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PREFACE

This book was written for the traditional
one-semester, undergraduate social psychology
course. Introduction to Social Psychology can
be used in courses consisting almost entirely of
psychology majors, or in those that include
students from business, communications, and
criminal justice, as well as other social science
majors. All psychological concepts are ex-
plained in enough detail to allow the moti-
vated student to comprehend the material
without previous psychology courses.

The book focuses on theoretical issues and
the use of empirical methods to test these
theories: I have emphasized larger themes over
the description of specific studies and “facts.”
The smaller details of social psychology, so
important to research scientists, are crucial
building blocks, but they nevertheless change
and decay with some rapidity. I would like to
see students emerge from a social psychology
course with some sophistication about the ma-
jor theories in the field and with a healthy
respect for both the values and the pitfalls of
empirical research. I would also hope that stu-
dents would incorporate many of the basic
themes of social psychology—the importance
and subtlety of social préssures, the shaping of
our knowledge about the immediate world by
social and cultural factors, the interplays be-
tween biological and social—cultural forces—
into a working knowledge about their worlds,
and that this would enrich and broaden their
lives.

I have been guided by a strong belief that
social psychology, like the rest of psychology,
is an integral part of the liberal arts, and that a
study of social psychology is an important
route to a humane perspective on the world. I
have given some emphasis to philosophical
foundations of our discipline and to its histori-
cal evolution. While I have tried to point out
problems with the purely empirical approach

and with various experiments and experimen-
tal paradigms, I hope I have also communi-
cated the highest respect for the basic aims of
empirical social psychology. We do not dom-
inate the truth market, but we have an impor-
tant corner of it. In the final chapter, I expli-
citly discuss problems with traditional social
psychology approaches, empirical and theoret-
ical. I have not avoided value issues. In my
version of the liberal arts, social psychology
should contribute to the abilities of students to
be morally committed yet epistemologically
tolerant. It is not my purpose to promote any
particular political, moral, or ideological view
other than that generally held within our
scientific community, and in both my writing
and my teaching I try to avoid preaching and
hectoring. However, students do need to con-
front value questions in the context of science,
and we ought not assume that the “is” of sci-
ence and the “ought” of morality and politics
are as easily separated in the complexities of
modern civilization as they can be within the
classroom.

“Real-world” examples introduce most
chapters. These examples come from a politi-
cal or historical event, are drawn from ethno-
graphic studies of other cultures, or are repro-
ductions of conversations and descriptions of
less-cosmic everyday events. They are meant to
capture attention and to illustrate some (but
not all) of the major issues of the chapters they
introduce in a context that I hope will remind
students that social psychology does have a
voice in the real world.

The book is organized into four parts. In
Part One, Chapter 1 introduces the field and
its major guiding theories, and Chapter 2 deals
with research issues. Part Two deals with so-
cial cognition, with chapters on social cogni-
tion (Chapter 3), person perception (Chapter
4), the social self (Chapter 5), language and
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communication (Chapter 6), attitudes and atti-
tude change (Chapter 7), and internal versus
external controls over behavior (Chapter 8).
Part Three concerns social behavior, with
chapters on socialization (Chapter 9), groups
(Chapter 10), social influence (Chapter 11), in-
terpersonal attraction (Chapter 12), rela-
tionships (Chapter 13), prosocial behavior
(Chapter 14), aggression (Chapter 15), and
prejudice and discrimination (Chapter 16).
Part Four, consisting of Chapter 17, surveys is-
sues of application and the state of our present
knowledge.

The ordering of the chapters is based par-
tially on philosophical grounds and partially
on practical ones. In terms of the former, a
case can be made for beginning with the cogni-
tive bases of social behavior, a case that
reflects the continuing, strong phenomeno-
logical bases of social psychology. An under-
standing of social behavior presupposes an
understanding of how people think about their
social environments. Practically, given the
present status of the field and the recent em-
phasis on social cognition models, it is simply
easier to begin with the social cognition ma-
terial. [ fully recognize that no reader of any
text approves fully of the author’s ordering of
chapters. I would hope that the integration I
have attempted would not interfere with those
who prefer to order chapters differently in
class presentation. I strongly encourage any-
one who wishes to read or teach the chapters
in a different order to do so.

Although Introduction to Social Psychology
begins with a substantial emphasis on the cog-
nitive underpinnings of social behavior, I have
also emphasized traditional motivational and
social variables whenever appropriate. Social
cognition plays a more central role in this text-
book than in many others, but I strongly be-
lieve that the study of social behavior is the ul-
timate raison d’étre of our field. I therefore
have tried to make a strong case for that per-
spective throughout. For example, the chapter
on language and communication reinforces the

idea that social and cultural variables not only
affect the meanings we give to verbal and
nonverbal behaviors but also structure their
manifestations. Similarly, the chapter on the
self suggests that both our identities and our
self-evaluations are based on reactions of other
people, cultural definitions, and socialization
experiences, as well as on more purely cogni-
tive processes. In the chapters dealing with so-
cial behavior, social and group variables, of
course, are given even more weight.

Most of the chapters are traditional in con-
tent, but there are in this (as in any) text some
chapters less bound by consensus. One of
these is Chapter 9, on socialization, tradition-
ally a foundation of the field. Chapter 6, on
language and communication, also deals expli-
citly with what historically have been major is-
sues within social psychology, but which are
issues often ignored in modern texts. Further-
more, this chapter allows an extended treat-
ment of nonverbal behavior in the context of
social communication—its rightful home, in
my opinion. It is also unusual to have a special
chapter on the self (Chapter 5), yet research
on self-schemata, self-perception, and self-
evaluations is now so extensive as to justify
separate treatment. The fact that our selves are
forged in the crucible of social interactions is a
point worth making strongly. Chapter 8, on
internal and external controls over behavior,
deals explicitly with attitude—behavior rela-
tionships and the prediction of behavior from
personality variables. This chapter provides a
bridge between purely cognitive and largely
behavioral approaches to social phenomena.

There are no separate chapters on applica-
tions issues; rather, I have elected to include
discussions of applications in appropriate
chapters. For example, issues of crime are dis-
cussed in the aggression chapter, eyewitness
testimony in the social cognition chapter,
juries in the groups chapter, sex roles in the
socialization and prejudice chapters, and
behavior in large organizations in the com-
munications and groups chapters. I believe
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that applications ought to be discussed at their
point of origin, so to speak, lest they get lost in
the shuffle at the end of the course and lest
they become divorced from basic research and
theories. Thus, the decision not to have sep-
arate chapters on applications to real-life
problems has been based on my respect for the
importance of those issues rather than on any
desire to hide them away.

A number of people have worked hard and
effectively to get this book done. Alice Jimenez
typed an early draft before I discovered the
magic of computers. My colleagues at the
University of Texas at San Antonio have been
tolerant of my demands for lengthy periods of
time each week free of major responsibilities.
The following people provided many helpful
suggestions in their reviews of the manuscript:
Jennifer Crocker (State University of New
York, Buffalo), John Dovidio (Colgate Univer-
sity), Frederick Gibbons (lowa State Univer-
sity), E. Tory Higgins (New York University),
James Hilton (University of Michigan), George
Levinger  (University of Massachusetts,
Amherst), Norman Miller (University of
Southern California), Richard Moreland
(University of Pittsburgh), Suzanne Pallak
(Georgetown University), Bernadette Park
(University of Colorado), James Weyant
(University 'of San Diego), and David Wilder
(Rutgers). I especially want to thank Marcus

Boggs, College Department editor at Harcourt
Brace Jovanovich, for his sage advice, warm
support, and friendly conversations; Karl
Yambert, manuscript editor, for his many
good suggestions for improvements and for his
good humor and tolerance in dealing with
mine; Maggie Porter, art editor, for her work
on the photos and art; and Amy Dunn and
Martha Berlin, production editors, for turning
the manuscript into printed pages. It has been
a pleasure to work with all of them.

Finally, although writing books does have
its pleasant moments, the pleasures tend to be
vague, distant, tied to future accomplishments,
and ethereal. The costs and pains, however,
are clear, immediate, and insistent. Unfor-
tunately one’s family has to share those costs
but experiences few of the larger and higher
pleasures. My family has been tolerant and
supportive. Doris did far more than her share
to keep the home fires burning while maintain-
ing her own career and did so with a minimum
of grumbling and a maximum of good humor
and support. My daughters, Kris and Caitlin,
tried to stay out of my way, forgave my bad
moods (I hope), and helped with various typ-
ing and bibliographical tasks. These remark-
ably nice and special people deserved better
than they got.

David J. Schneider
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ost of the time I go about my
business of being a social
psychologist and hardly think
what the field is, let alone
what it could or should be. I
doubt that most physicians,
lawyers, or stockbrokers (or
for that matter students) spend
much of their time wondering
about the higher meanings of
their chosen roles either. But
occasionally I spiral to a higher plane and am
forced to think about what it is that I am.

One such occasion is at a party when talk-
ing to a stranger who asks me what I do. |
usually say I am a social psychologist. At that
point 1 get one of several reactions. Once in a
while I am talking with someone who knows
something about social psychology, at least
enough to pose an interesting question or
make a provocative observation. But, in my
experience, other reactions are more common.
People I call (privately to be sure) Fraidy-Cats
stammer a bit, look frightened that I am about
to “psych” them out, and then depart quickly
in search of a freshened drink. Little do they
realize that most psychologists are about as
inept as the next person in figuring others out
and behaving gracefully in social situations.
Mini-Experts take the opportunity to instruct
me in their favorite theories of why various
parts of the social world do or do not function
effectively; unfortunately, this is often about
as illuminating as hearing a medieval monk
discuss the workings of a modern automobile.
Know-It-Alls (often lawyers or businessper-
sons, in my experience) insist that formal so-
cial psychology is irrelevant to the Real Social
World (which seems to reach its richest man-
ifestation in courtrooms and advertising agen-
cies, I guess). When I draw a Know-It-All as
my conversational partner, I usually suggest
that my drink needs freshening.

But the response I like best, and the one that
is also most common, usually begins some-
what along the lines of “that must be interest-
ing, but I guess I'm not exactly sure what so-

cial psychology is.” Rather than define the
field (which seems vaguely pompous when one
is balancing crackers and cheese, a drink, and
the demands of polite conversation), I usually
try to give a catalog of topics social psycholo-
gists study: conformity, attitude change, why
people do or do not get along with one an-
other, how groups function, leadership, ag-
gression, helping, and how we form impres-
sions of one another. Most people then seem
to relax a bit because there’s nothing so very
threatening about these topics. In fact most
seem to find them interesting.

THE NATURE OF SOCIAL
PSYCHOLOGY

DEFINITION

This isn’t a cocktail party, of course, and
here I can be considerably more precise. Social
psychology may be defined as the study of
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how people think about, evaluate, and respond
to their social experiences.

Thinking about Social Experiences So-
cial psychologists are deeply interested in how
people think about their social worlds. Often
we are more interested in how people perceive
things than in what those things are really like.
For example, last week I handed back an exam
in a statistics course and commented that the
students needed to study more. Students in
statistics courses tend to grumble (as I did
when I took such courses), but on this day
several students were muttering in a more hos-
tile fashion than usual. When I talked to
several of them later, they complained that 1
had a hostile attitude toward students. Because
I did not feel this was accurate, I asked how
they came to this conclusion. They said that I
had made my comment about more study in a
surly tone of voice (perhaps true—I was disap-
pointed in the exams) and that they felt [ was
trying to make them the culprits when I had
not spent enough time in class on the material.
My past behavior also had contributed to their
perceptions: after the last exam I had ap-
parently smiled when talking about the lowest
grades and this was interpreted as evidence
that I relished giving low grades. The students
had been discussing me after class for some
weeks, and the consensus was that I was out
to get them. From my perspective their percep-
tions were wrong, but the important point is
that it was their perceptions of my attitudes
toward them, and not my “true” attitudes,
that affected their reactions to me.

Evaluating Social Experiences Social psy-
chology deals with evaluations. My statistics
students decided that I was angry and hostile
and they evaluated me negatively as a conse-
quence. Such evaluative responses (usually
called attitudes) are important. You probably
took this social psychology course because you
have at least mildly positive attitudes toward
psychology courses, the professor, or the time
it was offered. You like some people, dislike
others, have more or less positive attitudes

about a whole range of political and social is-
sues. Almost all your social experiences have
an evaluative tinge to them, and such evalua-
tions affect your social behavior. Although
such matters are complex, as a first approxi-
mation we might say that you are likely to ap-
proach (cognitively or behaviorally) those
things you like or evaluate positively and avoid
those you dislike.

Evaluations are social in another way as
well: almost all your attitudes have been ac-
quired in a social context. For example, many
of your political, social, and religious attitudes
show clear influences of your socialization by
parents. In a way, your evaluations and atti-
tudes are a partial summary of your entire so-
cial experience.

Responding to Social Experiences Fi-
nally, social psychologists are interested in our
behavioral responses to our social situations.
Much, if not quite all, of our everyday
behavior is explicitly or implicitly social. It is
explicitly social when it directly affects others.
The fact that my comment to the students
about studying harder affected their attitudes
and their behavior toward me makes my com-
ment social. Sometimes behavior is more im-
plicitly social. For example, when you study
instead of watching TV because you want to
please your parents by making good grades,
we can think of your behavior as social, even
though your decision is made alone.

Thus, thoughts, evaluations, and behavior
are social whert they are related to people or
social events. They may also be social in the
added sense that our relationships, real or ima-
gined, with others affect them. Social psychol-
ogy deals both with cognitive and behavioral
responses to social stimuli and with social
causes and consequences of such responses.

THE CONCERNS OF SOCIAL PSYCHOLOGY

A Scientific Discipline  Social psychology
is far from unique in dealing with a wide range
of human social behavior. For example, great
novelists and playwrights provide provocative
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analyses of human behavior. Philosophers
speculate systematically about the psychologi-
cal underpinnings of social life. The analyses
of novelists and philosophers are often pene-
trating and often convincing. What gives social
psychologists the right to think they can im-
prove on this?

One problem with literary and philosophical
analyses is that we have no compelling way of
knowing whether they are incorrect, incom-
plete, or misleading. You may or may not be
convinced by Proust or Plato, but in either
case someone will disagree with you for rea-
sons that are not demonstrably false. On the
other hand, most social psychologists share the
fundamental conviction that their ideas and
assertions are to be tested through empirical,
scientific methods. Such methods do not guar-
antee truth, but they do force their practition-
ers to be clear and explicit about most of their
assumptions, and they do specify criteria for
making statements about truth. We will have
more to say about such methods in the next
chapter.

Thus, most social psychologists are commit-
ted to the scientific study of social behavior
and experiences. Science has marched on
throughout this century, and as social psychol-
ogists have joined the parade with their
methodological drums and bugles, they have
left their literary and philosophical approaches
behind. Whether this has been a wise develop-
ment can be debated, because science does not
solve all intellectual problems and in fact in-
troduces constraints that create others. But
most social psychologists would agree that
scientific methods, with all their faults, still
provide the best means of validating the gen-
eral principles of human social behavior.

Relationships with Other Disciplines So
social psychology differs from literary and phi-
losophical approaches in the use of empirical
methods, but other psychological disciplines
and social sciences also study social behavior
empirically. How does social psychology differ
from these other areas?

Social psychology overlaps other areas of
psychology such as developmental, personal-
ity, and abnormal psychology. In one sense so-
cial psychology serves as a basis for these
other disciplines. For example, developmental
psychologists might use principles of confor-
mity to explain how parents influence their
children. The clinical psychologist might be in-
terested in whether people with mental or
behavioral problems perceive others differently
than do those who are more “normal.”” One
could put the matter that way, but in point of
fact, each of these areas is just as likely to con-
tribute to social psychology as to borrow from
it. It would be an impoverished social psychol-
ogy indeed that could not learn from the rich
processes of social influence inherent in child
rearing or that could not find sources of hy-
potheses in the study of deviant behaviors.
However, although there is considerable over-
lap among these specialties, they do differ in
their focus, with social psychologists attending
most closely to the social context of human
thought and behavior.

The relationship between personality and
social psychology is special enough to require
extended comment. Historically the two dis-
ciplines have dealt with the same basic phe-
nomena—complex human behavior in a social
milieu—but have approached them from dif-
ferent perspectives. Social psychologists have
concentrated on how social situations and
stimuli affect the generalized, “average” per-
son. Personality psychology, on the other
hand, has been more concerned with the study
of individuals and how they differ.

Naturally the two approaches complement
one another. On one hand, situations clearly
have a great deal to do with how people
behave. For example, most people are rela-
tively quiet in the library, more animated in
the cafeteria, and loud and excited at a close
football game. People in the same situation
often behave similarly (glance around when
you attend your next large lecture class).
Given all the ways your fellow students could
be dressed and could be behaving, you might
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be struck by how little variability they display.
On the other hand, it is also clear that even in
the same situation (such as a lecture) there are
some, even major, differences in the ways peo-
ple act. Not everyone is smiling at the
professor’s jokes, a few people seem to be
asleep, and some are attentive and taking
notes—some even look interested.

It is surely important to recognize both that
people do differ fundamentally and that people
in similar situations often show remarkably
similar behavior. You have surely discovered
the necessity of using a logic both of situa-
tional forces and of individual differences. For
example, most of your friends understand gen-
eral rules about being polite so you can predict
that almost all of them will help you with
something minor such as loaning you a pencil.
On the other hand, if you need a special favor
such as borrowing a car or getting a ride to a
city 50 miles away, you will probably think a
bit about which friend to approach and how
to tailor your request to his or her personality.
So to understand social behavior we will need
to know something about social forces, such
as rules of politeness, as well as about how dif-
ferent kinds of people behave in similar situa-
tions. In Chapter 9 we will consider in detail
the relationships between situational controls
on behavior and individual differences.

Finally, what is the relationship of social
psychology to the other social sciences, espe-
cially sociology? Many sociology departments
teach courses in social psychology: social psy-
chology actually has deep historical roots in
sociology as well as in psychology.

Today sociologists and psychologists tend to
have different perspectives and methodologies.
It has become popular to speak of the two
social psychologies—the sociological social
psychology and the psychological social psy-
chology—and to urge that there be more in-
tellectual interchange between the two (Back-
man, 1983; House, 1977; Stryker, 1983).
Naturally, psychologists look to other psycho-
logies for their bearings. Therefore psychologi-
cal social psychology tends to be heavily in-

fluenced by learning, perception, and cognitive
psychologies, and focuses on the thoughts and
behaviors of individuals. Sociologists, on the
other hand, are more interested in the behav-
ior of aggregates of people and in the mutual
relationships between people and their social,
economic, and political structures. So, for ex-
ample, in an election the psychologist would
be interested in how individual voters process
election information and perceive the candi-
dates, whereas the sociologist might lean more
toward examining socioeconomic determi-
nants of voting behavior. There are also differ-
ences in the research methods the two groups
use. Psychologists tend to do experimental
studies, whereas sociologists are more inclined
to study social phenomena in their natural
forms. This text focuses on the psychological
perspective but we will also borrow heavily
from the sociological tradition at various
points. Both perspectives are necessary for a
full understanding of social behavior.

HUMAN NATURE AND MOTIVATION

Although social psychology as a formal area
of study is relatively recent, concern with so-
cial behavior is not. From ancient times,
philosophers, historians, and storytellers have
been interested in the causes of human
behavior in social situations. As people have
continued to speculate about these matters, it
has usually been assumed that certain motives,
desires, passions, and impulses are basic and
shared by all people. There is, or so it is as-
serted, a basic human nature that may be
modified by experience, or that may be
repressed, inhibited, or redirected by society,
but that remains a basic ingredient in all
behavior.

Basic Motives When we consider people
and their social relations, one obvious ques-
tion is whether people are naturally social or
naturally egoistic (that is, oriented to the needs
of others or interested principally in one’s own
individual welfare). This question has been de-
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bated for centuries, but the opposing positions
were articulated most clearly by two opposing
schools of Greek and Roman thought—the
Stoics and the Epicureans. The Stoic school,
which began about 300 B.C., preached that all
people are a part of a natural, rational world
order and as such have responsibilities toward
fellow humans, namely to help others and pro-
mote the happiness of all. The Stoics recog-
nized that people can be selfish but believed
selfishness could be overcome if people would
only submerge their emotions and remain de-
tached from the world. To Stoics, human na-
ture was fundamentally socially oriented but
could easily be corrupted by emotional con-
cerns for pleasure, fame, and material reward.

The opposite position was taken by the Epi-
curean school, which began about the same
time. Epicureans believed that people were
essentially interested only in their own plea-
sures and survival. Society and concern for
others are not natural but arise because people
need to band together for protection and to
secure a satisfactory economic life. People can
learn to be helpful and cooperative but it is
not a part of their basic human nature to
be so.

According to one view, people are naturally
cooperative and have the strong potential for
being concerned for others; according to the
other, people seek their own pleasures, often
at the expense of others. Each position has
trouble accounting for the full range of human
behavior. If you are inclined to believe that hu-
mans are naturally concerned with others, you
must contend with the record of countless
wars and thousands of years’ evidence of our
cruelties to one another. You will have to find
convincing reasons for these corruptions of
human nature. You might, like philosophers
Jean-Jacques Rousseau and Karl Marx, sug-
gest that the corrupting element is society itself
and therefore look with suspicion at any social
form, afraid that it will thwart whatever is
genuine in people.

If, on the other hand, you believe human na-
ture is basically egoistic and pleasure-seeking,

you will not be surprised by war and cruelty.
Instead your main problem will be how to ac-
count for the emergence and maintenance of
society. If individuals are basically looking out
for their own welfare, why should they be-
come civilized? How can order and coopera-
tion arise from the competition of individuals?
Why should self-interested people subject
themselves to the limitations and restraints of
society?

Naturally these are not the only themes in
the history of social thought, but they have
been amazingly persistent and they echo
strongly in modern psychology. However,
modern psychologists have generally been re-
luctant to make strong claims about basic hu-
man nature because any theory of human
behavior must be flexible enough to incor-
porate learning and culture in addition to bio-
logical influences. Each of us is capable of
behaving in a given situation in any number of
ways depending on many factors—past experi-
ences, what we have been taught, how present
circumstances are perceived, inherited abil-
ities—and it is hard to make strong statements
about our basic human nature in light of this
realization.

Modern Assumptions This does not
mean, of course, that psychologists can avoid
making assumptions about general motives
underlying human behavior. In this chapter we
consider several basic approaches social
psychologists have taken to questions of basic
human tendencies. Those who have proposed
these models have generally been seeking
answers to the question, What makes people
behave the ways they do in social situations? It
will be convenient to refer to each of these
models in terms of a metaphor: (1) person as
animal, (2) person as profit seeker, (3) person
as physical field, (4) person as scientist, and (5)
person as actor. These metaphors are meant to
suggest that people have some of the behav-
ioral attributes characteristic of other animals,
business people, objects subject to physical

forces, scientists, and actors. It is not necessary
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to choose among these metaphors; each of
them is a partial and, within limits, valid de-
scription of human motivational and behav-
ioral tendencies.

PERSON ANIMAL: BIOLOGICAL
ASPECTS OF MOTIVATION

INSTINCT

Darwin For centuries people believed
that human nature was something vaguely bio-
logical. With the development of Charles
Darwin’s (1859) theory of evolution, such
ideas finally acquired a firm scientific basis.
Darwin suggested that certain biological struc-
tures (for example, long legs) and behavioral
dispositions (for example, the desire to com-
pete) help animals survive long enough to
reproduce themselves. Natural selection will
favor certain characteristics in the sense that
those individuals possessing them are the most
likely to survive and to have offspring that in-
herit the favorable characteristics. Darwin
tended to emphasize competition as a master
biological imperative, because animals who
could compete successfully for the best breed-
ing privileges, feeding territories, and sites to
rear young would naturally have a greater
likelihood of passing on their competitive ad-
vantages. Those who followed Darwin also ar-
gued that many other behavioral tendencies
would also have survival value.

Charles Darwin

Instinct Theories During the late nine-
teenth and early twentieth centuries, many so-
cial scientists argued that social behavior is
governed by inborn behavioral tendencies,
called instincts. The basic idea behind such in-
stinct theories was that animals must do cer-
tain things (such as eat) to survive as individu-
als and do other things (such as reproduce) for
the species to survive. Because such tendencies
promote survival, they may well be genetically
based. Thus we are all endowed with certain
compelling instincts that both energize and
guide behavior.

Sigmund Freud, an influential instinct theor-
ist, argued that there are two large categories
of such instincts: aggressive and sexual. But he
faced the problem of how to account for the
enormous diversity of human behavior with

Natural selection at work.
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