Community and Family Studies- Prelim notes


Individuals and Groups 8.2
The individual:
Factors that contribute to an individual’s development:

Self-esteem: How an individual feels about themselves in terms of worth or value. Self-esteem is often referred to as being ‘high’ or ‘low’. Individuals with high self-esteem are likely to be confident and self-assured because they place a high value on their personal worth or self-image. High-esteem is good because a person will feel confident and try new things/take on challenges.
Self-confidence: How likely we are to feel ready to take on challenges. A person with high self-confidence is more likely to give anything a go, whereas a person who lacks confidence is more likely to shy away. If a person is confident they are more likely to develop because they are willing to try new things.

Self-actualisation: takes many years for an adult to achieve, it is satisfying all need to a certain level.

Peers: individuals of similar age. Being accepted by peers satisfies a human need to belong and be accepted. Peer groups provide security for individuals to develop within. Peers encourage each other to attempt new things and give recognition to each other. When a peer group rejects an individual, the individual may stagnate/regress as they deal with rejection and loss of security. Through rejection an individual will develop coping skills and progress individual development.

Heredity: Passed from one generation to the next via genes. Can influence development in areas such as intelligence and personality.
Reasons for group formation:

· Location

· Gender

· Shared interest/common goal

· Security

· Sexuality

· Specific need

· Social interaction

· Culture

· Other

Types of groups:

Primary: Also known as 1st groups include the family, they are personal relationships and interaction between members is intimate.

Secondary: Include family acquaintances and others. Interaction is more superficial and communication is based on the importance of skills.

Temporary: Form and dissolve as goals are identified and achieved e.g. TAFE course running for 6 weeks then finishing.

Permanent: Have strong ties that enable them to exist over time e.g. family

Formal: Have specific tasks and responsibilities e.g. schools, sports

Informal: Occur naturally in response to the need for social contact, or through shared interests e.g. mother group, child play

Roles, Relationships and Tasks within Groups:
Characteristics of group members:

Task-oriented: Place emphasis on the task and what is required to get the job done. Task-oriented members brainstorm, judge, expert, representative, implementer, chairperson, secretary.

Socio-emotional: Concerned with the well-being of the group and include peacemakers, encouragers, advocates or negotiators and tensions relievers. They convey feelings, values and opinions about the job being done. They focus on people.

Destructive: Stop or divert the attention of the group from achieving its goals or tasks. Can be done in a number of ways which might involve them being a victim, blocking, hushing, shelving (delaying tactics) or seeking recognition.

Recognition of individual input to group effectiveness:

Groups are made up of 2 or more individuals; each individual must contribute to the group and its task for recognition.

When people do their role in a group then the group becomes more effective than if they don’t. Individuals who do not fulfill their role are likely to be rejected by the group.

Norms, Conformity and Cohesiveness within and among Groups:
Norms are standards of behavior we judge to be acceptable in given situations. Groups will have norms that help identify the group and its values. A dress standard is an example of a norm.

Conformity is used to describe the way in which individuals adjust their behavior in order to fit into the norms of a group. The more conformity in a group the greater the cohesiveness therefore the unity of the group increases.
Cohesiveness when used in relationship to groups refers to the ability of the group members to feel a sense of attraction to each other and the group. Holds a group together, and makes the group follow goals.

Leadership Styles:
Assumed and negotiated:
Assumed leadership is where an individual takes on the role without any discussion or it maybe agreed upon or negotiated.

Leadership Styles:
Task oriented/ people oriented: Place greater emphasis on the task to be achieved, getting the job done, the organizational details and administration. People oriented will focus on people and relationships in order to complete the task.
Autocratic: They make the decisions for the group; they like to be in complete control of all aspects relating to how the group functions. Expect individuals to follow instructions. Do not feel the need to involve individuals in decision-making.
Laissez faire: laid-back leaders. May give the group instructions on what needs to be done but doesn’t direct to ensure the task is done, therefore, the group controls how and if decisions are made.
Transformational: Provide individual consideration, intellectual stimulation and possess charisma. They provide vision; install pride and gain respect and trust.
Cultural: Leader is valued for their ability to bring about ‘change’ in the community or workplace environment. They do this in consultation with group members, sharing opinions and ideas in order to develop guiding beliefs that will be reflected in al aspects of what they say and do.
Influences on leadership styles:
Nature of the group: The size and purpose. Leadership of a small group of parents for a school working bee will be less complex and less formal compared to the leader a of multinational company responsible for hundreds of employees across the world.

Type of task: At the school working bee the leader maybe required to identify jobs and to match individuals to tasks. Volunteers may work on the task for as little or as long as they choose, however, in the workplace tasks must be completed by a given time to a given standard.

Nature of the decisions: Weather simple or complex decisions they will influence leadership style. E.g. a social club deciding where to hold its Christmas picnic is a relaxed leadership style than deciding how to restructure stuff in order to increase productivity.

Gender expectations: Men maybe considered more authoritarian in their leadership style than women. Their style of leadership may be loud and aggressive and accepted as part of what they do. Women, however, maybe expected to be ‘soft’ leaders. If a woman is assertive she maybe considered hard. Culture can play a role in gendered expectations of leaders e.g. in some cultures women are expected to be invisible and powerless whilst the men are leaders.
Experience of the leader: An experienced leader my employ a variety of leadership styles in order to get the best out of individuals and situations. An inexperienced leader my lack knowledge, skills and confidence to use a variety of leadership styles.

Culture: Values maybe different from one culture to another.

Effectiveness and flexibility of leadership:

· A leader has to understand the nature of the task and what is required.

· The nature of the task, simple or complex, will impact on the effectiveness and flexibility of the leader.

· Leaders need to know the people he or she is working with and also know their strengths and weaknesses. Needs to be able to select appropriate leadership styles/s that will get the best out of the group in order to complete the task.
· Confidence and experience in a variety of situations and with a variety of individuals will allow the leader the opportunity to exercise flexibility.

Leadership and management roles:

Leadership involves influencing other towards the achievement of goals. Leadership may be formal or informal. An effective leader will use management skills to achieve goals.

Management implies expertise in using available resources to achieve predetermined goals within an organization.

Good leadership and management are interdependent, meaning that in order to be an effective leader you also need to be an effective manager and vice versa.

Group Dynamics:
Group dynamics is the study of the structure of social groups and the processes that happen in them. It includes a study of a group’s size, norms, purposes, focus, structure, relationships, and patterns of interaction and use of power.

Communication Networks:
Wheel: has one person as its focus. Most information is given by this person to others in the group. Group members also send information to this person rather than to others in the group.
Chain: an accurate form of communication when used with smaller groups. Information is sent and received from one point to another. Each link represents an individual who can pass and receive information to the link either side of them, with the exception of the first and last link that have no one either side of them.
Circle: Increases communication because it provides a further link to each individual at the beginning and end of a chain. This allows each member of the chain greater equality in sending and receiving information, thus improving individual input.

All-channel: Allows individuals the opportunity to communicate with all other members. This means a lot of information can be generated and passed among members. Depending on the size of the group, this may enhance personal satisfaction of group members or may lead to confusion.
Organizational grapevine: Fast method in which information is informally sends and received. It is the source of rumors that may or may not be accurate. Group members will use the grapevine to try and put together incomplete pieces of information in order to understand something they do not have all the information about. As a result information gained from this method is unreliable.
Power within groups:
Power describes an individual or group's ability to do something. There are 
five bases of power:
Legitimate: Power that comes with being in the position e.g. School captain 
has powers associated with being in that position. The power will usually be 
written or acknowledged.
Reward: Individual has the ability to give rewards, perhaps in the form of 
improved working conditions, greater responsibility or pay increase.
Coercive: Being in a position where you are able to influence people to do 
things through threat or fear of loss of privilege. This may include 
downgrading position, salary cut, forced transfer or dismissal.
Referent: Power comes from the person's natural being. Maybe how they look 
or act their charisma that motivates others to want to be like them etc.
Expert: Power comes from knowledge, skills, training or experience that puts 
the individual or group in the position of being better able to address a 
given set of circumstances than others.

Use of power: 
Individual: If an individual understands what power is, how it is gained as 
well as the impact of its responsible and irresponsible use, then the use of 
power to influence will be managed more thoughtfully and responsibly.
Group: Individuals will be involved in groups that make decisions on 
political, economic, family, work, school or interest groups. Within groups 
there will be individuals who will old more power or authority than others.
Self-empowerment: Occurs when we give ourselves power of authority. We can 
empower ourselves by developing knowledge, understanding, skills and 
expertise about groups dynamics, that is, how groups communicate, use power 
and make decisions.

Impacts of power: 
Positive: When used for the benefit of the individual or group e.g. parent 
uses their power or authority to discipline a child, or when a community 
group uses their power to check council decision-making, in order to protect 
an at-risk environment.
Negative: Used irresponsibly to benefit an individual or group at the 
expense of others e.g. parent neglects or abuses the rights of a child.

Group decision-making processes:
Forms of decision-making:
Brainstorming: Information and ideas are generated without fear of 
rejection.
Nominal group techniques: Group meets formally to address a problem or 
issue. All members put an idea that is recorded and discussed by the whole 
group later in the process. After clarification of each idea, some ideas 
maybe dropped or combined. Individuals are then asked to rank ideas with the 
finial decision being made based on the highest aggregate ranking.

Delphi technique: Complex technique, time consuming to perform. Members of the group never meet face to face. Typically, a questionnaire that is carefully designed is administered to the group members. Results are centrally tallies and sent back to group members from them to view, they are then asked for their responses again with the expectation that they may now have new ideas to contribute or that they may have changed their point of view on some issues.

Leadership effectiveness for new strategies: Asks the group to put forward ideas through brainstorming on a given topic. Group places the info they have generated into categories that can be given a label or heading, categories are then prioritized.

Computer-aided decision-making: Combines nominal group techniques with computer technology.

Voting: Each individual makes a choice, can be public or private. Number of methods used to influence or control or count votes in order to make a decision.

Consensus: Makes decisions without voting. Debating issue in order to find those areas of agreement between opposing points of view.

Supporting an individual or leader can also help make decisions because of the expertise they possess, the position they hold or because they represent the views of the group and the job that needs to be done.
Sociometric models:

Sociograms are used to show patterns of relationships in groups, they can show the relationship between peers, family members or a work group.

It is constructed by using labeled circles to represent each individual in the group- can be done using letters or numbers.

Positive and Negative:

The relationship between each individual and others in the group is recorded using solid lines to show a positive relationship and broken lines to show a negative relationship.

Each line has an arrow at either end; there is mutual feeling for each other.

Sociograms can have sub-groups that can be identified. An individual with no arrows or lines attaching themselves to the group are call isolates.

Managing conflict:

Conflict occurs when there is a disagreement between people or groups, it can be caused by:

· Incompatible goals

· Individual differences and personalities

· Limited resources

·  Ineffective communication

· Varying values

· Multiple role expectations
Forces:

Constructive: View is as character building, or as an opportunity to clear the air and get on with the job at hand.

It can be Disruptive/destructive and can be a positive or negative experience for groups and or individuals.

How to avoid conflict:

· Keep peace for a period of time in order for goals to be achieves

· Create stress and anxiety for self or other because personal needs are impacted on and negative feelings are not dissipated

· Complicating and intensifying difficult situations

· Resources maybe used in a less effective way.

Resolving conflict:
Process:

Negotiation: Bargaining or exchanging ideas, goods or services between two or more people of groups.

Mediator/third party: Provides an environment for negotiation to take place in, they are a facilitator who reasons with the parties involved, suggests options or alternatives & sometimes persuades the parties to reach a consensus or agreement that will lead to the resolution.
Outcomes of each strategy:

Win-win: Everyone involved feels happy with what has been decided or achieved.

Win-lose: One party wins and the other loses.

Lose-lose: Both sides lose.

Approaches:

Assertive: Listening to others point of view and discussing what they feel.

Cooperative: Having an open mind, maintaining good relationships with others and recognise the other ways of doing things to over come differences and conflicts to achieve goals.
Passive: Disruptive, individuals fail to express their needs and allow others idea’s to override theirs. Passive people ignore their own rights, suppress feeling of anger and resentment, feel helpless and lack self-confidence.

Aggressive: Destructive as someone gains at another’s expense. Conflict is often resolved in the short term; group members become distanced from each other and feel frustrated and bitter. Aggressive people ignore rights and feelings of others, determined to get their own way

Individual and Group Well-being:

· Satisfaction of needs, both primary and secondary

· Comfort in environment, at work, home, community and at leisure

· Effective communication, with family, peers, friends, acquaintances and workmates

· Autonomy, that is, our ability to be independent.

