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What are the processes underlying effects of personality on everyday social relationships? The 
current talks apply multiple methods (experience sampling, online diaries, round robin 
interactions) and capture four crucial processes (situation selection, person-situation interaction, 
behavioral expression, interpersonal judgment), thereby moving beyond description to 
explanation of the social consequences of personality. 
 
When Introverts Get Social: Introverts Social Interactions Predict Well-Being 
Simine Vazire, Robert E. Wilson, Erika N. Carlson, Brittany C. Solomon, Kathryn L. Bollich, 
Kelci Harris, Sara Weston, Joshua J. Jackson 
Washington University, St. Louis; University of Toronto 
Extraversion is a strong predictor of socializing. However, introverts socialize sometimes, too. In 
this talk, we explore the correlates and consequences of introverts coming out of their shell and 
interacting with others. We tracked 128 college students over two weeks of experience sampling 
(four times per day) and collected global self- and informant-reports of their personality. 
Introverts spent less time with others (r = -.21). However, among introverts, agreeableness (r = 
.34) and happiness (r = .44) predicted spending more time with others, and loneliness predicted 
spending less time with others (r = -.44), whereas extraverts well-being was not related to time 
spent with others. Finally, introverts, but not extraverts, were more satisfied with their 
friendships and their social lives if they interacted more with people they liked. These results 
suggest that introverts benefit more than extraverts from social interaction, especially 
interactions with people they like.  
 
 
Who Attains Status? Similarities and Differences Across Social Contexts 
Nicole Lawless, Sanjay Srivastava 
University of Oregon 
Previous research has indicated that possessing dominance-related traits (e.g., extraversion, 
self-confidence) helps individuals gain status in small groups. However, little attention has been 
focused on whether the traits that predict status attainment vary based on the demands of 
different social contexts. We examined status attainment in both affiliative and competitive 
group tasks. Personality traits were measured before the task; peer- and self-perceptions of 
status and personality were obtained afterward. Consistent with previous research, extraversion 
was positively associated with status attainment, regardless of the nature of the task. In 
contrast, however, participants who were more agreeable attained status in affiliative but not in 
competitive contexts, whereas individuals who were more conscientious and had higher self-
esteem attained status in competitive but not affiliative contexts. These results indicate that 
some traits differentiate status attainment in different contexts, and further implications are 
discussed.  
 
 
Personality and the development of peer relations: Mediating interaction behaviors and 
interpersonal perceptions 



Albrecht C. P. Kuefner, Roos Hutteman, Steffen Nestler, Mitja D. Back 
University of Muenster 
We aimed at unraveling the behavioral and perceptual processes that mediate the effects of 
personality on the quantity and quality of developing peer relations. One age-cohort of 
psychology freshmen (N=130) was investigated at zero acquaintance and then repeatedly over 
the course of the first two semesters. Agentic (e.g., Extraversion, dominance) and communal 
traits (e.g., Agreeableness, warmth) were assessed via self- and informant-reports. In addition, 
students reported on their own and their partners behavior for each of their everyday mutual 
interactions (more than 7,000 event-based smartphone reports) as well as their relationship 
impressions (weekly online diaries). Results are in line with a longitudinal social interaction 
approach to the dynamic interplay of personality and social relationships. Whereas Agency 
predicted social status and being seen as a leader via the expression of dominant interaction 
behaviors, Communion predicted friendship quality and being liked by means of friendly 
behaviors.  
 
 
Accurate first impressions leave a lasting impression: The long-term benefits of 
accuracy for relationship development 
Jeremy C. Biesanz, Lauren J. Human, Gillian M. Sandstrom, Elizabeth W. Dunn 
University of British Columbia 
Does the accuracy of our first impressions have immediate and longer-term effects on 
relationship development? To address this question, we examined whether accurate first 
impressions of new classmates (N=113) promote liking and relationship development 
longitudinally over the course of three months. Accuracy, assessed as distinctive self-other 
agreement, was marginally associated with greater liking at the start of the semester. 
Importantly, accurate first impressions significantly predicted greater interaction over time. 
Further, accurate first impressions continued to promote social interaction even after controlling 
for initial liking, suggesting that these positive effects of accuracy operate independently of initial 
liking. Forming positively biased first impressions was a strong predictor of both initial and 
longer-term relationship development, while assumed similarity showed strong initial but not 
long-term associations with relationship development. In sum, independent of the benefits of 
biased impressions, forming accurate personality impressions has a positive impact on 
relationship development among new acquaintances.  
 


