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Find Balance!     
Balance scientific research with real-world applications.

Research
Critical Controversy boxes in each chapter highlight
current debates in psychology and pose thought-provok-
ing questions to encourage students to examine the evi-
dence on both sides of an issue.

Clearly labeled graphs and explanatory captions help 
students become familiar with visual data presentation. 

Expanded and updated coverage of neuroscience and
evolutionary psychology reflects psychology's increasing
emphasis on the biological bases of behavior.

New coverage of gender and cross-cultural research, 
as well as positive psychology and evolutionary 
psychology, is indexed inside the back cover of the
book.

Do you agree or disagree with the following statements?

AGREE DISAGREE

1. Human beings are basically good.
2. By changing the environment, 

you can change people’s behavior.
3. Intelligence is the most important 

human trait.
4. People are too concerned about 

themselves.
5. Physical attraction is important 

in choosing a mate.
6. Women are becoming too 

assertive.
7. Divorce is wrong.
8. Religion is not an appropriate 

area of study for psychologists.
9. Money can bring happiness.

10. It is okay to cheat if you don’t 
get caught.

The way you responded to these items provides insight
about your values. If you decide to become a psychologist,
might your views on these topics, as well as others, influence
the area you choose to research? Might psychologists’ values
influence how they respond in a media interview? Might clini-
cal psychologists’ values affect the advice they give to clients?
Might psychology professors’ values influence the topics they
choose to discuss in class and how they respond to student’s
questions?

In some cases, researchers’ values might influence their
choice of research questions. A divorced woman might decide
to study the inadequate involvement and support of noncusto-
dial fathers in their children’s lives rather than the increased
role of fathers in caring for children because of her soured rela-
tionship with her ex-husband. An Asian American might
choose to study the importance of conformity to a group’s goals
rather than an individual’s unique contributions to a project 
because he or she believes that getting along with others in a
group is more important than an individual’s achievement.

When psychologists are called on as experts, they may make
statements and recommendations that are laden with values. For

example, a psychologist interviewed by Ted Koppel on Nightline
may have certain values concerning government’s responsibility
in caring for the homeless, parents’ responsibility in an adoles-
cent’s use of cocaine, and the responsibility of an individual with
a psychological disorder who has committed mass murder.

Psychotherapists whom people consult about problems
may have certain personal values concerning self-esteem, mar-
riage, sexual conduct, and other topics that influence the advice
they give. For example, one psychotherapist might perceive a
client’s sexual behavior as “sick,” whereas another might think
of it as an adaptive sexual variation.

Psychology professors have certain values about gender,
moral behavior, religion, child rearing, and how to get ahead in
life that might influence what they communicate in their lec-
tures and how they respond to students’ questions. For exam-
ple, one professor might perceive that a female’s assertive
behavior is too aggressive, whereas another might think of the
behavior as competent.

But wait a minute. Isn’t psychology supposed to be an ob-
jective science? As a science, psychology is dedicated to discov-
ering facts about behavior and creating theories to explain
those facts. In this description, there is no mention of values.
The scientific approach requires only that psychology discover
the most dependable facts and generate the best theories possi-
ble (Kimble, 1989). In the pure world of science, there is no
place for values. Some critics, though, question whether a view
of science as value-free is realistic (Seligman, Olson, & Zanna,
1996). They argue that—although psychologists often strive to
reduce the role of values as they seek to discover facts about be-
havior—in the court of life, which is psychology’s setting, val-
ues and psychology are sometimes difficult to disentangle.

What do you think?

• Is psychology value-free? Explain.
• How might the culture in which psychologists grow

up influence their values, and how might those val-
ues in turn affect their choice of research topics and
the advice they give to clients in psychotherapy?

• Are religious values appropriate study material for
psychologists? How might psychologists study reli-
gious values?

Is Psychology Value-Free
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Think about the following situations one at a time. Check which response is most
typical of the way you would behave in that situation.

You are being kept on the phone by a salesperson trying to sell you something 
you don’t want.

You want to break off a relationship that is no longer working for you.

You are sitting in a movie and the people behind you are talking.

Your doctor keeps you waiting more than 20 minutes.

You are standing in line and someone moves in front of you.

Your friend has owed you money for a long time and it is money you could use.

You receive food at a restaurant that is over- or undercooked.

You want to ask a major favor of your friend, romantic partner, or roommate.

Your friends ask you to do something that you don’t feel like doing.

You are in a large lecture. The instructor is speaking too softly and you know other
students are having trouble hearing what is being said.

You want to start a conversation at a gathering, but you don’t know anyone there.

You are sitting next to someone who is smoking, and the smoke bothers you.

You are talking to someone about something that is important to you, but they
don’t seem to be listening.

You are speaking and someone interrupts you.

You receive an unjust criticism from someone.

In most circumstances, being assertive is the best strategy. However, there may
be some situations in which a different style of interaction is needed. Look at each sit-
uation again and determine if the assertive style is always the best strategy and
whether there is any circumstance in which one of the other styles might work best.
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Dealing with Conflict
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Psychology’s Careers and Areas of Specialization 23

Industrial and Organizational Psychology Industrial and organizational psy-
chology (I/O psychology) centers on the workplace, both on the workers and on the
organizations that employ them. I/O psychology is often partitioned into industrial
psychology and organizational psychology. Industrial psychology involves personnel
and human resource management. Industrial psychology is increasingly referred to as
personnel psychology. Organizational psychology examines the social and group

Environmental psychologist Roberta
Feldman at one of the positive environ-
ments she designed. What are some of the
interests of environmental psychologists?
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Applications
In each chapter of the text, a Psychology and Life feature invites
students to apply what they've learned to daily life. 

Descriptions and photos of 
psychologists at work illustrate 
applications of psychology in 
various settings plus different 
career options for psychology 
majors.
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Chapter Outline and Learning Goals
Learning Goals are linked directly to the primary section headings
in the text and supplementary resources to underscore key ideas.

Section Maps and Chapter 
Summary Map
Primary and secondary headings presented graphically provide
a quick visual overview of the important topics covered in the
chapter.

Learning Goal
At the beginning of each primary section, that section's learning
goal reappears in the form of a question.

Stay Focused and Learn! 
Students need help finding the key ideas in introductory psychology. Santrock's
unique learning system keeps students focused on these ideas so they learn 
and remember fundamental psychological concepts.

Reach Your Learning Goals
The chapter summary restates the Learning Goals and provides
a bulleted review that matches up in a one-to-one fashion with
the bulleted review statements in the section reviews.

Connections
Marginal references to review quizzes, crossword puzzles,
and additional resources remind students of the text-specific
materials available for content review and enrichment.  

Review and Sharpen Your Thinking
Learning Goals frame the section reviews, which end with
an exercise designed to hone critical thinking skills.

Learning Goals

Explain what learning is.

Describe classical conditioning.

Discuss operant conditioning.

Understand observational
learning.

Know about the role of cognition
in learning.

Identify biological and cultural
factors in learning.

Chapter Outline

TYPES OF LEARNING 1

CLASSICAL CONDITIONING 2

Pavlov’s Studies
▼

Classical Conditioning in Humans

OPERANT CONDITIONING 3

Definition of Operant Conditioning
▼

Thorndike’s Law of Effect
▼

Skinner’s Approach to Operant Conditioning
▼

Shaping
▼

Principles of Reinforcement
▼

Applications of Operant Conditioning

OBSERVATIONAL LEARNING 4

COGNITIVE FACTORS IN LEARNING 5

Purposive Behavior
▼

Insight Learning

BIOLOGICAL AND CULTURAL FACTORS IN LEARNING 6

Biological Constraints
▼

Cultural Constraints

Reach Your Learning Goals

300

Learning

1 TYPES OF LEARNING

3 OPERANT CONDITIONING

Biological Constraints Cultural Constraints

6 BIOLOGICAL AND CULTURAL FACTORS IN LEARNING

4 OBSERVATIONAL LEARNING

Definition of Operant
Conditioning

Skinner’s Approach To
Operant Conditioning

Principles of
Reinforcement

ShapingThorndike’s Law 
of Effect

Applications of Operant
Conditioning

Pavlov’s Studies Classical Conditioning
in Humans

2 CLASSICAL CONDITIONING

5 COGNITIVE FACTORS IN LEARNING

Purposive Behavior Insight Learning

270 Chapter 7 Learning

Review and Sharpen Your Thinking

1 Explain what learning is.

• Define learning and distinguish between observational and associative
learning.

How do you learn? Think of a behavior you engage in and describe how you
learned it.

What is classical conditioning?
It is a nice spring day. A father takes his baby out for a walk. The baby reaches over
to touch a pink flower and is stung by the bumblebee sitting on the petals. The next
day, the baby’s mother brings home some pink flowers. She removes a flower from
the arrangement and takes it over for her baby to smell. The baby cries loudly as
soon as she sees the pink flower. The baby’s panic at the sight of the pink flower
illustrates the learning process of classical conditioning, in which a neutral stimu-
lus (the flower) becomes associated with a meaningful stimulus (the pain of a bee
sting) and acquires the capacity to elicit a similar response (fear).

Pavlov’s Studies

In the early 1900s, the Russian physiologist Ivan Pavlov was interested in the way the
body digests food. In his experiments, he routinely placed meat powder in a dog’s mouth,
causing the dog to salivate. Pavlov noticed that the meat powder was not the only stim-
ulus that caused the dog to salivate. The dog salivated in response to a number of stim-
uli associated with the food, such as the sight of the food dish, the sight of the individual
who brought the food into the room, and the sound of the door closing when the food
arrived. Pavlov recognized that the dog’s association of these sights and sounds with the
food was an important type of learning, which came to be called classical conditioning.

Pavlov (the white-bearded gentleman in
the center) is shown demonstrating the
nature of classical conditioning to stu-
dents at the Military Medical Academy in
Russia.

classical conditioning Learning by

which a neutral stimulus becomes asso-

ciated with a meaningful stimulus and

acquires the capacity to elicit a similar

response.

2 CLASSICAL CONDITIONING

Pavlov’s Studies Classical Conditioning
in Humans
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For study tools related to this learning
goal, see the Study Guide, the CD-ROM,
and the Online Learning Center.

276 Chapter 7 Learning

Classical conditioning also can be involved in immune system functioning, which
is important for producing antibodies to ward off disease and illness, such as AIDS
and the flu. Robert Ader and Nicholas Cohen (Ader, 2000; Ader & Cohen, 1975,
2000) have conducted a number of studies that reveal that classical conditioning can
produce immunosuppression (a decrease in the production of antibodies). The initial
discovery of this link between classical conditioning and immunosuppression came
as a surprise. In the course of studying Pavlovian conditioning, Ader (1974) was
examining how long a conditioned response would last in some laboratory rats. A
conditioned stimulus (saccharin solution) was paired with an unconditioned stimu-
lus, a drug called Cytoxan, which induces nausea. Afterward, while giving the rats
saccharin-laced water without the accompanying Cytoxan, Ader watched to see how
long it would take the rats to forget the association between the two.

Unexpectedly, in the second month of the study, the rats developed a disease and
began to die off. In analyzing the unforeseen result, Ader checked out the properties
of the nausea-inducing drug he had used. He discovered that one of its side effects
was immunosuppression. Thus it turned out that the rats had been classically condi-
tioned to associate sweet water not only with nausea but also with the shutdown of
the immune system. The sweet water apparently had become a CS for immunosup-
pression. Researchers have found that conditioned immune responses also may occur
in humans (Ader, 2000; Voudouris, Peck, & Coleman, 1985).

Applying Classical Conditioning: Consumer Psychology Consumer psychology is
the study of how consumers think, feel, reason, and select between different alter-
natives, such as brands and products. Many contemporary advertisers use classical
conditioning in some way (Perner, 2001). Consider this sequence:

• Beautiful woman (UCS) → emotional arousal (UCR) in males
• Beautiful woman (UCS) paired with an automobile (not yet a CS) many times
• Automobile (CS) → emotional arousal (CR)

Recent research has shown that if the conditioned stimulus is encountered out-
side of ads, it doesn’t predict the UCS (Bettman, 2001). Thus classical conditioning
may work best for infrequently encountered products and cases in which the UCS is
associated with only one brand. Also, classical conditioning usually works best when
the CS precedes the UCS in ads.

Not all commercials involve classical conditioning. Some just give information
about the product. The next time you watch TV, observe which ads are relying on clas-
sical conditioning to get their message across. Note what the UCS, UCR, CS, and CR
are in the ads.

Review and Sharpen Your Thinking

2 Describe classical conditioning.

• Summarize the classical conditioning process. Include in your description the
following terms: unconditioned stimulus (UCS), conditioned stimulus (CS),
unconditioned response (UCR), and conditioned response (CR), as well 
as acquisition, generalization, discrimination, and extinction/spontaneous
recovery.

• Discuss the role of classical conditioning in human phobias and specify other
types of behavior that involve classical conditioning.

Think about an attachment that you or someone you know has for a certain object
or environment. Explain how classical conditioning might account for the pleasant
association.

mhhe   com/
santrockp7

For study tools related to this learning
goal, see the Study Guide, the CD-ROM,
and the Online Learning Center.
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This is summary text. At the beginning of this chapter, we started six learning goals and
encouraged you to review material related to these goals at three points in the chapter,
page 00, page 00, and page 00. The following summary can be used to guide study and
understanding of the chapter.

Explain what psychology is and how it developed

• Psychology is the scientific study of behavior and mental
processes. Science uses systematic methods to observe,
describe, predict, and explain. Behavior includes every-
thing organisms do that can be observed. Mental
processes are thoughts, feelings, and motives.

Discuss contemporary approaches to psychology

• Psychology is the scientific study of behavior and mental
processes. Science uses systematic methods to observe,
describe, predict, and explain. Behavior includes every-
thing organisms do that can be observed. Mental
processes are thoughts, feelings, and motives.

●2

●1
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Apply Your Knowledge
1. One common association that people have is called a condi-

tioned taste aversion, which occurs when you eat or drink
something and then get sick. A conditioned taste aversion is
most likely to occur when the food or drink is something
that is relatively unfamiliar. Suppose that you have acquired
a conditioned taste aversion to tequila. Identify what the un-
conditioned stimulus, unconditioned response, conditioned
stimulus, and conditioned response are in this example.

2. Positive and negative reinforcement are often difficult con-
cepts to understand. On the following website, examples
and a practice exercise may help you figure out the distinc-
tion more easily:
http://psych.athabascau.ca/html/prtut/reinpair.htm

3. Think of all of the things you have learned in the past several
days. Write down an example involving each of the follow-
ing types of learning: classical conditioning, operant condi-
tioning, observational learning, latent learning, and insight
learning. Which kind of learning do you use most fre-
quently? Which seems to be the least common for you? Are
there types of learning you’ve done that don’t seem to fit
any category? If so, what aspects of those types exclude
them from these categories?

Connections
For extra help in mastering the material in this chapter, see the
review sections and practice quizzes in the Student Study
Guide, the CD-ROM, and the Online Learning Center.

mhhe   com/
santrockp7
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Explain what learning is.

• Learning is a relatively permanent change in behavior
that occurs through experience. Observational learning
is learning by watching what other people do. In associa-
tive learning, a connection is made between two events.
Conditioning is the process by which associative learning
occurs. In classical conditioning, organisms learn the as-
sociation between two stimuli and, in operant condition-
ing, they learn the association between behavior and a
consequence.

Describe classical conditioning.

• Classical conditioning occurs when a neutral stimulus
becomes associated with a meaningful stimulus and
comes to elicit a similar response. Pavlov discovered that
an organism learns the association between an uncondi-
tioned stimulus (UCS) and a conditioned stimulus (CS).
The UCS automatically produces the unconditioned re-
sponse (UCR). After conditioning (CS-UCS pairing), the
CS elicits the conditioned response (CR) by itself. Acqui-
sition in classical conditioning is the initial linking of
stimuli and responses, which involves a neutral stimulus
being associated with the UCS so that the CS comes to
elicit the CR. Two important aspects of acquisition are
contiguity and contingency/predictability. Generaliza-
tion in classical conditioning is the tendency of a new
stimulus that is similar to the original conditioned stim-
ulus to elicit a response that is similar to the conditioned
response. Discrimination in classical conditioning is the
process of learning to respond to certain stimuli and not
to others. Extinction in classical conditioning is the
weakening of the CR in the absence of the UCS. Sponta-
neous recovery is the recurrence of a CR after a time de-
lay without further conditioning.

• In humans, classical conditioning has been applied to ex-
plaining and eliminating fears. Counterconditioning, a
classical conditioning procedure for weakening the CR
by associating the fear-provoking stimulus with a new
response that is incompatible with the fear, has been suc-
cessful in eliminating fears. Classical conditioning also
can explain pleasant emotions. Some of the behaviors
we associate with health problems and mental disorders,
including certain aspects of drug use and immune sys-
tem functioning, can involve classical conditioning. Clas-
sical conditioning also has been applied to consumer
behavior.

Discuss operant conditioning.

• Operant conditioning is a form of learning in which the
consequences of behavior produce changes in the proba-
bility of the behavior’s occurrence. B. F. Skinner described

●3

●2

●1 the behavior of the organism as operant: the behavior
operates on the environment, and the environment in
turn operates on the organism. Whereas classical condi-
tioning involves respondent behavior, operant condi-
tioning involves operant behavior. In most instances,
operant conditioning is better at explaining voluntary
behavior than classical conditioning is.

• Thorndike’s law of effect states that behaviors followed
by positive outcomes are strengthened, whereas behav-
iors followed by negative outcomes are weakened.
Thorndike’s view that the organism’s behavior is due to
a connection between a stimulus and a response was called
S-R theory.

• Skinner believed that the mechanisms of learning are
the same for all species. This led him to study lower ani-
mals extensively in the hope that the basic mechanisms
of learning could be more easily understood in organ-
isms simpler than humans. Like Skinner, contemporary
behaviorists study organisms under precisely controlled
conditions so that the connection between the operant
behavior and the specific consequences can be examined
in minute detail.

• Shaping is the process of rewarding approximations of
desired behavior in order to shorten the learning process.

• Principles of reinforcement include the distinction be-
tween positive reinforcement (the frequency of a behavior
increases because it is followed by a rewarding stimulus)
and negative reinforcement (the frequency of behavior
increases because it is followed by the removal of an
aversive, or unpleasant, stimulus). Positive reinforcement
can be classified as primary reinforcement (using rein-
forcers that are innately satisfying) and secondary rein-
forcement (using reinforcers that acquire positive value
through experience). Reinforcement can also be contin-
uous (a behavior is reinforced every time) or partial (a
behavior is reinforced only a portion of the time). Sched-
ules of reinforcement—fixed ratio, variable ratio, fixed
interval, and variable interval—are timetables that deter-
mine when a behavior will be reinforced. Operant condi-
tioning involves generalization (giving the same response
to similar stimuli), discrimination (responding to stimuli
that signal that a behavior will or will not be reinforced),
and extinction (a decreasing tendency to perform a pre-
viously reinforced behavior when reinforcement is
stopped). Punishment refers to a consequence that
decreases the likelihood a behavior will occur. Punish-
ment, through which a behavior is weakened, is differ-
ent from negative reinforcement, through which a
behavior is strengthened. In positive punishment, a
behavior decreases when it is followed by an unpleasant
stimulus. In negative punishment, a behavior decreases
when a positive stimulus is removed from it. Time-out is
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