Attitude Formation
Attitude: Predisposition to act, think, and feel a certain way about something

How do we develop attitudes?
1. Conditioning:

a. Classical – something pleasant or unpleasant is paired with a person or activity…makes you like or dislike
b. Operant – praise or punishment for attitudes you display
2. Cognitive Evaluation: think about and research something before forming an opinion

3. Observational learning: watching and learning from things/people around you

a. Culture: what you have available to you and the norms associated with it….marry for love, women working, style of dress…

b. Parents: This is a big one…especially when younger…huge influence…what to think, believe

c. Peers: more important as you get older…want to be accepted, we adopt their views.

Why do we change attitudes?
1. Compliance: changing behaviors because of social pressure, to avoid discomfort or rejection…for approval…the attitude does not really change, it just looks like that on the surface.

2. Identification:  accepting the attitudes/behaviors of someone else that you respect…making them your own (this is why athletes/stars are used to sell things…use this deodorant just like…)

3. Internalization: completely accepting ideas as your own attitude is consistent with YOUR belief’s and values…this creates the most lasting change
Cognitive consistency: Many social psychologists believe that attitudes change as we try to fit things together logically in our heads

Cognitive dissonance: the uncomfortable feeling we have when we experience contradictory or conflicting attitudes

· To reduce dissonance

· You need to change one or both attitudes

· Deny the dissonance

· Avoid the dissonance provoking situations

Persuasion: the direct attempt to influence attitudes

What makes persuasion effective?

1. The Source: where is the message coming from….do you trust the person, how credible/trustworthy or knowledgeable is he…also helps if he/she is attractive

2. The Message: the most effective messages combine these 2 routes

a. Central route: focus on logic to persuade…facts, and strong arguments

b. Peripheral route: emotional appeals, personal traits, positive feelings

3. The Channel: Where, when and how message is presented…face-to-face is most effective (is the person likable)…TV and film is next in terms of effectiveness….we believe what we see and hear…print media is next

4. The audience: all the people the communicator is trying to persuade…you need to know WHY they hold a certain attitude…

Strategies for involving the audience:
· Foot-in-the-door technique:  making a small request that someone will most likely agree to, then asking for more…help me move my couch on Saturday…then end up moving everything
· Door-in-the face technique: make the major request first, hoping that they will then agree to the small request…can you help us move all day Saturday, no, how about just helping move the couch

