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CMN 1148A Organizational Communication
Class 1 Notes 
Definitions:
-Communication : the process of acting upon information. (Someone/ something says or does something and others think or do something in response).
-Human Communication: the process of making sense of the world and sharing that sense with others. (Ex: Art; Dancing; Religion; Architecture; Media; Literature).
-Interpersonal Communication: When we interact simultaneously with another person and mutually influence each other. 
-Organizational Communication: The process of making sense out of the world and sharing that sense with others in the context of organizations for the achievement of mutual goals. (Teams; Work teams; Business people; University; Neighborhood, etc.). 
Four Principles of Interpersonal Communication: 
1. Communication is inescapable!
a. We cannot not communicate. 
2. Communication can be intentional or unintentional!
a. We both give and give off communication. 
3. Communication has a content and a relational dimension!
a. The content meaning of a message gives information about the topic being discussed.
b. The relational meaning of a message refers to the nature of the relationship if those communicating. 
4. Communication is irreversible!
a. You can never just ‘take it back’. 
Communication Models:
· The Action Model
· Linear, one-way. Emphasis on sender.
· The Interaction Model
· The addition of feedback. Emphasis on the exchange of information. Importance of context.
· The Transaction Model
· Simultaneous, mutual influence, multidimensional.

Chapter 1: Interpersonal Process
Why We Communicate:
· Physical Needs
· Cmn affects physical health; people who lack cmn/ relationships risk: dying early, have a higher risk of dementia & Alzheimer’s, more likely to be hospitalized, higher risk of complications during pregnancy, risk of heart disease and other illnesses 
· Identity needs
· Who you are depends on how others react to you. Reactions determine beauty, intelligence, and skill levels. 
· Feral children like the Boy of Aveyron and Genie only began to learn human self-identity when influenced by the socialization of others to whom they communicated with  
· Social Needs
· Communication is the principle way that relationships are created
· Allows a person to help and be helped and feel included
· Positive social interaction creates a higher quality of life
· Modern societal advancements (ex: industrialization, capitalism, new transportation, and the internet) have sparked a decline in face-to-face interaction which may lead to physical and emotional problems
· Practical Needs
· Cmn allows us to get our ideas across to other ppl
· Speaking and listening effectively help individuals prosper in their academics and careers  (employers look for good people with strong cmn skills)
· Couples with strong cmn are happier
· Students with strong relationships do better and don’t drop out
· Cmn helps ppl achieve Maslow’s hierarchy of basic needs (physical, safety, social, self-esteem, and self- actualization)
The Communication Process:
Communication models have been developed over time to help represent the factors that affect human interaction. 
Insights from the Communication Model:
· Sending and receiving information are usually simultaneous:
· When a teacher is explaining a concept to a teacher, the student is both receiving information as well as sending information through their facial responses to the explanation.
· A communicator= a term that reflects that a person can simultaneously be a sender and a receiver and send multiple messages.
· Meanings exist in and among people: 
· Verbal and non-verbal messages are given meaning by the people who express them and the people interpreting them. 
· Environments affect Cmn:
· Environment: refers to not only physical location, but also to the personal experiences and cultural backgrounds that participants bring to a conversation.
· Problems may arise when communicators belong to different environments
· Noise affect Cmn:
· Noise: anything that interferes with the transmission and reception of a message. There are 3 types:
· External noise (things that make it hard to hear/listen, as well as other distractions like strong smells)
· Physiological noise (biological factors in the receiver such as hearing loss or illness)
· Psychological noise (cognitive factors that make cmn less effective. Ex: a woman who hears the word gal or lady may become so irritated that it makes it hard to objectively listen to the rest of a speaker’s message.)
· Channels make a difference:
· Channel: used to describe the medium through which messages are exchanged
· Examples: face-to-face, telephone, email, written messages
· The channel can effects the way a receiver responds to a message
Communication Principles:	
· Communication is transactional: dynamic process created by the participants through their interaction together.
· Communication can be intentional or unintentional
· Communication has a content and a relational dimension: content= the information being discussed; relational component= expresses how you feel about the other person
· Communication is irreversible
· Communication is unrepeatable 
Lecture 4—
Classical Management theory: Mechanistic approaches
According to classical management theories, an effective organization is like a well-built machine:
· with clearly defined functions
· with clearly defined components
· with pre-determined goals
· Example: toaster!
Key Management Activities:
· Planning, design and maintenance (thinking done by managers; working done by workers)
When the Organizations is Viewed as a Machine:
Emphasis on:
· organization rules, structure and control
· Tall structure- characterized by a narrow span of control and a large number of hierarchical levels. Tight control from above. (Ex: McDonalds)
· Flat structure - characterized by a wide span of control and fewer hierarchical levels. Loose control. Facilitates delegation. (Ex: 
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· Centralized authority (concentrated in management’s hands)
· Clear lines of authority
· Formal reporting relationships
· Specialization and expertise
· Marked division of labor 
· The breaking down of large jobs into many tiny components
Classical Management Theory:
· Where did all these ideas come from?
· Four sets of theorists fall under classical management theory:
· Bureaucracy (Max Weber)
· Administrative Management (Henri Fayol)
· Scientific Management (Frederick Taylor and the Gilbreths)
Max Weber’s Bureaucracy:
· A model of the effective hierarchical organization
· Described 8 structural characteristics of the ideal bureaucracy, with an emphasis on:
· rules and regulations
· formal roles
· detailed job descriptions 
· hiring the right person for the job
· rationality and predictability
· Rational action is action based on the most efficient means to achieve a given end.
· As a sociologist, Weber was critical of bureaucracy’s dehumanizing potential (just another cog in the wheel).
Fayol’s Administrative Management:
· An attempt to promote logic, order and structure in organizations 
· The five tasks of managers:
· planning
· organizing
· commanding (directing)
· coordinating the different units
· controlling (with rules and regulations)
· Fayol’s work formed basis for schools of “Business Administration.”
Taylor’s Scientific Management:
· Describes the way specific tasks should be done to enhance organizational effectiveness.
· To move away from inefficiency due to a workforce that functioned by “rules of thumb”
· Scientific observation, analysis and intervention should be used to improve the way tasks are carried out and to determine the “one best way”
· Conducted “time studies” to determine optimal rate for a job’s accomplishment.
· Taylor’s work revolutionized how work was done in the early 1900’s.
5 Principles:
1.	Responsibility for organization of work rests with managers. (Ex: McDonald’s Manager oversees employees throughout their daily duties /monitors cash at the end of the night/ scheduling)
2.	Use of scientific methods to precisely define work activities. (Ex: McDonald’s : precise amount of condiments on burgers)
3.	Selection of the right person for the task. (Ex: Application and Interview)
4.	Rigorous training on basic work activities. 
5.	Careful monitoring of performance.
Lillian Gilbreth, Ph.D.:
· The Mother of Modern Management
· A psychologist and engineer
· The first SuperMom? A career woman and mother of 12.
· With her husband, Frank, conducted Time and Motion studies.
· Her interest was to design work so that it was more efficient and used t he minimal amount of movement.
Examples of Scientific Management Today:
· Ergonomics in tools and technologies
· Kitchen work triangle
· Performance Appraisal
· Training and development
· Management Consulting
· Time Management
· Many modern organizations!
From Machine to Human…
Human Based Approaches: 
· During the 1930s, models of bureaucracy were questioned. 
· “People weren’t treating each other very well. I wanted to help find a way to make relationships better” (Communication theorist Kenneth Burke on how he became interested in human communication).
· The Great Depression, WWII, and new views of human behaviour influenced dissatisfaction with scientific management. 
· The 1927 film, Metropolis, and Charlie Chaplin’s Modern Times (1936) reflect concerns of many about the dehumanizing aspects of “modern organizations”.
THIS LEAD TO…
· The idea that organizations are “living systems” that need to be nurtured and maintained in order to thrive.
· Human-based ways of looking at organizations. 
Human Relations and Human Resources Approaches:
· With WWII, academics, managers and military personnel come into direct communication with each other (“The Triple Alliance” – Charles Redding, Organizational Communication Pioneer).
· This alliance led to organizational communication as a field of study:
· Human Relations School
· Human Resources School
· Recognition of the human being as an integral part of organization. 
· People have complex needs that must be addressed
· Allowing people to satisfy their personal needs. 
Human Relations Theory:
· Humans attribute meaning to their experiences and behave according to these meanings.
· Focused on fulfilling people’s needs: “A happy worker is a productive worker”
· A criticism of Human Relations Theory was that there was too much emphasis on workers’ happiness.
· Hawthorne Studies established the Human Relations School.
Hawthorne Studies (by Elton Mayo):
4 Sets of Studies from 1925-1931:
1.	Lighting Studies (didn’t matter the light setting, when the lighting changed, workers worked harder because of the presence of researchers)
2.	Work Conditions Studies (always worked harder because of the presence of researchers… observation leads to behaviour change)
3.	“Venting Interviews” (workers were invited to say what they liked and didn’t like about work. Workers enjoyed these sessions)
4.	Effect of Social Influences Studies (social norms at work: workers had complex sets of rules amongst themselves that affected their work and productivity)
Do you think that you’re more productive in a cold or warm room?
· Alan Hedge, a professor of design and environmental analaysis (and director of the university’s Human Factors and Ergonomics Lab) at Cornell University, studied the impact of environmental conditions, including temperature, and found out that a warm environment can enhance productivity.
· When the air temperature was a chilly 18.8°C workers typed 54% of the time and had an error rate of 25%. 
· When the temperature was increased to 25°C., they worked all the time and had an error rate of only 10%.
Importance of the Hawthorne Studies to Cmn Studies:
1.   Role of cmn identified for first time.
2.    Identification of upward cmn.
3. Discovery of social norms. 
4. More interest in people’s needs.
The Birth of Needs Theories:
· Recognition of people in organizations
· Acknowledgement that people have complex needs that must be addressed
· Realization that management must allow people to satisfy their personal needs. 
Maslow’s Needs Theories:
In his Hierarchy of Needs Theory Maslow argued that people want to achieve certain things in their work and that they move up the pyramid as they satisfy these drivers:


== Self actualisation ==
(fulfillment)
=== Esteem needs (recognition) ===
==== Social needs (relationships) ====
==== Safety needs (job security/safety) ====
========= Physical needs (food/water)=======



Human Resources School:
· Altho the Human Relations School introduced a lot of important concepts, it did seem to emphasize too much the worker’s happiness (perhaps at the cost of productivity). 
· Human Resources, in response, placed the emphasis on human relations and productivity.
· New interest developed in the importance of self-direction and self-control
· Importance of goals and objectives (established by staff and management)
· A belief that worker satisfaction will increase as by-product of improved performance and creative contributions.
To sum up: McGregor’s Theory X & Y:
· Theory X Assumptions (Classical Approaches)
· Motivating workers through control and punishment.
· Workers are inherently lazy and will avoid work whenever possible.
· People prefer to be directed so they can avoid responsibility for their actions.
· Theory Y Assumptions (Human Resources Approaches)
· Work is as natural as play.
· Workers are self-directed and self-controlled
· Doing good, challenging work is satisfying and thus motivating.
· Workers seek responsibility and are motivated to use creativity and innovation.
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Interpersonal Perception:
· The Process by which we decide what people are like and give meaning to their behaviours
· Making judgements about others
4 Steps of Perception:
1. Selecting information 
· choice of data to which we will attend or discard
· Sights, smells, sounds, images, etc. : We pick and choose what we are to process at a given moment. 
· We can only attend to a limited number of stimuli at once so we have to simplify the stimuli that flood our senses
· We use perceptual filters to screen out unnecessary info. (e.g. We don’t notice our underwear)
· When a stimulus crosses our threshold of arousal we select it to pay attention to  (e.g. Underwear too tight)
· Selective perception: When we direct our attention to some things and not others 
· (e.g. Listening to a lecture – we listen for specific cues)
2. Organizing information
· classification schema based on physical, role, interaction, or psychological characteristics of people (e.g., punctuation)
· Put information together in a meaningful way
· The process by which we arrange information in a meaningful way. 
· Assembling information into convenient patterns
· Imposing a structure and filling in the gaps to make sense of the information
· Our expectations influence the organization process:

3. Interpreting information 
· assigning meaning to behavior (e.g., a smile, a glance, a frown)
· The process of making sense of the perceptions within our own minds. 
· Assigning meaning to what we have observed
4. Negotiating information
· process by which people use communication to influence perceptions of others (e.g., narratives)
· This step is where you try to share the sense we have made with others.
· This step requires “negotiating” or coming up with a meaning that we can both agree on. 
· Often it is in negotiating that our differences of perception become clear.
Perception Checking:
· A tool to help us understand others accurately instead of assuming that our 1st interpretation is correct. 
	There are 3 parts:
1. Description – provide a description of the behavior you noticed. (“I noticed you didn’t fill in the form…”)
2. Interpretation- provides two possible interpretations of the behaviour.  (“…I wasn’t sure whether you didn’t know how to fill it in”… “or if you were in a hurry…”)
3. Clarification- request clarification from the person about the behaviour and your interpretations. (…”what was going on?”)
Perception is Selective
Our attention is drawn to:
· repetitious occurrences (ex: dripping tap; nagging kid)
· the novel or new
· the unusual 
· intense stimuli
· contrast and change
· Motives & salient influence where attention is drawn 
First Impression Error
· First impressions can for lasting impressions
· In the business world how individuals present themselves can influence the way their peers and superiors regard them 
Stereotypes:
· When we organize information into categories about people, we have to simplify. 
· We base our categories on few people we’ve met and experiences we’ve had to make generalizations.
· This is ok unless we assume all people from that group are like the few.	
· E.g. Meet a couple of unfashionable professors and assume all profs are unfashionable
·  “She’s a professor so she must be unfashionable”
Two types of Stereotypes:
· Halo Effect
· When we consider a person good in one context, then we think everything they do is good. They can do no wrong.
· “You’re an angel”
· Horn Effect
· When we consider a person bad in one context, then we think everything they do is bad. They can do no right.
· “You’re a devil”
Impressions:
· Impressions: Collections of perceptions about others that we use to interpret their behaviours.
· Impression formation:	
· Primary Effect: remember the first thing.
· Recency Effect: remember the last thing. 
Attribution Theory:
· We attribute (interpret) specific motives and causes to the behaviors we observe.
· (We try to explain why we and other people do what we and they do).
· Locus of Control:	
· The person (Lousy driver)
· The circumstance (swerving to avoid another car that had lost control)
· A stimulus (wet road)
Attribution Error:	
· We judge ourselves more charitably than we judge others, blaming our faults on external factors and the faults of others on internal (personality) factors.  

 “I feel that George is a very irresponsible employee because he is constantly making mistakes.”
“A party next door kept me awake last night, and so I made a lot of mistakes at work today.”

NONVERBAL COMMUNICATION
What is Nonverbal Communication?:
· Non- verbal communication is defined as ‘messages expressed by non lainguistic means’ (or means that are not related to language. (Sign language is verbal communication)
· When we “speak a language” with our hands or body, this is NOT considered to be communication e.g. American Sign Language or Langue des signes québécoise (LSQ)
Three Reasons to Study Nonverbal Communication:
1. It is the primary way in which we communicate feelings and attitudes (emotion) toward others.
· Mehrabian (1972) argued that we convey 93% of the emotional impact of a message through non-verbal means. Birdwhistell (1970) argued it was 65/35 non-verbal/verbal.
Affect Displays = Nonverbal cues used to communicate emotions. (smiles, frowns, hugs, signs of boredom)
2. It plays a major role in relationship development. 
· Because we interpret the subtle cues of our relational partners (e.g. silence, tone of voice, posture, facial expression), our relationships develop on the basis of this information.
3. It is usually more believable than verbal messages. 
· We tend to believe that “actions speak louder than words” 
· ON EXAM!

Characteristics of Non-verbal Communication:
· You cannot not communicate (we always give and give off information)
· Non-verbal communication is primarily relational (it serves many social functions)
· Non-verbal communication is ambiguous (open to many possible interpretations).
· Non-verbal communication is influenced by culture (some signals are shared – e.g. smiles, while many are distinct, e.g. proximity, greeting behavior).
Functions of Nonverbal Communication:
1. Repeating (added to a word) 
a. Saying ‘over there’ while pointing
b. Saying ‘yes’ while nodding
2. Substituting 
a. Nonverbal cues that replace the verbal with nonverbal messages
b. These are called ___
c. Nonverbal cues that have specific generally understood meanings in a given ___
i. Ex. Nodding head, applause, OK sign 
d. Emblems are culture and context bound!!
3. Complementing and Accenting (illustrators)
a. Nonverbal cues can complement verbal messages (smiling warmly when saying “I love you”. 
b. Illustrators have no meaning on their own, but get their meaning from the verbal message they accompany (from their context).
i. Ex. drawing a square with the hands, moving hands around or even adding meaning to song or story. 
4. Regulators
a. Nonverbal cues that control and manage the flow of communication between people.
i. e.g. raising hand to say "wait til I finish.”
ii. e.g. raising finger to say “I want to speak.”
5. Contradicting 
a. Sometimes our nonverbal communication is contrary to the words
i. “I’m not upset” in an angry tone with red face.
ii. “I’m so happy for you” when the face says otherwise.
6. Adaptors
a. Gestures designed to satisfy some need.
i. e.g. scratching an itch, adjusting clothes
b. When they occur in private they are usually done in their entirety while in public they may be done in an abbreviated form. 
We also use nonverbal communication to hide and detect deception:
· When lying, people might leak cues:
· greater lag time in response to questions
· reduced __________
· increased shifts in posture
· unfilled pauses
· less _____________
· slower speech
· higher pitch
· more careful speech
However…
· Good liars know that they must ______________ these cues (so they might sustain more eye contact, smile more…).
· Research by Paul Seager finds that because facial expressions are easier to control than body movement, they are less accurate indicators of lying.
· However, the more complex the lie the more liars will leak clues
· (spending more cognitive energy working on the lie than managing the nonverbals).
· The extra _________ needed to remember what they've said and to keep stories consistent may cause liars to restrain movements and fill speech with pauses.
Types of Nonverbal Communication 
· Face and Eyes
· Kinesics (Body movements, posture, gestures)
· Voice
· Proxemics and Territoriality
· Physical Attractiveness
· Clothing
· Physical Environment
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ClICKER QUESTIONS
· Reflected appraisal is the view that self-concept is a product of the messages received throughout your life
· Which of the following is supported by research related to how the self-concept develops? 
	A: self-concept does not exist at birth
-Self-concept id almost totally a product of social interaction
-Children recognize self as distinc fromsurroundings at about age 6 and above
· You can use a social comparison to fool yourself by arguing that those who don’t approve of you have worthless opinions and by offering a way of reshaping an unsatisfying self-concept.
· The communication strategies people use to influence how others view them is called identity management
· Rosenthal and Jacobson’s report that a change in teachers expectations of randomly selected ‘special’ children lead to an actual change in their intellectual performance illustrates : self-fulfilling prophecy
· The myth of perfection describes: how self-esteem is affected by societal models that are unrealistically perfect
CMN Textbook Chapter 5: Language
THE NATURE OF LANGUAGE
· Language is symbolic: 
· -words are arbitrary symbols that don’t in themselves have any meaning; meaning is only decided when people agree on a meaning for a word
· Language is governed by rules:
· -Phonological rules: govern how sounds are combined to form words (like how the word occasion means the same thing in English as in French but is still pronounced differently)
· Syntactic rules: govern the ways symbols can be arranged. 
· Whisky makes you sick when you’re well. (Compared to) > Whisky, when you’re sick, makes you well.
· Semantic rules: governs the meanings of statements. 
· Pragmatic rules: tell us what interpretations of a message are reasonable in a given situation.
· Language is subjective:
· People attach different meanings to the same message (ex. You tease a friend playfully and they take it seriously and are offended)
· Meaning are in the people, not the words (Ogden and Richards’ Triangle of Meaning)
· Language is linked to worldview:
· People who speak different languages organize and view their worlds differently 
· Ex: the Pormpurraawans don’t have words like left and right; they say south, north etc which means they have a really good sense of direction because they have no other ways of communicating locations other than in terms of compass directions
· Linguistic relativism: the idea that language exerts a strong influence on perceptions and thought.
THE INFLUENCE OF LANGUAGE
· Naming and Identity:
· Names shape the ways others think of us, the way we view ourselves, and the way we act.
· Unusual names with strange spellings= harder to get a job and higher records of juvenile delinquency
· Mothers with lower levels of education are more likely to pick unpopular names and are more likely to raise their kids in a low income home
· Names can reflect cultures
· Credibility and Status:
· Word choice and pronunciation have a strong influence on whether others accept or reject our ideas
· Speech influences status
· Accents and vocabulary are important in shaping perceptions
· Affiliation, Attraction, and Interest
· Speech can build solidarity with others (to show affiliations with another person, ppl change things like vocabulary, rate, number and placement of pauses, and level of politeness)
· Close friends and loved ones develop a set of special terms that serve as a way of signifying their relationship 
· Convergence: the process of adapting one’s speech style to that of others with whom the communicator wants to identify
· Divergence: the process of adapting one’s speech in ways that emphasize differences between the speaker and others from whom the speaker wants to distance him or herself
· Power
· Confidence is better than powerless speech mannerisms (‘I guess I’d like to…’; ‘I probably shouldn’t say this but…’; etc.) 
· Powerful speakers are seen as more competent, dynamic, and attractive than speakers who use powerless speech mannerisms
· People (particularly high status women) use politeness as an effective tool to get their needs met while protecting the face of the powerless person
· A mix of powerful and polite speech is usually most effective
· Sexism, Sexual Prejudice, and Racism:
· Language can contribute to stereotypical characterizations/ prejudices 

Lecture 2: The Self
Self-Concept
· Self-concept is a relatively stable set of perceptions you hold of yourself.
· Self-concept begins to emerge when children recognize themselves as separate from others (6 or 7 months) and it continually evolves through life.
· We are capable, as we saw earlier, of possessing “multiple selves”
There are 2 main theories about Self development
1. Reflected Appraisal: 
· our perceptions of the jugements influence our self-concept (e.g. what we think others think of us)
· Interaction with significant others and the _messages_ that others convey to us about ourselves
· Roles you assume and self-labels (e.g. The Bad Boy)
2. Social Comparison Theory (how we measure up to others)
· the tendency to _compare_ others, looking either downward or upward
· Reference groups – those groups with which we compare ourselves
· Because we choose the groups we _associate with_, to a certain degree we can choose groups with whom we compare favorably.
· It is probable that if we choose groups that you will never be able to compete with (actors, pro athletes, members of Mensa) then this will have a negative impact on our view of our self. 

Media as a Source of Social Comparisons
· Many people turn to the media (books, magazines, TV) for role models with whom to compare themselves.
· These comparisons are often _unfavorable_ for the average person, since the media perpetuates a myth of perfection. 
· When we choose unrealistic groups for _comparison_, our self-esteem suffers and we feel inadequate.
· In the present media environment, this lowered self-esteem often takes the form of dissatisfaction with our bodies and influences how we communicate.
Barbie
· Dr Helga Dittmar, a psychologist at the University of Sussex, has studied questions of media impact on body image extensively.
· In one study, Dr. Dittmar had 200 girls look at pictures of either Barbie or of  Emme and then asked them to pick figures that _represented_ their actual body shape, the body shape they ideally desired and their ideal body shape as an adult woman. 
· The difference between the shape girls thought they had and the shape they wanted was then _analyzed_. 
· The results showed that girls aged five to six were more dissatisfied with their shape and wanted more extreme thinness after seeing Barbie doll images than after seeing other pictures. For those aged six to seven the negative effects were even _stronger_. 
· Most of us know that Barbie’s figure is not possible for most women.
· Children do not yet have the capacity to make this judgment and yet, according to Mattel, 99% of girls aged 3 to 10 years old own at least one Barbie doll. 
Identity Management
· Presenting image or self – how we want to appear to others (as opposed to perceived self – how we actually see ourselves)
· We are good at managing the _impression_of others through:
· Facework – _verbal_ and _nonverbal_ways in which we act to maintain our presenting image and the image of others (e.g., politeness strategies)
· Identity management – process of trying to control how we present ourselves
How Do Expectations of Others Influence our Self-Concept
· Self-fulfilling prophecy refers to way in which expectations about an event can influence _our behaviour_and the outcome of that event. 
· In other words, what we (or others) believe about ourselves often comes true because we expect it to come true.
· Self-imposed
· Externally-imposed (e.g. Rosenthal and Jacobson)
· We tend to live up to—or down to—these expectations.
Self-Esteem: Your self worth
· Self-esteem is part of the _concept_. 
· It involves evaluation of the self in comparison with others (in terms of skills, talents, looks, etc.)
· Self-esteem can change very fast.
Persons with positive self-esteem tend to:
· Think well of others
· Expect to be accepted by others
· Evaluate their own performance as favourable more often than not
· Perform poorly when being watched 
· Work worse for people with high standards
· Feel threatened with those they may judge to be superior in some regards
People with negative self-esteem tend to:
· Disapprove of others
· Expect to be rejected by others
· Evaluate their own performance unfavourably
· ___________poorly when being watched and react defensively to criticism
· Work harder for undemanding, less critical people
· Feel threatened by people they see as
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