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CHAPTER 3
Communicating With Different Personality Types
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1 – Interpersonal (IP) Communication
Definitions:
· Communication
· Something that receives a response/ when a message is received
· The process of acting upon information
· Human Communication
· Can communicate simultaneously; mutual interactive process
· Mutually influences each other on a moment-to-moment basis
· The process of making sense out of the world and sharing that sense with others
· Interpersonal Communication
· The process of interacting simultaneously and sharing mutual influence with another person


MODELS OF HUMAN AND INTERPERSONAL COMMUNICATION
Message Transfer Model
· Simplest & oldest model (1949)
· Communication as a linear input/output process
Definitions:
· Source: Human being who has an idea or emotion
· Receiver: The person or group toward whom the source directs messages, intentionally or unintentionally
· Message: The written, spoken, and unspoken elements of communication to which we assign meaning
· Channel: The pathway through which messages pass between source and receiver (tactile, verbal, auditory, etc.) 
· Noise: Anything that interferes with the clear reception and interpretation of a message (emotional “internal noise”, outside “external noise”)
· Encode: The translation of ideas, feelings, and thought into a code
· Decode: The interpretation of ideas, feelings, and thoughts that have been translated into a code
· Context: The physical and psychological communication environment
· Feedback: Verbal and nonverbal responses to messages
Information
· Can be a thought or emotion
Source (Transmitter)
· Originator (person) of thought or emotion
Interaction Model
· Late 1940’s & early 1950’s
· Added feedback & context to elements of message transfer model
· Context includes
· source and receiver relationship
· culture
· goal of communication
· Model is still linear although circular


Transaction Model
· 1960’s (most recent model)
· All communication is simultaneous
· Messages are sent & received concurrently
· Meanings are created during communication transaction
· A mutual influence
Human Communication as Action: human communication is linear, as meaning is sent transferred from source to receiver
Human Communication as Interaction: human communication occurs as the receiver of the message responds to the source through feedback
Human Communication as Transaction: human communication is simultaneously interactive. Meaning is created based upon a mutual, concurrent sharing of ideas and feelings. This model most accurately describes interpersonal communication

	Interpersonal Communication is Inescapable: 	You cannot not communicate.
	Interpersonal Communication is Irreversible:	Once a message is sent, you cannot take it back.
	Interpersonal Communication is Complicated:	You cannot completely understand others.
	Interpersonal Communication is Contextual:  	Communication occurs in psychological, relational, situational, environmental, and cultural contexts. 

 FOUR PRINCIPLES OF INTERPERSONAL COMMUNICATION
Five Simultaneous Contexts
i) Psychological
a. Who each person is
b. Their:
i. Needs & desires
ii. Values
iii. Self-concept
iv. Personality
ii) Relational
a. Reactions to other as affected by:
i. Trust
ii. History
iii. Power/control levels
iv. Amount of self disclosure
iii) Situational
a. Event or reason you are communications
iv) Environmental
a. Physical surroundings
v) Cultural
a. All elements of culture that affect interaction
b. Learned behaviours & rules


THREE GOALS TO INTERPERSONAL COMMUNICATION
i. Make sure your message is understood
ii. Make sure your message has the effect you intended
iii. Make sure your message is ethical
I) Message be understood
· Misunderstandings can occur
· E.g. different understandings of words or symbol. 
II) Message have intended effect
· Awareness of goal/purpose of communication
· E.g. to:
· Share info
· Persuade
· Entertain
· Establish trust
III) Message be Ethical
· Considers needs & rights of other
· Acknowledges freedom of other
· Does not demean integrity or self-worth
· Promotes trust
· Usually honest
· Keeps confidences
· E.g.’s of unethical:
· Messages: Bullying, manipulation

BENEFITS OF THE STUDY OF INTERPERSONAL  COMMUNICATION
· 80% - 90% of waking hours spent in some form of interpersonal communication
Benefits:
· To improve relationships with
· Family
· Friends
· Colleagues
· Develop and maintain intimacy
· Improve physical & emotional health
· An association exists between isolation and depression and mortality rate

2 – Characteristics of Interpersonal Relationships
 Interpersonal relationships...
· Range from impersonal to interpersonal		Are governed by rules
· Emphasize content and emotions		Evolve in stages
· May be complementary or symmetrical		Range from self-oriented to other-oriented

· Emphasize both content & emotions
· Gives clues about
· Intimacy
· Emotionality
· Power structure
· May be complementary, symmetrical or parallel.
· Complimentary
· Pattern of interaction fits style of each party. Eg. Dominant & submissive
· Symmetrical
· Both partners have similar styles. Eg. Both competitive & each seeks to dominate
· Parallel
· Power shifts back & forth according to situation or interaction. 
· Are governed by rules
· Prescription for what behaviour is required, preferred or prohibited in certain contexts. 
· Rules can be both explicit & implicit
· Evolve in stages
· Meeting  intimacy/bonding
· Range from self-oriented (visits with doctor, children with parents) to other-oriented 
· Primary goal to satisfy
· Own needs? Or needs of others?

3 – Improving Interpersonal Communication
How Can you Improve Your Communication Effectiveness?
Be Knowledgeable	Learn principles, concepts and ideas.
Be Skilled		Translate knowledge into action.
Be Motivated		Resolve to use your knowledge and skill.
Be Flexible		Select the right behaviour, one size does not fit all. 
Be Other-Oriented	Use decentring to develop empathy for your partner.

	Social Skills
· Acquired via practice with feedback
Be Other-Oriented
· Mostly we are egocentric
· Focus on self
· Two ways to be other-oriented
· 1 – Decentring
· Consciously think about other’s thought & feelings
· 2 – Empathizing
· Trying to understand other’s feelings & experiencing
4 - Influence Type on Communication
	Considering Type
· Allows development of strategies to vary messages to suit psychological preferences of target perceiver
· How we encode can be adapted
· Helps understand where others coming from
· Decoding (or interpretation) of information is also influenced by our type

Why Modify our Communication Type?
· Helpful hints
· Using the Helpful Hints
“When should you monitor and modify your communication style?”
· When you very much want your messages to be understood
· When it is essential to receive a message accurately – such as a message containing instructions, directions, or a loved one’s feelings. 
· When it is important to resolve a personal or professional conflict. 
· When you want to make a certain impression

5 – Communication Styles

Extraverts & Introverts
· Extraverts
· Gregarious
· Open
· Potential perception by other as:
· Insensitive
· Superficial
· Insincere
· Imposing/intrusive
· Introverts
· Prefer solitude
· Reserved
· Potential perception by others as:
· Rejecting
· Arrogant
· Unfriendly
· Weak 

6 – Self Diagnostic 3.1: My Communication Style (Text)
First letter:
1. I like...stating my opinion
2. I prefer...being more talkative
3. I need... to vent as much as the other person
On and on and on...
(Pg. 100 of textbook)

7 – Application Exercise 3.2: Entj Spoken Here (text)
(Pg. 102 of textbook)
Boss type:					Jill’s type:
Extravert: talkative, outgoing			Introvert: reserved, introspective
Intuitive: future-oriented			Sensor: facts
Thinker: logic, rationale				Feeler: values, emotions
Judger: schedules, same as Jill		Judger: schedules, organized, deliberate



