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Preface

I t is hard to imagine a day in which our lives are not influenced by other
people, directly or indirectly. We form impressions of other people, make deci-
sions about the motives of our friends and acquaintances, and evaluate the
attractiveness of individuals we meet. Through our experiences and interac-
tions we form and modify our attitudes. We help people in need, are active in
groups, and do things requested by others. We fall in love and sometimes have
conflicts with others. These examples form the core of social psychology, the
study of how an individual’s behavior, thoughts, and feelings are influenced by
others.

All of these situations come to life in Sources: Notable Selections in Social
Psychology, which brings together 44 selections of enduring intellectual value—
classic articles, book excerpts, and research studies—that have shaped the
study of social psychology and our contemporary understanding of it. This
book provides the opportunity for readers to encounter many of the greatest
thinkers in social psychology at first hand. It includes carefully edited selec-
tions from the works of some of the most distinguished psychological re-
searchers and theorists, past and present.

The field of social psychology is not yet a century old. Like other areas of
psychology, it has experienced an explosion of theories and research findings
and has become extremely diverse. Although most social psychology textbooks
cover the important topics in social psychology, they are not able to go into the
depth required for complete understanding of the discipline. Textbooks sum-
marize results of research studies, but the richness of the original sources is not
available. The selections in this book provide the original sources for some of
the landmark studies in the social psychology discipline. They allow students
to obtain a “behind the scenes” look at how the leaders in social psychology
think, feel, conduct research, and develop theories. Some of the writers in this
book are of historical significance, while others are on the cutting edge of
research and knowledge today. Through reading what these psychologists
have to say, students can truly appreciate what social psychology is and where
it is going.

Sources: Notable Selections in Social Psychology represents over 70 years of
social psychological thought and application. The dates of publication range
from 1924 to 1994. An effort has been made to portray social psychology as a
dynamic and changing discipline. Obviously, new research has modified our i
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understanding of various concepts. An original article might present some
information that has since been discredited; however, the article is important in
a historical context. In many cases, the original source has stood the test of
time.

The majority of the researchers and theorists most frequently cited in
social psychology textbooks are included in Sources. These widely recognized
and well-respected social psychologists have made major contributions to the
field. Care has been taken to provide something representative of each author
included.

Selection procedure Great attention was paid to finding selections that could
communicate the excitement of social psychology to students. Readability was
always a top priority in the process, and each selection was carefully edited so
that the essence of the original work could be readily understood.

I began with over 200 possible sources for inclusion in this book. After
organizing them by area and author, I eliminated studies that were similar. 1
then asked my own students to help me select the most readable articles and to
suggest important studies, theories, and researchers in social psychology that
they were aware of. The end result is the 44 selections that make up this book.
Some of the selections provide theories that have shaped our discipline; some
discuss crucial issues that have confronted social psychologists during the past
century; and many present the results of original research studies. Together,
they compose a snapshot of social psychology as it currently exists, including
the important landmarks of its history.

Organization of the book The selections are organized topically around the
major areas of study within social psychology. Part 1 includes selections on the
Social Psychological Approach; Part 2, Social Cognitive Processes; Part 3, Atti-
tudes; Part 4, Social Interaction and Relationships; Part 5, Social Influence and
Group Processes; Part 6, Helping and Aggression; and Part 7, Applications of
Social Psychology. The selections are further organized into 15 chapters that
parallel most introductory social psychology textbooks and therefore provide
opportunities for students to read the original sources of topics as they are
covered throughout the course. However, each selection is independent and
can be assigned in any order convenient to the instructor.

Suggestions for reading each selection As you read these original writings, it
is important to keep in mind that ideas and standards have changed over the
last century. In particular, ethical concerns and language usage need to be
mentioned here. Currently, there exist very strict ethical guidelines for conduct-
ing psychological research. Researchers must submit proposals to committees
that ensure that ethical standards are met. Some of the studies carried out in
the past would not be approved now. As you read these selections, consider
how the research has contributed to social psychology and whether or not the



benefits in extending knowledge outweigh the potential harm to the subjects
who participated in the research studies.

Many early experiments in social psychology involved deception. In
many cases the deception was crucial to the study because subjects might have
behaved differently if the true purpose were revealed. As you read the selec-
tions that include deception, identify how deception was used, what steps
were taken to debrief subjects, and what alternative procedures could have
been used. Remember that now there are very strict ethical guidelines and that
many of the early studies would have to be altered if they were to be con-
ducted today. Informed consent and debriefing, for example, are standard pro-
cedures in social psychological research.

Each selection is representative of the time in which it was written. As
psychologists have become more sensitive to ethical considerations over the
years, so too have they become more sensitive to the language used in writing.
Many of the older articles, for example, use the masculine pronoun he when
referring to both men and women. You should view each selection in the con-
text of when it was written and focus on the psychological issues rather than
the semantic ones. These classic studies have had a major impact on the devel-
opment of social psychology as a discipline and should be read from that
perspective.

Each selection is preceded by an introductory headnote that establishes
the relevance of the selection, provides biographical information about the
author, and includes a brief background discussion of the topic. I have also
provided suggestions for understanding statistical tests and thought questions
designed to guide your thinking. It is important to read the headnote before
beginning the selection itself.

Try to take an active approach when reading each selection. For example,
when reading an experiment, determine what the research hypothesis is, iden-
tify the independent and dependent variables, and analyze the research meth-
odology. Does the experiment raise ethical concerns? Do the conclusions stem
from the results? Are there any extraneous variables or alternative explanations
for the results? When reading a theoretical or summary article, organize the
main themes, identify the conclusions, and question the applications to every-
day social situations.

Let me make a couple of suggestions to help you get the most out of each
selection. First, be sure to read the headnote to gain background information
on the topic and on the author. Recognize that some of these selections are easy
to read and understand, whereas others are more complicated and involve
challenging language, theories, or statistical concepts. Try to focus on the main
ideas and important details. Remember that research journal articles include an
introduction to the problem, a description of the research methods, a presenta-
tion of the results, and a discussion of the significance of the results. Book excerpts
often discuss and summarize research and theories and are written in a more infor-
mal style. When you finish reading a selection, reread the headnote to make sure
that you focused on the important concepts. Finally, take notes on the writing and
reflect upon the importance of the selection to social psychology.
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A word to the instructor An Instructor’s Manual With Test Questions (multiple-
choice and essay) is available for instructors using Sources: Notable Selections in
Social Psychology in the classroom.
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