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Dating 101: 
Social Assessment and Personal Presentation 

 
UNDERSTANDING ATTRACTION 

 

Kinds of Attraction: 

 Physical Attraction is often the basis of initial 

interest, but this is perhaps the least important 

factor in creating long-lasting, happy relationships. 

 Social Attraction is about the desire to spend time 

with someone because of their personality and 

mannerisms. 

 Activity Attraction is based on hobbies, 

educational experiences, and career experiences. 

 Goal Attraction involves finding someone 

interesting because of their life goals, which could 

include family, career, and lifestyle. 

 

Predictors of Attraction 

 Similarity:  The old adage, “opposites attract,” is not supported by social science.  The strongest predictor 

of mate selection includes shared characteristics (e.g., personality, ethnic identification) and experiences 

(e.g., hobbies, career field). 

 Familiarity:  Increasing the frequency of interaction with someone is associated with increased liking.   

 Proximity:  Since geographical closeness is one of the strongest predictors of friendship, employment 

selection, and romantic relationships, it is common for people to stay close to home. 

 Reciprocity:  It is said that, “one good deed deserves another.”  Mutuality – in terms of respect, affection, 

and desire – is a fundamental element to healthy relationships. 

 Physical Attractiveness:  Social science research demonstrates that people tend to partner with someone 

they deem to be similarly attractive. 

***This is not a guideline for choosing a mate; simply an observation of correlation as found in social science 
research. 
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“We are all searching for a work to do, a self to be and someone to love.”     
-Frederick Buechner 
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PERSONAL PRESENTATION 

 
How someone “shows up” in any social situation is based on physical appearance, listening style, and nurturing 

behavior. 

 

 Personal Appearance:  Rather than worrying about self-perceived 

imperfections, focus on broadcasting the image that best represents you.  

The saying, “You only make one first impression,” is meant to emphasize 

being purposeful in how you dress, the quality of self-preening, and 

unspoken mannerisms.  Sustained eye-contact, smiling, and attentive body 

posture are all important elements of nonverbal communication.   

 

 Listening Style:  Whether an introvert or extrovert, anyone can be an “active listener” by demonstrating 

attentiveness.  It makes a speaker feel comforted and understood if the listener responds by nodding along, 

paraphrasing/summarizing back what was said, and asking follow up questions.  It is encouraged to be fully 

immersed in the conversation, so much so that it gives the impression that all others are being ignored. 

 
 Nurturing Behavior:  Beyond social niceties like door-holding, be sure to consider the other person’s wants 

and needs.  Before putting energy into planning a fun-filled date, be sure to ask the other person what 

activity options they prefer.  Secondly, demonstrating a desire to learn more about the other person 

predicts relationship success.  Ask basic demographic and background questions, and then transition into 

topics that help each person understand the other’s attitudes and beliefs.  When the other person gives 

responses to questions, offer affirming and encouraging responses in turn. 

 

 

 

The ancient Greek historian Herodotus said, "Knowledge may give weight, but accomplishments give luster, 
and many more people see than weigh."  Allow your personal appearance, listening style, and nurturing 
behaviors to demonstrate your accomplishments as a person.” 

 

Research shows that 
individuals form first 
impressions of your 
personality, character, 
and attractiveness within 
1/10 of a second. 
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PROGRESSING A CONVERSATION 
 
Most people are familiar with the awkward silence that can occur during a lull in conversation.  Some of these 

people feel such anxiety in some social situations that they avoid such interactions all together.  The following 

process can be applied to most conversations to keep them moving forward so that strong relationships are built. 

 

Question  →  Agree/Disagree  →  Personal Anecdote  →  Follow-Up Question 

 

When first meeting someone, it may feel more comfortable asking less-personal questions on these topics: 

 Media Preferences:  Questions about movies, television shows, music, and books are easy topics.  Rather 

than asking predictable, general questions like, “What is your favorite movie?”  try asking experience 

questions like “What movie did you most recently see?” or “What movie do you watch to get in a good 

mood?” 

 Weekend Plans:  Whether seasonal events like fairs or regularly available activities like athletics, getting to 

know about someone’s leisure activities can provide a good idea about their values and interests. 

 Future Goals:  Everyone is working toward some inevitable goal.  Educational and professional goals are 

easy topics, but consider asking about skill and activity goals like, “What are your bucket list vacation 

destinations?” or “Do you one day want to learn a musical instrument?” 

 

Conversations can get stuck if questions are asked needing a “yes” or “no” answer.  Open-ended questions add 

richness to a conversation by inviting people to tell stories.   

Instead of…    Ask… 

“How was your day?”   “What did you do today?” 

“Where are you from?”  “What is something strange about the place you grew up?” 

“What line of work are you in?” “How did you end up in that job?” 

“What’s your name?”   “How did you get your name?  Does it have a cultural origin?” 

 

Reflective listening is a communication style that makes others feel heard, understood, and respected.  This is an 

excellent goal regardless of the relationship type.  Remember the following techniques: 

 Simple Reflection:  Paraphrase the content of the other person’s statement. 

Speaker:  “My boss gave me so much work to do today.” 

Listener:  “Your workload is really big right now.” 

 Emotional Reflection:  Demonstrate understanding of the other person’s inner experience with the 

content. 

Speaker:  “My boss gave me so much work to do today.” 

Listener:  “You feel over-worked and unappreciated by your boss.” 

 Summarizing:  Listen to the other’s stories and statements for a short time and then highlight certain 

content by including it in a paraphrased statement. 

Listener:  “It sounds like your boss is really tough, but hopefully you will be able to relax this 

weekend at that cool beach spot you mentioned earlier.” 

 Body Language:  Attentive body language like leaning in, sustained eye contact, and uncrossed arms 

demonstrates openness and interest in the other person. 
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HOW & WHERE PEOPLE MEET 

 
Cacioppo, John, Caciopappo, Stephanie, Gonzaga, Glan, Ogburn, Elizabeth, VanderWeeler, Tyler 
(2012).  Marital satisfaction and break-ups differ across on-line and off-line meeting venues.  
Proceedings of the National Academy of Sciences of the United States of America (vol. 110 no. 25). 

 
The rise in the internet has transformed how Americans work, play, search, shop, study, and communicate.  These 
social changes include how adults meet potential spouses.  The results below are from surveying a nationally 
representative sample of 19,131 respondents who married between 2005 and 2012.  Results indicate that more 
than one-third of marriages in America now begin online.  In addition, marriages that began on-line, when 
compared with those that began through traditional off-line venues, were slightly less likely to result in a marital 
break-up and were associated with slightly higher marital satisfaction among those respondents who remained 
married. 

 
 

 


