
CMN 1148- Chapter reviews

Chapter 1:Foundations of interpersonal communications

· Communication model: communicators usually send and receive messages simultaneously
- The meaning= resides on the people who exchange them.
-The environment= not always physical, sometimes can be based off of cultural views.
-The noise= anything that interferes with the transmission and reception of a message
-The channel=describe the medium through which messages are exchanged.
· Communication principals:
1. Communication is transactional- dynamic process that people create through interaction.
2. Communication can be intentional or unintentional- 
3. Communication has content and a relational dimension... content=information being discussed...relational=how you feel about the other person
4. Communication is irreversible
5. Communication is unrepeatable
· Interpersonal communication can 1. Quantitatively( By numbers of people involved) or 2. Qualitatively(By the nature of interaction between them).
· CMC (computer-mediated communication) some research shows that it enhances interpersonal communication. 
· Intercultural communication= process by which people belonging to two or more cultures share messages in a manner that is influenced by their different cultural perceptions and symbol systems.
· Culture= Language, values, beliefs and customs people share and learn
· In groups= Groups of people with whom we identify
· Out-groups= Groups of people whom we view as being different
· Co-culture= A subgroup that is a part of an encompassing culture
· Communication competence= ability to be both effective and appropriate.. gets desired results from others.












Chapter 2: Communication and the self

· Self concept= stable set of views that people hold about themselves
· Self-esteem= the part of the self concept that involves evaluations of self-worth
· Self-control= the ability to change one’s thought, beliefs, etc. In order to conform to a certain expectation.
· Two theories
· Reflected appraisal
· Social comparison

· Individualistic culture= primary responsibility is helping themselves
· Collectivistic culture= feel loyalties and obligations to an in-group
· Self- concept is subjective. 
· Causes for low self-esteem
· Obsolete information
· Disorted feedback 
· Negative moods
· Myth of perfection
· Self-fulfilling prophecy occurs when a person’s expectations of an event influence the outcome. The two types include:
1. Self imposed prophecies: the ones that influence your behaviour... “This will be a bad day.”
2. Second prophecies: one that governs someone else’s actions...Ie) Teacher experiment.
· Changing your self-concept
· Have realistic expectations
· Have a realistic perception of yourself
· Have the will to change
· Have the skill to change
· Presenting the Self
· Perceived self: the person you believe yourself to be in moments of honest self examination
· Presenting self:  a public image, the way you want to appear to others
· Face: your socially approved identity
· Facework: the verbal and non-verbal ways in which you act to maintain your own presenting image and the images of others
· Disclosing the self
-Honesty
-Depth
· Social penetration model: two ways, measured by breadth and depth, that communication can be more or less disclosing
· Breadth: the range of subjects discussed
· Depth: the personal nature of information
· Benefits of Self-Disclosure
1. Catharsis: revealing thoughts, feelings, and emotions to release emotional burden. 
2. Self-clarification: talking about beliefs, thoughts, opinions, and attitudes to gain insight.
3. Reciprocity: disclosing information to increase likelihood that the other person will do the same.
4. Impression formation: revealing personal information in order to make ourselves more attractive.
5. Maintenance and enhancement of relationships: foster liking and maintain healthy relationships through disclosure.
6. Social influence: disclosing information to exert control over others.
7. Self-defence: disclosing something before someone else does.
· Risks of Self-Disclosure
1. Rejection: disclosure may cause disapproval. 
2. Negative impression: even if disclosure doesn’t cause you outright rejection, it can make you look bad.
3. Decrease in relational satisfaction: relationships can suffer from disclosure.
4. Loss of influence: disclosure may reveal your weakness, and you may have les influence over others.
5. Loss of control: people can tell others what you have disclosed and thus control information that you want to manage.
6. Hurt the other person: disclosure might cause the other person to be upset
7. Increased awareness: self-discovery through disclosure can be difficult or painful.
· Alternatives to Self-Disclosure
· Silence or secrecy: saying nothing
· Lying: deliberately attempting to hide or misrepresent the truth
· Equivocation: giving a response that has two or more equally plausible meanings
· Hinting: making a face-saving remark designed to get a desired response














Chapter 3: Perceiving others

Perceptual Process
· We attach meanings to our experiences
· Selection: which data will we attend to? Repetition Stimuli (dripping tap), attention (contrast or change)(New bullets in a powerpoint presentation), motive(on the lookout for attractive people, emotional state
· First impressions can form lasting impressions
· In the business world how individuals present themselves can influence the way their peers and superiors relate to them personally and professionally. 
First impressions error occurs when people form lasting opinions about an individual based on initial perceptions
· Organization: after selecting data, we must arrange it in a certain manner. Organizing perceptions of people
· Physical constructs
· Role constructs
· Interaction constructs
· Psychological constructs
Stereotyping: When generalization lose touch with reality... Exaggerated beliefs associated with a categorizing system
Punctuation: Describes the determination of causes and effects in a series of transactions. Ie) running quarrel between arguing couple
· Interpretation: Once we select and organize our perceptions, we need to interpret them in a way that makes sense. Degree of involvement, relational satisfaction, past experience, assumptions about human behaviour and 
expectations. 
· Negotiation: Process by which communicators influence one another’s perceptions through communication is known as negotiation. Narratives; the stories we use to describe our personal worlds. Perception checking- a tool to help us understand others accurately instead of assuming that our first interpretation is correct. 
· 1. Description- provide a description of the behaviour you say
· 2. Interpretation- provide two possible interpretations of the behaviour
· 3. Clarification- request clarification from the person about the behaviour and your interpretations

Influences on perception
Physiological influences-
· The senses: seeing, hearing, tasting, touching, smelling
· Age: Older people view the world differently than younger people
· Health: Having the flu can affect your body physically and mentally
· Fatigue: Working long hours can affect relationships
· Hunger: Our digestive system often rules our behaviour. 
· Biological cycles: Body changes (Sexual drive, alertness, tolerance to stress, and mood affect the way we relate towards each
Psychological influences-
· Mood:  
       
