
 Behavior is contagious

 Street musicians know to “seed: their tip jars 

with some money.  Why do they do this?

 Chameleon Effect – we are natural mimics

 Why might we be programmed to mimic 

others?

 Mimicry is part of empathy.  The most 

empathetic people mimic, and are liked, the 

most.



Social Influence

Automatic Mimicry

Some of our mimicry of other people is not by 

choice, but automatic:

▪ Contagious Yawning, as well as contagious 

arm folding, hand wringing, face rubbing…

▪ Adopting regional accents, grammar, and 

vocabulary

▪ Empathetic shifts in mood that fit the mood 

of the people around us

▪ Adopting coping styles of parents or peers, 

including violence, yelling, withdrawal.



That’s 
Baaaaaaad!!





What’s the 
difference 
between 

compliance,  
conformity and 

obedience?

When do you 
conform?

Why do you 
conform?

When do you 
obey?

Why do you 
obey?

When do you 
comply?



 Going along with an explicit request.

◦Why do we comply?
 We like to be seen as helpful

◦What is an example?
 Putting a “drive safely” sign in your yard after 

a town councilwoman asks you to.

◦What are some techniques that help to gain 
compliance?
 Foot-in-the-door
 Door-in-the-face



 Adjusting our behavior or thinking 

to fit in with a group standard 

because of real or imagined group 

pressure. 

◦ (We want to be liked and fit in.)

 A form of social influence



 INFORMATIONAL  SOCIAL  INFLUENCE

 Influence resulting from one’s willingness to 

accept others’ opinions about reality.

 This happens when there is no obvious right 

answer so we look to others for information 

in order to be right.

1. Looking at the people around you in a posh 

restaurant to see what knife and fork to use

2. Putting on car lights in the evening 

when others start to do the same.



INTERNALIZATION (CONFORMITY)

Private & Public 
Acceptance

Need for certainty

Subjective uncertainty

Need for information to 
reduce uncertainty

Comparison with others

Informational 
Influence



 NORMATIVE  SOCIAL  INFLUENCE

 Influence resulting from a person’s desire to gain 

approval or avoid disapproval.

 This happens when we go along with the crowd 

because we want to be accepted or liked or 

because we want to avoid embarrassment or 

being ridiculed.

1. Smoking because others in your peer group 

smoke.

2. Dressing like your friends in order to fit in or 

avoid bullying.



CONFORMITY

Need for 
acceptance/approval of 

others

Power of others to 
reward/punish

Conflict between own and 
others’ opinions

Private 
Disagreement

Normative 
Influence

Public Acceptance



How powerful is this column in informing your decision?




