Lecture 2: September 16, 2014
Components of the Human Communication Process:

1. Message Transfer Model: Earliest model
· Human communication is linear: meaning is transferred from source to receiver.
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· Source (transmitter): Human being who has an idea or emotion. Originator (person) of thought/emotion. 
· Receiver: The person or group whom the source directs messages, intentional 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. (auditory, visual, olfactory pathway)
· Noise: Anything that interferes with the clear reception and interpretation of a message. (ex. distractions, multi-tasking, external noise, internal noise (anxiety, high levels of emotion))
· Encode: The translation of ideas, feelings, and thoughts into a code. (by source)
· Decode: The interpretation of ideas, feelings, and thoughts that have been translated into code. (by receiver)
· Context: the physical and psychological communication environment 
· Feedback: Verbal and nonverbal responses to messages 
2. Interaction Model: Developed in the late 40’s & 50’s
· Added feedback and context to elements of message Transfer Model
· Human communication occurs as the receiver of the message responds to the source through feedback 
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· Feedback: Verbal and nonverbal responses to messages 
· Context: The dynamic physical and psychological communication environment. Includes: 
· Source and receiver have a “Relationship.”
· Cultural context. Different messages interpreted differently in different cultures 
· Goal of communication.
· Model is linear, however more in a circular way.
· Things keep going, communication is continuous.
· Feedback added as part of the process 
3. Transaction Model: 1960’s (most recent model)
· Simultaneous interaction between the source and the receiver. People are mutually influencing each other. 
· Things happen at the same time, simultaneously
· Messages are sent and received concurrently.
· A mutual influence 
· Human communication is simultaneous interactive. Meaning is created based upon a mutual, concurrent sharing of ideas and feelings. This model most accurately describes interpersonal communication 
· Meanings are created during communication transaction.
· Each participant shares a mutual influence on the communication process.
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Principles of interpersonal communication 
1. Interpersonal communication is
· inescapable- you cannot not communicate
· irreversible- once a message is sent, you cannot take it back 
· complicated- you cannot completely understand others 
· contextual- communication occurs in psychological, relational situational, environmental and cultural contexts. 

Five simultaneous contexts:
1. Psychological: Who each person is.
1. Needs and desires 
2. Values
3. Self-concept.
4. Personality
· Relational: Communication with others is affected by a person’s relationship experience. Reactions to other as affected by:
· Trust.
· History.
· Power/control levels
· Amount of self-disclosure.
· Situational: Event or reason you are communicating
· Environmental: Physical surroundings.
· Cultural: All elements of culture that affect interaction. Learned behaviours and rules. Ex. Behaviours expected in the culture. 
Three Goals of IP Communication:
1. Make sure your message is understood:
· Misunderstandings can occur.
· eg. Different understandings of word or symbol.
2. Make sure your message have intended effect.
· Awareness of goal/purpose of communication.
· eg. To share info, persuade, entertain, and establish trust.
3. Make sure your message is ethical.
· Considers the needs and rights of others
· Acknowledges freedom of others
· Does not demean integrity or self-worth.
· Promotes trust
· Usually honest
· Keep confidences (do not violate bounds of privacy)
· Examples of unethical messages: Bullying, manipulation

Benefits of the study of IP communication:
· 80-90% of waking hours spent in some form of interpersonal communication
· To improve relationships with family, friends, and colleagues.
· Develop and maintain intimacy.
· Improve physical and emotional health. 
· An association exists between isolation and depression and mortality rate. 
· (Reduction of stress via social support and social isolation which is associated with increased mortality rate and depression)

Characteristics of IP relationships: 
· Range from impersonal to interpersonal
· People we do not have close relationship to people we are intimate with 
· Emphasize content and emotions 
· (verbal/nonverbal) Gives clues about: intimacy, emotionality, power structure 
· May be complementary or symmetrical 
1. Complementary:
· Pattern of interaction fits style of each party.
· Eg. Dominant and submissive.
2. Symmetrical:
· Both partners have similar styles.
· Eg. Both competitive and each seeks to dominate.
3. Parallel:
· Power shifts back and forth according situation or interaction.
· are governed by Rules: 
· Rules tell us how to behave; 
· Prescription for what behavior is required, preferred or prohibited in certain context 
· Rules can be both explicit and implicit. 
· Rules can vary from situation to situation or even from person to person.
· Ex. Social rules to standing in elevator, stand facing the front, give space 
· Evolve in Stages
· Meeting  intimacy/bonding.
· Relationships can vary from self-oriented to other-oriented 
· Primary goal to satisfy: own needs? Needs of other? 
· Ex. Relationship with doctor is self- oriented 
· Ex. Parent- child relationship is other-oriented 

How can you improve you 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 behavior; one size does not fit all
· Be other oriented- use decentering to develop empathy for your partner 

How to improve IP communication:
1. Practice Social Skills: acquired via practice with feedback 
2. Be other-oriented: Mostly we are egocentric; focus on self. Two ways to be other oriented: 
a. Decentering: Consciously think about others thoughts and feelings.
b. Empathizing: trying to understand the other person’s feelings and experiences. 
· Tend to attribute behavior to personality as opposed to the environment ( (avoid fundamental attribution bias)
c. Considering type- Allows us to develop communication strategies that suit psychological preference of the perceiver. 
· strategies to vary messages to suit psychological preference 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
When should you monitor or 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.
· When it is important to resolve a personal or professional conflict.
· When you want to make a certain impression.

Communication styles 
· Extraverts 
· Gregarious
· Open
· Potential perceptions by others as: 
· Insensitive 
· Superficial 
· Insincere 
· Imposing/intrusive 
· Introvert
· Prefer solitude 
· Reserved 
· Potential perceptions by other as: 
· Rejecting 
· Arrogant 
· Unfriendly 
· Weak 
Self-Diagnostic: My Communication Style (Pg.59 book)
Application exercise 3.2: Jill is 22 year old college graduate. She has just arrived at her first job interview and has seated herself in front of the prospective boss’ desk. Jill notices a decorative Myers- Briggs plaque on it that reads: ENTJ spoken here. Jill’s preferences are ISEJ.





	Boss type 
	Jill’s type

	Extravert: talkative, social, open,
	Introvert: quite, reserved

	Intuitive: focused on future/possibilities 
	Sensor: present, facts, details 

	Thinker: most rational, look at logic to make decisions  
	Feeler: feelings/ values to make decisions 

	Judger (orientation to the outer world): planned, organized, schedules 
	Judger: planned, organized, schedules 



In what respects do Jill and the boss differ? How are they alike? 

[bookmark: _GoBack]They are both planned, organized, have schedules

If Jill chooses to communicate exclusively in her psychological type language what might her answers be to these job interview questions? 

Modify how she communicates.  
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