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Social Influence in Sport

	(i) group cohesion and performance
	Tuckman (forming, norming, storming and performing)
Latane (social loafing)



	(ii) effects of audience on performers

	Zajonc (drive theory)


	(iii) home advantage and audience characteristics

	Bray (home advantage)


Social influence in sport:
i) group cohesion and performance;

A team is more than a collection of players, and in order for the group to function effectively it is necessary for a structure to develop within the group. Members take on certain roles (sets of behaviours expected of a person in a certain position) either formally or informally.

• Formal roles are those that are part of the structure of the group, for example, a defender or a striker. There are also other types of formal roles such as the captain or coach.

• Informal roles are not part of the group structure but they help the group to function, for example, individual players may be seen as a mediator or a mentor to new members. Informal roles may also be negative, for example, one group member may be the main troublemaker.

Roles are very important to the functioning of a team, because if they are developed appropriately they should allow the team to be more effective. This is partly due to the fact that roles should enable players to have an overall picture of the team and thus be aware of how their contribution fits in. Therefore, players who have roles tend to put in more effort and be more committed.

Initially a new team will be no more than a collection of individuals. However Tuckman (1965) suggested that a group goes through four stages while developing.

1 Forming: at the first stage team members are getting to know each other and begin to test relationships with others in the group.

2 Storming: conflict starts to arise between team members, with rebellion against the leader, as members are trying to establish their roles.

3 Norming: co-operation begins to replace conflict and members start working towards common goals. Group cohesion is beginning to develop.

4 Performing: this occurs once the relationships have stabilised and the primary goal for all is success.

Factors affecting group cohesion

There are two types of cohesion to consider:

• task   (Task cohesion is the extent to which members of the group are committed to working together to achieve their goal, usually winning a game)
• social. (Social cohesion is concerned with the amount that the group members actually like each other and offer support and trust to one another)

It is possible to have one type of cohesion without the other, for example, as an individual you might be very committed to winning but not really like the other people in the team.

There are a number of external factors that may affect the level of group cohesion and the effect that this has on sporting performance. One of the main factors is the sport that is involved. In interactive sports, where the members need to interact to be successful, such as football, netball and volleyball, high levels of group cohesion will enhance performance. However, in coactive sports where members of a team do not need to directly interact, such as golf, bowling and athletics, the level of group cohesion does not appear to affect performance.

Personal characteristics of group members may also affect cohesion. Teams where members are similar in age and ability tend to have greater cohesion than those with a very diverse membership. 
Small teams also tend to be more cohesive, as there is more identifiable responsibility on each player.

The presence of external threats also increases group cohesion, perhaps because they force members to ignore internal divisions.
The stability of members increases cohesion as greater stability allows time for relationships between members to develop.

And of course success can lead to greater cohesion.

There have been many studies looking at the link between group cohesion and performance but one of the interesting results is the finding that individuals often under-perform when in groups.   Latane et al. used the phrase social loafing to describe the reduced effort that the individual exerts when working with others.
Latane studied group performance and concluded that it decreased when the group is larger. In their first study, Latane et al. (1979) asked groups of differing numbers to clap and shout. They confirmed the Social loafing effect, finding that by the time six people were involved the effort was only 40 per cent of the average individual effort, clearly showing the effects of social loafing. 
Further investigations looked at the causes of social loafing and below are some of the possible reasons:

• Thinking individual efforts cannot be identified.
Interestingly, if performance is being directly monitored, effort increases.  Therefore, this seems to suggest that in order to prevent social loafing it is essential to be able to try and easily identify each individual’s effort.  For example, in a further study Latane et al (1980) showed that when effort is directly evaluated and monitored social loafing does not occur.  They created a simulated swim meet with spectators, trophies and competitors.  All swimmers took part in individual and in relay events and lap times were timed.   When they were told their lap times were not going to be announced, competitors swam slower in the relay than as individuals.  However, when times were to be announced the swimmers were faster in the relay than in individual events.

• Thinking others are not committed and not wanting to be ‘used’ by the others

• Thinking others will cover up for lack of effort

• Thinking individual effort will make little difference

· Research suggests that social loafing is not a universal phenomenon. Some studies have actually shown that not only does social loafing not occur in some cultures such as China, but an opposite effect can be seen (individual performance is enhanced by being in a group) which has been termed ‘social striving’.



ii) effects of audience on performers;

Sometimes the presence of an audience can improve the performance of a sports person – this is referred to as social facilitation.  However, sometimes an audience can have the opposite effect on performance.
In an attempt to help to explain the effects others can have on performance, Zajonc (1965) proposed the drive theory of social facilitation and explained two types of effect. This links in with drive theory of arousal. The suggestion is that as a skill becomes well learned it requires less arousal to be performed and the presence of others stimulates arousal.

Thus drive theory would suggest that, first, the presence of others when carrying out a simple or well-learned task would actually improve performance and second, for complex or novel tasks, the presence of others may damage performance.

In summary, Zajonc drew four conclusions from this theory:

• the presence of others leads to arousal or ‘drive’

• increased arousal leads to an increased chance that the dominant response will occur

• for simple or well-learned tasks the dominant response is appropriate and leads to improved performance

• for complex tasks the dominant response will be incorrect due to over-arousal and will thus lead to a decline in performance.

However many psychologists nowadays believe that drive theory is too simplistic.

According to the inverted U hypothesis of arousal, the presence of others may enhance performance but only up to a point, beyond which performance will show a steady decline. This theory also proposes that the optimum level of performance is dependent upon the sport, the skill level and the individual, and thus the presence of others will not have same effect on every individual or in every situation.

Zajonc had proposed that the mere presence of others was sufficient to elicit arousal, which in turn would affect performance. However, Cottrell (1968) suggested that it isn’t the presence of others that leads to arousal, but the apprehension of being evaluated by others, which he believed is a type of social anxiety. He thus developed his evaluation-apprehension theory. This idea stems from the fact that being watched doesn’t always lead to an impairment of performance.

Other psychologists have argued that drive theory ignores cognitive factors.  For example it could be that the audience is affecting concentration levels.  That is, the audience is a distraction.



iii) home advantage and audience characteristics.

Most research suggests that there is a home advantage.   
Bray (1999) aimed to examine the home versus away records of individual teams in order to more fully describe team performance outcomes in relation to game location.

A total of 20 seasons (1974/5 to 1993/4) of National Hockey League (NHL) team results were compiled, providing more than 30 000 games for analysis.

In previous research, home advantage has been calculated as home winning percentage (HWP), the average of the ratio of home games won to the number of home games played. This however, does not look at the individual team’s performance. This study used an alternative measure of home advantage, home winning percentage minus away winning percentage. Therefore, in each year a team could either have a home advantage, a home disadvantage or no effect. The sample was categorised into three groups; high quality (66 teams), average (273 teams) and low quality (70 teams)

The major finding was that the majority of teams in the NHL won a greater percentage of their home games than their away games.  The teams won an average of 17.3 per cent more games at home than away. There was no difference in the home advantage between the different classifications of team (high quality, average, low quality). The team with the greatest home advantage actually won 52.5 per cent more of their games at home than away.

This study demonstrates the importance of the home environment for sports teams and indicates that it is strongly linked to winning.

There seems to be several possible reasons why home advantage occurs.
Audience characteristics

The main suggestion as to why the home advantage occurs is due to the effects of a supportive home audience; the greater the noise, the greater the impression of support. Therefore, generally the home team will have greater support boosting their performance and possibly putting off the away team.

The number of people actually in the stadium will also have an effect.

There is a positive correlation between crowd density (the number of home fans present related to the size of the stadium) and team performance.  
In addition, a hostile home crowd can have a negative effect on the visiting

team and therefore indirectly give the home team an advantage.

Non-audience characteristics

It is also possible that non-audience effects influence the home field

advantage.

• The home team will generally engage in more assertive play and the away team more aggressive play.  . 

• The home team’s familiarity with the stadium should ensure that their performance is optimised.

• The home team does not have to travel to the fixture, thus ensuring that the team members are not tired and therefore more able to perform to the best of their ability.

It is important to appreciate that it is likely to be a combination of factors that lead to the home advantage and obviously it is very difficult to study them in isolation. Arguably, the greatest influence is the effect of the audience, although this would not be appropriate for all sports and is most relevant to sports that have reactive or interactive audiences.

(a) Outline what psychologists have discovered about groups and audiences in sport. [10]
(b) Evaluate what psychologists have discovered about groups and audiences in sport. [16]
(c)  Suggest how strategies used to develop team cohesion in a school hockey team would differ in a home game compared to an away game. Give reasons for your answer

[8]





