Chapter 3 - Perception of Others

Perception= The process of sensing, interpreting, and reacting to the physical world

Perception is Learned and Backward Looking 
-We learn sight and touch by experience
-How we perceive taste, smell, and sound is also learned
-With practice we can learn to tell the difference between sounds that are first undistinguishable 
-We also associate smells with certain people, places, or things
-Culture has a large influence on whether our reactions to what we see, feel, taste, hear, and smell are positive or negative
-As much of our learning comes from cultural experiences
-The learned nature of perception means that it is backward looking in its interpretation of the present
-We see what we expect to see

Implications for Communication
-Our expectations are grounded in past experiences
-We use old frameworks to interpret and file the information
-The more you know about the subject, the more expertise we acquire, the more difficult it becomes to “think outside of the box”
-We pick out what we regard as significant detail in any event and interpret the information in the light of what we already know, believe, and expect

Stereotypes= Popularly held beliefs about a type of person or group of people that do not take individual differences into account

Perception is Culture Bound and Racially Biased
-Aboriginal people often experience time in a way that is different from most members of mainstream cultures experience time.
-They do not see time as linear, they see the past as closely woven into the present

Breadth of perceptual field= The amount of information we take into our visual or other perceptual systems
Optical communities= A social group that shares a similar view of the world
Own-race bias= The idea that accuracy increases when we identify specific members of our own race

-Studies have found that East Asians differ from Westerners in areas such as the size or breadth of their perceptual fields
-Focus on a very narrow field
-Field of vision expands to include much more information
-Different historical periods also create “optical communities”
-Groups of people who see the world differently from those in the historical period
-Scientists are influenced by the time periods in which they work
-The more popular theories of the day affect how the interpret the results of their work

Implications for Communications
-With the right intentions and efforts, we may be able to discard our stereotypes and to see strangers as individuals… not just as members of a larger group, which they belong to 

Out-group= A group of which one is not a member

Perception is Selective and Self-Serving
-We must rely on selective perception
-Many stimuli compete for our attention on an ongoing basis
-We are bombarded with approx. 2 million bits of information a second
-‘Knowing what to obtain and what to discard’
-Load-induced blindness can occur when we receive more visual information than we can process
-We tend to filter out information that does not serve our needs

Selective Perception= The process by which we see and retain certain kinds of information while ignoring and discarding other kinds of information
Load-induced Blindness= Inability to see as a result of information overload in a visual field
Self-Serving= A focus on what serves our own purposes and makes us look best

Perception is Selective
-Factors such as gender and occupation come into play when we talk about selective perception
-Eyewitness accounts have found that men and woman note and remember different aspects of a crime scene, depending on what catches their interests

Perception is Self-Serving
-Selective nature of perception, we speak of “filters” through which we pass information about in our world
-We pay attention to and recall information that makes us look better, and we judge ourselves more generously than we judge others
-We look for “external factors” to explain late arrival at work, but we look for “internal factors” to explain the lateness of a colleague 
-This tendency to credit our successes to internal or personal factors and our failures to external factors as self-serving bias
-We are more likely to place blame on factors related to personality (internal) and less likely to accept the situation (external) as the reason for the person’s failures



Implications for Communications
-Selective perception carries many risks because we are quicker to perceive, remember, and respond to the negative rather than the positive
-Quicker to perceive and more likely to recall the unusual and sensational

Perception is Spontaneous and Largely Unconscious 
-What we perceive depends to a great extent on our existing values
-Perception has four distinct phases:
-We pick out cues that are important to us such as a designer dress someone is wearing
-We use the cues to decide on personal characteristics (economic status, etc.)
-We then make connections in the third phase to other qualities that might fit with the personal characteristics (conservative political views)
-We put everything together in order to know how to respond to the person
-These phases of perception may sound logical and linear, they often occur in large and spontaneous fashion, taking only seconds of time

Perception is Value Driven
-We are quicker to perceive information tat fits our existing cultural, religious, and social values than information that goes against those values
-We quickly perceive the things that matter most to us (things we value)
-Most likely to perceive what we already believe to be the truth and to block information that does not fit into our existing beliefs

Implications for Communications
-Our first impressions become foundations for later interactions and for representations of person to others
-More likely to arrive at a favorable opinion of another person when positive information about the person comes from a third party

Warranting theory=Theory that says we are more likely to believe information that someone cannot manipulate
Impression formation theory= Theory related to how we put different pieces of information together to form and impression of a person

-Impression formation theory concerns itself with how we represent ourselves to others
-In fear of making bad impression they say, “I know I might seem boring but I’m really not”
-As a result, people are more likely to expect us to display thee trait we disowned
-We put ourselves at risk when we make bad comments about another person
-People react positively to those who express liking for other people and negatively to people who make derogatory comments about others

Tar effect= A tendency to dislike the person who criticizes someone else rather than the person their criticizing 
Perception is Relative and Context Bound
-Standpoint theory tells us that we can never escape our place in the economic, social, or political order of things
-How we view our physical world is also relative, influenced by people and circumstances ex. With friends, a hill seems less steep than is we were alone
-The presence of social support influences visual perception
-We fail to perceive the bigger picture or we judge words or actions against some standard that makes them appear worse than they would appear in some other context

Perception is Mood Dependent
-Our moods influence how we respond to external circumstances 
-We perform better at work and perceive our leaders as more charismatic when we are in a positive mood

Implications for communications 
-We may be able to communicate more effectively when we are in a mildly negative mood
-More likely to process information accurately 
-More likely to remember information and to make fewer errors in recalling it
-Our persuasive abilities will be better
-We are more skeptical when we are in a negative mood
-More likely to detect deception when in a negative mood
-Likely to place less importance on first impressions
-Nervousness and frustration can interfere with the process of perceiving accurately and communicating effectively

Mood Contagion= The idea that we can “catch” the mood of someone else much like we can catch a cold 

-Advance knowledge of a partner’s mood can influence our own mood
-These feelings influence our later interactions with the person

Perception is Completion Seeking
-The completion seeking nature of perception manifests itself in the practice of stereotyping
-We make guesses about the person’s beliefs and opinions based on the most obvious characteristics of a person such as hair, skin color, manner of speech, ethnicity, or dress.
-Members of visible minority groups sometimes complain that, no matter how many generations their families may have been in Canada, many people still assume that they are newly arrived from another country
-Stereotypes often have ties with nationality, race, ethnicity, gender, and sexual orientation 
-We stereotype not only on the basis of visual cues, but also on vocal qualities, including the extent to which a voice sounds “feminine” or “masculine” 
-Perhaps the most widely held stereotypes are age-related

Self-Categorizing Theory= The idea that we see ourselves as both individuals and group members, whereas we see others as either an individual or group member based on other factors

-Whether we see others as individuals or group members depends on the relationship with them
-We do not usually apply stereotypes to people we know well
-We see friends form another ethnicity as having individual traits but we see strangers as behaving like members of the groups to which they belong
-Poor outcomes in interracial and intergroup trace back to negative stereotypes
-Positive stereotypes can be bad because they can lead us to expect too much from a person
-Reliance on stereotypes reduces our curiosity

Implications for Communications
-We feel more comfortable and secure when we believe we can predict how someone will react/respond to our words and actions
-Reduces some of the unknowns in a unfamiliar situation
-When our stereotypes fail us, we have to engage in a more complex reasoning process

Perspective Taking=Looking at a situation in another’s persons point of view
Counter-Stereotyping= effort to eliminate stereotypes by focusing on similarities 
In-Group= A group of which one is a member

-Perspective taking and counter-stereotyping help us see beyond our stereotypes and to model more sensitive communication behaviors
-Perspective taking requires you to only try to understand that person’s point of view
-Counter- stereotyping involves trying to eliminate stereotypes
-Positive intergroup contact can also reduce prejudice and eliminate biases
-Our friends and other in-group members influence how we see others

Active Perceivers= Individuals who choose the amount and type of information they receive
Passive Receivers= Individuals who rely on others to select information for them

-Passive receivers tend to be more confident in their judgments of other people… confidence is what makes them more resistant to changing their views on people





Adopting Strategies to Control for Bias and Improve Communication
-Remember that your first impressions are usually wrong
-Be aware that you perceive and remember negative and sensational information more quickly than easily positive information
-Remember that you will have more difficulty identifying differences from other racial groups
-Be aware not everyone has the same goals, values, and needs
-Recall that level of confidence in your judgments is no measure of correctness
-Recognize that you see the world through a filter that is different from everyone else’s (including close friends, family, etc.) 
-Recognize that people from different cultures have different filters
-Be sure you are not judging people from an unrealistic standard 
-Realize that your mood influences how you see and react to other people, as well as how they react to you
-Set an example for others in your group by treating people in the way you would want to be treated
-Assume the perspective of another person
-Make a conscious effort not to stereotype

Using Perception to Minimize Errors
-Perception checking helps reduce the errors of communication
-Perception checking has three steps:
	-We describe the behavior we have noticed in the other person
	-We give two possible interpretations of the behavior
	-We ask for clarification

Perception Checking= A process for confirming what we think we have seen, heard, or experienced 

-Low context countries such as Canada and the US are more comfortable with this practice
-Low-context means a culture that heavily relies on words transmitting meaning
-Statements need to be explicit, not leaving room for more than one interpretation
-Low-context cultures tend to be individualistic, valuing independence and accomplishing tasks without assistance from others
-High-context cultures place less importance on words and importance of context
-Context includes non-verbal elements such as facial expressions, tone of voice, gestures, and posture, social standing, occupation
-High context cultures re Saudi Arabia and Mexico
-These countries are less logical and more intuitive in their reasoning
-People in high-context cultures rely heavily on unspoken elements in communication
-People in high-context cultures tend to find perception checking to be a bit controlling and inappropriate communication method


Using the CPA Model to Improve Interactions with Older People
 
Communication Predicament of Aging Model (CPA)= A model that predicts the relationship among aging cues, stereotyping, and communication behavior

-CPA model helps us understand how to communicate with older people in a sensitive and productive way
-A younger person recognizes older age cues
-The cues have a potential trigger to negative expectations associated with ageism concluding that the older person cannot hear, see, speak, or understand clearly
-“Elder speak” might include dear, or sweetie
-This kind of communicating can lead to elderly people integrating the negative stereotype into their own personality 
-The elderly person may experience low self-esteem and changes in behavior that reinforce the old-age cues observed by younger people
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