1,000-word contribution
(Slide 2) - Affiliation can include people’s concern over starting, upholding, or restoring a constructive affective connection with another person. 
(Slide 3) - Feingold (1992) discovered that people who are attractive are portrayed as being friendly and social. This mean that, physical beauty is seen as a significant intervening factor in the early stages of a relationship. The most significant example of interpersonal attraction is the reinforcement-affect model. This model states that attraction amongst people shadows simple principles of classical conditioning. Chen & Kenrick (2002). 
(3) - On the other hand, according to the corresponding hypothesis, individuals are attracted to people who resemble their own physical attractiveness. (Walster, Aronson, Abrahams and Rottman, 1966). This theory is vital since people who are attractive receive lighter sentences in court, better marks in their essays, get higher salaries and are more likely to be hired for employment. Stewart, 1980; Landy and Sigall, 1974; Hunsberger and Canvanagh, 1988; Watkins and Johnston, 2000; (and Dipohoye, Fromkin and Wiback, 1975).
The halo effect effects our general impression of a person and it also effects how we think about their overall character. Fundamentally, the persons overall impression of another person. For example, "He is nice!” This impacts the person’s evaluations of that individual's specific traits. The halo effect can affect how tutors treat pupils, and it can also impact how students see tutors. In one study, examiners discovered that when a lecturer was viewed as friendly, pupils rated them as more attractive, interesting, and pleasant. Also, people who are applying for a job may also feel the influence of the halo effect. If the interviewer perceives the applicant as attractive, they are more likely to rate the applicant as competent as qualified. (Schneider, & Coutts, 2012)
Numerous studies have discovered that when an individual is perceive as good-looking, people normally believe they also possess positive personality traits and they are also intelligent. One study also discovered that judges were not likely to believe that good-looking individuals were responsible of criminal behaviour.
 (Slide 4) The social comparison theory states that individuals compare their own skills and attitudes to other peoples. People compare themselves with other people and in this comparison theory people tend to group with other people with attitudes and abilities that are similar of their own. (Nugent, 2013)
(Slide 5) According to George Homans (1910-89) The social exchange theory is the outcome of an exchange processes. Maximizing benefits and minimizing costs was the purpose of the social exchange. People weigh out the potential risks and benefits of relationships. However, when the risks outweigh the benefits, people will abandon that connection. The fundamental hypothesis claims that individuals assess all social relationships to determine what benefits they will get out of the relationship. This theory emphasizes the expected return for good deeds. This is called reciprocity, which is stated well in the common phrase “I’ll scratch your back if you’ll scratch mine.” 
Slide 6 - Similarity-attraction research represents the popular saying, “birds of a feather flock together.” This theory has been examined widely, usually in one of two ways. In laboratory experiments, participants are provided with descriptions of an individual they are about to encounter. These descriptions they have been given have been affected to differ in their grade of resemblance, from very alike to very unlike, to the participant’s individual standing on whatever aspects the researcher wishes to investigate. (Berscheid & Reis, 1998)
Numerous amount of research has investigated that role that similar attitudes play a role in attraction. Studies by Ellen Berscheid and Elaine H. Walster (1969) and Donn Byrne (1971) suggested that people in general are most attracted to others who experience and share attitudes like themselves. Also, people who share important attitudes play a significant role in attraction. E.g., people possessing certain attitudes concerning their future home are more likely to be attracted to eachother than those who share less important attitudes. E.g., certain attitudes towards washing powder. 
Furthermore, people feel more attracted to intimate partners who share physical features and stages of physical attractiveness that are like their own. People who are tall are more likely going to marry partners that are also tall rather than short ones, and people who are attractive are more likely to marry attractive partners than unattractive ones. 
According to all researcher’s people feel attracted to other people they are familiar with. This occurs because the person has similar looks to themselves. For example, father, mother or close friend. (Swami & Furnham, 2008).
The attraction theory also states that people get attracted to those who share similar beliefs and similar personality traits with them. So, similarity is required for attraction to occur. This is because people prefer other people that they are familiar with over the people they know nothing about. (Swami & Furnham, 2008). 
According to the attraction theory individuals do not need to see someone daily for them to recognise them. However, sometimes you might come across an individual who looks familiar to them, even if it is the first time they have seen them.
[bookmark: _GoBack]People are attracted to those who possess similar attitudes to themselves. They are also attracted to other people who share the same personality traits (e.g. positive self-esteem, optimism, etc.) In addition, people may choose to associate with other people because they possess similar personalities. (E.g. marital partners share similar personality traits than people in random pairs.) Studies have been conducted to examine whether similarity may play a key role in marital happiness. (Berscheid and Walster 1969; Byrne 1971).
The similarity attraction theory tries to clarify and predict interpersonal fondness by asserting that individuals feel attracted to others who feel and look similar to themselves. Also, researchers have revealed that people affiliate with other people who share similar attitudes and personalities compared to those people who do not share similar attitudes. Although the similarity/attraction theory tries to explain numerous examples of attraction, the theory may not precisely forecast all attraction outcomes. In numerous cases, avoidance of people who are not similar may explain patterns of human liking. (Newcomb, 1961). 




