Group Exercise: You Make Me Feel So Good!
Objectives

1. To introduce a different type of impression management and sharpen your awareness of impression management.

2. To promote self-awareness and diversity awareness by comparing your perceptions and ethics with others.

Introduction

This is a group discussion exercise designed to enhance your understanding of impression management. Personal interpretations are involved, so there are no strictly right or wrong answers.

Researchers recently have explored beneficial impression management, the practice of helping friends and significant others look good. This new line of inquiry combines the established OB topics of social support (discussed relative to stress in Chapter 18) and impression management (discussed in this chapter.) In this exercise, we explore the practical and ethical implications of “strategically managing information to make your friends look good.” We also consider impression management in general.

Instructions

This is a two-stage exercise: a private note-taking part, followed by a group discussion.

Stage 1 (5 to 7 minutes): Read the two scenarios in the box below and then rate each one according to the following three scales:

How strongly do you approve of this tactic? (Mark an “X” for scenario 1 and an “O” for scenario 2.)

Disapprove 




Approve

1 ——— 2 ——— 3 ——— 4 ——— 5 ——— 6 ——— 7

How effective is this tactic likely to be in the longer run?

Very ineffective 




Highly effective

1 ——— 2 ——— 3 ——— 4 ——— 5 ——— 6 ——— 7

How ethical is this tactic?

Unethical 




Ethical

1 ——— 2 ——— 3 ——— 4 ——— 5 ——— 6 ——— 7

SCENARIOS
1. A high school ballplayer buoys the spirits of a teammate who struck out at a key moment by emphasizing the latter’s game-winning hit last week and noting that even the greatest big-league hitters fail about 7 times out of 10. He may privately suspect his teammate has only mediocre baseball talent, but by putting the best side to his comments and not sharing his doubts, he makes the teammate feel better, builds his confidence so he can face tomorrow’s game in a more optimistic frame of mind, and boosts the teammate’s image in front of the other players who can hear his reassuring words.

2. At a party, a college student describes her roommate to a potential date she knows her friend finds extremely attractive. She stresses her friend’s intelligence, attractiveness, and common interests but fails to mention that her friend can also be quite arrogant.

Stage 2 (10 to 15 minutes): Join two or three others in a discussion group and compare scores for both scenarios.

Are there big differences of opinion, or is there a general consensus? Next, briefly discuss these questions: How do you create a good first impression in specific situations? What goes through your mind when you see someone trying to make a good impression for themselves or for someone else? Note: Your instructor may ask you to pick a spokesperson to briefly report the results of your discussion to the class. If so, be sure to keep notes during the discussion.

Questions for Discussion

1. Is the whole practice of impression management a dishonest waste of time, or does it have a proper place in society? Why?

2. In what situations can impression management attempts backfire?

3. How do you know when someone has taken impression management too far?

4. How would you respond to a person who made this statement?  “I never engage in impression management.”

