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4.0 INTRODUCTION

In the previous unit we have studied social cognition — a process of knowing,
understanding and predicting the behaviour of others. Social cognition involves
two basic processes i.e. social perception and person perception. Under social
perception, we had studied various mechanisms of social perception —non-verbal
communications, attributions, impression formation, and implicit personality
theory. In person perception, the mechanisms we studied were physical cues,
schemas, heuristics, construct and social categorisation. Here we concentrated
on the structural and functional aspects of social and person perception.

In this unit we will move ahead continuing our description from the unit 3. But
here we are going to explore the cognitive and dynamics of these processes and
would be studying the most pertinent question — to what extent our social
perceptions and person perceptions are accurate? Do these processes have errors,
bias and misinterpretation which affect our real understanding of social world?
In layman’s language, can we trust the information which we have gathered
from impression formation, attributions and social categorisation? If not what
do we about it.
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4.1 OBJECTIVES

After reading this unit, you will be able to:

e describe the cognitive basis of social and person perception;

e identify the different bias and errors involved in social and person perception;
e analyse the dynamics of social and person perception;

e explain how emotional states and motives affect the social and person
perception; and

o identify the practical applications of social and person perception.

4.2 COGNITIVE AND MOTIVATIONAL BASIS OF
SOCIALAND PERSON PERCEPTION

The cognitive basis of social and person perception involves the processes through
which we collect the information, process and select it and later interpret this
information. But what is more important in this information processing is the
role played by our emotions, motives in distorting this information so as to suit
our needs, goals and aspirations. So the truthfulness and accuracy of the
information collected about others gets distorted. The information turns out the
way in which it protects one’s self esteem, leading to various bias in our attribution
process, in our managing impression’s and influencing the self presentation tactics.
Most importantly our basic emotional states, motives, our goal of accurate
information gathering shadows our social and person perception.

We will now deal with the various biases in attributions, impression formation,
categorisations which are result of these cognitive and dynamic factors.

4.2.1 Impression Formation and Management

In forming impression about others, there are six simple and general principles:

e People form impressions of others quickly and on the basis of minimal
information and go on to infer about general traits about them.

e People pay attention to most salient features of a person we notice the qualities
that make a person distinctive or unusual, rather than to everything.

e Inprocessing information about people involves some coherent meaning in
their behaviour and use context of a persons behaviour to infer its meaning,
rather than interpret the behaviour in isolation.

e We organise our perceptions by categorising or grouping stimuli i.e. rather
than to see each person as a separate individual, we tend to see people as
members of a group — for example: people wearing while coat are doctors.

e We use cognitive structure to make sense of people’s behaviour. If we come
across woman doctor, we use our information about doctor more generally
to infer her attributes and meaning of her behaviour.

e  Aperceivers own needs and personal goals influences how he or she perceives
others.



Why are our impressions of others sometimes wrong?

Our impressions are sometimes wrong because of the mental shortcuts. We use
when forming social judgment people are too ready to attribute other’s actions
to their personalities rather than to the situation.

Another reason our impression can go wrong concerns our use of schemas. People
use implicit personality theories to fill in the gaps in their knowledge about other
people and use schemas or theories to decide why other people what they do.

Why does it seem like our impression are accurate?

Why does it seem like our impressions are accurate when as we have seen that
‘our impressions can go wrong’. These are three reasons:

First —we often see people in a limited number of situations and thus never have
the opportunity to see that our impressions are wrong.

Second - we will not realise that our impressions are wrong if we make them
come true, this is the case with self-fulfilling prophecies even if an initial
impression is incorrect, we often make it come true.

Third — we might not realise we are wrong if a lot of people agree on what
someone’s is like — even when everyone is wrong.

4.2.2 Impression Management (Impression Management - The
Fine Art of Looking Good)

The desire to make a favorable impression on others is a strong one so most of us
do our best to look good to others when we meet them for the first time. Social
psychologists use the term impression management (or self-presentation) to
describe these effort to make a good impression on others and the results of their
research on such efforts suggest that they are worthwhile.

The different techniques for boostering their image fall into two categories: self
enhancement — effort to increase their appeal to others and other enhancement —
effort to make the target person feel good in various ways.

With respect to self-enhancement, the strategies include effort to boost one’s
physical appearance through style of dress, personal grooming and the use of
various props. (example: eye glasses). Additional tactics of self enhancement
involves efforts to describe oneself in positive terms.

Turning to other enhancement, individuals use many different tactics to induce
positive moods and reaction in others example: flattery.

According to William James observation, people often shows different sides of
themselves to different groups of people. Youngsters who are demure and obedient
before their parents and teachers and may swear and swagger in the company of
their friends. Most parents do not show their actual self to their children as they
do to their colleagues or intimate friends.

We usually talk as if there is a single self which is stable and well defined. But
social psychologists believe it is more appropriate to think of self as multiple
selves because people display different aspects of themselves in different

Cognitive Basis and
Dynamics of Social
Perception and Person
Perception

47



Introduction to Social
Psychology

48

situations. Schlenker (1980) has termed this as ‘impression management’ and
defined it as the conscious or unconscious attempt to control images that are
projected in real or imagined social interactions. When there images deal with
some aspects of self we call the process as self presentation.

4.2.3 Theories of Self Presentation
Cooley (1902/1922) and Mead (1934) have put forth a theory known as:

A symbolic interactionism: They have stressed that participants in social
interactions try to take the role of the others and see themselves as others see
them. This process helps them to know how they appear to others and also guide
their social behaviour so that it has the desired effect. By taking the role of others,
a person can choose the right clothes and the right speech patterns to communicate
with others. For example: politicians, and leaders like Jawaharlal Nehru and
Indira Gandhi would wear the traditional dresses of the places which they visited
and also spoke few words of local language.

Theory of self presentation: Erving Goffman has drawn parallels of this
behaviour to the world of theater and formulated a theory of ‘self presentation in
everyday life’. Goffman (1959/1967) has described social interaction as a
theoretical performance in which each individual acts out “live” —a set of carefully
choosen verbal and non-verbal acts that expresses one’s self. In self presentation,
one of the fundamental rules of social interaction is mutual commitment i.e. all
the members of the interaction use certain face-saving devices, so as to maintain
a face. Through maintaining face is not the goal of the social interaction it is
rather necessary for social interaction to continue. Incidents that threaten the
face of participant also threaten the survival of the relationship. Therefore we
somehow try to avert the embarrassment that might occur and threaten the
relationship by overlooking by helping others apologise for the social blindness
that they commit. Thus for Goffman social interaction requires its participants
to be able to regulate their self presentation and that it will be perceived and
evaluated appropriately by others.

Situated identities theory: C.N.Alexander has put forth another theory called
the ‘situated identities’ theory. There is a pattern of social behaviour for each
social setting and Alexander claimed that people strive to create the most
favourable situated identities for themselves in their social encounters. For
example a college professor might aim for a highly academic identity when
presenting a paper at a seminar, a somewhat more relaxed identity during lectures
and a causal and informal situated identities at a social gathering and with friends.
This is simply a role a person is performing in different situations. However a
situated identity is tied much more to a specific situational context than a role is.
Where role focuses on behaviours that are expected, situated identities deal more
with the images one choose to project in a particular social interaction.

Each of the three theories of self presentation agrees that other people are forming
impressions of us and are using these impressions to guide their interactions
with us. Further each theory also points to variety of tactics that individuals use
to manage and control the image they present to other.



There are number of reasons why the self presentation occurs:

One is to gain social approval: finding it pleasant to be liked by others. If you
make a favourable person impression on another you may gain many benefits
from that person. It serves as a means to other goals.

Impression management of self representation may also allow a sense of control
in a situation. Thus combination of reasons serves as powerful motivation for
the use of self presentation tactics.

4.2.4 Self Presentation Tactics

There are a variety of tactics that people use in presenting themselves to others
Jones and Pittman (1982) have identified five major tactics of self representation
which differ according to the particular attribute the person is trying to gain.
They are:

i) Ingratiation: This is the most common of presentation techniques and is
defined as a class of strategic behaviour illicitly designed to influence a
particular other person concerning the attractiveness of one’s personal
qualities. In other words, the main goal of the ingratiator is to be seen to be
likeable.

There are number of ways in accomplishing this and one of the most common
tactics is to give compliment to another person. However a successful
ingratiatory knows when to compliment people and also has certain amount
of credibility and sincerity. He uses his discrimination properly.

Another tactics is to confirm to other person’s opinions and behaviours. We
tend to like people whose beliefs, attitudes and behaviours are similar to
our own. But, there is a danger here, i.e. if the other person (target) suspects
ingration this factor does not work.

i) Intimidation: Is to arouse fear in other people. This is in contrast to
ingratiation. In intimidation by creating the image of dangerous person, the
intimidator seeks to control and interaction by the exercise of power.
Intimidation is mostly used in relationships that are non voluntary in which
escape is not easily accomplished. Example a street robber with a threat to
kill if money or jewelry is not handed over. Some times parents do it with
their children and also teachers with their pupils.

i) Self promotion: If a person wants to show himself as competent person at
some activity this is the tactics mostly used. He does this by accepting or
acknowledging some of the minor flows or weaknesses he has to target
person and then go and emphasis the positive traits that the target person
was not aware of him. However, there is one danger in using self promotion.
i.e. the mismatch between the self promoted claims of competencies and
the reality. For example if a person claims to the target person that he is very
good at some things and of that skill come upto be tested and he does not
show any competencies then he looses his credibility.

iv) Exemplification: Here the goal is to influence the impressions that others
are not conscientious workers. The person here wants to prove that he has
more integrity and moral worthiness compared to others, and wants to arouse
guilty in the target person. He wants to create an impression of a sufferer.
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V) Supplication: Here the person advertises his/ her weakness and dependent
on other person. He is seeking sympathy. This is usually a last resort i.e.
what a person is unable to use any other strategies, he resorts to gaining
sympathy. The person is presenting an image of helplessness hoping to elicit
a sense obligation from the target.

The person may use all five self presentation tactics on different occasions. So
people may specialise in one or other tactic and may use it on more than one
occasions. What ever choice or combination, the person’s aim is to create the
desired impressions someone else, there by increasing the chances of obtaining
the desired effect.

4.2.5 Individual Difference in Self Presentation

People strive to influence the images that others form of them during social
interaction has been found to be true even through research on self presentation.
Though everyone engages in such actions from time to time, there are important
differences in the extent to which they control their self presentation. Some people
engage in such actions from time to time, there are important differences in the
extent to which they control their self presentation and some people engages in
this tactics more often and with greater skill.

People differ in exercising control over their verbal and non-verbal cues of self
presentation and this is termed as self monitoring of expressive behaviour (Synder
1979). High self monitoring persons are particularly sensitivite to the expressions
and the self presentations of others in social situation and they use these as cues
in monitoring, their own self presentation for purpose of impression management.

High self monitoring persons are good at learning what is socially appropriate in
new situations, have good control of their emotional expression and effectively
use these abilities to create the impression they want to display. In fact they can
adapt themselves to any social situation, for example: they can adopt the
mannerism of a reserved, withdrawn and introverted person and then they can
abruptly do about face and portray themselves as equally convincing, friendly,
outgoing and extroverted person. In self-presentation situations, high self-
monitoring persons are quite likely to seek out social comparisons and information
about the appropriate patterns of behaviour. They put in considerable effort in
attempting to read and understand others and behave accordingly and guide their
self presentation so as to gain approval or power of an interaction. However self
presentation on impression management is not for deceptive purposes but is an
adaptive skill in environments where there is a complex mixture of people and
policies.

Self-presentation and Human Nature: Self presentation is a basic fact of social
life. People influence the images of their “selves’ that are projected to others but
where is the ‘real’ self in all this? As already known, each of us have multiple
selves which we present to different people in different ways but all of them are
many aspects of only one “true self’ self presentation factors is selecting certain
characteristics and omitting other. Therefore, presentation of self is an integral
part of everyday social interaction.



4.3 BIASINATTRIBUTION

Some biases represent cognitive shortcuts or heuristics. These methods of cutting
through masses of information quickly to reach a good explanation.

Other attribution biases come from peoples efforts to satisfy their own needs and
motives.

The self serving bias and false consensus biases enhance. Self esteem and the
perceptions that we can control our lives. In short our attributional bias comes
from a combination of cognitive and motivational needs. Attribution is a highly
rational process of identifying the causes of other’s behaviour and follows an
orderly cognitive process. But attribution is subject to several forms of bias or
tendencies that can lead to serious errors concerning the causes of other’s
behaviour. They are:

1) Fundamental attribution error: shows our strong tendency to explain
others actions in terms of dispositional (internal) rather than situation causes
(external). In short we tend to perceive others as acting as they do because
they are “that kind of person’ rather than because of ‘situational factors’ this
happens because, when it is other’s behaviour, we concentrate on their actions
rather than on context or situation, as a result potential impact of situational
causes get less attention.

i) Actor observer bias: it is a tendency to attribute our own behaviour to
external or situational causes but that of others to internal cause.

Example: let us take an example where, a shop assistant have been rude to
you, so in line with the fundamental attribution error (actor-observer bias)
you would conclude a dispositional attribution, (internal) and decide that
the shop assistant was simply not a nice person. But imagine a time when
you were rude to others, do you give the same explanation and consider
yourself to be rude and unpleasant person? Probably not you would say that
you are a nice person who behaved rudely because of a specific (external)
and justifiable reason, for example — stress from work pressure. This tendency
to attribute other people’s behaviour to internal cause and our own behaviours
to external causes is called the actor-observer effect.

iii) Self serving bias: it is our tendency to take credit for positive behaviours
(internal cause) or outcomes but to the blame for negative results on external
causes or others.

Example: Imagine you do well in your social psychology exams. Are you likely
to attribute your success to luck or a fluke or are you likely to feel quite proud
and attribute. Your success to the effort you put in? According to the self serving
attribution bias it is the latter. Olson and Ross (1988) argue that we are more like
to make internal attribution for our success (ex: | am intelligent) and external
attributions for failures (ex: it was a hard paper) because making attributions in
this way protect and maintains our self esteem. Attributing success to one’s effort
boosts our feelings of self worth and protects us from feeling bad when we don’t
do well. This bias can also work group level i.e. we tend to attribute the group’s
success to internal factors and other groups success to external factors (Hawstone
it is a group serving attribution.)

Cognitive Basis and
Dynamics of Social
Perception and Person
Perception

51



Introduction to Social
Psychology

52

4.4 SCHEMAS

Interestingly, schemas, too, can produce such effects, which are sometimes
described as a self-fulfilling prophecy — predictions that, in a sense, make
themselves come true. Classic evidence for such effects was provided by Robert
Rosenthal and Lenore Jacobson (1968) during the turbulent 1960’s. During that
period, there was growing concern over the possibility that teachers beliefs about
minority students — their schemas for such youngsters — were causing them to
treat such children differently (less favorably) than majority group students and
that, as a result, the minority-group students were falling further and further
behind. No, the teachers weren’t overtly prejudiced, rather their behaviour was
shaped by their expectations and beliefs — their schemas for different racial or
ethnic groups.

To gather evidence on the possible occurrence of such effects, Rosenthal and
Jacobson conducted an ingenious study that exerted a powerful effect on
subsequent research in social psychology. They went to an elementary school in
San Francisco and administered an 1Q test to all students. They then told the
teachers that some of the students had scored very high and were about to bloom
academically. In fact, this was not true: the researchers choose the names of
these students randomly. But Rosenthal and Jacobson predicted that this
information might change teachers expectations and schemas about these children
and hence their behaviour toward them. Teachers were not given such information
about other students, who constituted a control group.

To find out whether this were true, Rosenthal and Jacobson returned eight months
later and tested both groups of children once again. Results were clear — and
dramatic. Those who had been described as “bloomers” to their teachers showed
significantly larger gains on the 1Q test than those in the control group. In short,
teacher’s beliefs about the students had operated in a self-fulfilling manner: the
students that teachers believed would bloom academically actually did.

How did such effects occur? In part, through the impact of schemas on the teachers
behaviour. Further research (Rosenthal, 1994) indicated that teachers gave the
bloomers more attention, more challenging tasks, more and better feedback,
and more opportunities to respond in class. In short, the teachers acted in ways
that benefited the students they expected to bloom, and as a result, these youngsters
really did.

As aresult of this early research, social psychologists began to search for other
self-confirming effects of schemas in many settings — in education, therapy and
business, to name just a few. They soon uncovered much evidence that schemas
do often shape behaviour in ways that lead to their confirmation. For example,
they found that teachers lower expectancies for success by minority students or
females often undermined the confidence of these groups and actually contributed
to poorer performance by them (Sadker & Sadker, 1994). In view of these and
many related findings, we now know that stereotypes not only may influence —
they may, through their self-confirming effects, shape social reality as well.

Schematic processing has the advantage of speed and efficiency of making events
comprehensible and predictable but it has disadvantage of leading to wrong
interpretations, inaccurate, expectations and inflexible models of responses.



Oversimplification is a tendency to be overly accepting of information that fits a
schema or theory. To fill in gaps in thinking by adding elements that does not
belong but are schema consistent. Unwilling to change schema when finding are
contradictory.

Once schemas are formed, they exert powerful effects on several aspects of social
cognition and therefore on our social behaviour. Research finding suggests that
Schemas exert strong effects on three basic process of cognition — attention,
encoding and retrieval.

Attention refers to what information we notice

Encoding refers to the process through which information we notice gets stored
in the memory.

Retrieval refers to the process through which we recover information from
memory in order to use it in some manner — for example — making judgment
about people. Suppose you make a judgment about a person x as ‘good’. So with
respect to attention, schema acts as filter to filter and select information consistent
with our judgment and other information is often ignored. Turning to encoding,
here too it is information that is consistent with our schema are stored in memory
— for example — the judgment about x as good will remember the incident about
what good things he has done to other, than few bad things which are although
perceived are not stored in the memory hasty, retrieval from memory again,
information remembered is the information which is stored as consistent
information with our schema. So although schemas are based on our past
experience, which reflect knowledge we have extracted from our experience in
the social world are often helpful to us, they have a serious downside, too. By
influencing what we notice, remember and recall. Schemas can produce
distortions in our understanding of the social world and unfortunately, once
formed, schemas are often resistant to change.

Self Assessment Questions 1
Exercise-1

1) Write an example about a friend (boy or girl) whom you did not like at
the first instance (give reasons for the first), but subsequent interaction
with this person made you realise that you were wrong (give reasons
for this change)
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2) Take two instances

You were driving, and you have accidently hit some one (not seriously)
by someone:

You were accidently hit (although not seriously) then what will be your
reaction to this incident?

4.5 ROLE OF EMOTIONS, MOTIVATION IN
INFORMATION PROCESSING

Emotions and information processing

The amygdale has a pivotal role in deciphering the emotional significance of
sensory stimuli enabling emotional memory formation. If sensory areas convey
signals pertinent to the state of the environment, they should issue feed forward
projections to the amygdala, arising mainly from the upper layers, consistent
with the flow of information from earlier to later processing sensory cortices.
The medial temporal pole, the entorhinal and perirhinal areas, and the agranular
and dysgranular insula had the densest connections with the amygdala, and the
lateral temporal pole, the parahippocampal region, and the granular insula had
sparser connections.

Emotion is a subject in psychology that also draws the attention of non-
psychologists, but a large difference exists between the popular concept and
psychological perspectives of emotion. Popularly, people tend to emphasise the
subjective aspects of emotion (Cornelius, 1996) and sometimes wonder whether
emotion is too personal to be a subject of scientific research. There are three
findings that are important for the study of emotion when we discuss the
relationship to its neural mechanisms. (i) First, emotion clearly includes
widespread responses. For example, emotions induce specific expressive
behaviours. (ii) Emotion generates physiological responses, and each type of
emotion generates a specific physiological response pattern (iii) The subjective,
physiological, behavioural, and cognitive responses of emotion are intimately
related. All these affect the information processing considerably.

Motivation and information processing

The quality of the decision making process depends on both the motivation to
search information in the long term memory of the decision maker, and the
motivation to ignore information. Not only do past experiences directly impact
on the emotional state during decision making but past experiences also represent
an important source of information to construct anticipations that will influence
the immediate emotion and the decision process.



Research has focused on the relationship between motivation and cognitive and
meta-cognitive strategy use (i.e. in which learning goals favour deep learning
strategies and performance goals favour superficial learning strategies) and on
the relationship between cognitive or meta-cognitive strategy use and achievement
(in which it is assumed that deep level learning enhances achievement). Most
studies have examined the relationship between motivation and cognitive
processing with a cross-sectional design. Multitasking is the human ability to
handle the demands of multiple tasks. Multitasking behaviour involves the
ordering of multiple tasks and switching between tasks. People often multitask
when using information retrieval (IR) technologies as they seek information on
more than one information problem over single or multiple search episodes.
Studies have shown that apart from cognitive factors, motivation and emotion
are important factors in explaining variance in educational state. The question of
how motivation facilitates learning and how it enhances performance has been
an important point in educational researches. Motivation consists of three
components, namely (a) an expectancy-component, (b) a value-component, which
refers to the student’s goals and beliefs about the importance and interest of the
task, finally (c) an affective-component, which refers to the student’s emotional
responses to the task. Studies on the affective-component have shown that various
emotions influence both the quality of thinking and cognitive information
processing. Positive emotions, such as curiosity, generally enhance motivation
and facilitate learning and performance. Negative emotions, like mild anxiety,
can also enhance learning and performance by focusing the learner’s attention
on a particular task. However, intense negative emotions, like anxiety, panic,
insecurity and related thoughts, such as feeling incompetent, generally affect
motivation, interfere with learning and contribute to a lower performance. Studies
have examined the relationship between motivation and cognitive processing
and has shown that there is a positive and significant effect of motivation on
achievement. Thus the information processing gets affected by motivation and
in turn affects the performance.

4.6 MOTIVATED PERSON PERCEPTION

Although person perception is relatively rational process of taking in information
about others and organising it according to particular principles, our goals and
feeling about other feeling also influence the information we gather about them.

One factor that influences how we gather information about others is the goal
we have for interacting with them. The findings of various studies indicated that
Under ‘coherent impression’ goal conditions, people form more organised
impressions of other than when their goal is simply to remember the information
(Mathenson, Homes & Kristiansco 1991).

Example: Anticipating future interaction with the target in the future, produced
the, greatest recall of the target’s behaviour than simply being told to remember
the target’s attribution.

Example: When someone introduces you to a person and tell you ‘keep him in
mind” he will be of lot of help to you, in future you might give then more attention
to that person’s behaviour.
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In comparing ‘dual processing’ distinction between rapid, heuristically based
information processing vs more systematic, piecemeal use of information, it was
found that social perceivers often use rapid, heuristically based processing when
their interactions were not particularly important to them, but they were able to
switch to a more systematic style of processing when inferences are important.

The need to be accurate usually produces more extensive and less biased
information about a person. In a study by Neuerg (1989) half the students were
encouraged to form accurate impression about the target and the others were not.
It was found that the students who were encouraged to form accurate impression
lead to a more thorough and systematic processing of information about people
than in conditions where accuracy is not a goal. The above findings suggests that
when we want and the goal is carefully chosen to form accurate impression of
others we become more alert, mindful and do so. But if the stress is not on
‘accurate information’, we become more casual unmindful and form impression
of others in using shortcut ways you must have come across many parents who
complain to others about their child that I know if he wants, he can study and get
good marks, but he is lazy and doesnot take things seriously. It is the exact
mechanism behind this process “if we are required to’ or ‘when we should’.

Also the type of impression one forms of another person also depends on the
kind of interaction one anticipates (outcomes dependency) having with the
individual. The situation in which achievement of an individual’s own goals
depends heavily on the behaviour of the other person — typically leads the
individual to form a careful impression of the other (Vonk 1999).

Surprisingly many of these behaviours appear to occur without intention or
awareness.

4.7 EFFECT OF COGNITIVE AND EMOTIONAL
STATES

Many a times, we are doing 2 to 3 things at a given moment, preparing for the
meals, thinking about what happened at work, and forming an impression about
someone, are we accurate? It is usually seen that when one is preoccupied, one
is more likely to see other people’s personal qualities as stable and enduring
disposition. This bias occurs because people often fail to consider external
influences on another’s behaviour.

For example: one factor that influences how we react to others is whether we see
ourselves as similar to them. But same is not the case when we see the negative
characteristics which we have & we also see it in others, we may psychologically
distance ourselves from the person.

The perceiver’s impression is also influenced by his or her own specific emotional
state. Being in a bad mood might lead us to form a less positive impression of a
person, and when we are in a good mood, we tend to see another person more
positively. These biasing effects of mood are especially strong when the other
person is behaving neutrally.

So mood may influence not only the content of impressions we form of others
but also the process we use in forming them.



4.7.1 Emotion Mood and Social Influence

Many of our errors and biases share an important feature. They represent
evaluative beliefs. Often we form an emotional commitment to a particular theory
or belief that overrides the information as we see it.

However, emotions play a very vital role in decision making and when people
ignore their emotions, they may make decisions that work against their interest.
Ex: we pick our jobs, or even our college. The increasing researchers are realising
that emotion and cognitions are integrated and often work together (Gray 2009).

What is the effect of mood on behaviour? When we are in a good mood, we tend
to be sociable and more altruistic and when we are in a bad mood, we withdraw
and help people less, Mood also influences memory, judgement, perception, how
we make / check our judgements and how we evaluate our world.

People who are chronically in a good or bad mood also make decisions differently
for example — extroverted people are especially influenced by positive
information, whereas people who are high on neuroticism are more responsive
to negative information (Zalenski and Larsen 2002). Our judgements and
emotional reaction to situations are also heavily determined by our emotional
expectation for example — how much you think you will like a particular movie
may affect to how much you like it as much as, the actual experience of the
movie itself.

4.7.2 Automatic Evaluation

Inrecent years, social psychologist have provided compelling evidence that many
social cognition processes occur virtually automatically and without awareness
— essentially, the years of practice we have had in responding to positive and
negative cues in the environment have made our emotional, our cognitive and
even our behavioural responses to many situations automatic (Aarts and
Dijksterhuis 2003).

We respond to these evaluative cues without needing to attend to them or think
about it. It helps to explain how human beings accomplish the vast amount of
information processing that they seem to do so effortlessly. In a study John Bargh
and his associations (1996) gave students word puzzles to solve. Students were
told to circle words embedded in the figure. For some students the words were
related to aging Example: slowly, elderly etc and for others the words were related
to neutral topics (Corn and Classroom). It was assumed that for the students who
received the word puzzle with age related cues, the stereotypes of the elderly
would be automatically prime in such a way that it would effect future thoughts
and behaviours. After the experiment, those participants who had been primed
with the sterotype of the “‘elderly’ walked more slowly than did the participants
who had not been so primed.

4.7.3 Motivation and Inferences

How we process and put together the information can be heavily influenced by
the inferences we want to make. People often generate and evaluate information
in a self serving manner, constructing beliefs that good things will happen to
them and bad things will not.
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4.7.4 Suppressing Thoughts and Emotions

Suppressing one’s thoughts is difficult and many of these efforts not only fail but
also may actually produce a rebound effect (Foriester & Liberman 2001, Wegner
1994) many people find themselves thinking about exactly what they are trying
to forget.

Trying to suppress an emotional response to an event involves a lot of effort and
as a result not only people find it hard to suppress these feeling but also their
physiological processes are affected and they are more aroused. Research suggests
that suppression can become a chronic way of dealing with negative aspects of
life.

What is the alternative to suppressing negative events? Many people try to
reappraise negative experiences instead of suppressing them, which is better?
On the whole reappraisers experience more positive emotions, get along better
with other people and have better well being, whereas suppressors experience
more negative emotions, get along more poorly with others and have lower well
being (Gross and John 2003).

Self Assessment Questions 2
Exercise-11

1) Write down two instances from your life or someone else life (who is
close to you) wherein because of bad mood, event etc., your performance
in an exam, interview, assignment and meeting was affected — vely write
down 2-3.

2) Self presentation tactics employed
Business men

Politician
Actor
Teacher
Parent

4.8 LET USSUM UP

In this unit we have tried to cover the cognitive and motivational basis of social
and person perception. We tried to show how neural mechanisms do affect
perception etc. We also studied about the impression formation and the processes
involved thereof. Adiscussion in detail about the processes involved in impression
management was taken up. Following this a detailed analysis of how one presents
oneself was taken up. In these theories of self presentation was discussed and the
many tactics that are used in presenting oneself in the correct light were



considered. The attributional bias and the many processes involved were
considered. How does emotion and motivation affect the process of information
processing was taken up. As is known the individual’s cognitive functions do
not perform at the peak when the person is in emotional distress, anxiety and
depression. It was pointed out as to how mood interferes in many cognitive
functions such as decision making, judgement etc. It was also pointed out as to
how motivation can make a person perceive quite distortedly and how the
inferences one makes under such conditions may be highly biased.

4.9 UNIT END QUESTIONS

1) Explain the cognitive and motivational basis of social and person perception
and in detail describe the bias in attribution.

2) How the information gathered about a person in distorted and what emotional
factors influence it.

3) Describe the various self presentation tactics used to manage a favourable
impression.
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411 ANSWERSTO SELFASSESSMENT QUESTIONS

Self Assessment Questions 1 (Exercise 1)

1) Examine the changes in I and Il reason. Now do you realise how quickly we
generalise the information which might be mislead.
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2) Diditclarify the two different versions of the similar instance, which clearly
indicate the difference between our attitude when we are involved in an
incident as an actor and when we are the onlooker or observer.

Self Assessment Questions 2 (Exercise 11)

1) Example — 10 my grandmother expired, one day before my crucial exam,
and as | was close to her, | could do my 10" exam well.

2) Example — Business men
Politician — Intimidation, self promotion
Actor - Ingratiation
Teacher - intimidation
Parent — intimidation



