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But students also can easily interpret low affect or a neutral or noncom-
mittal response to low-quality work as an expression of our lack of interest 
or belief in them. It often is. And in the absence of a reaction, a large seg-
ment of students will not believe sufficiently in themselves to work hard 
or do well. This danger is particularly present for students who believe it’s 
their innate ability that either enables or disables them to perform (Dweck, 
2002). When students who hold this belief find something to be challeng-
ing or do poorly at something they attempt, they interpret it as confirma-
tion of not having enough ability. These same students, according to 
attribution theory (Weiner, 1996), believe that when they do poorly, it is 
because of task difficulty—and underneath that belief, the damning suspi-
cion that they are not bright enough. Thus, when students do poorly, going 
after them with high energy and affect becomes an implicit statement of 
belief in their ability and a call for more effort—an opportunity to retrain 
their attributions about what causes their success and failure.

Here’s where the phrase warm demander gets defined. Students may not 
praise you for it at the time, but later they often say about their favorite and 
most effective teachers, “I could run but I couldn’t hide!” You come after 
them in your own style, which can vary widely, but you keep coming.

The very fact that you do so says you care. You wouldn’t take the time 
and exert the effort to make sure they meet standards if you didn’t think 
they were worth it. That’s the bottom-line embedded message, intuited 
rather than clear in words by students: “She thinks I’m worth her effort.”

What does tenacity look like? If you’re reading this book with a group, 
stop here and generate a list of behaviors you think you would see a tena-
cious teacher doing with underperforming students. When you finish, go 
to the next page to see my examples.



Making Appointments

Stephanie stands by the door as the class exits and taps four students to 
join her right after lunch and before the fifth-period class starts. “I want to 
see you right here at 12:20 to finish these problems, capiche?” (Italian slang 
for “understand”?)

Michael makes an appointment for a one to one after class  
with Yojii and he doesn’t show up. Watch as, at the end of  
class the next day, he approaches him at his desk and has  
the following conversation. (Watch from 11:53 to 14:35.)

http://rbteach.com/products-resources/video/teaching- 
effective-effort-motivational-structures Video 3.7


