
2.4 SOCIAL BEHAVIOUR 

 

2.4.2.1 Sociology 

In sociology power is defined as the ability of an individual or group to fulfil its desires and 

implement its decisions and ideas. It involves the ability to influence as well control the 

behaviour of others even against their will. According to Giddens power must be recognized 

as a primary concept in sociological analysis. It is potentially an aspect of all relationships. 

Power is an aspect of all areas of society and all institutions. Talcott Parsons defines power 

as a systems property a capacity to achieve ends whereas Mills viewed power as a 

relationship in which one side prevailed over the other. According to Max Weber power is a 

chance of man or men to realize their own will in a communal action even against the 

resistance of others who are participating in the action. Marxian analysis rejects the view 

that power is societal resource held in trust and directed by those in authority for the 

benefit of all. Instead power is seen to be held by a particular group in society at the 

expense of rest of the society. The source of power in society lies in the economic 

infrastructure and gradually the power of the ruling class extends beyond specific economic 

relations and prevades the entire superstructure.  

http://groundreport.com/what-is-concept-of-power-in-sociology/ 

 

Empirical measurement of power compares two parties' experience of changing each 

other's behaviour in a win/lose situation and achieving more or less than they were due or 

expected, in a compromise. The compromise may recognise their relative inertias (see 

2.3.4). For example, one party could have less inertia recognised than the other and could 

therefore be expected to compromise more,  in a balance with equal influence or power. 

Bargaining power is the relative ability of parties in a situation to exert influence over each 
other.  
Bargaining power is often expressed as a ratio of a party's ability to influence the other 
participant, to the costs of not reaching an agreement to that party. 
BPA (Bargaining Power of A) = (Benefits and Costs that can be inflicted upon B)/(A's cost of 
not agreeing) 
BPB (Bargaining Power of B) = (Benefits and Costs that can be inflicted upon A)/(B's cost of 
not agreeing) 
If BPA is greater than BPB, then A has greater Bargaining Power than B, and the resulting 
agreement will tend to favor A. The reverse is expected if B has greater bargaining power 
instead 
 http://en.wikipedia.org/wiki/Bargaining_power (Extract.) 
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