Interpersonal Communication Study Notes
Chapter One:
Human communication
· Process of making sense out of the words,
· Sharing that sense with others
Interpersonal communication
· Process of interacting with others, mutually influencing each other, and managing relationships
· Treating people as a unique
· Communicate in a “I-thou” relationship
· Contains true dialogue and honest sharing of self
· Improves relationships, and one’s physical and emotional health
Impersonal communication
· Treating people as objects 
· Responding only to their roles
· Communicate in an “I-it” relationship
· Mechanical and stilted, no honest sharing of self
Three models for human and interpersonal communication 
· human communication ad action, interaction and transaction
· Model #1 (action)
· Noise -----------------------Noise----------------------Noise
· (source)-> message->(channel)->message->(receiver)
· Model #2 (interaction)
· Noise -----------------------Noise----------------------Noise
· (source)-> message->(channel)->message->(receiver)
· ^------------------------FEEDBACK-----------------------^
·                                        Noise
· Model #3 (Transaction)
· Noise -----------------------Noise----------------------Noise
· (source)---------message/feedback--------------(source)
· (receiver)                                                              (receiver)
· Is simultaneously interactive 
· Meaning is created based on mutual concurrent sharing of ideas and feelings
Components of the transaction model
· Source: sends message
· Receiver: decodes the message 
· Message: is the communication to which people assign meaning
· Channel: is the pathway through which messages are sent
· Noise: is any info that interferes with the reception of the message
· Encode: translates ideas, feelings and thoughts into a code
· Decodes: interprets ideas, feeling and thoughts that have been put in code
· Context: is the physical and psychological communication environment
· Feedback: is the response to a message
Medicated interpersonal communication: 
· With others establish or maintained using media such as email, phone
Social information processing theory
· Explains how people use information they receive via email and other electronics  to develop relationships with others
The richness of communication channel is measured by:
1. Amount of feedback the communicator receives 
2. The number of cues that the channel can convey and can be interpreted by a receiver
3. Variety of language the communcatiors use
4. Potential for expressing emotions and feelings
Principles of interpersonal communication
· Connects us to others
· Irreversible, complicated, involves both content anf relationship dimensions
Content vs. relationship dimension
· Content: new info, ideas, or suggested actions that  speaker wishes to share
· Relationship dimension: implied aspect of a message which conveys info about emotions, attitudes, power and control
Interpersonal Communication myths
1. More words make meaning clearer
2. Meanings are in words
3. Information equals communication
4. Relationship problems are always communication problems
How to improve your own interpersonal communication
· Social learning theory: we can learn to adapt , adjust our behaviours towards others
· Become knowledge, skilled, motivated, flexible, ethnical, be others oriented 
Effective interpersonal relationships
· From impersonal to intimate
· Complementary or symmetrical
· Involve both content and relationship dimensions
· Not swayed by common myths 
Chapter Two:
What is self-concept?
· One’s subjective descriptions, of who you think you are
· Reflects your 
· Attitude (likes, dislikes)
· Beliefs (true and false)
· Values (Good and bad)
· Describes who you are
William James’s 3 concepts of self
· Material: tangible elements that you own
· Social self: personal and social interactions 
· Spiritual self: values, morals, and beliefs
Self-Concept develops through
· Interaction with others
· Association with groups
· Roles, self-labels, personality
Self Esteem
· Evaluation of self in comparison with others
· You evolve who you are
Improve self-esteem
· Self-talk, visualize, avoid comparison, reframe, develop honest relationships, let go of the past, and seek support
Self-concept and self-esteem affect communication
· Act as filters
· Determine how you approach, respond to and interpret messages
Self-concept and self-esteem filters
· Self and others, self-fulfilling prophecy, self and interpersonal needs, self and interpretation of message, and self and communication skills
Connecting to others through self-disclosure
· Awareness of who you are influenced your level of disclosure, as well as by how much others share information about you, with you
Johari Window
	
	Known to self
	Not know to self

	Known to others 
	1. Open
	2. Blind

	Not know to others
	3. Hidden
	4. unknown



1.) Open area: info known to you and others
2.) Blind: info unknown to you by known to others
3.) Hidden: info known to you but not to others
4.) Unknown: info unknown to you and others
Characteristics of self-disclosure
· Moves slowly
· Less personal to more personal 
· Reciprocal
· Involves risk, trust 
· Enhances intimacy
Chapter 3
Perception
· Understanding or making sense of our sensory experiences
Interpersonal perception
· Selecting, organizing, and interpreting our observations of other people
The perception process:
1.) Stage one: selecting
a. Simplying stimuli that flood in through our senses 
b. Screening out constant sensation
c. Focusing on those we deem important 
2.) Stage two: organizing
a. Grouping, dividing, organizing, separating, and categorizing info (puncture)
b. Placing familiar structures on info (superimpose)
c. Filling in gaps (closure)
3.) Stage three: interpreting
a. Assigning meaning to what we observe
Improving interpersonal communication through perception
· Passive perception: senses are in operation
· Active perception: seek out specific info though observation or questioning
How we organize and interpret perception
· Impression formation:
·  form global perspectives we have of others based upon general qualities, behaviours and disclosed info
· Implied personality theory:
· Form our own personal general theory about the way people think and behaviour
· Attribution theory:
· Develop reasons to explain the behaviours of others, attribute others actions to the circumstance, a stimulus, or to the person
Barriers to accurate perceptions
· Ignoring info
· Overgeneralizing
· Holding on perceptions 
· Imposing consistency
· oversimplifying
· Stereotyping
· Ignoring circumstances 
· Focusing on the negative
Improving your perpetual skills
· Link details with the big picture 
· Become aware of others perceptions of you
· Increasing your awareness
· Recognize the element to which you attribute meaning
· Become other-oriented
· Use perception checking 
· Be sensitive to cultural differences

Chapter 4
Daily Communication Time
· Listen 45%
· Speak 30%
· Read 16%
· Write 9%
Definition of Listening
· Hearing: physiological process of decoding sounds
· Listening: process we use to make sense of what we hear
Listening Process
1.) Selecting: sorting sounds that compete for attention
2.) Attending: focusing on particular sound of message
3.) Understanding: assigning meaning to messages
4.) Remembering: recalling info that has been communicated
5.) Responding: confirming your understanding of a message
Listening Styles
· People, action, content, time-oriented
Listening Barriers
1.) Being self-absorbed
a. Listeners focuses more on their needs
b. To overcome, consciously become aware of the self-focus
2.) Unchecked emotions
a. Emotional noise when emotions interfere
b. Use self-talk to manage emotions
3.) Criticizing the speaker
a. Critical of the speaker distracts us from the message
b. Focus on the message not the messenger
4.) Speech role vs. though rate
a. Average person speaks at 125 words/minute and  can process up to 800 words a minute
b. Use the difference between speech rate and thought rate to mentally summarize the message
5.) Shifting attention
a. We try to focus on more than one message we lose track of the message we should be focusing on 
b. Stop competing thoughts, focus on a single message to enhance comprehension
6.) Information overload
a. Incoming message from various sources can be overwhelming and fatiguing
b. Realize when your tires or distracted and not ready to listen
7.) External noise
a. Many competing sounds around us
b. Take charge of listening environment, eliminate the distraction
8.) Listener apprehension
a. Fear of misunderstanding or misinterpreting 
b. Concentrate on the message by mentally summarizing what you hear can hel you take your mind of your anxiety
Improving your listening skills
· STOP
· Tune of distractions (unconscious/conscious incompetence, unconscious/ conscious competence)
· LOOK
· Aware of the speaker’s non verbal message
· Determine your listening goal
· Transform listening barriers into goals
· Mentally summarize the details of the message
· Mentally weave these summaries into a focused major point or series of major ideas
· Practice listening to challenging material
· ASK QUESTIONS
· Clarify words, events, and feelings by questionings the speaker
· REFLECT CONTENT
· Paraphrasing when appropriate
How to respond with empathy
· Understand your partner’s feeling
· Paraphrasing emotions
Confirming vs Disconfirming responses
· C: other-oriented statement that causes others to value themselves more
· D: statement that causes others to value themselves less
Providing confirming responses
· Direct acknowledgement
· Agreement about judgement
· Supportive responses
· Clarifying responses
· Expression of positive feelings
· Compliment
Avoiding disconfirming responses
· Impervious responses
· Interrupting, irrelevant, tangential, impersonal, incoherent, incongruous
Improving critical listening and responding skills
· Identify useful and flawed info
· Avoid jumping to conclusion
· Improve your responding skills
· Provide well time responses
· Provide useful info
· Avoid unnecessary info
· Be descriptive rather than evaluative
Chapter 5
Triangle of meaning 
                        Thought

Referent                              symbol 
· Symbol: words, sounds, visuals devices that represent a though, concept, or object
· Referent: thing symbol represents
· Thoughts: mental process of creating a category, ideas, or image triggered by the referent or symbol
Words and meanings
· Words are symbols, arbitrary, context-bound, culturally-bond
· Have denotative and connotative meaning
· Communicate concrete or abstract meaning
Denotative VS Connotative 
· D: literal, restrictive definiation of a word
· C: personal and subjective meaning of a word
Concrete VS Abstract Continuum
· C: word is concrete if we can experiences its referent with one our senses
· A: We cannot experience the referent with our senses
Words have power
· Power to create to affect thoughts and actions
Words barriers
· Bypassing: miscommunication causes by different understanding of the same word
· Lack of precision: miscommunication caused by using words inappropriately in or an imprecise way
· Allness: miscommunication caused by lumping things or people into categories
· Static Evaluation: miscommunication caused by labeling people, objects and events without considering change
· Polarization; describing in either or terms good or bad 
· Biased language: that reflects gender, race, etc.
· How to avoid
· No sexist , ethical, racially language 
· Avoid language that demeans a person’s age ability or social class
Use words to est. supportive relationships
· Describe your own feeling rather than evaluate others
· Solve problems rather than control others
· Be genuine rather than manipulative
· Empathize rather than remain detached from others
· Present yourself as equal 
Using words to be appropriately assertive 
· Express your interests without denying to rights of others
· Be other-oriented
· Describe what you want
· Disclose your needs using “I” messages
Don’t be assertive
· Don’t express yout interests and deny the rights of others
· Don’t be self-absored
· Don’t evaluate the other person
· Don’t disclose your needs using “you” messages
Steps tp being assertive
· Describe how you view the situation
· Disclose your feelings identify the effects
· Identify the effects 
· Be silent and wait for a response
· Use questions and paraphrase content and feeling of response
Chapter 6
Communicating Non-verbally
· Behaviour other than spoken or written that created meaning for someone
Why learn about non-verbal
· Communicates our feeling and attitudes
· More believable
· Work with verbal messages to create meaning
· Work with verbal messages to create meaning
· People respond and adapt to others through it
· Plays a major role in interpersonal communication
Challenges in decoding non-verbal communication
· Often ambiguous, continuous, multi-channeled, culture based
Non-verbal communication codes
· Body movement, posture and gestures
· Eye contact
· Facial expressions
· Vocal cues
· Personal space
· Territory
· Touch
· Appearance
Interpreting Non-verbal behaviours
· Immediacy cues: indicting like and pleasure
· Arousal cues: indicting responsiveness and interest
· Dominance cues: indicting status, position, and importance
Expectancy Violation Theory
· Suggests that we interpret non-verbal messages according to our expectations of how others behave.
Improving your interpretation of non-verbal messages 
· Consider non-verbal cues in context
· Look for dusters of non-verbal cues
· Consider past experiences when interpreting non-verbal cues
· Check your perceptions with others
· Be aware that non-verbal expression of emotions is contagious
Perceptions checking:
1.) Observe their non-verbal behaviour
2.) Form a mental impression of what you think they mean
3.) Ask questions to check whether your perception is accurate.
Chapter 7
Interpersonal conflict
· struggle when people cant agree on a way to meet their needs or goals
Conflict spectrum
· mild difference
· disagreement
· dispute
· campaign
· litigation
· fight
Types of conflict
· pseudo conflict
· individuals misunderstand each other
· simple conflict
· individuals disagree over which action to pursue to achieve their goals
· ego conflict
· individuals disagree over which action to pursue to achieve goal
Myths  about conflict
· should always be avoid
· always occurs when there is a misunderstanding
· a sign of poor interpersonal relationship
· can always be resolved
· is bad
Conflict as a process
· source: prior condition
· beginning: frustration awareness
· middle: active conflict
· aftermath: follow-up
Constructive Conflict
· is characterized by cooperation in dealing with others
· builds new insights
· est. new patterns in relationship
· can lead to a more satisfying relationship in the long run
Benefits of conflict
· focuses attention on problems
· shows what is important
· clarifies what needs to be changed
· clarifies who you are and your values
· helps you learn more about your partner
· strengthens relationships by increasing confidence
Destructive Conflict
· dismantles relationship without restricting them
· results when both individuals are dissatisfied with outcome
· can occur when people view differences from a win-lose
Conflict management Style
· avoidance
· managing conflict by backing off 
· lose-lose
· accommodation
· mangainf conflict by giving in
· lose-win
· competition
· style that stresses winning the conflict
· win-lose
· compromise
· managing conflict by attempting to find the middle
· lose-lose
· collaboration
· managing conflict by using other-oriented strategies
· win-win
· separate the people from the problem
· focus on shared interests
· generate many options to save the problem
· base decision on objective criteria
· Negotiation strategies
· Communication process in which individuals or groupd exchange proposals and interact with each other to create understanding and agreement 
· Win-lose
· Win-win
· Win-lose
· Tough bargains, argue loudly, use things the other person values, have other alternatives, will bluff, mislead
· Win-win
· Identify specific clear, reasonably, reluctant to lower their goals, know when to hold firm, genuine
Conflict management Skills
· Manage your emotions
· Be aware when you get mad
· Understand anger
· Make conscious decision about whether to express your anger
· Select a mutually acceptable time and place to discuss anger
· Plan your message
· Monitor your non-verbal message
· Manage info
· Describe the conflict-producing events
· Own your statement 
· Use effective language
· Check your understanding
· Be empathic 
· Stop making your argument and concentrte on your partners points
· LOOK at non-verbal
· LISTEN
· IMAGINE, how youd feel
· QUESTION
· PARAPHRASE
· Manage goals
· Identify your goals and your partners goals
· Identify where your goals and your partners goals overlap
· Manage the problem
· define
· analyze
· determine
· generate multiple solutions
· select and try the best solution
· set a time 
Chapter 8
Culture
· learned system of knowledge, behaviours, attitudes, beliefs, values, and norms that is shared by a group of people
Cultural elements
· materials culture: things and ideas
· social institutions: schools 
· individuals and the universe: systems of beliefs
· Aesthetics: music, theatre, art
· Language: verbal and non-verbal communications
Cultural Values
· Masculine vs feminine perspectives
· M: achievements, assertiveness, heroism, material wealth
· F: relationships, caring, overall quality of life
· Tolerance of uncertainty vs uncertainty avoidance tend to have rigid
· [bookmark: _GoBack]Some cultures 







