
 

 

Introduction to Social Psychology PYQ 2019 

 

Q1. The scope and relevance of Social Psychology is continuously expanding. Examine the 

statement with the help, of relevant examples. 

Ans. The statement that the scope and relevance of social psychology is continuously expanding is 

indeed supported by numerous examples. Social psychology is the scientific study of how individuals' 

thoughts, feelings, and behaviors are influenced by the presence and actions of others. It explores 

various social phenomena, including attitudes, stereotypes, conformity, obedience, group dynamics, 

intergroup relations, and more. Here are some examples that demonstrate the expanding scope and 

relevance of social psychology: 

1. Understanding Prejudice and Discrimination: Social psychology has contributed extensively to the 

understanding of prejudice and discrimination. Research in this area has shed light on the 

psychological processes underlying biases based on race, gender, ethnicity, religion, and other social 

categories. This knowledge is crucial for promoting equality and combating discrimination in society. 

2. Advancing Intergroup Relations: Social psychology has played a significant role in studying 

intergroup relations and improving interactions between different social groups. Research on 

intergroup contact, empathy, perspective-taking, and stereotype reduction has provided insights into 

promoting positive intergroup attitudes and reducing conflict and prejudice. 

3. Nudging Behavior Change: Social psychology has contributed to the development of effective 

strategies for behavior change. Concepts such as social norms, persuasive messaging, and behavioral 

interventions have been applied to various domains, such as health promotion, environmental 

conservation, and encouraging pro-social behaviors like charitable giving and volunteering. 

4. Examining Social Influence: Social psychology has explored the mechanisms of social influence, 

including conformity, obedience, and persuasion. Understanding how people are influenced by 

others is essential in domains such as marketing, advertising, and public opinion formation. It helps 

shape communication strategies and informs decision-making processes. 

5. Exploring Online Behavior: With the advent of social media and digital technologies, social 

psychology has expanded its focus to understand human behavior in online environments. Research 

on online communication, social networks, virtual communities, and the impact of online platforms 

on behavior and attitudes has become increasingly relevant in today's interconnected world. 

6. Promoting Pro-social Behavior: Social psychology has contributed to understanding factors that 

promote pro-social behaviors, such as helping, cooperation, and altruism. This knowledge is valuable 

in designing interventions and policies to foster a more caring and compassionate society. 

7. Bridging Cultural Differences: Social psychology investigates how culture influences social 

behavior and cognition. Cross-cultural research helps us understand the similarities and differences 

in human behavior across diverse cultural contexts, promoting intercultural understanding and 

reducing cultural biases. 

8. Addressing Social Issues: Social psychology has been applied to address various social issues, 

including poverty, health disparities, inequality, and conflict resolution. Research findings inform the 



 

 

development of interventions, policies, and programs aimed at tackling these issues and improving 

societal well-being. 

In summary, social psychology's scope and relevance have expanded to encompass a wide range of 

social phenomena and applications. Its insights and findings are valuable in understanding and 

addressing social issues, promoting positive intergroup relations, shaping behavior change strategies, 

and navigating the complexities of our social world.  

 

OR 

 

Q1. Discuss the emergence of Social Psychology as a' field. Highlight the application of social 

psychology in various areas. 

Ans. The emergence of social psychology as a field can be traced back to the late 19th and early 20th 

centuries. It developed as a distinct discipline by integrating concepts and methodologies from 

psychology and sociology to understand how individuals' thoughts, feelings, and behaviors are 

influenced by social factors. Here is an overview of the emergence of social psychology and its 

applications in various areas: 

1. Early Development: The field of social psychology was influenced by the works of scholars like 

Gustave Le Bon, who examined crowd behavior, and Émile Durkheim, who explored the impact of 

social forces on individual behavior. However, the formal establishment of social psychology is often 

attributed to the work of psychologists such as Norman Triplett, who conducted early research on 

social facilitation in the late 19th century. 

2. Gestalt Psychology and Social Perception: The gestalt psychologists, including Max Wertheimer 

and Kurt Lewin, emphasized the importance of studying the whole rather than individual elements. 

They applied this perspective to social perception, studying how people form impressions of others 

and interpret social stimuli. This work laid the foundation for understanding social cognition and 

social influence. 

3. Experimental Psychology and Social Influence: In the mid-20th century, social psychology 

witnessed significant growth due to the influence of experimental psychology. Researchers like 

Solomon Asch and Stanley Milgram conducted influential experiments on conformity and obedience, 

respectively, demonstrating the power of social influence on individual behavior. These studies 

revealed the social nature of human behavior and the importance of situational factors. 

4. Cognitive Revolution and Attitude Research: The cognitive revolution in psychology during the 

1960s and 1970s brought attention to cognitive processes underlying social behavior. Social 

psychologists like Leon Festinger and his cognitive dissonance theory and attitudes, and persuasion 

researchers such as Carl Hovland, examined how attitudes are formed, changed, and influence 

behavior. This research deepened the understanding of social cognition and persuasion processes. 

5. Social Identity Theory and Intergroup Relations: Social psychology has made significant 

contributions to understanding intergroup relations and identity processes. Henri Tajfel's social 

identity theory explored how individuals derive their sense of self from their membership in social 

groups. This theory has been applied to study prejudice, stereotyping, intergroup conflict, and the 

promotion of positive intergroup relations. 



 

 

6. Applied Social Psychology: Social psychology has numerous practical applications across various 

domains. Some notable areas of application include: 

(a) Health Psychology: Understanding behavior change, adherence to medical treatments, and 

promoting healthy behaviors. 

(b) Organizational Psychology: Studying group dynamics, leadership, teamwork, and organizational 

behavior to improve productivity and well-being in the workplace. 

(c) Environmental Psychology: Examining pro-environmental behavior, sustainable practices, and the 

impact of the physical environment on human behavior. 

(d) Legal and Forensic Psychology: Investigating eyewitness testimony, jury decision-making, and 

factors influencing legal judgments. 

(e) Consumer Behavior: Analyzing factors influencing consumer choices, decision-making processes, 

and marketing strategies. 

7. Social Interventions and Public Policy: Social psychology findings have been utilized to design 

interventions and inform public policy. For example, promoting diversity and reducing prejudice 

through educational programs, implementing social norms campaigns to encourage positive 

behaviors, and developing interventions to combat stereotypes and discrimination. 

The field of social psychology continues to evolve, incorporating interdisciplinary approaches and 

embracing new areas of study such as social neuroscience, cultural psychology, and positive 

psychology. Its applications have expanded to address pressing societal issues, improve individual 

well-being, and foster positive social change.  

 

 

Q2. Discuss the nature of attitudes. Discuss the learning approach of attitude formation. 

Ans. Attitudes refer to the evaluations, feelings, and beliefs that individuals hold toward various 

objects, people, groups, or issues. They play a fundamental role in shaping behavior and decision-

making. The nature of attitudes can be understood through several key aspects: 

1. Evaluative Component: Attitudes involve an evaluative aspect, representing an individual's 

positive, negative, or neutral judgment or opinion about an object. This evaluative component 

determines the overall favorability or unfavorability of the attitude. 

2. Cognitive Component: Attitudes also have a cognitive component, which includes beliefs and 

thoughts associated with the attitude object. These beliefs can be based on knowledge, information, 

and personal experiences, influencing how the attitude is formed and maintained. 

3. Affective Component: The affective component of attitudes reflects the emotional or affective 

reactions individuals have toward the attitude object. These emotional responses can range from 

positive emotions like happiness or affection to negative emotions like fear or disgust. 

4. Behavioral Component: Attitudes can have a behavioral component, which refers to the 

inclination or predisposition to act in a certain way toward the attitude object. However, it's 

important to note that attitudes do not always directly translate into behavior. There can be various 

factors that mediate or moderate the relationship between attitudes and behavior. 



 

 

Now, let's discuss the learning approach to attitude formation. According to the learning approach, 

attitudes are acquired and shaped through various processes of learning and socialization. Two 

prominent theories within the learning approach are classical conditioning and operant conditioning: 

1. Classical Conditioning: Classical conditioning is a process by which an initially neutral stimulus 

becomes associated with a positive or negative stimulus, leading to a conditioned response. 

Attitudes can be formed through classical conditioning when an individual develops a positive or 

negative association with an object or person based on repeated pairings with a positive or negative 

event. For example, if a person has a positive experience at a particular restaurant, they may develop 

a positive attitude toward that restaurant. 

2. Operant Conditioning: Operant conditioning focuses on the role of rewards and punishments in 

shaping behavior and attitudes. Attitudes can be learned through operant conditioning when 

individuals are rewarded or punished for expressing certain attitudes or behaviors. Positive 

reinforcement (reward) for displaying a specific attitude can strengthen that attitude, while negative 

reinforcement (punishment) can weaken or extinguish the attitude. For instance, if someone is 

praised for holding a certain political belief, it may reinforce and strengthen their attitude toward 

that belief. 

In addition to conditioning, social learning theory, proposed by Albert Bandura, suggests that 

attitudes can also be acquired through observational learning. People observe and imitate the 

attitudes and behaviors of others, particularly role models or influential individuals, through a 

process called modeling. 

It's important to note that the learning approach to attitude formation is not the sole explanation. 

Attitudes can also be influenced by other factors, such as cognitive processes, socialization 

experiences, and individual differences. Additionally, attitudes can be resistant to change or undergo 

modification based on new information and experiences.  

 

 

OR 

 

Q2. What is attribution? Explain various biases and errors involved in attribution process. 

Ans. Attribution refers to the process by which individuals interpret and explain the causes of 

behaviors, events, or outcomes. It involves making inferences about the underlying factors that are 

responsible for the observed behavior or event. Attribution helps individuals make sense of the social 

world and understand why things happen. 

However, the attribution process is subject to various biases and errors that can influence how 

individuals attribute causes to behavior. Here are some common biases and errors in attribution: 

1. Fundamental Attribution Error: The fundamental attribution error refers to the tendency to 

overemphasize dispositional (internal) factors and underestimate situational (external) factors when 

explaining the behavior of others. This bias leads individuals to attribute behavior to inherent 

qualities or traits of the person rather than considering the influence of external circumstances. 



 

 

2. Self-Serving Bias: The self-serving bias is the tendency to attribute success to internal factors (e.g., 

ability, effort) while attributing failure to external factors (e.g., bad luck, situational factors). This bias 

protects one's self-esteem and preserves a positive self-image. 

3. Actor-Observer Bias: The actor-observer bias is the tendency to attribute one's own behavior to 

situational factors while attributing the behavior of others to dispositional factors. This bias arises 

because individuals have more access to their own internal thoughts and feelings compared to 

others. 

4. Confirmation Bias: Confirmation bias is the tendency to seek, interpret, and remember 

information that confirms preexisting beliefs or attitudes while ignoring or downplaying 

contradictory evidence. It can influence attributions by selectively attending to information that 

supports one's initial attribution and disregarding conflicting information. 

5. Halo Effect: The halo effect occurs when an overall positive impression of a person influences 

attributions about specific traits or behaviors of that person. For example, if someone is perceived as 

physically attractive, positive qualities may be attributed to them even in unrelated domains. 

6. Just-World Hypothesis: The just-world hypothesis is the belief that people get what they deserve, 

and the world is fair. This bias leads individuals to attribute outcomes to the personal qualities or 

actions of individuals rather than acknowledging the role of luck, privilege, or external factors. 

7. Cultural Attribution Biases: Cultural factors can also influence attributions. For example, in 

individualistic cultures, there may be a tendency to attribute behavior to internal factors, while in 

collectivist cultures, the emphasis may be on situational factors and social norms. 

It is important to recognize these biases and errors in attribution because they can lead to 

misunderstandings, stereotypes, and unfair judgments. Being aware of these biases allows 

individuals to take a more balanced and objective approach to understanding behavior and 

considering multiple factors that may influence it.  

 

 

Q3. Discuss various external determinants of aggression in detail. 

Ans. Aggression refers to behavior that is intended to cause harm or injury to another person or 

object. While aggression can be influenced by various internal factors such as personality traits and 

biological factors, it is also shaped by external determinants in the environment. Here are some 

external determinants of aggression: 

1. Frustration: Frustration is a common external determinant of aggression. When individuals 

experience frustration, which is the blocking or hindrance of goal-directed behavior, it can lead to an 

increase in aggressive behavior. The frustration-aggression hypothesis suggests that frustration often 

elicits aggression as a response to relieve the frustration. 

2. Provocation: Provocation involves actions or behaviors from others that are perceived as 

threatening, offensive, or intrusive. When individuals feel provoked, they are more likely to respond 

with aggression. The degree of provocation can vary, and the perceived intentionality of the 

provoking act can also influence the aggressive response. 

3. Social Learning: Aggression can be learned through observation and imitation of aggressive 

models. Social learning theory suggests that individuals learn aggressive behaviors by observing 



 

 

others, such as parents, peers, or media figures, who display aggression. Observing aggressive 

behavior can increase the likelihood of engaging in aggressive behavior oneself. 

4. Modeling and Media Influence: Media, including television, movies, video games, and online 

platforms, can have a significant impact on aggression. Exposure to violent or aggressive content can 

increase aggressive thoughts, feelings, and behaviors. Observing aggressive models in the media can 

serve as a form of social learning and contribute to the normalization and acceptance of aggression. 

5. Social Norms and Culture: Cultural and societal norms play a role in determining the acceptability 

of aggression. In some cultures or subcultures, aggression may be more tolerated or even 

encouraged as a means of resolving conflicts or asserting dominance. Norms and cultural values can 

shape individuals' perceptions of aggression and influence the likelihood of engaging in aggressive 

behavior. 

6. Environmental Factors: Environmental factors, such as overcrowding, high temperatures, noise, 

and physical discomfort, can contribute to increased aggression. These factors can create a stressful 

or aversive environment, leading to heightened aggression as a coping mechanism or frustration 

release. 

7. Alcohol and Drug Use: The consumption of alcohol and certain drugs can lower inhibitions and 

impair judgment, increasing the likelihood of aggressive behavior. Intoxication can lead to a decrease 

in self-control and an increased propensity for impulsive and aggressive actions. 

8. Situational Cues: Specific situational cues can trigger aggression. For example, the presence of 

weapons or aggressive stimuli can prime aggressive thoughts and behaviors. Additionally, perceived 

threats to one's self-esteem or social status can lead to aggression as a means of defending or 

asserting one's position. 

It is essential to understand these external determinants of aggression to develop interventions and 

strategies for preventing and reducing aggressive behavior. By addressing these factors and 

promoting prosocial and non-violent alternatives, it is possible to create environments that 

discourage aggression and promote peaceful interactions.  

 

 

OR 

 

Q3. What is prosocial behaviour? Discuss the theoretical under -pinnings of. prosocial behaviour. 

Ans. Prosocial behavior refers to any voluntary behavior intended to benefit others or promote the 

well-being of others. It involves actions such as helping, sharing, comforting, cooperating, and 

altruism. Prosocial behavior is driven by empathy, compassion, and a genuine concern for the 

welfare of others. 

Theoretical Underpinnings of Prosocial Behavior: 

1. Social Exchange Theory: According to social exchange theory, individuals engage in prosocial 

behavior when the benefits outweigh the costs. People engage in a cost-benefit analysis and choose 

to help others if the rewards (such as feeling good about oneself, social approval, reciprocity) 

outweigh the potential costs (time, effort, personal risk). 



 

 

2. Empathy-Altruism Hypothesis: The empathy-altruism hypothesis suggests that empathy is a key 

motivator for prosocial behavior. Empathy involves understanding and sharing the feelings of others. 

According to this hypothesis, individuals help others altruistically when they experience empathic 

concern for their well-being, regardless of any personal gain. 

3. Kin Selection and Reciprocal Altruism: These theories propose that prosocial behavior can be 

motivated by evolutionary factors. Kin selection suggests that individuals are more likely to help 

genetic relatives as they share common genes. Reciprocal altruism suggests that individuals help 

others with the expectation of receiving help in return, creating a mutually beneficial relationship. 

4. Social Norms and Socialization: Social norms play a crucial role in shaping prosocial behavior. 

Norms define what is considered appropriate and expected behavior in a given social context. 

Prosocial behavior can be influenced by societal and cultural norms, as well as by the socialization 

process that teaches individuals about moral values, empathy, and caring for others. 

5. Moral Development: Moral development theories, such as Lawrence Kohlberg's theory, propose 

that individuals progress through stages of moral reasoning, from self-interest to a more universal 

moral perspective. As individuals develop morally, they become more likely to engage in prosocial 

behavior driven by principles of justice, fairness, and empathy. 

6. Positive Psychology and Empowerment: Positive psychology emphasizes the promotion of well-

being and positive qualities in individuals. It suggests that cultivating positive emotions, such as 

gratitude, compassion, and empathy, can enhance prosocial behavior. Empowerment theories 

highlight the importance of individuals feeling competent, autonomous, and connected to their 

communities, which can foster prosocial behaviors. 

7. Situational Influences: Prosocial behavior can also be influenced by situational factors. Factors 

such as the presence of others, perceived norms, diffusion of responsibility, and situational cues can 

shape whether individuals engage in prosocial behavior or not. 

It's important to note that these theoretical perspectives often complement each other and interact 

to shape prosocial behavior. Prosocial behavior is a complex phenomenon influenced by a 

combination of personal, social, cultural, and situational factors. Understanding the underlying 

theoretical frameworks can help in promoting and encouraging prosocial behavior and creating 

environments that foster kindness, cooperation, and compassion.  

 

 

Q4. Define a 'group'. Elaborate with examples, the cost and benefits of joining groups. 

Ans. A group is a collection of two or more individuals who interact with each other, share a common 

purpose or goal, and perceive themselves as a cohesive unit. Groups can take various forms, ranging 

from small informal gatherings to large formal organizations. Examples of groups include families, 

friendship circles, sports teams, work teams, clubs, religious organizations, and social movements. 

 

Joining a group can bring both costs and benefits to individuals. Let's explore these in more detail: 

Benefits of Joining Groups: 



 

 

1. Social Support and Belonging: Groups provide a sense of belonging and social support. They offer 

opportunities for social interaction, companionship, emotional support, and the development of 

meaningful relationships. Being part of a group can fulfill basic social needs and contribute to overall 

well-being. 

2. Cooperation and Collaboration: Groups often work together to achieve shared goals. Joining a 

group can facilitate cooperation and collaboration, as members can pool their resources, skills, and 

knowledge to accomplish tasks more effectively and efficiently. Group members can benefit from 

diverse perspectives and expertise. 

3. Identity and Self-Esteem: Group membership contributes to a sense of identity and self-definition. 

It provides individuals with a social identity, a sense of who they are in relation to others. Identifying 

with a group and its values can enhance self-esteem and provide individuals with a sense of purpose 

and meaning. 

4. Learning and Skill Development: Groups can offer opportunities for learning, skill development, 

and personal growth. Being part of a group provides access to shared knowledge, experiences, and 

expertise. Group activities, such as training programs, workshops, or group projects, can foster 

learning and enhance individual capabilities. 

Costs of Joining Groups: 

1. Conformity and Group Pressure: Joining a group may involve conforming to group norms and 

expectations. Individuals may feel pressure to conform to the attitudes, behaviors, and beliefs of the 

group, even if they do not align with their own values or preferences. This can result in a loss of 

individual autonomy and the suppression of dissenting opinions. 

2. Conflict and Disagreements: Group dynamics can sometimes lead to conflict and disagreements. 

Differences in opinions, goals, or approaches can result in interpersonal conflicts within the group. 

Resolving conflicts and maintaining harmonious relationships can require time, effort, and 

compromise. 

3. Groupthink: Groupthink refers to the tendency for groups to prioritize consensus and harmony 

over critical thinking and independent decision-making. In an effort to maintain group cohesion, 

members may suppress dissenting viewpoints, leading to poor decision-making and overlooking 

potential risks or alternative solutions. 

4. Time and Commitment: Group membership often requires a commitment of time, energy, and 

resources. Group activities, meetings, and responsibilities can demand a significant investment, 

which may affect individuals' personal schedules and other commitments. 

5. In-group Bias and Intergroup Conflict: Group membership can sometimes lead to biases and 

intergroup conflicts. Individuals may develop a strong sense of loyalty and favoritism toward their 

own group (in-group), which can result in discrimination or hostility toward members of other groups 

(out-groups). 

It's important to note that the costs and benefits of joining groups can vary depending on the 

specific characteristics of the group, individual preferences, and the context in which the group 

operates. Individuals must evaluate the trade-offs and consider their own needs and values when 

deciding to join or participate in a group.  

 



 

 

 

OR 

 

Q4. Evaluate the factors that Influence group cooperation and conflict. 

Ans. Several factors can influence group cooperation and conflict. Let's evaluate some of the key 

factors: 

1. Common Goals: Group cooperation is facilitated when members share common goals and 

objectives. When individuals perceive that their interests align with those of the group, they are 

more likely to work together and cooperate to achieve those goals. Clear communication and a 

shared sense of purpose contribute to increased cooperation. 

2. Communication and Trust: Effective communication and the establishment of trust among group 

members are crucial for promoting cooperation. Open and transparent communication channels 

allow for the exchange of ideas, information, and perspectives, reducing misunderstandings and 

conflicts. Trust creates a supportive and positive environment that encourages cooperation and 

reduces the likelihood of conflicts arising. 

3. Leadership and Group Dynamics: Leadership plays a significant role in influencing group 

cooperation and conflict. Effective leaders can inspire and motivate group members, set clear 

expectations, mediate conflicts, and facilitate cooperation. Positive group dynamics, characterized by 

mutual respect, inclusivity, and equal participation, contribute to higher levels of cooperation. 

4. Group Size: The size of a group can influence cooperation and conflict. In smaller groups, 

individuals may feel a greater sense of responsibility and accountability, fostering closer relationships 

and facilitating cooperation. In larger groups, coordination and decision-making may be more 

challenging, leading to potential conflicts and reduced cooperation. 

5. Interdependence and Resource Availability: The degree of interdependence among group 

members and the availability of resources can impact cooperation. When members depend on each 

other's contributions for achieving collective goals, cooperation becomes essential. The availability 

and distribution of resources, such as time, information, and rewards, can influence the level of 

cooperation or lead to conflicts if perceived as unfair. 

6. Cultural and Social Norms: Cultural and social norms shape group behavior and influence 

cooperation and conflict. Cultural values, beliefs, and norms determine the emphasis on collective 

goals, cooperation, competition, and individualism. Social norms within a specific group or 

community may encourage or discourage cooperative behaviors, affecting the overall level of 

cooperation. 

7. Perceived Fairness and Justice: The perception of fairness and justice within a group can impact 

cooperation and conflict. When individuals perceive that their contributions are valued and 

rewarded fairly, cooperation is more likely. Conversely, if there is a perception of inequity, such as 

unequal distribution of resources or recognition, conflicts may arise, leading to reduced cooperation. 

8. Competition and Intergroup Relations: Intergroup dynamics and competition can influence 

cooperation within a group. When groups compete against each other, there may be a tendency for 

members to prioritize their own group's interests, which can lead to conflict and reduced 



 

 

cooperation. Promoting positive intergroup relations and fostering a sense of shared identity can 

mitigate conflicts and enhance cooperation. 

It is important to recognize these factors and manage them effectively to promote cooperation and 

minimize conflicts within groups. Strategies such as fostering open communication, building trust, 

promoting shared goals, and addressing issues of fairness and justice can contribute to a cooperative 

group environment. Additionally, conflict resolution techniques and effective leadership can help 

manage conflicts that may arise, facilitating constructive cooperation within the group.  

 

 

Q5 Write short notes on any two:  

(a) social loafing  

Ans. Social loafing refers to the phenomenon where individuals exert less effort or productivity when 

working as part of a group compared to when working individually. In other words, people tend to 

put in less effort when they believe their individual contributions are not easily identifiable or 

distinguishable within a group setting. Social loafing can occur in various group contexts, such as 

work teams, academic projects, or sports teams. 

Key characteristics and factors associated with social loafing include: 

1. Diffusion of Responsibility: Social loafing is often attributed to the diffusion of responsibility. 

When individuals are part of a group, they may feel a reduced sense of personal accountability 

because they believe their efforts will be shared among other group members. As a result, they may 

contribute less or exert less effort than they would if working alone. 

2. Decreased Evaluation Apprehension: Evaluation apprehension refers to the concern individuals 

have about how their performance will be judged by others. In a group setting, when it is challenging 

to attribute individual performance, individuals may experience decreased evaluation apprehension. 

This can lead to a decrease in motivation and effort as the fear of being evaluated or judged 

diminishes. 

3. Motivational Losses: Social loafing can also be attributed to motivational losses within a group. 

When individuals perceive that their contributions are redundant or unnecessary for the group's 

overall success, they may feel less motivated to exert effort. The presence of others may lead to a 

diffusion of motivation and a decrease in personal drive to excel. 

4. Task Visibility: The visibility or observability of individual contributions within a group can 

influence social loafing. If individual efforts are not easily distinguishable or recognized, people may 

be more inclined to engage in social loafing. Conversely, when individual contributions are visible and 

accountable, social loafing tends to decrease as people feel a greater sense of responsibility for their 

own performance. 

5. Group Cohesion and Identifiability: Social loafing can be mitigated by promoting a sense of group 

cohesion and enhancing the identifiability of individual efforts. When individuals feel a strong bond 

with the group and have a sense of personal identification with their role, they are more likely to 

exert effort and contribute actively to the group's goals. 

Preventing or reducing social loafing is important for maximizing group productivity and 

performance. Some strategies to address social loafing include: 



 

 

• Enhancing individual accountability by assigning specific roles and responsibilities to each group 

member. 

• Setting clear performance expectations and goals for individuals within the group. 

• Promoting a supportive and cohesive group environment where members feel connected and 

valued. 

• Increasing task visibility and providing regular feedback on individual contributions. 

• Encouraging intrinsic motivation by highlighting the significance and impact of each individual's 

efforts. 

• Ensuring a fair and equitable distribution of tasks and rewards within the group. 

By implementing these strategies, groups can minimize social loafing tendencies and foster a more 

engaged and productive group dynamic.  

 

 

(b) Resistance to attitude change 

Ans. Resistance to attitude change refers to the tendency of individuals to maintain their existing 

attitudes and resist persuasion attempts aimed at changing those attitudes. People often have a 

natural inclination to preserve their beliefs, values, and opinions, which can make it challenging to 

shift their attitudes, even in the face of persuasive arguments or new information. Several factors 

contribute to resistance to attitude change: 

1. Cognitive Dissonance: People experience cognitive dissonance when they hold conflicting beliefs, 

values, or attitudes. When faced with information or arguments that challenge their existing 

attitudes, individuals may experience discomfort and seek to reduce this dissonance. They may 

engage in selective exposure to information that supports their existing attitudes or engage in biased 

processing of information to maintain consistency. 

2. Belief Perseverance: Belief perseverance refers to the tendency to maintain initial beliefs even 

when presented with contradictory evidence. Once an attitude is formed, individuals may cling to it 

despite the presence of new information that challenges their viewpoint. This phenomenon occurs 

because changing one's attitude would require admitting that one was previously wrong, which can 

be difficult for individuals to accept. 

3. Reactance: Reactance occurs when individuals perceive a threat to their freedom or autonomy. 

When people feel that their attitudes or choices are being restricted or manipulated, they may react 

defensively and resist the persuasion attempts. Reactance can lead to a strengthened commitment 

to the original attitude, as individuals strive to maintain their sense of control and independence. 

4. Selective Exposure: Selective exposure refers to the tendency to seek out information that aligns 

with one's existing attitudes and avoid information that challenges or contradicts those attitudes. 

Individuals may actively avoid exposure to dissenting opinions or alternative perspectives, which 

reinforces their preexisting attitudes and limits exposure to potentially persuasive information. 

5. Social Identity and Group Influence: Attitudes are often shaped by social identity and group 

membership. People may resist attitude change if it threatens their social identity or challenges the 



 

 

norms and values of their social group. Group pressure and conformity can further reinforce 

resistance to attitude change, as individuals may conform to the dominant attitudes within their 

group to maintain social acceptance. 

6. Perceived Threats: When individuals perceive a threat to their self-esteem, values, or worldview, 

they may be more resistant to attitude change. People tend to protect their self-concept and identity 

by resisting information that poses a threat to their sense of self-worth or challenges deeply held 

values and beliefs. 

Overcoming resistance to attitude change requires careful consideration of these factors. Persuasion 

techniques that take into account individuals' cognitive processes, emotional reactions, and social 

influences can be more effective in promoting attitude change. Building trust, providing compelling 

evidence, using tailored messages, appealing to emotions, and fostering an open and non-

threatening communication environment can help reduce resistance and increase the likelihood of 

attitude change.  

 

 

(c) Techniques of controlling aggression 

Ans. Controlling aggression is important for maintaining peaceful and harmonious relationships and 

preventing harmful or destructive behavior. There are various techniques that can be employed to 

control and manage aggression: 

1. Self-Awareness and Self-Regulation: Developing self-awareness is crucial for recognizing one's 

own aggression triggers and emotional states. By becoming aware of the signs of rising aggression, 

such as increased heart rate, tension, or anger, individuals can practice self-regulation techniques to 

manage their emotions effectively. This may involve deep breathing, relaxation exercises, or taking a 

break from the situation to calm down. 

2. Anger Management Techniques: Anger management techniques provide individuals with skills to 

cope with and reduce anger in a constructive manner. These techniques include: 

• Cognitive Restructuring: Challenging and reframing negative or distorted thoughts that contribute 

to anger. This involves identifying irrational beliefs and replacing them with more realistic and 

balanced thoughts. 

• Problem-Solving: Identifying the root causes of anger and finding practical solutions to address 

them. This approach focuses on resolving conflicts and addressing underlying issues rather than 

engaging in aggressive behavior. 

• Assertiveness Training: Learning assertiveness skills can help individuals express their feelings and 

needs in a calm and respectful manner. It involves effectively communicating one's thoughts and 

emotions without resorting to aggression or passivity. 

3. Communication and Conflict Resolution Skills: Effective communication and conflict resolution 

skills are essential for managing and controlling aggression in interpersonal relationships. These skills 

include active listening, empathy, expressing oneself clearly and assertively, and seeking win-win 

solutions. By promoting open and constructive communication, conflicts can be resolved in a non-

aggressive manner. 



 

 

4. Stress Management: High levels of stress can contribute to increased aggression. Engaging in 

stress management techniques such as regular exercise, practicing relaxation techniques (e.g., 

meditation, yoga), getting enough sleep, and maintaining a healthy lifestyle can help reduce stress 

and subsequently decrease the likelihood of aggressive behavior. 

5. Social Support: Having a support system of friends, family, or support groups can provide 

individuals with emotional support, perspective, and alternative outlets for expressing frustrations or 

anger. Social support can serve as a buffer against aggression and provide opportunities for 

constructive discussions and problem-solving. 

6. Conflict Avoidance and De-escalation: Sometimes, the best way to control aggression is to avoid 

or de-escalate conflict situations. This may involve removing oneself from potentially volatile 

situations, seeking help from mediators or authorities, or implementing conflict resolution strategies 

before situations escalate. 

7. Seeking Professional Help: In cases where aggression becomes uncontrollable or significantly 

interferes with daily functioning and relationships, seeking professional help from mental health 

professionals, such as psychologists or counselors, can be beneficial. These professionals can provide 

individualized strategies, therapy, or interventions to manage and control aggression effectively. 

It's important to note that the effectiveness of these techniques may vary depending on individual 

circumstances and the underlying causes of aggression. Additionally, addressing underlying issues, 

such as unresolved trauma or psychological disorders, may be necessary for long-term management 

of aggression.  

 

 

(d) Systematic and heuristic processing. 

Ans. Systematic and heuristic processing are two cognitive approaches that individuals employ to 

process information and make decisions. Let's explore each of them: 

1. Systematic Processing: Systematic processing involves a thorough and careful evaluation of 

information by considering its merits, relevant evidence, and logical reasoning. When engaging in 

systematic processing, individuals critically analyze and weigh the available information before 

making judgments or decisions. This approach is characterized by effortful and deliberate thinking, 

where individuals actively seek and evaluate evidence to form accurate and informed opinions. 

Systematic processing is often used when individuals have the motivation, ability, and opportunity 

to engage in careful deliberation. It requires cognitive resources, such as time, attention, and 

cognitive capacity, to process information effectively. Systematic processing is commonly associated 

with the central route of persuasion, as proposed by the Elaboration Likelihood Model (ELM). In this 

model, individuals are more likely to engage in systematic processing when they are highly involved 

in a topic or have a personal stake in the outcome. 

Example: Imagine a person is considering purchasing a new smartphone. They engage in systematic 

processing by researching different models, reading reviews, comparing features, and considering 

their specific needs and budget. They weigh the pros and cons of each option before making an 

informed decision. 



 

 

2. Heuristic Processing: Heuristic processing involves using mental shortcuts or simplified decision-

making strategies to make judgments or choices. Heuristics are cognitive shortcuts that help 

individuals make quick decisions with less cognitive effort. While heuristic processing can be 

efficient, it may also lead to biases and errors in judgment. 

Common heuristics include: 

• Availability Heuristic: This heuristic involves relying on immediate examples or instances that come 

to mind easily. People assess the likelihood or frequency of an event based on how easily they can 

retrieve relevant examples from memory. 

• Representativeness Heuristic: This heuristic involves making judgments based on how well 

something or someone matches a particular prototype or stereotype. Individuals may use 

stereotypes or generalizations to quickly categorize or make assumptions about others or situations. 

• Anchoring and Adjustment Heuristic: This heuristic involves starting with an initial anchor or 

reference point and then adjusting it to reach a final decision. People often rely on the first piece of 

information encountered (the anchor) and make adjustments based on subsequent information. 

Heuristic processing is common when individuals are faced with complex or unfamiliar situations, 

time constraints, or limited cognitive resources. It allows for quick decision-making but can lead to 

biases, as it relies on simplified rules of thumb rather than comprehensive analysis. 

Example: Suppose a person is considering whether to invest in a particular stock. Instead of 

thoroughly analyzing the company's financials, market trends, and economic indicators (systematic 

processing), they may rely on the availability heuristic by remembering a recent news article about 

the company's success and assuming it is a good investment without further investigation. 

It is important to note that individuals often employ a combination of systematic and heuristic 

processing, depending on the circumstances and available cognitive resources. The context, 

motivation, and cognitive capacity of an individual play significant roles in determining the extent to 

which systematic or heuristic processing is employed in decision-making and information processing. 


