Written Contribution in Support of Oral Presentation, ‘Do Birds of a Feather Flock Together or do Opposites Attract?’

Maslows Hierarchy of Need (1954), highlights receiving and giving love, being part of a group, such as family and friends and affiliation as a basic survival need. Although there are five concepts, proximity, familiarity, attraction, repriocity and similarity which relate to how relationships are formed in the first instance, This essay will focus on how this basic survival need is met through relationship formation and affiliation focusing on attraction, the proximity concept and the familiarity concept.
Relationships are the foundation and theme of human life (Bercheid, Collins & Reis, 2000). Relationships are close bonds people have with each other, they can be formed in friendship groups, family, work colleagues and romantically (Gross, 1996). Feelings of loneliness, hopelessness, sadness and alienation could be the result of a life without these meaningful relationships (Baumeister and Leary, 1995). Affiliation is the basic need for companionship amongst humans (Gross, 1996). Schauter (1959) states that affiliation lessens anxiety as when we are in a group we feel more secure. Cutrona (1986) also supports this theory with evidence showing how social interaction has a significant positive impact on stress.
Attraction is necessary for affiliation and relationship formation. Relationships often progress from an initial attraction based on similarity, physical attractiveness, reciprocity and interaction (Hagg and Vaughan, 2008). The Halo Effect (Dion, 1972) describes how people who are considered attractive are also thought to be friendly, warm and kind hearted. This decision is made as quick as 100 milliseconds.
 According to Feingold (1992), people who are considered attractive are seen as being warm and more social. Therefore physical attractiveness is considered to be an important factor at the beginning of relationship formation. However, according to Walster (1966) matching hypothesis theoy, people are more attracted to those who have similar physical features and match their own attractiveness level. 
The reciprocity principle is based on the theory that people like people who like us and dislike people who do not like us, (Hagg and Vaugan, 2008). Sprecher (1998) believe reciprocal liking to be a major factor within interpersonal attraction. Dittes and Kelley (1956) can provide empirical evidence for this theory based on their study of students who were led to believe that other students in a small discussion group either liked or dislike them. The results of the study showed that the participant was more comfortable with and more attracted to the group who she believed liked her.
 Proximity is considered to play a significant role in relationship formation (Hagg and Vaughan, 2008). Festinger, Schachter and Back (1950) conducted a study which supports this theory and highlights the importance of proximity within relationship formation. Their study of a housing complex showed that people living on the same floor were more than likely to become friends with each other rather than making friends with people who lived on the floor above or lived in housing in the same complex. According to Ebbensen et al., (1976) this is because the closeness of the proximity between the homes controls the frequency of their interactions therefore, influences the degree of living.
On the other hand, Ebbenson et al., (1976) suggests that proximity can also have a negative effect in the way that proximity can lead to intense dislike, irritation and avoidance of a neighbour if there are already unpleasant feeling towards a neighbour and they do unpleasant things in their living environment for example, playing loud music or parking in front of their driveway. 
Research shows that this is not always the case, there is not always a need for proximity, in the age of the internet, some relationships are formed online (Hogg & Vaughan, 2008). A study carried out by Katz and Aspden (1998), reported that friendship formation via the internet was becoming increasingly more popular. Out of 601 participants, all internet users, fourteen percent had established friendships online with seventy percent of this number reporting to have made more than four internet friends. Of these figures, three out of five reported meeting face to face with these people.
Another concept which aids affiliation and relationship formation is familiarity, this is usually the result of repeated exposure due to proximity, increased exposure leads to increased liking (Hogg & Vaughan, 2008). The more familiar we become with a stimulus, the more we like it as we feel more comfortable (Zajonc, 1968). Moreland and Beach (1992), provide evidence supporting this theory with their study of the mere exposure effect. This study found that when another new student was introduced to a class, the more often they saw the student, the more attractive they found her. 
The familiarity effect also relates to strangers faces. Jorgensen & Cervone (1978) the more often a person is seen, the more they are liked. Familiarity can also have the opposite effect, if something which is usually familiar but now appears different, it can make people feel uncomfortable (Hogg & Vaughan, 2008). Mita, Dermer & Knight (1977), support this theory with evidence from their study of mirror reversal photos. When a participant and the participants friend or partner were shown photographs of the participants face mirror reversed, the participant preferred the image of her face mirror reversed, her friend or partner preferred the participants true image, due to being familiar with it, this is known as the mere-exposure hypothesis.
To conclude, relationship formation and affiliation are extremely important and are a basic need of human life. They are not made up of singular factors but a combination of theories and principles. Why and how people are attracted to each other, physical characteristics, reciprocity, where we live and socialize/work and familiarity all play an important role in relationship formation and affiliation. Therefore ensuring the human race as a whole survives.
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