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C H A P T E R  2 :
Perceiving Self in Relation to Others 
Key Terms 
· Self – concept 
· Relatively constant thoughts and feelings about who we are and how we differ from other people 
· Self – image 
· Our view of ourselves 
· Looking – glass self 
· How we think others see us 
· Ideal self 
· The person we would like to be 
· Real self 
· The person we actually are 
· Self – esteem
· Our perception of our overall value 
· Self – efficacy 
· Our perceived ability to accomplish something or to make a difference 
· Global self – esteem 
· Self – esteem that shows in many aspects of our lives 
· Life scripts 
· Storylines that we create to guide us through life 
· Self – fulfilling prophecy 
· A prediction or belief that leads to its own fulfilment 
· Social comparison theory 
· Theory that holds that we look to others for a standard of comparison 
· Assimilation effect
· Heightened self – esteem following a favourable social comparison 
· Contrast effect 
· Feelings of inadequacy and lowered self – esteem following an unfavourable social comparison 
· Body – image disturbance 
· Reduced levels of satisfaction with our bodies and a downward spiral in how we see our physical selves 
· Reference groups 
· Those groups we compare ourselves to
Key Points
· What is self – concept 
· perception of roles in people's lives 
· roles in our own eyes
· perception of personalities
· seeing your own strengths and weaknesses
· self – esteem and self – efficacy 
· efficacy: worried about failing, comparison to others
· esteem: self-value
· four faces of self – concept 
· S LG I R 
· Self, looking glass, ideal, & real 
· The inner voice 
· The voice within your head that you hear negativity from
· We allow the voice to influence our thoughts and views of yourself
· Life scripts 
· are in a period of role transition
· leaving home, with a negative script easy to change to a positive one
· separation from someone - leads to examining oneself and the script
· new / changing jobs, or retiring
· simulation effect - the ability to see yourself achieving your goal
· contrasting effect - unable to see achieving go
· the role of media 
· physical attraction is important 
· must be young, thin, that’s what makes you beautiful 
1. we tend to underestimate the weight of the media personalities and overestimate our own weight 
2. these unfavourable comparisons lead to the body image disturbance or dissatisfaction 
3. body image disturbance leads to lower self – esteem and sometimes obsessive dieting and eating disorders 

S U M M A R Y 
· The importance of developing a positive self – concept, accepting and acting on confirming messages 
· Create and validate and revise the scripts that guide our lives 
C H A P T E R  3 : 
Perception of Others 
Key Terms
· Perception 
· The process of sensing, interpreting, and reacting to the physical world 
Key Points 
· Five vehicles for perception 
· Touch
· Taste
· Smell
· Sight 
· Hearing 
· Characteristics of perception 
· Learned and backward looking 
· Our past experience (backward-looking nature of perception) leads us to see the picture in a certain way.
· Culture-bound and racially biased 
· Own-race bias refers to being able to identify members of our own race more easily than those of a different race
· Selective and self – serving 
· Selective perception is the process by which we see and retain certain kinds of information while ignoring or discarding other kinds of information
· We judge ourselves more generously than we judge other people; that is, we display a self-serving bias.
· We judge ourselves more charitably than we 	judge others, blaming our faults on external factors and the faults of others on internal (personality) factors
· Spontaneous, largely unconscious, and value driven
· We use obvious cues to decide on personal characteristics
· We connect those characteristics to personality
· We use personality to anticipate behaviours
· relative and context bound
· Gender, Age, Sexual orientation, Ethnicity, Income level, Regional and national affiliations, Other demographic factors
· mood dependent
· We perform better at work and perceive our leaders in more positive terms when we are in a positive mood
· We “catch” the moods of others; so if our leaders are in a good mood, we are more likely to be in a good mood and to take that mood home with us

· completion seeking
· When we stereotype, we force-fit people into categories on the basis of obvious cues—hair, skin colour, age, dress, etc.
· Standpoint Theory
· we can never escape our place in the economic, social, and political order
· Our perceptions depend on who we are, where we are, and how we got to this place
· First Impression Error
· First impression errors occur when people form lasting opinions about an individual based on initial perceptions
· Three Steps in Perception Checking:
1. Describe the behaviour you noticed.
2. Give two possible interpretations for the behaviour.
3. Request clarification on how to interpret the behaviour.
· You haven’t been talking much with me lately (behaviour). I was wondering whether you are upset with me (interpretation 1) or whether something happened at work to upset you (interpretation 2)? What is going on? (request for clarification)
S U M M A R Y 
· all of these characteristics of perception influence and interact with each other in the communication situation

C H A P T E R  4 : 
Understanding, Navigating, and Managing Our Identities 
Key Terms
· Identity 
· The characteristics that allow others to recognize us 
Key Points
· Multiple Identities with Collective Dimensions
· Gender identities
· Ethnic and racial identities
· Religious identities
· Linguistic and cultural identities
· Regional and national identities
· Power Distance 
· the extent to which we believe those in positions of power should look and act more powerful
· uncertainty avoidance 
· how much we accept and need rules, bureaucracy, clear delineation of responsibilities 
· Individualism-Collectivism 
· the extent to which we see individuals as a primary resource for decision-making and problem-solving
· Achievement-Nurturance (feminine vs masculine)
· the extent to which we value stereotypically masculine traits vs. stereotypically feminine traits
· Rokeach – Belief Systems
· Type A beliefs – beliefs related to physical reality 
· Type B beliefs – ego-centred beliefs that require zero 
· Type C beliefs – authority beliefs 
· Type D beliefs – beliefs derived from authority figures 
· Type E beliefs – beliefs about arbitrary and inconsequential matters of taste 
  
·    High Self-Monitors
· each of us individuals is more or less paying attention / worry a lot about how people view us while others don't care
· pay attention to others by
· modifying their behaviours
· acting according to the group
· hard to read because they are playing different roles within a social group
· Low Self-Monitors
· don't pay attention to people who see them
· don't care how people view them
· Common Strategies for Managing Impressions
· Self-promotion
· Emphasize competencies, abilities, or accomplishments
· Ingratiation
· Show extreme concern with being liked by others
· Intimidation
· Try to provoke unease in others
· Exemplification
· Attempt to gain respect by displaying sincerity, devotion, and responsibility
· Supplication
· Attempt to get sympathy and attention by presenting oneself as in need of help
S U M M A R Y 
· Through communication strategies, we seek to present ourselves in the ways we want others to see us
· Our conscious and unconscious efforts at managing our impressions become integral to our everyday lives. 
· [bookmark: _GoBack]While online environments open to new possibilities for experimentation and impression management, online interactions also come with new responsibilities and risks






