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“Do birds of the feather flock together or do opposites attract” 
Relationship Formation
Introduction
The development of relationship formation is based on a connection of feelings and emotions. The Reward/need and satisfaction theory, believes we are attracted to people who we find gratifying to be around, we are motivated to seek reward to avoid punishment, we also like people who are associated with pleasant events such as, being away on holiday free from all the stress and strains of your normal daily routines or some place that has a happy surrounding in their environment at that specific time, this can heighten how you feel for the desired person in hindsight site,  as it creates a positive first impression known as the ‘Halo Effect’ (Nisbett, & Wilson, 1977).
In contrast to the ‘Halo effect’ is the ‘Horn effect’ this is the negative side in opposition to the ‘Halo Effect, when someone perceives another person in a ‘Bad’ light which can result in a negative outlook of the undesirable perceived person. The second is similarity theory this suggests (Horn, 1988).
· Similarity and attraction come hand in hand first similarity then the attraction and physical attraction occurs
· Closed-field relationships-Forced to interact with each other.
· Open-Field Relationships-Free to interact or not
· Do we like or prefer romantic partners who are similar to ourselves or to we look for the opposite?
 
‘The Halo Effect’= “How are decisions can be influenced by radiant beauty, celebrity status or professional Status. 
The Halo effect is a quick judgment on someone that seems pleasing or professional to the eye, or meeting someone from a positive cognitive Bias. The Halo effect comes into play, when someone perceives someone’s character in a certain light. The initial first act of conscious impulse, seeing them as “Good”.  However, looks can be deceiving and the person you assumed was “Good” could actually not be as “Good” as initially perceived on first appearances. As the saying goes “Don’t judge a book by its cover”. For example, the book you choose on a shelf, could look perfect on the outside but not what you expected on the inside in opposition a shabby worn out book could be the most amazing book you’ve ever read.  
Edward Thorndike (1920), had chosen the term ‘Halo effect’ after viewing old paintings that symbolised people perceived as saints, with glowing halo’s above their heads. Observing the pictures, the halos symbolise “good” in contrast “alluding Thorndike’s studies, other behavioural researchers refer to such bias, when its seen as negative its referred to as “The devil effect” or the ‘Horn Effect’! The opposite effect of the ‘Halo effect’ that is perceived entirely negative to what they first initially thought. For example, some leaders in society can become demonised, as a result they are perceived so negatively its virtually impossible to see that specific leader as ‘Good’ therefore any positive accomplishments the leader has made will be dismissed and doubted. Donald Trump is an example of the ‘Horn effect’ as not many members of the public see him in a good light from all the negative decisions he made on first appearances.  However, Thorndike’s “Halo effect” was supported.
Thorndike conducted experiments commencing commanding officers to rate their subordinates on first appearances on their specific traits, such as leadership, intelligence and physique without speaking to them beforehand. Thorndike (1920) noted a correlation between unrelated positive and negative traits, he found that the service members that were more attractive to the eye were better soldiers and more intelligent than someone less attractive. Thorndike’s experiment was supported, as shown the soldiers gravitated subconsciously to one positive trait they perceived as “Attractiveness” than viewing their subordinates personality as a whole” on first glances. “The perceived link between appearance and positive public perceptions is what social scientists refer to as Halo effect”. 
Another study supporting the ‘Halo effect’, conducted by Adam Soreff related Thorndike’s Theory to personalised work uniforms. Studies have also shown in the past that consumers perceive employees who wore personalized company uniforms as being more professional, Knowledgeable and reliable than their non-uniformed peers. Soreff agreed the hypothesis was shown correct and that the ‘Halo effect’ was evident as customers are more likely to do business or seek help from someone who looks more professional. (Soreff) 
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Similarity= Birds of the feather flock together
 Closed- Field relationships- Forced to interact with each other 
Open- Field relationships- Free to interact or not
Do we like and prefer romantic partners who are Similar to ourselves? 
. Can similarity lead to attraction and compatibility 
.  Do we like or prefer romantic partners who have similar traits as ourselves for us to feel secure and balanced or to we look for the opposite?
When we are looking for love or currently managing an existing relationship, are we more dependable in searching for a similar partner or do you find the hard to get mysterious lover?  
Folk wisdom (and even some contemporary research) presents a mixed picture about who we end up finding attractive and compatible as a romantic partner. Do we prefer as dates, mates, and spouses people who are similar and familiar to us — or those who are a bit aloof, mysterious, and different?
“The first article I uncovered that offered some clues was a meta-analysis by Montoya, Horton, and Kirchner (2008), which reviewed 313 previous studies on the effect of similarity on attraction. Primarily, the review and analysis were interested in exploring whether individuals truly found similar others to be more attractive — and whether that similarity had to be verified (actual similarity), or simply be their own guess and perception that the other person was similar (perceived similarity). The authors were also interested in whether these effects of actual and perceived similarity might be different at various stages of a relationship (e.g., before meeting someone, after a short interaction, and in existing relationships).
The results of the meta-analysis indicated that both actual similarity and perceived similarity had a large effect on attraction overall. In other words, when participants in research studies had shown certain similarities with partners, they found that partner more attractive. Also, when participants simply thought that a partner had similar traits to them (even when they were wrong), they found that partner more attractive too.
The effects of actual and perceived similarity on attraction also changed, depending on the stage of the relationship. Actual points of similarity made a potential partner more attractive before a first meeting but had less of an impact on attraction as relationships developed. The mere perception of being similar with a partner (again, even if that was wrong) affected attraction throughout the development of the relationship, though. Overall then, to be more attractive, a partner just had to be perceived as similar — even in instances where that similarity was not actually supported by facts.”
The results supporting the hypothesis were a bit counter-intuitive. Norton, Frost & Ariely (2007) presented six different studies looking at the effects of ambiguity and familiarity on positive traits relating to their partners. The authors wanted to know whether participants tended to like potential partners more (or less) the more that they got to know them over time.
To conclude……….
‘Birds of the feather flock together’ as we tend to have connections with those whom possess similar qualities to ourselves, such as hobbies, interests and characteristic traits. We always see flocks of birds flying in groups closely together, all in sync flying through the clouds. Some might travel together in small formations others in larger flock formations.
Relationship formation depends on proximity, first impressions, similarity(homophily), and complementarity
This is how an individual perceives and relates to another individual on first impressions also known as the ‘Halo Effect’ this has shown correlations in effect of how people perceive other people on a rate scale of attractiveness, celebrity status or professional uniform on workers from first impressions, However deception comes into play as the when the initial person you assume as ‘Good’ or positive could be ‘Bad’ and seen as negative which is known as the  ‘Horn Effect’ or ‘Devil Effect’  this is the complete opposite to ‘Halo Effect’ and counteracts it. Similarity is perceived high towards physical attraction in people, the more someone relates to someone the more desirable they become. Physical Attractiveness refers to a greater sense of familiarity helping deeper connections form helping an individual decide if they find that person attractive and compatible. ‘Do birds of the feather flock together or do opposites attract’.     
“A great relationship is about two things. First, find out the similarities. Second respect the differences.”
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