accountability for what they are doing – this is then a state of reduced conformity and obedience. Therefore, teaching people to be autonomous and take greater responsibility for what they do, increases their likelihood to resist social pressure (Shapiro, 2006).

Exam Question 
· Describe two strategies for resisting social pressure (8 marks - 16 minutes)
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