
 

 

 

Chapter 3 Section 1 - Perception Notes 

 
Self-talk is a powerful influence in your life. 

It affects: your attitude and your ability to reach goals. 

 

Perception- the process we use to give ourselves meaning and everything 

around us meaning. 

 

Three Steps to the perception process: sensory, selective, and personal. 

 
1. Sensory perception- using your 5 senses to assign (give) meanings. 

a. Example 1: If you hear your alarm clock, then you know that 
sound means to get up. 

b. Example 2: If you step outside and its cold, then you know to 
bring a jacket to keep you warm. 

 

2. Selective perception- a mental process that helps us decide what to 

focus on. 

a. For example: Choosing to think about the test next period 
instead of Mrs. Gilmore and then miss the discussion about 
perception. 

 

3. Personal perception- your own understanding of reality (what is 

actually going on).  
 During this step you tell yourself what is happening, interpret 

what the data means to you, and decide how to respond. 
 

A.  Your personal perception becomes the basis for the 
judgments and decisions you make 

 

Analyzing Perception 

A.  Everyone is different, which means we all have different perceptions 

of ourselves and the world around us. 

B. The differences we have are the reason for which conflicts and 

misunderstandings occur. 

 
Perception checks- questions that help you determine if you understand 

everything correctly. 



 

 

 

 

Two types of perception checking 

1. Intrapersonal checks- Asking yourself questions to clarify messages. 
a. Did I see the entire car accident? Or when I heard the brakes 

screeching did I turn my head to see. 
 

2. Interpersonal checks- asking someone else to help you understand. 

a. Example 1 : Asking your classmate, “Do we turn the paper in 
or keep the paper until tomorrow?” 
 

* The lady at the drive thru window does this to make  

sure she got your order correct. 

 

Ch. 3  Sect. 2 Notes – Understanding yourself as a communicator 
 

Self-concept- also known as self-perception. This is the view you  

have on yourself.  

 

Influences on self-concept: 

1. How you think others see you 

2. Your own standards that you set for yourself 

3. How you compare yourself to others 

 

Improving you self-concept 

1. Identify your strengths 

2. Identify your weakness 

3. Setting goals for change 

4. Self monitor  

 

Self-disclosure- revealing information about yourself that is not  

apparent (obvious/noticeable) to others.   As you get to know someone – you 

then decide what you want them to know and what you do not. 

   

Ch. 3-2 Notes Continue  (look in your book for the diagram on page 91) 

The Johari Window is a four-part diagram communicators use to identify 

what they know about themselves and others. 
   

 

 

 



 

 

 

 

 

       

Area 1: Open – the things that you know about yourself and that you allow 

others to know about you.  This area is open because all behaviors, 

motivations, feelings, likes and dislikes are openly communicated to others. 

 

Area 2: Blind – this area includes information known to others, but not you. 

 EX: You may not notice that you always interrupt others or when you 

are hiding something your nostrils flare. 

 Feedback from others may make you aware of this information. So 

when this happens, it moves out of the blind and into the open area. 

 

Area 3: Hidden – this area represents the things you know about yourself, 

but you do not want to share this with other people.  

 

Area 4: Unknown – the things in this box are neither known to you nor other 

people. 

EX: a subconscious (unknown/hidden) fear.  

 

You may be very outgoing person and you may not realize you are scared to 

speak in public or large groups until you stand in front of this class. 

You may not know you are allergic to bees until you have been stung. 

 

 

 

 


