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Social influence can be defined as an individual’s predisposition to conform along with other people’s beliefs and attitudes. Many studies have been carried out over the years on social influence and how we as individuals, tend to follow others in certain ways and situations (Zaki & Mitchell, 2011). “Social influence is defined as change in a person's cognition, attitude, or behavior, which has its origin in another person or group” (Raven, 1964). This presentation will look at conformity, obedience and centration and using empirical evidence will show some insight into how and why people conform along with others. 
[bookmark: _Hlk514168276]Conformity is a form of social influence that involves individuals changing their thoughts or beliefs in order to fit into a group. Jenness (1932) is said to be the first psychologist to study conformity (Pavlov, 2007). An experiment carried out by Jenness (1932) tested the theory that people will conform when put into groups. The participants in the ‘beans in a jar’ study were firstly, asked to estimate the number of jelly beans in the glass jar in front of them. The participants were then all taken into a room together where they were asked to now as a group, estimate again how many beans were in the jar. After the group had made a decision, the participants were then asked again individually how many beans were in the jar to see if and by how much their estimate had changed from their original estimate at the beginning of the experiment (Pavlov, 2007). Jenness found that out of the 101 participants, nearly all of them changed their estimate once they had been involved in the group estimate. He found that males had changed their estimate by 256 beans and that females had changed their estimate by 382 beans (Pavlov, 2007). This can be said to show that being in a group can have an impact on an individual’s own personal thoughts or beliefs.
[bookmark: _GoBack]Another form of social influence is obedience. Obedience is seen as a form of social influence where individuals act in certain ways in response to other individuals, usually individuals of higher authority (Zimbardo & Leippe, 1991). In November 1978 in the jungle in Guyana, South America, just over 900 people drank a cyanide poison or were shot following the commands of the leader of their town Jim Jones (Chidester, 2001). It is suggested that Jones, a reverend/cult leader, went to Guyana originally to find peace. However, Jones, after around twenty-five years of living in Guyana, managed to persuade his fellow residents to become his followers and essentially turned Jonestown into a concentration camp where he made the residents work long hours and fed them with rations. According to Zimbardo, Jones read up on ‘Orwell’s’ mind control techniques, although these have been said to be fictional, and eventually using these techniques managed to gain control of the people at Jonestown (American Psychological Association, 2003). Reports from the survivors of the Jonestown massacre have claimed that once Jones had taken control over them in the jungle, the residents were made to work long hours, eating only rations of food and were made to sit for hours listening to lectures from Jim Jones. Punishments were given to anyone who did not comply with the rules and regulations that Jones had set out within the community (Reston, 1981). This event shows that higher authority figures and individuals that are seen to be more ‘powerful’ or ‘superior’ to others, can lead to people following what they believe is the correct thing to do, however, this may not be the case at all. 
Lastly, compliance refers to a specific kind of submission where one individual will request something of another individual and they comply. The request can be anything from getting a donation for a charity, to political advertisements that enable votes to be made to a specific party, without actually asking for the vote (Cialdini & Goldstein, 2004). A study carried out by Freedman and Fraser (1966) tested the theory that if a person consents to a small request, they are more likely to consent to a larger request thereafter, this was called the ‘foot-in-the-door’ experiment. Two experiments were carried out where homeowners were asked over a period of time on a non-face-to-face basis, to carry out a small request and if the homeowners agreed, they were then asked to carry out a larger request. The second experiment involved a large request being asked on a face-to-face basis with other homeowners without being asked the smaller request first. The study found that the likelihood of a person carrying out the larger request became more likely had they been pre-exposed to the smaller request first. The idea of the study suggested that once an individual had agreed to any type of request, big or small, they felt like they were a part of the cause therefore exposing them to further compliance when asked to do more for the charity or person that is asking them to comply (Freedman & Fraser, 1966). 
To conclude, it is clear to see from the studies that have been discussed that social influence can been seen to have a detrimental effect on individuals in many ways. Individuals can be seen to ‘follow the crowd’ and conform resulting in harmless consequences such as changing the amount of beans they believe to be in a jar as they did in Jenness (1932) study, they can be seen to obey ‘leaders’ or authority figures leading to devastating significances such as the Jonestown massacre and they can comply with others and be led to believe or do something that they may not necessarily have previously thought about doing through gentle persuasion. All of the above studies can be seen to have an effect on the individuals involved. Many studies have been carried out in these areas and mostly the findings are the same. Social influence can have an immense impact on individuals either on their own within groups. 
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