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1. The Sapir-Whorf hypothesis maintains that:

a. language shapes thought.

b. thought shapes language

c. symbols are arbitrary.

d. thoughts can only occur in language

2. In general, using profanity _______ credibility.

a. increases a speaker’s credibility

b. decreases a speaker’s credibility

c. increases males’ credibility, but decreases females’ credibility

3. The use of ________ is generally more effective than ______ at holding our attention.

a. pallid information; vivid words

b. labeling; vivid words

c. reinforcement; symbols

d. vivid words; pallid information

4. Hesitations are a form of powerless language.  An example of a hesitation is:

a. sort of

b. well, you know

c. very

d. isn’t it?

e. like, I’m so sure

5. The Direct Effects Model of Immediacy argues that:

a. immediacy leads to decreased persuasion.

b. immediacy leads to increased persuasion.

c. there is a curvilinear relationship between immediacy and persuasion.

d. there is no correlation between persuasion and immediacy.

6. ________________ can substitute for words because they have a precise meaning attached to them.

a. emblems

b. illustrators

c. self-touches

d. adaptors

7. Which of the following types of gestures is least related to effective persuasion?

a. emblems

b. illustrators

c. adaptors

d. haptics

8. Expectancy Violations Theory suggests that if you think the person you are trying to persuade sees you as credible or attractive, it is best to stand ________________ if you want to persuade him or her.

a. an appropriate distance away from the person

b. as close as you possibly can

c. closer than would be normally expected

d. farther than would be normally expected

9. Generally, research on argument order suggests that when organizing a speech, ________ is your best strategy for being the most persuasive.

a. putting your strongest argument either first or last

b. putting your strongest argument last

c. putting your strongest argument first

d. putting your strongest argument in the middle

10. According to studies on voting preferences and message effects, primacy effects seem to prevail when we ________ vote for one of the candidates.

a. hear one candidate speak, wait a week, hear the other speak, wait a

week, and then…

b. hear one candidate speak, hear part of the other candidate's speech,

and then…

c. hear one candidate speak right after another and then wait a week

before we…

d. hear one candidate speak, hear a heckler, hear the other candidate

speak, and then…

11. This strategy requires that a persuader use a two-sided refutational approach.

a. mere exposure

b. primacy-recency

c. inoculation

d. reframing

12.  Which theory states that a persuasive message that falls outside a listener’s latitude of acceptance will be distorted and perceived as farther from the listener’s point of view than it actually is?

a. cognitive dissonance theory

b. theory of reasoned action

c. reinforcement expectancy theory

d. social judgment theory

13. Which form of "eye behavior" have meta-analyses found to be associated with telling lies?

a. gaze avoidance

b. wide open eyes (bug-eyes)

c. looking up and to the left

d. higher blink rate

14. If you were a juror in a criminal case, when the defendant testifies you should:

A. concentrate on the eyes

B. concentrate on the mouth

C. concentrate on the face in general

D. concentrate on the extremities

15. Which of the following statements regarding deception and/or deception detection is most accurate?

a. “Common sense” stereotypes people hold about the way liars behave are fairly accurate.

b. People are more likely to employ a truth bias when interacting with familiar people

c. Police officers are much better at detecting deception than are college students.

d. The best way to tell if someone is lying is to watch whether he or she looks away while talking.

16. Harry decides that Marla is lying because she seems so nervous.  In reality, Marla is telling the truth and is nervous because she is afraid of Harry.  That Harry thinks she is lying is an example of the:

a. antigen effect

b. probing effect

c. lie bias

d. Othello error

e. classic double-think

17. According to a meta-analysis, all of the following nonverbal behaviors were associated with deception except:

a. blink rate

b. pupil dilation

c. negative statements

d. greater immediacy

 SEQ CHAPTER \h \r 118. The door in the face tactic works best when:

a. the first request is small but not trivial or inconsequential

b. the second request follows right after the first request.

c. the first and second requests are made by a different requester.

d. the first request is positive and the second request is negative

 SEQ CHAPTER \h \r 119. Wally wants his wife to spend two weeks fishing with him, even though he knows she loathes fishing.  To get her to agree, he first asks if she will go hunting (an activity she despises even more than fishing) with him for one month in Alaska. When she rejects the Alaska offer, he says, "Well then, how about a one week fishing trip to Tahoe?" Wally’s strategy exemplifies which of the following tactics:

a. foot in the door

b. foot in the mouth 

c. door in the face

d. low ball tactic

e. bait and switch

20. What compliance gaining strategy is the child using in the dialogue that follows?

Child: “Mom, can I stay home from school today, so we can go to Disneyland?”

Parent: “No.”

Child, “Well, then can I at least go to a friend’s house after school to play?”

Parent: “O.K.”

a. foot in the door

b. door in the face

c. low ball tactic

d. that’s not all tactic

e. bait and switch

21. If you were trying to persuade an audience with low involvement on a topic or issue you would be better off using:

a. 1 high quality argument

b. 3 low quality arguments

c. 6 low quality arguments

d. 3 high quality arguments

22. “Guilt” is one of the explanations offered for how and why this strategy works:

a. pregiving

b. foot in the door

c. door in the face

d. disrupt then frame

e. lowball

23. Biff has just seen an ad in the paper for a new Nissan pickup truck for $15,000. He hurries to his local dealership but is disappointed to learn that the truck has already been sold. "Don't worry," the salesman tells him, "I can make you a terrific deal on a different model for only a few dollars more per month." Which of the following tactics is the salesman using?

a. lowball

b. disrupt then reframe

c. door in the face

d. foot in the mouth

e. bait and switch

24. Credit card companies that offer a low, introductory “teaser” rate, and then up the interest rate dramatically a few months later, are guilty of using which strategy below?

a. foot-in-the-door

b. door-in-the-face

C. pregiving

d. lowball tactic

e. bait and switch
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