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Introduction
Part a.
It has been established as a fact that there are certain life events which occur and result in a person’s life. For someone to change his or her perception towards other people or things, he/she has to go through an experience and learn from it. I have a few events which have experienced in my lifetime, which I feel have influenced me to some extent and changed my perspective towards other people.
Personal perception is one of the important life events that have shaped my way of thinking about others including myself. Perception according to social psychology is different mental process whereby an individual create an impression of other individual in the society. I happened to view people based on the way I used to see them behave within their environment. I have now come to realize that such perception is based on forming impression and conclusion that we make in relation to our impressions. Impression is based on the judgment that we make in life concerning a given behavior. 
I used to be unaware of the kind of information that is required to form impressions that influence our perception. In reality, person impression is a subject to the process impacted by different variables. This is to say that, factors  that influences impression formed by an individual comes from the behavior and characteristics of the person we observe, situational context , traits of a person as well as what one experienced in the past.  Individuals are used to forming impressions of others with just little information about them. Impressions are based on the roles played in the society as well as social normal that are expected from the same people (Cherry, 2019). For instance one can form an impression of bus driver in the city in regard to what that particular driver is anticipated by comparing behavior and role and personality (Ryan, & Ryan, 2019). All in all the personal perception and impression forms its bases on the social behavior that is exhibited under a social-cultural context.  Human behavior that influence how we our perception on others is influenced by environmental cue, culture and social pressure. In other words our perception and thoughts to others is shaped by the environment that we live in including social order and authority.  Presence of social order in our surrounding dictate human behavior and people’s thought. I think that culture as well as thought defines people according the traits that are perceived in them. Culture shape one’s though due to the influence of customs, traditions and ideas that people follow. In workplace, there are very common mistakes that occur following attributions of behavior. In addition, there is cultural diversity in workplace and stereotype upheld by individual from a given culture and race. This influences behavior of an individual and the way such individual is perceived by others (Finkel, & Baumeister.).
Part b.
In this discussion will shall share my personal experience with a beggar who changed my life. I am totally a different person because of that beggar who touched my life. Previously, I used to ignore beggars in the streets asking for help but after that experience, I started treating them the same as other human beings and even started a foundation of helping them get out of the streets. 
On June of last year, my administrator and I were moving down West Street in Durban. I've been in my new profession as Insurance sales rep for a little more than two months, and we were headed to go to a lunch work for the top sales reps in the region. Ahead I saw a bum inclining toward a divider and clearly he was smashed. As we came up to him, he ventured marginally into the way of my director and approached cash for nourishment. My administrator ignored him and clarified that he was not going to give him any cash as he was probably going to spend it on liquor. The rough-looking bum, whose messy worn-out garments smelled of pee, smoke, and liquor, at that point went to me and asked me something very similar. I halted, took out my wallet, and gave him R10, which was adequate to purchase two great dinners, (Edward, 2014). 
A year down the line, I was strolling down Durban's West Street on a lovely radiant day, not a long way from where I had initially met the homeless person. A fashionable, clean-shaven man in a suit moved toward me and inquired as to whether he could have a snapshot of my time. I didn't know whether I knew him as he looked dubiously natural. Being a protection sales rep, I in a split second concurred as I saw the chance to increase another customer. He presented himself and said that he was planning to meet me again as he needed to say thanks to me. He asked whether I recollect him. I hesitantly conceded that I didn't, despite the fact that he looked enigmatically natural, and asked where we initially met. This is the story he let me know; 
"A year prior you and a companion were moving down that finish of the road (indicating the spot) when I moved toward you and approached you for cash. I was the homeless person that you made a guarantee to give half of the cash to another person who required it more than I. I made the guarantee not in any case thinking about it. I was very much glad to disclose to you anything you desired to hear and to con you out of the cash. All I thought about was getting my next beverage and I would even take from you on the off chance that I could. The R10 you gave me was the single greatest sum that anyone had ever given me as a homeless person. I was truly amped up for my prosperity to con you out of the R10 as I could get myself a jug of schnapps, and I couldn't hold back to get to the container store, (Lozanski, 2013). 
You couldn't have realized that when you experienced me that I was experiencing the most exceedingly awful a great time. A year and a half year before that day I had lost my significant other and girl in a fender bender. I couldn't deal with the misfortune and began drinking; in the end, I lost my employment, my home, and all that I claimed. I was in the city, destitute, for 5 months, and I couldn't mind whether I lived or kicked the bucket. All I needed to do was to overlook, and that just kept going while I was appallingly flushed. I'm a structural designer in terms of professional career and that day you gave me back my life. I reclaimed the R10 note and didn't purchase the jug of schnapps. The store agent took a gander at me in awe and thought I was insane when I said that my drinking days are finished. Regardless I have the R10 note as a token of what you did. It keeps me on track and calm. I need to thank you, and I need you to realize that on the off chance that you never run into any of the individuals you offered cash to, you can realize that there is at any rate one individual whose life you spared. 
Conclusion
When he completed his story the tears were moving down my cheeks. It was one of the loveliest minutes throughout my life. As we remained there grasping each other like the tragically deceased family who sees each other again without precedent for quite a while, the tears unreservedly streaming, not minding what others may think, I realized that my life could never be the equivalent again. Being special to contact the core of another person is the best reward, duty, and respect that life would ever offer on one. It made me feel both extraordinary and little.
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