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It has vecendy been proposed thar individuals with diserepant fove self-esteem (e
fow explicit self-esteem bur high implicit self~exteem ) may he characrerized as
passessing a glimmer of hope ¢ Spencer, Jourdan. Logel, & Zoong, 2005 1 Thar is,
these individuals may exinhit mare optinison aind less self-=proteciion tian is epicaily
seei winong individealy with fow seflf~estecm. Consistent with the glininer of hope
hypathesis, we proposed thar indivihaads with discrepans fow self-esteent wondd
report relaiively igh levels of perfectionisny, The rexulis of the present study support
this prediction, Among fndividuals witl fow explicit self-exieem, those with high
inpicis self-esicem reported higher Jevels of nndadaprtive and adaptive perfection-
sy, Overall, the residis suggest thar the inelusion of iplicii self-exteenr enfances
aur aderstanding of the refationstip henveen perfectionism and cxplicii self-
esfeen.

Previous research has found high sell-esteem to be associated with markers of
psychologicul adjustment such as happiness and satisfaction with lite (e.g.. [Dener,
1984; Robins. Hendin. & Trzesniewski, 2001; Tennen & Affleck. 1993 sce
Baumecister, Campbell. Krueger, & Vohs, 2003, for a review): however. there is
also a derk sicde to high self-esteem. That 1s, high self-esteem has been linked 10 a
variely of potentially negative outcomes mcluding aggression (Baumeister, Bush-
man. & Campbell. 2000; Baumecister, Smart, & Boden. 1996; Papps & O Carroll,
1998). prejudice {Crocker. Thompson. McGraw. & Ingerman. 1987; Fein & Spencer,
1997: Verkuyten, 1996: Verkuyten & Muasson. 1995), and the employment of self-
protective or sclf-enhancing strategies (Baumeister. Heatherton. & Tice, 1993;
Baumeister. Tice. & Hutton, 1989: Blaine & Crocker, 1993: Fitch, 1970; Miller &
Ross. 1975; Tice, 1991). Thus. research suggests that high self-esteem 15 not always
everything it is cracked up to be. In an atiempt to better understand the paradox of
high self-esteem, two forms of high self-esteem have been proposed: secure high self-
esteem and fragile high self-esteem. Individuals with securc high sell-esteem are
characterized by positive attitudes toward the self that are realistic. well-anchored,
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and resistant to threat (see Kernis, 2003, for a review). In contrast. individuals with
fragile high self-esteem are characterized by feelings of self-worth that are vulnerable
to challenge. need almost constant validation. and require some degree of self-
deception. At present, there are three primary models for distinguishing between
secure and [ragile sell-esteem: contingent self~esteem (Crocker & Wolfe, 2001: Deci
& Ryan, 1995), unstable self-esteem (Kernis. Grannemann. & Barclay, 1989}, and
discrepant implicit and explicit self-esteem (Bosson, Brown, Zeigler-Hill. & Swann,
2003: Jordan. Spencer, Zanna. Hoshino-Browne, & Correll. 2003b; see Kernis &
Paradise, 2002, for a review of these models of fragile high self-esteem). The present
study will focus on discrepant self-esteem and examine its implications for the
characteristic of perfectionism.

Explicit self-estcem is often defined as conscious feelings of seli-liking, sell-worth,
and acceptance (e.g.. Brown. 1993; Kernis. 2003). In contrast, implicit self-esteem is
believed 1o consist of nonconscious, automatic. and over learned sell-evaluations
(Greenwald & Banaji, 1995: Pelham & Hetts, 1999). Dual-process models— which
proposc that there are two modes of information-processing—provide a means for
considering both implicit and explicit self-esteem (e.g.. Epstein, 1994 Epstein &
Morling, 1995; Smith & DeCoster, 2001: Strack & Deutsch. 2004: Wilson. Lindsey,
& Schooler, 2000). In general. dual-process models propose that humans have a
cognitive system that is (potentially) rational. deliberative, and conscious. as well as
an experiential system that is affective, automatic, and nonconscious. 1t is believed
that explicit sclf-csteem is derived primarily from the cognitive system as the result of
self-relevant feedback and experiences. In contrast, implicit self-csteem may
originate in the cxperiential system as the resuit of the automatic and holistic
processing ol aflective experiences (Epstein & Morling, 1995).

The most common method for assessing explicit self=esteem is the administration
ol a sell-report questionnaire such as the Rosenberg Self-Esteem Scale (Rosenberg,
1965). In contrast. measures of implicit self-esteem cannot merely rely on simple self-
reports because the attitudes of interest are belicved 1o lie outside of conscious
awareness. The measures of implicit self-esteem that have been developed during the
past decade have used a variety of methods 1o capture this elusive construel (sec
Fazio & Olson. 2003, for a review of implicit measures). Three of the most promising
of these measures assess implicit self-esteem by determining the ease with which
individuals are able to pair pleasant words with the sell (i.c., Implicit Association
Test: Greenwald & Farnham, 2000), how quickly positive words come (o mind
lollowing exposure 1o a self-relevant prime (i.e.. Implicit Seli-FEvaluation Survey;
Pelham & Hetts, 1999), and the degree to which an individual favors stimuli
associated with the self such as the letters in one’s own name (i.c., initials-preference
task: Nuttin, 1987).

Consistent with the notion that implicit and explicit self-esteem are derived from
independent sources, measures of implicit self-esteem are, at best. only weakly
corrclated with: measures of explicit self-csteem under normal conditions (e.g..
Bosson. Swann. & Penncbaker, 2000; Farnham, Greenwald, & Banaji, 1999:
Greenwald & Farnham. 2000; Hetts, Sukuma. & Pelham, 1999: Jordan et al.. 2003b:
Koole, Dijksterhuss, & van Knippenberg, 2001: Pelham & Hetts, 1999: Pelham et al.,
2005 Zeigler-Hill. 2006). However, it should be noted that there are conditions
under which the relationship between implicit self-esteem and explicit sell-esteem
becomes stronger. For example. Pelham and his colleagues (2005) found that the
dssociation between implicit and explicit self-esteem is stronger among women than
1t1s among men. The authors proposed this gender difference may be due to the
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tendency for women to focus more attention on their intuitive or affective
experiences than is typically found among men. In an extension of this waork,
Jordan, Whitfield. and Zeigler-Hill (2006) directly examined whether individual
differences in information-processing style were associated with the strength of
the relationship between implicit and explicit self-esteem. As expected, u stronger
correlution emerged for implicit self-esteem and explicit self-esteem among those
individuals who focused more attention upon their affective and intuitive responses
to stimuli and situations than for individuals who did not rely as heavily upon this
type of information. In addition to these information-processing effects. other
studies have found stronger correlations between implicit self-esteem and explicit
self-esteem when individuals have been exposed 1o self-concept threats (Hetts et al..
1999: Jones. Pelham. Mirenberg. & Hetts. 2002) or experienced high cognitive load
(Koole et al., 2001).

Diserepant Self-exiecm

Due to differences in the types of information processed by the implicit and explicit
systems  as well as differences in the methods by which this information is
processed it is possible for discrepancies to form between impheit and explicit sell-
esteem. The discrepancy between implicit sell-estcem and explicit self-esteem is
particularly interesting because the resulting attitudinal ambivalence about the self
may moliviate behaviors intended to resolve the inconsistency between onc's
conscious and nonconscious feelings of sell~worth (Newby-Clark., McGregor, &
Zanna. 2002: Spencer et al.. 2005). The discrepancies that develop between implicit
scll-esteem and explicit self-esteem may take either of two forms; discrepant high
self-esteem or discrepant low sell-esteem. Individuals with discrepant high sell-
esleem possess high explicit sell-esteem but low implicit self-esteem. This is the form
of discrepant sell-esteem that has been the primary focus of research in this areq
(g Bosson et al., 2003; Jordan et al.. 2003b: Zeigler-Hill, 2006). Individuals with
discrepant high self-esteem are believed to consciously possess positive feelings about
the sell” that are fragile because of the underlying insecurities and sell~doubts
associated with their low implicit self-esteem. This view of discrepant high self-
esteem (Le., overl grandiosity concealing unacknowledged negative feelings about
the sell) is consistent with classic views concerning narcissism (Kernberg, 1970
Kobut. 1971, In fact. the relationship between discrepant high sell-esteem and
narcissism has been supported by the resulls of recent studies using different
measures of implicit self-esteem (Jordan et al.. 2003b, Study 1; Zeigler-Hill, 2006).
Other findings also support the idea that the positive self-views of individuals with
discrepant high self-esteem are vulnerable to challenge. For example, individuals
with discrepant high sell-esteem experience sell-esteemy that is unstable over time
(Zeigler-Hill, 2006). display increased scll-enhancement tendencies (Bosson et al .
2003). are more defensive (Jordan et al., 2003b, Studics 2 & 3). react to uncertainty-
threats with strong compensatory conviction (McGregor & Marigold. 2003, Study
3). respond o failure with exaggerated consensus estimates [or personal beliefs
{(McGregor, Nail. Marigold, & Kang. 2005, Study 1), and will engage in racial/ethnic
discrimination against others in order to maintain their threatened self-image
(Jordan. Spencer, & Zanna, 2003).

Although previous research has focused primarily on discrepant figh self-esteem.
researchers are also beginning to take an interest in discrepant fow self-esteem (i.c..
low explicit self-esteem but high implicit self-esteem). One way of thinking about













































