Written Assignment 5
1. [bookmark: _GoBack]How does your text explain the dilemma of destructive obedience? What factors play a role in destructive obedience?
Destructive obedience refers to following the authority of harming someone. 
This can be either a direct order or indirect of a moral, social or military authority that yields an undesirable outcome such as harming a society, injure an innocent soul and loss of confidence in authority. Destructive obedience is a mechanism in social psychology that links the action of an individual with a political course. Milgram in his experiment describes the dilemma of destructive obedience where a teacher was required to follow an order from the authority of electrifying a student every time the student makes a mistake, as much as in reality the student wasn’t experiencing any pain at all but pretended to be in pain every time a student was ordered to increase the electric shock, some of the teachers followed the order but because they were pressured by the authority even when they got to witness the pain of the learner. This was a demonstration of a dilemma of destructive obedience.
Four factors play a role in destructive obedience according to Zimbardo and Milgram's experiments; expertise, DE individuation, the prestige of an experiment and the proximity of the authority. The term proximity indicates how close things are physical. The close one is to an authority figure; the more destructive obedience is demonstrated. While demonstrating an experiment, wearing a lab coat at Yale University, for instance, increases the prestige and hence increase the levels of demonstrating destructive obedience. Also, for someone without expertise in a particular matter may not be in a position to make a decision and hence eaves it to an authority figure. Finally, destructive obedience is best carried out by individuals who themselves as instruments in experimenting hence do not feel the impact of their actions.
2. What strategies may help people to resist the effects of destructive obedience?
As mentioned earlier, destructive obedience refers to following the authority of harming someone. As much as someone may lack knowledge in a different field, an individual should always follow his/her instincts. For instance, in the Milgram experiment, as much as the teachers witnessed the learner was in great pain, they would have stopped out of the consideration what it did to the learner. Additionally, an individual ought to analyze the effect of destructive obedience and resist being used as objects or instruments into conducting someone else’s wishes.
One can manage to resist by separating from the authority group. By doing this, one no longer feels the obligation to follow the authority order. The group is unlikely to even threaten you into obeying their order for they hold nothing against you. According to Milgram, if one changes from being an agent to an autonomous state, one can resist from effects of destructive obedience with greater ease. This is because you will be more responsible for your behavior more than when you are doing it as an agent. Also, if one is surrounded by a big number of people who disable, then one will feel less pressured to disobeying the order especially since you now have a greater number of people supporting your opinion. Finally, taking responsibility for your actions - the more you are more responsible for what you do, the more you can resist the effects of destructive obedience. You are therefore forced to do things that you can take responsibility for there is no one to take the responsibility for your ones you follow a course of action. 
3. Explain the dynamics of social influence, and describe two different techniques for gaining compliance that rests on Cialdini’s consistency principle.
The term social influence means the way people can change their actions to satisfy the needs of a social environment. The dynamics of social influence take part in many forms; sales and marketing, persuasion, leadership, obedience, peer pressure, socialization, and conformity. Three factors influence one in conforming to social influence; physical proximity, strength, and immediacy. 
According to Cialdini’s consistency principle, there are different techniques for gaining compliance; the foot in the door technique, the door in the face technique and the low-ball technique. According to the foot in the door technique, when one agrees to a small request, it is hard to not agree to a bigger request later on. In that, ones you agree on the first favor- allow your foot to step to the door, then it’s hard to say no to the second request- it gets hard to turn your back and leave. The technique work especially if there is consistency in the request done if the request is of the same nature as the first request, then the foot in the door technique will work. 
The other technique is the foot in the door technique. In this technique, an individual is initially approached with a big request – in which the person is even expected to say no to and then follows a small request. The individual will then fell obliged to give in to the second small request to avoid being misjudged for always saying no. this technique works best especially when requesting for pay raise at work, quote unrealistic figure then give a realistic quote.
4. Discuss thoroughly Cialdini’s basic principles of compliance, providing examples where necessary.
There are six of Cialdini’s basic principles of compliance. The first principle is reciprocity where one has to give something to receive something in return. Individuals who do right to others expect others to do them right too. For instance, treating people with respect, in return, people will respect you back, do favors for the ones who require assistance, people will feel obliged to return the favor. 
The second principle is consistency. This principle is based on the power of active voluntary commitment and sticking to their word. The word could have been written or spoken, it’s not a big deal committing to do something and doing it. One’s character is defined by how much of his work he keeps. The third principle is social proof. This is based on providing evidence to something for others to give in and follow suit. For example, to influence some new hires in your work department you can influence one of them and the rest will follow. 
The fourth principle likes, in this, you can make people to like you by attracting them by sharing an interest or a hobby then make them comply with your ways after earning your trust. The fifth principle is the authority. When you are a leader or an expert in a certain field, people are likely to follow your ways. The last principle is scarcity. Everyone is attracted to what is scarce. As things get scarce, they become more valuable and people want them more. In persuasion to compliance, one can focus on making a time-limited offer and explain to people how much they will be losing.
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