@ ’ACADEMIC

Self-Concept, Value, Beliefs And Attitudes

Posted on September 13, 2018

View this essay online:
https://academic-master.com/self-concept-values-beliefs-and-attitudes/

Introduction

Self-concept, values, beliefs, and attitudes are closely related psychological concepts, but each refers
to a different part of how people understand themselves and respond to the world. Self-concept is the
organized set of ideas a person holds about who they are, including personal attributes, relationships,
social identities, abilities, and roles. Beliefs are propositions accepted as true or probable, whether
they concern the self, other people, or the wider world. Values are relatively enduring judgments
about what is important or desirable, while attitudes are favorable or unfavorable evaluations of
particular people, objects, issues, or behaviors. These concepts influence one another without forming
a simple hierarchy. A person may value honesty, believe that a workplace rewards concealment, hold
a negative attitude toward a policy, and still describe the self as principled. Clear distinctions are
important because they explain why people can display consistency in one setting and contradiction
in another. Identity and decision-making emerge from interaction among internal meanings, social
relationships, cultural expectations, and perceived opportunities rather than from one psychological
variable alone.

Self-Concept as an Organized and Flexible System

Self-concept is multidimensional and context-sensitive rather than a single overall attitude. It can
include statements such as “l am a parent,” “I am confident with familiar people,” “I struggle with
mathematics,” or “my cultural community is important to me.” Some elements become central to
identity and are activated frequently, while others become relevant only in particular situations.
Markus (1977) described self-schemas as organized structures that guide attention and interpretation
of information related to the self. This can promote continuity, because people can anticipate how
they usually behave, but it can also create selective perception. Someone who sees themselves as
poor at mathematics may remember mistakes more readily than improvement and avoid situations
that could challenge that identity. Self-esteem is related but distinct because it refers to evaluation of
worth rather than the complete content of self-knowledge. Research on the dynamic self likewise
emphasizes that self-concept changes through roles, relationships, memory, goals, and social context
even while retaining enough stability to support a coherent sense of identity (Markus & Wurf, 1987).

Copyright © 2026 Academic Master. | 1


https://academic-master.com/self-concept-values-beliefs-and-attitudes/

@ ’ACADEMIC

Beliefs and Values

Beliefs and values answer different questions. A belief concerns what a person accepts as true, likely,
or real; a value concerns what the person considers important, desirable, or worthy of protection.
Beliefs can develop from direct experience, education, testimony, culture, authority, inference, or
repeated exposure, and they vary greatly in evidential quality. It is therefore inaccurate to assume
that beliefs are inherently irrational. Some beliefs are carefully supported by evidence, while others
are intuitive, inherited, or protected through confirmation bias and motivated reasoning. Values are
broader motivational standards that guide judgment across situations. Schwartz (1992) identified
recurring value domains such as security, achievement, benevolence, tradition, self-direction, and
universalism. A value rarely dictates one behavior by itself. Someone who values family responsibility
might work longer hours to provide income or reduce working hours to spend more time at home.
Which behavior follows depends on beliefs about consequences, competing priorities, available
resources, and social expectations. Values can remain stable while their practical expression changes
substantially across life circumstances.

Attitudes, Intentions, and Behavior

Attitudes are evaluations directed toward identifiable objects such as a person, profession, product,
policy, group, or behavior. They can include cognitive, affective, and behavioral components: what a
person thinks, how the object makes the person feel, and how the person is inclined to respond.
These components do not always align. Someone may believe exercise is beneficial, feel anxious in
gyms, and still intend to become more active. Attitudes also differ in strength and accessibility. A
weak evaluation formed from limited information may change quickly, whereas an attitude tied to
identity or moral values can resist persuasion. The theory of planned behavior further shows why
attitudes alone do not predict action perfectly. Behavior is influenced by perceived social norms and
perceived control as well as personal evaluation (Ajzen, 1991). A person can support public
transportation yet continue driving when routes are unavailable or unsafe. This gap does not
necessarily reveal hypocrisy; it shows that decisions arise from both psychological orientation and
external opportunity.

Reciprocal Influence and Psychological Change

The relationship among self-concept, beliefs, values, and attitudes is best understood as reciprocal.
Values influence which outcomes matter, beliefs help predict how actions may produce those
outcomes, and together they can shape attitudes toward particular choices. Repeated behavior and
social feedback can then alter self-concept. The process can also begin with identity: a person who
thinks of themselves as an environmentalist may seek information about ecological risk, prioritize
conservation values, and develop favorable attitudes toward environmental policies. Inconsistency

Copyright © 2026 Academic Master. | 2



@ ’ACADEMIC

remains common because people hold several identities and values simultaneously. Cognitive
dissonance theory explains why contradictions among beliefs, actions, and self-understanding can
create discomfort that motivates change (Festinger, 1957). A smoker who values health may quit,
minimize the risk, redefine smoking as stress relief, or avoid threatening information. Which response
occurs depends on commitment, alternatives, identity, and social reinforcement. Psychological
change is therefore not produced by facts alone; new information is interpreted within existing
motives, relationships, and self-protective narratives.

Socialization, Culture, and Power

Socialization provides the environment in which these concepts develop. Families, peers, schools,
religious communities, workplaces, media, and political institutions transmit beliefs and norms while
rewarding some values and identities more than others. Children learn through instruction, imitation,
reinforcement, and observation, but development is not passive copying. Adolescents and adults
compare messages, reject expectations, combine traditions, and revise self-understanding through
education, migration, relationships, work, parenthood, discrimination, and social change. Culture also
influences whether independence, family duty, achievement, spirituality, or collective responsibility
receives greater emphasis. Power matters because people do not construct identity under equal
conditions. Racism, class inequality, disability barriers, gender expectations, and institutional policies
affect which roles are available and how others respond to a person. A negative evaluation of an
institution may therefore reflect lived unequal treatment rather than a distorted individual attitude.
Psychological concepts are most useful when they explain experience without turning structural
obstacles into personal deficiencies or assuming that one behavior reveals an entire character.

Conclusion

Self-concept, beliefs, values, and attitudes form an interacting system through which people interpret
experience, define priorities, evaluate choices, and understand themselves. Self-concept organizes
identity and role-based self-knowledge; beliefs represent accepted claims about reality; values
express enduring priorities; and attitudes evaluate specific objects or actions. None of these concepts
can be reduced to another, and no fixed hierarchy explains every decision. Beliefs and values may
shape attitudes, attitudes can guide intentions, behavior can alter identity, and social environments
continuously influence all four. Ajzen’s theory of planned behavior shows that perceived control and
norms help determine whether an attitude becomes action, while Festinger’s account of cognitive
dissonance explains how inconsistency can motivate reinterpretation or behavioral change (Ajzen,
1991; Festinger, 1957). Their relative stability gives personality and decision-making continuity, but
evidence, relationships, new roles, conflict, and cultural change can reorganize them. Clear
distinctions among the concepts allow behavior to be analyzed without assuming that one action
reveals permanent values or that identity remains fixed across every setting.
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