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When we set out to write the first edition of Social Psychology, our goal was to
provide teachers and students with a book that covered the important research
and theoretical areas in social psychology in a concise fashion. In the second
edition, we strayed a bit from that original goal but succeeded in writing a solid,
research-based text for the introductory social psychology course. In this third
edition, we have returned to our original goal and have streamlined the book,
while maintaining its scientific integrity.

Social psychology has become a diverse field, and any attempt to present a
totally comprehensive overview of all of its content area would be difficult to
execute in a single volume or course. Instead, we take the approach of presenting
students with information concerning three questions:

1. What is social psychology?
2. What do we know about social psychological phenomena?
3. How do we know what we know about social psychological phenomena?

This third edition of Social Psychology maintains the basic structure of the
second edition: Eleven chapters cover the core topics in social psychology. By
staying with the core organization and length, we believe that the entire book can
be covered in one semester or quarter. Each chapter has been updated to include
citations to new research and, where appropriate, new topics have been added.

The most obvious change in the third edition is the new publication format.
The first and second editions were both “traditional” textbooks published the
old-fashioned way. This third edition, however, is being published by an online
publisher and is free to students. Yet, it retains the scientific, academic, and
pedagogical integrity of the second edition.

Social psychology is important, interesting, relevant to the current world,
and exciting. This is truly the golden age of social psychology, with many bright,
energetic people doing so much interesting work. We hope to communicate
to this generation of social psychology students the excitement that we felt as
budding social psychologists when we first learned about Milgram’s obedience
research or Darley and Latané’s bystander intervention research. Intrigued by the
results of such studies, we began to wonder how they could be applied to real-life
situations that confront each of us every day. In this edition, we communicate the
excitement of the field so that students new to the area will be as intrigued with
social psychological research and theory as we are.

Most social psychology texts approach the field from the perspective of
research and theory, using examples from everyday life as illustrations of social
psychological phenomena. This approach often leaves students without a full
appreciation of the applications of social psychology. By applications, we mean

xi
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not only the usual applied social psychology topics that are interesting in their own right,
but also the theory and research of social psychology that can be used to understand the
complexities of cultural, historical, and current events. Social psychology can help us
understand how we, as individuals, fit in with the wider social environment. Students
will come away from this text with a sense that they are truly social creatures, subject
to the influence of the social and physical environment.

Changestothe Third Edition

As noted earlier, the most drastic third-edition change is the method of publication and
delivery. The chapters are now in PDF format, and as was the case in the second edition,
are in simple black-and-white. However, we have retained the second edition’s chapter
organization, order, and structure. So instructors moving to the third edition from the
second edition should find the transition seamless.

Some second-edition elements have been eliminated. For example, there are no
photographs in the third edition. While photos may add to the appeal of the book, they
have little educational value and significantly raise the book’s cost. Also, the lists of
suggested readings that ended each chapter in the second edition have been dropped. We
felt that these were of little value to most students and that any students wishing to do
follow-up reading would be guided by the citations/references in the chapters themselves.
The Internet activities that were at the end of each chapter in the second edition have
been removed from the book as well. These are now found in the student study guide
that accompanies the third edition. Key pedagogical elements from the second edition,
such as the chapter-opening vignettes, opening questions, running glossary, and focused
chapter summaries, have been retained.

Some major changes to the existing chapters include the following:

Chapter 3, “Social Perception: Understanding Other People”: The information
from the second edition on optimism and dealing with life events has been updated and
reorganized in a new section on positive psychology.

Chapter 4, “Prejudice and Discrimination”: The core content of this chapter on
prejudice has been retained. However, new material discusses how we must be careful
about defining prejudice because popular and media concepts of the term differ from
a scientific concept. Material has been added to the implicit stereotypes section on the
“shooter paradigm,” which is a way to measure the impact of subtle stereotypes on overt
behavior. We have also added material on how “thinking different” can attenuate the
impact of negative stereotypes. The section on personality correlates of prejudice has
been updated to include information on right-wing authoritarianism, social dominance
orientation, and the Big Five model. The section on stereotype threat has been updated
with new research on this topic. We have added new sections on collective threat and
on reducing prejudice, which addresses the impact of training on prejudice reduction.

Chapter 5, “Attitudes”: New sections have been added on naive realism and agenda
setting. We have also included information on how exposure to violent video games relates
to attitudes toward violence, and how groups and social networks relate to attitudes.

Chapter 6, “Persuasion and Attitude Change”: A new section on the gender of the
communicator has been added to the communicator section of the Yale communication
model. The material on cognitive dissonance theory has been updated to include new
research on topics such as postdecisional dissonance. The section on alternatives to
cognitive dissonance theory has been expanded to include a subsection on the action-based
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model. The persuading the masses discussion now includes a more-focused discussion
of propaganda (its historical context, definition, characteristics, aims, and techniques).

Chapter 7, “Conformity, Compliance, and Obedience”: A new section on the social
psychology of evil will help students understand this concept from a social psychological
perspective (versus a religious or philosophical perspective). The section on the banality
of evil has also been updated with new research.

Chapter 9, “Interpersonal Attraction and Close Relationships”: The section on
loneliness has been updated to include research on the cultural aspects and health
implications of loneliness. The material on Internet relationships has been expanded
to include new topics and research. New information on forgiveness has been added to
the section on responses to conflict in a relationship.

Chapter 10, “Interpersonal Aggression”: A new chapter-opening vignette focuses
on the “Beltway Snipers.” The section on defining aggression has been expanded to
include definitions of indirect aggression, direct aggression, and relational aggression.
The discussions of gender and aggression, culture and aggression, and the effects of
televised aggression have been updated with new research. New sections look at the
relationship between genetics and aggression, the heat effect (including a discussion of
the general affective aggression model), and the impact of violent video games.

Chapter 11, “Prosocial Behavior and Altruism”: A new chapter-opening vignette
tells the story of Irene Gut Odyke, a young woman who helped rescue Jews from the
Nazis. The section on assuming responsibility has been updated to include information on
social category relationships and new research on the limits of the bystander effect. New
discussions look at the role of gratitude in helping behavior, the courageous resistance
and heroism that is linked to the research on those who rescued Jews from the Nazis,
and the relationship between gender and rescue.

Ancillaries

An extensive, computerized test bank of examination questions is available. The
questions in the test bank have been written by the authors and not by someone paid
a small amount of money per question. We hope that these author-prepared questions
will be an asset to the instructor.

As was the case with the second edition, the hard-copy student study guide has
been replaced with a free online study guide. Students can download materials for each
chapter, print them out, and use them as they wish. The online study guide features
chapter outlines, key questions, practice questions, and Internet activities.
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