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3.0 INTRODUCTION

As you have seen in the previous units, every day we constantly form and use
attitudes. You have probably formed an attitude about this topic and me as the
author, and the use of that attitude may affect whether or not you choose to study
this unit or leave it. But, wait a minute. Does it really? May be not. Because if
you want to prepare well for your examination and score well, perhaps you will
study regardless of your attitude. In other words, even if you may have formed a
negative attitude towards this unit (I certainly hope that’s not the case), your
behaviour may not reflect your attitude. In this unit, we will examine the complex
relationship between attitudes and behaviour. Attitude and behaviour represent
the classic chicken-and-egg case. What came first? The chicken or the egg? What
comes first? The attitude or the behavior? We will attempt to find answers to
such questions in this unit.

3.1 OBJECTIVES

After reading this unit, you will be able to:

e Describe the inconsistency in the attitude-behaviour relationship;



e Describe the factors that determine the attitude-behaviour relationship;

e  Explainthe theory of planned behaviour that explains how attitudes determine
behaviour; and

e List the instances where behaviour determines attitudes.

3.2 RELATIONSHIP BETWEENATTITUDE AND
BEHAVIOUR

Attitudes were the corner stone of social psychology, right from its inception.
Much of the interest in attitudes came from the commonsensical belief that
attitudes determine behaviour, and behaviour after all, was the subject matter of
psychology. In fact, the earliest definitions defined attitudes largely in terms of
behaviour. For e.g. Allport (1924) defined attitudes as tendencies or
predispositions to behave in certain ways in social situations. Jung (1971) similarly
defined an attitude as “a readiness of the psyche to act or react in a certain way”
(p. 687). It turned out that this ‘common sense’ was actually ‘uncommon’. Despite
intuitive belief that attitudes determine behaviour, a large body of early research
indicated that attitudes are actually poor predictors of behaviour.

Let us look at some earliest researches that shook this faith. One of the earliest
classic studies to examine the relationship between attitudes and behaviour was
by LaPiere (1934). He spent two years traveling around the United States with a
young Chinese couple, at a time when prejudice against the Chinese was quite
open. During this travel, only one out of 184 hotels and restaurants refused them
service. However, when he wrote back to them after the trip and asked if they
would offer service to Chinese visitors, 91% of the 128 who responded said that
they would refuse service to Chinese! LaPiere concluded that there is a sizeable
gap between what people say and what they do-an inconsistency between attitudes
and behaviour.

A few decades later, Wicker (1969) in his seminal review of attitude-behavior
studies also found a lack of correspondence between expressed attitudes and
behaviour. Wicker found that the correlation between attitude and behaviour in
several domains rarely exceeded 0.30 and was often close to zero. He found
that:

e  Student attitudes toward cheating had little relation to the likelihood of their
actual cheating;

e Attitudes toward the church were only modestly linked with actual church
attendance on any given Sunday; and

e Self-described racial attitudes were unrelated to behaviour in actual situations.

Wicker went on to say that the field had been largely wasting its time on attitudes,
because they do not strongly influence overt behaviour. Subsequent work over
next 35 years did little better. Our attitudes often do exert important effects on
our behaviour. For e.g. if you like Aamir Khan very much, chances are that you
would’ve watched every movie of his. A better question, then is, when do attitudes
determine behaviour or influence behaviour? Answer to this question is given in
the following paragraphs.
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3.3 ATTITUDES PREDICT BEHAVIOUR

Let us take up the question as to when do attitudes predict behaviour and then
turn our attention towards the various factors that determine the attitude-behaviour
relationship. To put succinctly, some of the factors that are instrumental in making
attitude predict behaviour are:

1)  True versus expressed attitudes
i) One instance versus aggregate
iii) Level of attitude behaviour specificity.

The above are discussed in detail below:

3.3.1  True Versus Expressed Attitudes

\ery often one does come across a person saying something which does not
express the person’s held attitude. As mentioned elsewhere, in the context of
many others watching the person or when a person against whom a negative
attitude is held is the person’s boss, true attitude will not be expressed. Thus a
measured or expressed attitude may not be a person’s true attitude especially
when dealing with sensitive issues, contexts and situations. In order to find out
the true attitude in such situations, a technique called “the bogus pipeline” is
used, in which every attempt is made to convince the person who holds an attitude
that there is a machine which would definitely measure the true attitude. If ther
person is convinced that his / her attitude would anyway be revealed by the
machine, he/she may tell the truth and thus their true attitudes will be more
consistent with their behaviour.

There is yet another technique that is used to get at the true attitude held by a
person and this is called the implicit association test, uses reaction times to
measure how quickly people associate a certain concept related to the true attitude.
In this technique if a person has a negative attitude towards a certain community
persons, many words are selected that are related to that community persons.
These words are mixed with many other unrelated words and the individual is
asked to respond with their attitude towards each of these words. The time between
presenting the word and the time the individual responds called as the reaction
time is noted. If the reaction time to certain words associated with particular
community persons is observed to be longer than to other words, then it may be
assumed that the person does have a negative attitude towards that community.
Only when true attitudes are measured using such techniques will they be
predictive of behaviour.

Activity:

Test yourself for hidden racial or gender biases with the help of the implicit
association test by logging on to http://www.understandingprejudice.org/iat/
index2.htm. You can take either the race test or the gender test and may end up
being surprised by the results!

3.3. 2 One Instance Versus Aggregate

Consider this. Sachin Tendulkar’s career batting average is 55.56 (1989-2010,
166 Tests, 13,447 runs). Does that mean he will score 55 runs in every inning?
Not at all. How much he will score in a particular game is nearly impossible to



predict, because it is affected by many factors such as the pitch, weather
conditions, bowler he is facing, and so on (I’m not an expert in cricket, you may
know this better than I do!).

The point is simply this: predicting people’s behaviour from their attitudes is
like predicting a cricket player’s hitting. Just as we can predict the approximate
batting average of Sachin Tendulkar (but not individual game), similarly averaging
many occasions would enable us to detect more clearly the impact of our attitudes.
For e.g. research shows that people’s general attitude towards religion poorly
predicts whether they will go and worship next weekend. That’s because the
weather, their mood, their health, how far the temple is from residence, alternative
plans, etc. also influence attendance. However, religious attitudes do predict quite
well the total quantity of religious behaviours over time (Ajzen & Fishbein,
1974). This is known as the principle of aggregation: the effects of an attitude
become more apparent when we look at a person’s aggregate or average behaviour
rather than at an individual act.

3.3.3 Level of Attitude-behaviour Specificity

Too often in the past, researchers (e.g. Wicker, 1969) investigated correlations
between very broad and general issues like discrimination and a specific behaviour
such as taking a picture with an Afro-American. Attitude specificity, the extent
to which attitudes are focused on specific objects or situations (e.g. ‘Do you like
to eat Mexican food?’) rather than on general ones (e.g. ‘Do you like to go out to
eat?’) is clearly an important factor in the attitude-behaviour link. According to
Ajzen and Fishbein (1977), every single instance of behaviour involves four
specific elements: target, action, time and context. According to the principle of
compatibility, measures of attitude and behaviour are compatible to the extent
that these elements are assessed at identical levels of generality or specificity.

Target: | might have favourable attitudes toward the environment, but have a
negative attitude toward carrying paper bags because I find polythene bags more
convenient. In LaPiere’s case, the respondents may have viewed the target as a
devious oriental, rather than a well-dressed, soft-spoken oriental couple traveling
with a White man.

Action: I might support somebody’s right to have an abortion, while being opposed
to having an abortion myself.

Context: I might support the right to have an abortion under certain circumstances
(save the life of the mother, rape, or other tragic circumstances) while being
opposed to it in others.

Time: It might be all right for me to drink at night or on the weekends, but not in
the morning.

Thus, attitudes can predict behaviour if you both attitudes and behaviours are
measured at similar levels of specificity. For instance, Davidson and Jaccard
(1979) analysed correlations between married women’s attitudes towards birth
control and their actual use of oral contraceptives during the two years following
the study. When *attitude towards birth control’ was used as the attitude measure,
the correlation was 0.08, indicating low correspondence. But when “attitudes
towards oral contraceptives’ were measured, the correlation rose to 0.32, and
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when “attitudes towards using oral contraceptives’ were measured, the correlation
rose still further to 0.53. Finally, when “attitudes towards using oral contraceptives
during the next two years’ was used, it rose still further to 0.57. Clearly, the more
specific the question, the higher was the correspondence with behaviour.

3.3.4 Self Awareness

Another aspect that influences behaviour is the self awareness, that is, how far
the individual is aware of the attitudes that he or she holds. So ong as persons are
not aware of their attitudes , these attitudes will tend to influence the individuals’
behaviours all the more intensely. On the other hand if an individual is aware of
his attitude, he or she will be quite self conscious about it and may hesitate
showing it in their behaviours. Also when people are more attentive of their own
behaviour, and presumably of their internal States, their attitude behaviour
congruency increases. People who are self-conscious are usually in touch with
their attitudes. One way of making people self-conscious is to have them act in
front of a mirror (Carver & Scheier, 1981). Making people self-aware in this
way promotes consistency between words and deeds.

Thus, attitudes are more likely to guide behaviour if they are made salient (e.g.
ask people to consider their attitudes, make them more conscious of their
attitudes).

3.3.5 Attitude Strength

By now you should be able to guess that the stronger the attitudes are, the greater
their impact on behaviour. We saw in Unit 2 that attitude strength involves several
dimensions, such as how much the individual knows about the attitude object
(certainty), the intensity of the attitude (how strong is the emotional reaction
provoked by the attitude object), how the attitude was formed in the first place
(origin), and the extent to which the person is personally affected by the attitude
(importance). Thus, thinking more about something often results in greater
attitude-behaviour consistency. Attitudes formed through direct experience are
stronger, and as a result, are better predictors of later behaviour. The attitudes of
more personally involved individuals will be stronger predictors of behaviour
than attitudes of the less involved.

3.3.6  Attitude Accessibility

You may recall from the previous unit that attitude accessibility refers to the ease
with which attitudes can be retrieved from memory. Most modern theories agree
that attitudes are represented in memory, and that attitudes that are more accessible
from memory are more predictive of behaviour. According to Fazio (1990), more
accessible attitudes can be spontaneously and automatically activated without
our conscious awareness, and can guide our behaviour without us being
necessarily aware of them.

By definition, strong attitudes exert more influence over behaviour, because they
can be automatically activated. One factor that seems to be important here is
direct experience. For example, Fazio and Zanna (1978) found that measures of
students’ attitudes towards psychology experiments were better predictors of
their future participation if they had already taken part in several experiments
than if they had only read about them (remember the mere exposure effect that
we studied in Unit 2).



34 ATTITUDES DETERMINE BEHAVIOUR

The most comprehensive answer to this puzzling question first came from the
theory of reasoned action proposed by Fishbein and Ajzen (1975). They suggested
that behaviour is primarily a function of an intention to carry out a particular act.
These intentions, in turn are determined by two factors: the attitude towards the
behaviour and the subjective norm. The attitude is a function of belief about
consequences and subjective evaluation of those consequences. Subjective norm,
on the other hand, is a person’s perception of whether others will approve of the
particular behaviour.

In a later modification of this theory, known as the theory of planned behaviour,
Ajzen, 1991) added a third factor that leads to behavioural intention: perceived
behavioural control (Refer Figure 3.1). Perceived behavioural control refers to
people’s appraisals of their ability to perform the behaviour in question. As a
general rule, the more favourable the attitude and subjective norm, and the greater
the perceived control, the stronger should be the person’s intention to perform
the behaviour in question.

Attitude
Towards a
Specific
Behaviour

Predicting Behaviour from
Attitude

Subjective
Norms

r

Behave

_ Intention to », Actual Behaviour

Perceived
Behavioural
Control

Fig. 3.1: Theory of Planned Behaviour (Adapted from Baron & Byrne, 2003, p. 133)

Let us use an example to explain this theory. Rahul believes that smoking causes
cancer and that cancer is very bad (therefore he has a negative attitude towards
smoking). His fiancée wants him to quit smoking and he would like to please
her (subjective norm for smoking is low). He however realizes that this habit is
deeply ingrained and lacks confidence in his ability to become a nonsmoker
(low perceived behavioural control). Thus, despite his proper attitude and the
subjective norm, Rahul is unlikely to quit smoking.

Itis also true that at times subjective norms will determine our intentions. Even
if we dislike something, we may do it anyway, because of subjective norms
(think of peer pressure). For instance, even if Rahul had a negative attitude toward
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smoking, had the will power to quit (high behavioural control), but thought that
his friends expect him to smoke and he wanted to please his friends (high
subjective norm towards smoking), he would have probably not have an intention
to quit smoking (at least with his friends, | am not sure what he would do in front
of his fiancée!).

This model has been quite accurate in relating attitudes to behaviour in areas
like voting, drug use, political and family planning behaviour. It is important to
note that this model will be accurate only in explaining behaviour based on
rational thinking and planning— hence the name “planned behaviour’.

The model has been criticized for suggesting that behavioural intentions are the
only direct determinant of behaviour. According to Fishbein and Ajzen (1975),
effects of any other kind of attitude will only be indirect, and relationship with
behaviour could be weak. This has, however, been questioned by critics. Many
have found that feelings (the affective component of attitudes) may be a better
predictor of what you will do than your intentions. Especially when intentions
are weak or ill-formed and other beliefs are strong, affective attitudes may be the
best predictor of behaviour. Often intentions are not even formed until
immediately before behaving. Sometimes people act without thinking. Many
habits for instance, not wearing seat belts, lowering the window of the car to
throw a wrapper, etc. — are performed in a relatively unthinking manner, and
thus are less influenced by conscious intentions. Some have even said that the
relationship between attitudes and behaviour is backwards- behaviour influences
attitudes, rather than the other way.

Self Check Exercises
Note: i) Write your answer in the space provide after each question.
i) Check your answer with the answers given at the end of the unit.

Ravi believes that global warming is a serious issue. He thinks that global
warming will lead to extreme weather events, temperature rise, rising sea
levels and decreased snow cover. If policy makers do not address it urgently,
the future will be very bleak for generations to come. He wants to use public
transport in order to lower gas emissions, but feels that public transport is
very crowded and inconvenient. None of his friends wants to use a car pool.
He has been thinking of switching over to a car that uses some alternative
fuel— CNG for instance, but doesn’t know how to go about it.

For the above, answer the following:
1) What is Ravi’s attitude towards global warming?




3) What is the perceived behavioral control?

3.5 BEHAVIOUR DETERMINES ATTITUDES

We shall now turn our attention to a seemingly surprising idea that behaviour
determines attitudes. Consider this example. Suppose you went to watch a
brainless comedy movie with your friends one evening. You thought that the
gags were rather silly, but found your friends laughing. You also start laughing at
some of the jokes in the movie. Later another friend who didn’t go for the movie
asked you how it was. You thought to yourself, “Well, I did laugh at quite a few
places. It must be funny after all” and you tell your friend ‘It was good. You
should’ve come’. This illustrates that at least in some circumstances, our behaviour
determines our attitudes.

Let us now consider some such instances where behaviour does determine our
attitudes.

3.5.1 Role Playing

The Oxford English Dictionary defines role-playing as “the changing of one’s
behaviour to fulfill a social role”. The act of role playing often results in changing
of the behaviour of the person who plays that role. Let us now consider a classic
experiment led by Zimbardo and his team of researchers in 1971, known as the
Stanford prison experiment that demonstrated the potent effect of role playing.
Twenty-four undergraduate males were selected out of 70 (on the basis of their
psychological stability and health) to play the role of either a guard or a prisoner
in a mock prison in the basement of the Stanford psychology building. Roles
were assigned based on a coin toss. Guards were given uniforms, batons, and
whistles and were instructed to enforce the rules. The prisoners were locked in
cells and made to wear humiliating outfits, complete with a chain around their
ankles. Prisoners and guards rapidly adapted to their roles, stepping beyond the
boundaries of what had been predicted and leading to dangerous and
psychologically damaging situations. One-third of the guards exhibited sadistic
tendencies, while many prisoners were emotionally traumatized and two had to
be removed from the experiment early. The experiment had to be terminated
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only six days after it began instead of the fourteen it was supposed to have lasted.
Zimbardo concluded that both prisoners and guards had become too grossly
absorbed in their roles—i.e. they internalized their roles. It seemed that the
situation caused the participants’ behaviour, rather than anything inherent in their
individual personalities.

Despite severe criticisms of the experiment as being unethical and unscientific,
it did demonstrate an important finding: behaviours (such as playing a role) can
quickly lead to attitudes. The effect of behaviour on attitude appears even in
theatre. The actor, at times becomes so absorbed in his role that he experiences
genuine emotions of the character that he is playing.

3.5.2 Foot in the Door Phenomenon

‘Papa, can | go over to Sunita’s house for an hour?’ After your father agrees, you
follow your request with (either after some time or after you have already gone
to Sunita’s house), ‘Can | please stay the night? Sunita is really insisting’.
Interestingly (and your father may not know this), but you have already carried
your nightclothes for the sleep over! If you have ever used this kind of technique,
you would know that it is quite an effective tactic. Known as foot in the door
technique, this involves getting the person to agree to a large request by first
setting them up by having that person agree to a modest request. This technique
works on the principle of consistency: once we have said yes to a small request,
we are more likely to say yes to subsequent and larger ones too, because refusing
them would be inconsistent with our previous behaviour. In other words, your
initial behaviour affects your attitude and affects subsequent behaviour!

3.6 BEHAVIOUR AND MORALATTITUDES

Actions also affect our moral attitudes— both negative and positive. Evil
sometimes results from gradually escalating commitments. In concentration
camps, for example, guards made to engage in cruel acts may be initially
uncomfortable, but later justify their behaviour.

Consider one of the most serious conflicts of our times: the Israel-Palestine
conflict. It may be argued that by legally engaging in discriminatory acts towards
Palestinians (for e.g. different roads for Jews and Palestinians, differential access
to water and other resources), Israelis have started believing that the “sleazy,
corrupt, and inferior Orientals’ deserve it. The earlier Zionist leaders “believed’
that the expulsion of the Palestinians was moral, ethical, and good for them.

Fortunately, the reverse is also true. Positive interracial behaviour has also been
found to reduce racial prejudice. For e.g. greater intergroup contact typically
corresponds with lower levels of intergroup prejudice. A meta-analysis of 516
studies (Pettigrew & Tropp, 2006) obtained a mean effect size between contact
and prejudice of r =-.21. It also found that 95% of the 516 studies report a negative
relationship between contact and prejudices of many types. Pettigrew and Tropp
(2006) reasoned that contact reduces prejudice by (1) enhancing knowledge about
the out-group; (2) reducing anxiety about intergroup contact; and (3) increasing
empathy and perspective taking. Clearly, then whether good or bad, attitudes
have followed behaviour. As Myers (2005) says, “We not only stand up for what
we believe in, we also believe in what we have stood up for” (p. 150).



A number of theories have been proposed to help explain this attitude-follows-
behaviour phenomenon. We shall discuss them in the next unit.

3.7 LET USSUM UP

In this unit, we have discussed the complex relationship between attitudes and
behaviour. Despite intuitive belief that attitudes determine behaviour, a large
body of early research (LaPiere, 1934; Wicker, 1969 among others) indicated
that attitudes are actually poor redictors of behaviour. Later research, however,
indicated that there are several factors that determine when attitudes will predict
behaviour. Such factors are (1) when true attitudes rather than expressed attitudes
are measured; (2) when we look at a person’s aggregate or average behaviour
rather than at an individual act; (3) when attitudes and behaviour are measured
at similar levels of specificity; (4) when individuals are self aware; (5) when
attitudes are strongly held; and (6) when attitudes are easily accessible from
memory. The theory of planned behaviour explains how attitudes determine
behaviour through behavioural intentions.

An alternate view is that our behaviour determines our attitudes, at least in some
circumstances. Such circumstances include role playing, the foot in the door
phenomenon, and moral attitudes. The attitude-follows-behaviour principle works
with both immoral and positive moral acts.

3.8 SAQS-POSSIBLE ANSWERS

1) Ravi has a negative attitude towards global warming, because he believes
that global warming will lead to extreme weather events, temperature rise,
rising sea levels and decreased snow cover (cognitive component).

2) The subjective norm for using car pools is low because none of his friends
want to use it.

3) The perceived behavioural control is low because Ravi doesn’t know how
or where to get CNG fitted in his car.

4) Despite his negative attitude towards global warming and positive attitudes
towards environmental protection measures (such as using car pools or
alternative fuels), his behaviour is likely to be unchanged. He may continue
to use his own car for travelling, contributing to global warming.

3.9 UNIT END QUESTIONS

1) Isitfairto say that attitudes and behaviour are completely unrelated? Discuss.

2) Examine the factors that might help improve the attitude-behaviour
relationship.

3) Explain the theory of planned behaviour with the help of one real life
example.

4) Do you recall atime when taking an action changed your attitude? Describe
the experience underlining the psychological processes involved in it.
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3.10 GLOSSARY

Behavioural intentions
Intergroup contact

hypothesis

Meta analysis

Prejudice

Role

The conscious decisions to carry out a specific
action.

Under appropriate conditions, one of the most
effective ways to reduce prejudice between
majority and minority group members is through
interpersonal contact (Allport, 1954).

A statistical procedure for combining the results
of several independent studies in order to estimate
the integrated effect of variables across these
studies.

A negative attitude towards members of a
particular group formed beforehand or without
knowledge of facts.

A set of norms that define how people in a given
social position should behave.
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