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1. What was the most interesting idea?
The most interesting idea was how social lives and more so at school coupled with the peer interactions, influence people to become friends. It was also interesting to note that online social networks have a large influence on how people become friends either online or even physically. The article is succinct that the different tastes and preferences between different individuals is the greatest contributor towards friendship (Lewis et al., 2012). It is interesting to note from the article that friendship is not an accident but rather a force that is enjoined by different factors which bring people together and therefore making them to become friends either knowingly or unknowingly.
2. Why do people who have like tastes gravitate toward each other?
The diffusion of consumer behaviors is cited as one of the leading causes why people with similar tastes tend to gravitate towards one another. Since certain tastes are only found at particular places, there is likelihood for people with similar tastes to meet as such places in their quest to pursue their preferred tastes and in doing so, friendship will be born between certain individuals while others will continue meeting since they are brought together by a common thing. Lewis et al. (2012) denotes that some people are not friends because they do particular things together or share particular tastes but the very essence of similar tastes was the reason why they met in the first place. It therefore acts as a magnet that attracts people together based on their similar tastes. 
The other reason that forces people with tastes to gravitate towards each other is social stratification. Our society is structured in a way that has classes or different tastes for different products and even businesses are segmented in accordance or with preference to the differences in tastes (DeLamater & Ward, 2013). The social structure therefore implies that people with a particular taste will ultimately gravitate towards each other at one time or the other.
3 (a). Under what conditions are people most likely to keep agreements they make and under what conditions are they most likely to break them?
The conditions that are likely to influence whether people keep their agreements or break them mainly include the differences in their tastes, preferences and behaviors (Lewis et al., 2012). Sharing similar tastes, preferences and/or behaviors implies that people are more likely to meet and this will therefore make it more likely for such people to keep agreements but those who do not share in either of the tastes, preferences or behaviors will most likely break the agreements since there is a limited likelihood of meeting constantly.
3 (b) (i). Under what conditions will efforts to induce conformity produce nonconformity or deviance by the persons at whom these efforts are directed?
Efforts to induce conformity will most likely fail if the effort is not related to the preferred taste, preference or behavior of the individual. The individual will therefore feel as a captive for things that he/she does not like and there is therefore likelihood that there will be non-conformity on the part of the individual/individuals where the effort is being directed (Lewis et al., 2012).
3 (b) (ii). Under what conditions are efforts at producing conformity most likely to meet with success?
Efforts can only achieve success in conformity only if they are in alignment with the natural tastes, preferences and behavior of an individual (Lewis et al., 2012). An individual will most likely conform to what he/she is not forcing his body to do and more so that effort that comes from within without being coerced.
3 (c). How do feelings of powerlessness affect one’s interaction with those on whom one is dependent?
The feelings of powerlessness ultimately lower the self-esteem of an individual and consequently lower his/her ability and desire to do certain things (Lewis et al., 2012). This also affects his/her interactions with those that he/she is dependent on since there is likelihood that such an individual may perceive himself/herself as being of no use to them.
4. What concepts from class can you tie into this article?
This article is of particular help to the concepts learnt since it augments our understanding on the influence of peer pressure and social interactions on our way of life and these are common concepts that we have been learning in this course. 
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