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COMMUNICATIONS GOALS

The participant shall increase in the demonstration of hie ability

to communicate in intelligent, effective and responsible ways through
increased:

1.
2.

3.

10.

O

Understanding of the communication process.
Awareness of the role which communication plays in his life.

Understanding of the criteria of effective communication and of where
and how the breakdowns occur.

Understanding of himself and how and what he communicates and the
effects of this on others.

Perception of other people and how and what they comminicate and the
effects of this on himself.

Understanding of and responsiveness to his own and others' feelings.'
Development of effective communication skills--verbal and nonverbal.

Ability to establish relationships in which warm, open, and constructive
communication occurs.

Ability to work through interpersonal problems.

Ability to set personal communication goals and to function in vays
which are conducive to achieving these goals.

]EIQJ!: Norma Rohde and bella Mae Rasmussen, Brigham Young University, 1971.
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COMMUNICATION CONTENT .

The Impact of Language on Behavior

A. Labeling
B. Self-fulfilling picpiiacies

The Communication Process

A. The sender

B. The receiver

C. The communication purpose
Perceptiveness

A. Points of view

B. Observation

€. Listening

D. Perception checks
Understanding and Clarity

A. Congruency
B. Concreteness

Sharing Feelings

A. Role in fnterpersonal relationships
B. Describing feelings

C. Two-way communication

Nonverbal Expression

A. Physical contact

B. Eye contact
C. Use of time and place
D. Bodily movements

E. Physical appearance

3

10.

11.

Emotional Closeness

moOw >

Being personal
Here qow

Sharing feelings
Physical closeness
Risk

Honest yet Responsible

TOw>

Constructive openness
Cefenses

Facts, inferences, judgments
Sensitivity

Communicatiun Responses

Mmoo 0w

Judgmental
Advice-giving
Interpretive
Accepting-understanding
Charing

Questioning

Interpersonal Problem Solving

A. Circular communication
B. Content and relationship
C. Meta communicatinn

Recap

Della Mae Rasmussen, Brigham Young Uaiversity, 1971,



COMMUNICATION PROCESS

Objectives:

As a 1c¢sult of this experience, students will be able to (1) describe the

communication process and its components, (2}, describe difference between one-
way and two-way communication, (3) establish a tentative baseline for himself as
to effectiveness as a Sender and Receiver, and (4) function more effectively in
at least one ¢f the areas of effectiveness in being a Sender or a Receiver.

Concepts:

1. Communication involves the sending and receiving of a message; transfer of
feelings and/or ideas.
2. The purpose of communication is to influence others and create a response.

As Senders we should ask: What do we intend to have happen? What do we want

people to beiieve? to be able to do? “o say? OQOur ccumunication behav1or should

be determined by our answers to these questions.
3., Effective communication is a process, circular, not linear in nature.

a. Communication is a process which consists of the Sender, the Message,
Channe 1s through which the message is taken in by the Receiver, and
Feedback from the Receiver.

"b. The Receiver is the mos. important link in the communication process ard
the Sender must learn to observe his Receiver and interprvet the feedback.

c. Feedback and {ts interpretation enables Sender to discover how others

‘ think and feel about what is being said and oone. He may then adjust
and correct the message being sent.

d. We may become invo'ved in either one-way or two-way . .mmunication.

One-way communication assumes a feedback block. In two-way communicatior,
both parties send messages and receive fecdback.
4. There are several areas of effectiveness in being a Sender and/or a Receiver:

a. Skill in ability to say somethiang of worth snd say it in the way one intends.

b. Attitudes toward self, subject matter, and receiver.

c. Knowledge of subject matter, the communicati-a proress, one's own attitudes,
and characteristics of the receiver.

d. Skill in effective observation and listening.

Learning experiences:

1.
2.

O

(ne-way vs. two-way communication experience,
Divid2 iu groups of four and discuss how each person presently evaluates

- himzelf on a 10-coint scale a3 Sender and Receiver (10 being high). Use the

areas of effectiveness listed unader Concepts No. 4 as guide. Get feedback
from each othar.

Sender 1 1 1 [N 1 1 ] 1 1 10
2 3 4 5 6 7 8 9 .
Receiver 1 A 1 Y t I ,‘ 10

_ 1 1
2 3 4 5 6 7 8 9

Meet in the large group. Choose one area oi effectiveness as either a Sender

" or a Receiver in which you would iike to improve. Discuss this with the group

as a whole, get feedback, and make a commitment to work on this during the

" coming week. . Also during the week, be aware cf octual experiences as you

function as Sender and Receiver. Report to the group next week.

Discuss Gbservation Form, fill In according to instructions during the
coming week, and shar2 the experience with the group n2xt week.

»7

L BN

N
]:IQJ!::orma Rohde and Della Mae Rasmussen, Brigham Youn- Uni"exsity, 1971.

Aruitoxt provided by Eic:



THE IMPACT OF LANGUAGE ON BEHAVIOR

Objectives:

As a result of this experience, the student will be able to demonstrate:
(1) awareness of language patterns which are self or other dcfeating; (2) increased
use of language patterns which are growth promoting; and (3) increased ability to
respond in positive ways tc defeating kinds of language patterns when used by others.

Concepts:
1. Languzge, whether thought or spoken, has a major impact upon behavior.

a. We see, hear, feel, act very largely as we do because of what we are
telling ourselves.
b. There is a relationshin between wha; we tell curselves, our behavior,
~and our affect on the behavior of others.
¢. Much of what we tell ourselves is the resul: of what cthers have tolq‘us.

2. Labeling, which is the use of thc verb "to be" frllowed Ly a description
(i.e., "She is selfish,') often results in self-fulfilling prophecies, and
we cause to come true that which was thought or spoken.

a. Labels are often confused with "truth'" and "all truth.'

b. We should distinguish betwven a label and what the label names.

c. Negative labeling should be avoided.

d. The negative labels of others should be contradicted by poritive behavior.

3. Self-fulfilling prophecies need to be established that are growth promoting
and self-enhancing.

Learning E¥ oriences:
1. Discussion of concepts.

2. Divide into small groups of three or four. Each should shara with the group
an example ot (1) how a label given to you either by someone else or by yourself
is affecting your life, and (2) how you could change a negative self-fulfilling
prophecy that is working in your lif2 into a positive one.

3. Meet in the larg2? group. As a vesult of the small group experience and of
your awarenese of the imract of language on your behavior, make a commitment
to the whole group to experiment with at least one self-fulfilling prophecy
during the next week which would result in your changing a negative to a
positive behavior. Get feedback from the group as to your plan. Share your
results with the group next week.

4, During the week, record in your journal other languaga patterns of which you
. ~ become aware that are affecting your--or others'--behavior. Share some of

. . theee with the>group next week,
¢

]:IQJ!::Norma Rohde and Dells Mae Rasmussen, Brigham Young UnJVersity, 1971,
o v ‘ 5
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SHARING FEELINGS

Objectives:

As

a result ol this experience, the student will be able to dvmonstrate:

(1) understanding of the role that sharing feelings plays in interpersonal relation-

ships;

(2) awareness of the difference between describing feelings, labeling,

sharing thoughts, and acting out feelings; (3) increased ability to accurately
describe feelings to others; (4) increased ability to respend in constructive ways

to the

efforts of otbers to share feelings.

Concepts:

1. To

share our feelings and to try to understand others' feelings results in

closer interpersonal relationships.

a.

b.

we

In ordar to respond to ancther appropriately, we must know how the other
feels. ' :

In order for another to be able to understand our feelings, we must be willing
to share them,

. To ignore, evoid, or deny our feelings recults in lack of emotional contact

or closeness with others.

. 7o share positive feelings, most always enhances botL the person and the

relationship.

. To share negative teelings may be the beginning of greater understanding of

what can be done to solve a problem and thus impvove a relationship.

. Sharing our feelings should never be an effort to force the other to change.

ié\gifficult ts conmunicate feelings accurately and construciively; therefore,
must help others understand how we feel by putting our feelings “nco words.

. A descripticn of feelings begins with "I," "me," or "my," followed by

specification of some kind of feeling. /-

Labeling, which begins, "You are. .," "He is. .," "I am. ." is not a descrip-
tion of feelings and when negative, is often attacking.

Thoughts are often confused with feelings, f.e., *] feel you are angry.'

Accure tely, this should be exprecsed, "I think you are angry.'" The descriptien
of feelings might be, "I feel frightened." .

Acting out a feeling is exrressing the feeling by physical actions or attacking
verbally. ;

The verbal description of feelings should be consistent with what we are

experiencing and communicating nonverbally.

3. Describing feelings should be a two-way communication.

a.

b.

'ERIC

»

When we describe our feeliris to others, it is Important to get their feedback
and specifically to learn their feelings.

When another makes an effort to share his feelings with us, we should be
receptive and in return describe our feelinge, and mott important, our here-
now feellngs.

Q srma Rohde and Della Mae Rasmussea, Brigham Young University, 1971.
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SHARING FEELINGS
Page 2 :

c¢. We should sometimes describe what we consider %o he another person's feelings
in order to get feedback and check out the accuracy of our perceptions.

Learning Experiences:

[E

Discussion of coilcepts.
Exercise in describing feelings.

Identify the following statements according to whether they are describing
feelings (F), lateling (L), acting out (A), sharing thoughts (T).

She's a grand person. . I feel no one respects me.
Shut up! I fecl so hurt.
Suddenly becomes silent. I'm no good.

___I love her. Embraces.
I'm afraid for us to talk like this. 1 feel embarrassed.
- I feel that nobody carcs what ___ 1 feel that T'm liked.
happens to me. ____You're wonderful.
Walks out--slams door. I feel that you don't want
He's so lazy. to lisien to me.

-

Divide into small groups of three or four. Fill out the below statements and
discuss with group. Focus on describing your feelings in relationshkip to these

statements. Help each other to distinguish between when you are sharing thoughts

or labeling a'other :nd ~hen you are describing your feelings. Relats actual
examples using situations in group where possible.

a. When others express feelings to ne 1 feel ’ : -

* b. When others keep a distance from me 7 feel __

c. Wren someone gets angry with me I feel

d. When I am close to another 1 feel

Meet in the.large grocup. As a result cf your awareness concerning the sharing of
feelings, make a8 commitment tc the whole group to share your feelings with at least

one significant other during the coming week. Get r1ecdback from the gvoup as to
your plan. Participate In roleplaying your situation. Share your results with
the group next week. .

O

RIC

R A v 7t provided by ERic: -
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PERCEPTION

Objectives:

As a result of this experience, the student will be able to demonstrate:

(1) understanding of the role of percertion in communication; (2) knowledge of at

leas
ment
para

t two ways in which another person's perceptions can be understood; (3) improve-
in the skills of active observation and listening; (4) use of the skill of
phrasing. i

Concepts:

1.

Lear

1.

O

One another's perceptions differ and understanding these differences is
important to effective communication. /

a. Perception jis ihe process of giving meaning to personal experience.
b. Break-downs in commurication result when Sender and Recelver do not under-
stand tne perceptions of the other.

To know and understand the perceptions of another, we must improve skills a.
active observers and listeners.

a. Active observers are sensitive to the cues people‘send out.
b. Active listeners use the skill of paraphrasing as a way of perception checiing.

ning Experiences:
>

Pictures and short quiz to point out the variety of perceptions existfng . mong
the group members.

Divide into small groups and discuss the Observation Form used outeide of tl.
group during the past week.

As an exercise in active listening, group members should form into pairs, A an.

B. First Iimitate statements made by each other as a beginning paraphrasing
exercise, then practice paraphrasing of emotional statements given in turn by

A and B.

Retvin to large grocup and discuss any problems or difficulties you had.

Practice paraphrasing during the week and report results to the group next week.

Norma Rohde and Della Mae Rasmussen, Br{gham Young University, 1971.

ERIC
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CRUMUNICATYOR CONTENL .

the Impact of Language on Behavior

A. Labeling
B. Self-fulfilling propheci=s

The Communication Process

A. The sender
B. Th rereiver
C. The compunication purpose

Pevceptiveneas

A. Points of view

E. Observation

C. Listening

D. Perception <hecks

Understandiug and Clarity

A. Coungrueacy
3. Concreteness

Sharing Feelings

4. Bole ir interpersonal relationships
B. Describing feclings :
C. Twu-way commuaication

Noaverbial Expression

Phyeical cortact

Eye contact

. i'se of time and place
Bodily movements
Physical appearance

.

OO WL

*Giveu out at the APGA Convention
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IText Provided by ERIC

10.

11.

Bstablishing Emotioncl Closeress

A. Beivg personal

B. Here now

C. Sharing lceiings
D. Foys{cal closeness
E. Risk

Honest yet Responsible

A. Constructive opennsss
B. Defersea
C. Sensitivity

Recognizing Communication Responses

A. Judgmentsl

B. Advice-giving

C. Iaterpretives

D. Accepting-understanding
K. Shaziog

F. Quertioniog

Interpersonal Problem Solving

A. Gircular communi:-ation
B. Contant and relationship
C. MYeta communication

Recap

Rohde, Bd.D. and Della Hae Ruizmussen, Ed.4., 1971.
‘ICAsn. Brighsam Youug University, Provo, Utah 84601



Undarstanding and Clarity

-Objectivas: As a result of this experience, studenis will be able to dsmcnstrate:
(1) ability to distinguish between congruent and incongvuent messages and between
concrete messages versus vague generalizations, (2) the asking for clarification
when the message received is incongruent and when it i{s a vague géneralization,
and (3) increased ability to covmunicate congruently and concretely.

Concepte:
1. Por understanding and clarity, message gsent should equal message received.

2. A congruent communication is where the irner exper:ionce and the verbal and
non-verbal .commuaication 6f that exparience are consis’ent.

a., Incongruent commuuications (inconsistencies between inner experience,
verbal, and/or non-verbsl communication) result in distorted and confused
cocnuuicationa.

5. The goal of congruency should be responsible communication; therefore,
negative inner feelings should be clarified ar.i problems should be
constructively solved.

c. The recaiver can clarify awbiguous communications through appropriate
comments and questions.

3. A concrete communication is whore one is specific, f.c., fullows a generali-

zation with an example, a specific instance, an illustration, etc.

a. Vague generalizations result in unclesr thinking and in confused wessages.

b. The raceiver can clarify a vague generallzation by asking for examples
ar-. has a responsibility to do so.

¢. In communicating coacretely, we should be particularly aware of the use

" of who, what, where, and when; {.e., "Nobqu cares about me.” 'Nothing
bappens right." "BEverywhere 1 go, it's the same." "I always fail *

Learning Experiences:

1. 1In the large group, give an exawple of when you were (or are) incongruent.
Talk about the outcomes. .

2, Give an cxdnple of vhen you were congruent {n a negative way but didn't try
to deal with the negativae feelings. What wexe the outcomes?

3. In small groups, roleplay the folloving situations. Give specific examples
for each thought. Then give an example in the opposite direction disproving
the statement and t.hereby illustrating that statements such as’these are
true only in apecific instences:

a. X don't trust people. f. It doesn't do any good to try.
b. Bverything I do is wrong. g. 1'm not worth as much as him,
c. You don't understand me. h. 1 can't do anything well.

d. I'm no good. 1. I don't like you.

e. They don't want me around. J. You'ie always like that.

4, 1In the large group, give examplcs of gsome of the kinds of vague generalizatiouns

* yu meke which are defeating to your solving problems and communicating clecrly.
Try to break them down to the specifics. DMuring the coming week, try to comsuni-

cate concretely. Share with the group your results. Did it make a difference!

ERIC-
2 . 10
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NOR~VERBAL COMMUNICAZTLUN

ubjrctives: Ar a result of this experience students will be able to: {1) describe
nonverbal cues by which one can 'read” communications frem other pecple, (2) demon-
strate Increased awvareness of non-verbal cimmunications of self and cthexrs, {3)
sormmnicate feslirnge without words, (4) describe ways of "getfing in touch" with
those one cares for.

Cougepts:

1. What people do is frequently moye fmportant than what they say. A1l of ua
communicate aon-verpally &s well as with words. Every culture has its own body
language which is as iwporiant as the zpoken language.

7. Awareness of the non-verbal content of communication 18 vital to undexstanding
the total message. Psychelogist Albert Melirabion has devieed a formula for the
lotal impace of the message: 7% verbal, 38% vocal and 55% facial.

1. Often non-verbal elements express the emotional side of the wessage more clearly
than does the verbal. For exewple, when a persen feeis liked or disliked, 1t is
often the case of 'nct what he said but the way he said 1t."” Whenever relationship
is the central issue of communication, noun-verbal communication is vital.

4. Non-verbal cues Include:
a. Physical contact ..
b. Eye contact
c. Pacial sxpressions
d. Bodily movemente {posture, gastures, eic.)
e. Use of *ime, place, and space ‘
f. Dress and physical appearance )

5. Physical contact appears to be a prime human need. "Getting in touch" with
those we care for can be a way of growing closer to them.

6. An undemonstrative person can learn to "get in touch.' Psychologist Nerman
Lobsenz suggests:
a. Tt may le best to begin olowly. It can be very threatening to people if
you suddenly become a '"toucher."
b. Begin with aimple acts of physical cortect custemary in sowe, but far from
al), fanilies: kissiug good night or good morning, hugging when greeting or
saying goodbye, etc.
¢. Learn to discarn when others are in a mood to be touched. otherwiece physical
aontect cau be irritating.
d. Be emotionally honest. Don't use physlcal contact inappropriately. 1lizying
to show caring when you really cen't cave will be picked up by the other.
e, Try to make the act of touch a scurce of comfort and yveassurance, not a
vetled demand.
f. Realize that different xinds of touching means dffferent zhings.

-

O
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Non-vetbal Communication
Page 2

AR
a

1. Describe some typical postural, gestural, facial, or tactual non-verbal cues
by which you "read" ceimrunications from another ~‘rson.

a. Anger d. Love g. Friendliness

b. Fear ¢. Hatred h. Bor:dom

¢. Sorrow f. Male ox female .. . 1i; Anxfety
identity

2. Break up into pairs and take turns comnunicating a feeling without sayipg

a8 word. Use any means you like but no ralking. Get fecdback from each other asz to
how effectively one partner communicates nos-verbally and how well the other

reads the non-verbal cuea.

3. During the coming week, te avare of yocur own and others' non-veroval communication.

- Try to improve your skill in reading the non-verbal cues, feeding in from peoyle

E

around you.
4. Consider making a commitmant to “gei fn touch® with someone you care for.

5. Report to the group next wesk about your experiznces with non-verbal communfcaticu.

O

RIC

P v | ’ : 1:2



Bstublishing Bmotional cioseneaa

Objectives: As a result of this experience, studenta should be able to (1) describe
the factors which enbance or inhibit close emotional covotact, (2) given 3 situation,
make responges which cnhance emoticnal cluseness, (3) improve emotional contact with

aignificant persons in their own lives, (4) when desired, build emotional closeness in
niew relationships.

v

Concepts:
1., Emotional cloueness is erhanced by certein experiences, while other contacte
inhibit close emotfonal contcact. T“e closeness cf emotional contact is determined by
a number of factors:

© a. The nature of the topic being discussed

{0 emotional contect if. . .
the topic teing discussed 18 talked of in terms of fdeasn,
outaide information, objects, and events:
‘"Pashions change quickly. "
CLOSE emotional contact {f., . . ™
the topin being discuesed is 1nner information, feelingr,
bellefs, and perceptions:
"1 feel avgry becavse I know sbe war criticizing me
unfairly."

b, The importance of the topic being discussed

NO emotional coantact if., . .
the topic has little importance, no personal risk involved:

"It seeus to me that you have been ignoring ma lateiy."

CLOSE emotional contact, . .
the topic is extremely Jmportant and considerable personal
xisk 18 involved:

. "It seems to me that you have been ignoring me lately.”
c. Personal experience with the topic

RO emotfonal contaect if. . .
neither communicator has experienced the topic first-haand:

"I hear that President Nixon is a handsomer pan than his
pictures show."

CLOSE emctional contact 'f. . .
the experience being shared diractly concerns the people
involved and their relationchip:

- "1 felt really hurt when you lcoft me alone at the paxty
tonight,"

.

d. The time focuw
NO emotiona) contact 1f. . .
there 18 no time Poxspective or topic has no relation to
"hexe »nd now': .
"“pid you hear the one about the mother-fn-law. . ."
CLOSE emotional contact if. . .
there is open discussior of what two people are feeling,

thinking or doing in vhe "here and now': -
"] feel happy when we sit down and talk together
like this." :

13
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e. The ahart_x{x‘!_ of feelings
NO emori.nal contact if. . .

there 18 no attempt to communicate feelings in worde or
actions; feel'ngs are ignored or ZJenied:

*1 don't see any need to dvell on an unpleasant

subject like this.” o

. OR ' =

by words and actions the messages sent are {ncongruent and
contradictory:

"Being left alone at the party didn't really bother me."

(Tone of voice and fa-{al expression send an opposite message)

CLOSE ewotfional contact if. . .

there 16 open deacriptionu of feelings and an attempt ro uanderstand

feelings vf the other:

"I'm quite content with the way things bave worked out for us, but

you seem to be discouraged and dfsappointed."

Lleavning Experiences:

1. Divide into gioups of four. Each person will take a tum in giving examples
' from his own experience when clote emotional contact was enhanced or inhibited

by one or more of the following:
a. Nature of the topic
b. Importance of the topic
¢. dutual experience with the topic
d. Time focus
e. Ability or inability to ehare feelings

2. Participants in each emall group will take tuina describing a situation
where they desire to improve emotionsl closeness. The other three will
wdke regsponse which they believe would enhance emotional closeneas in the
situatfon. All four wiil discuss ~nd evaluate responses on the basis of

whetber ¢r not they would actually promote close emotional contact.

participants will practice responses which enhance emotional contact.

3. Bach participaat will choose one person in his life with whom he would
llke to increasc emotional closenezs and will meke an attempt to improve
11 this area during the coming week. Ee will share his experience with the

group at the next meeting.

14
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Honest Yet Besponsible

Objectivea:

As a result of this experience, the student will be able to demonstrate
(1) fncreased ability to comsunicate in an homest yet constructive way, (2)
awareness of the role of defenses in communication, (3) fancreased sensitivity as
to the effects of his communication on others, and (4) Increased ability to
reapond in a receptive way to othera.

Concepts:

1. 1Interpersonal honesty can and should be for a counstructive purpose;
i.e., to solve problems so as to enhance a relationship. it is not a goal in
and of {icself. '

2. Stressful communications result in pecple resorting to defemnsive communi-
cations. These defenses protect againet being put in the wrong or being hurt by
the others.

3. When openly sharing our reactions to another, it is essential that ve
be aware of and sensitive to the effect we are having on the other, Subsequent
commirications should be modiffed according to this effect 8o as to produce a
positive or conatructive effect. Oue way to determine the effect is to ask for
feedback. Another is through careful listening and observation.

4. Ccmsunications which are basically supportive such as descriptions,
problem oriented, spontaneous, empathetic, provisional, and denoting equality -
reduce threat and, therefore, the need for defensiveness.

5. When a8 person makes an effort to communicate to us in an honest way,
we should attempt to be receptive and respond in a constructively honest way.

Learning experiences:
1. Participate in roleplaying oxperiences demonstrating constructive
honesty. .

: 2. Divide into small groups of four or five and through roleplayiag
practice communicating in constructive honest ways using real situations in the
lives of group membera. Give feedback to each othex as to results.

3. 1In large group, make connitmenfs as to experimenting ke be carried out

ian this sres during the coing week. Get feedback as to ways to approach the
sitvatioa. Report to the group next week as to the results.

O
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No. 1

[ 2
Sm— m——

SYATEMENRT:

RESPONSE 1:
(Questioning)

RRSPONSE 2;
(Judging)

RESPONSE 33
(Understanding)

BRSPONSE 4:
(Iatexpretive)

RESPONSE 53
(Advice-giving)

No. 2

STATEMENT ;
RESPONSE 1: .
(Understanding)

RRSPGNSE 2:
(Judstag) .,

<. RESPOWSE 41 .
(Intexpretive)
RESPONSE 5:
{Advice-giving)

gecogpizihg'Coumunication Reaponses '

"Why do I bave to do everything? Why don't you ever ask Lisa?
She‘s so special she never has to do 3 ¢hing, " .

"Do you think I ask you to do too many things? Don't you feel
that Liea doeg her shaxe?" )

"Don't you get smart xlec with me. It fen't true and you lmow it.
Just go do what you are asked!"

"You feel really angry because ysu think you have t3 do more than
your sister." : .

"I suppose most children feel the same w4y at some time or other,
but if you will think about it X think you'll agree that I try .
to be fair." o _

"Lisa has some other thingn‘to do right now. Why don’t you aek
her if she will help you aftg; she finishes. ‘

"Oh, you are so strict it's ridiculous. Everyone else can do

things 1 c@n'; do, If's just mot fafy!®

"You feel really angry because we're too strict. Some rules just
seem =tupid to you." . )

"It fen't-our business what the other kids 8ot to do. We're goiag -
to have a few rules around here whether you like it or not."

"Why 18 1% you feel we sre unfafr? What rules would you like to
change?" - ¢

.. "It's probably -iatural that a girl ycur age would resent some of
‘her parents' rules, but they seem very necessary to us.! :

"Why don't you just tiy to follow the rules Hifhaut too much
static. I think you'll find they are veally made for your best

- good,"

. 16
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Recognizing Communication Responses

Page 2

No. 3

STATEMENT:

BESPONSE 1:
(Advice-giving)

. RESPONSE 2:

(Undr standing)

RESPONSE 3:
(Questioning)

- RESPONSE 4:
(Judging)

BRSPONSE 5:
(Interprezive)

uo. 4

STATEMEAST:

RESPONSE 1:
(Interpreotive)

RESPONSE 2:

(Advice~-giving)

LXRSPONSE 3:
(Questioning)

RESPONSE 4:
(Judging)

RRSPONSE 5:
(Understanding)

"Aren't you ready vet? We're always late.
would get ready on time."

I wish for once you

"Well, 1f you would give r2 a hand here uith the kius 1 could get
resdy on tine." .

"1 know you really feel irritated when we are late for church.
If we work together, though, I think we can make 1it."

Do you have any suggesticns that would help me manage things
better on Sunday moraingst®"

"You make me so msd! What do vou think I've been doing for the
last twc hours? Twiddling my thumbs?"

"Jell, the problem is that thare is more ‘o do than I can get
done before church. Flamiing ahead wou.u be one answer f.o the
problem." o

"I'm the dumbest onc in the family. Everybody doer batter than
1 do. You're not going to like my report card this time."
"You probably had a bad tine at school today. All of us have a
bad day now and then."

e don't feel that way at all. Maybe you'll just have to study
barder. Why doa't you get out your books after diuner, and we'll
see {f we can help you."

"Have 1 said noﬁething lately to make you think I am pleased with
the other kids and aot with you? 1Ia what way do they do better?"

YDon't be silly! You're just as smart as anybody. You can't
really believe what you're saying."
"You feel like a failure in comparison with others. You're

afraid we will be disappointed in you,

17



Recognizing Communication BResponses

Paga 3

No. 5

STATRMENT :
XESPONSE 1:
(Judging)

RESPONSE 2:
(Advice-giving)

RESPORSE 33
(Questioning)

RESPONEER 4:
(Understanding)

RESPONSE 51
(1nterpretive)

No. 6

STALEMENT:

MESPONSE 1:
(Juiging)

RESPONSE 2:
(Questioning)

RRSPONSE 31
(Undexstanding)

RESPONSE 41
(l§torprntive)

RESPONSHE 53
(Advice-giving)

"Do 1 have to g to school? 1 just hate it! My teacher doesn't
like me and neither does auyone else." .
"Don't be silly. 1 kiow vour teacher does like you. School is
lots of “un. I know the other kids 1ike you too."

"Let's make an appointment with your tescher and cee if we can
talk over some of the thivgs that make you tee; this way.”

- “Have séme things been haprening at school lately? Car you tell

me more about them?“

"You're telling me that yoﬁ're pretty unhappy with school ifight
now, 2specially since the teacher and the kids don‘t geea to
iike you."

"Well, aloost all children fam that way at one time or &nother.

Teachers usually like children wlLy behave well. You might check
on what you aze doing to irritate hja."

R b)
“Oh, I wish I were popular like Kathy Jcnes. She gets elected to

- averything ard is pretty and fun to be with besides.”

"Well, you're a darling girl, too. You're pretty ard us much
fun to be around ss Kathy. You shouldn't feei unhappy."

"What {s it about Kathy that people like so much? Tell me morei
sbout her." . :

"it'd important to ycu to be popular and have lots of friends and
you wouder if you'll ever succeed in that way."

"I tuink most girls feel the same way you do sowetimes. I'll bet
even Kathy hae some doubte about herself at times."

‘Why don't you plan a party and invite a lot of the kids from
school? That will help them get to know you better."

18
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Recosniziu Comnunication Responses

Page 4

No. 7

STATFMENT: “Nobody in this fanily likes me., They all pick on me."

RESPOHSE 11 ""Maybe yois should look at what you‘re doing to the others to make -

(Advice-giving) them ;. ck on you. Maybe you'll find that you are a big part of
the problem."

RESPOMSE 2! "Now, that's a fine thing tu eay! I can't see that you're any

(Judging) vorse off than anyone else. You'x‘e ast the only one who gets
picked on."
RBSPONSE 3: "You feel pretty picked on right now, It seems like you're the
(Understanding) low man on the totem pole." !
RESPONSE 4: A1l of us feel soxry for curselves at times. Tomorrow you'll
(Iuterpretive) probably feel better.!
REEPONSE 5: "Well, what hippened to make you feel that way? Have you and
(Questioning) your brothers .2en having more trouble than usual?"
NO. B8
STATEMEN: "Whers is my book? I left it right here on the table last night.
I wish pcaple wouldn't @ove my things.”

RESPONSE 1: "llava you looked in your bedroom? Are you sure you didn't move
(Quasti.on‘jng) it off the table yourself:"
RESPONSE 2: "Oh, fcr heaven's sake. You'd lcse your head if it weren't
(Judging) hooked on." ‘
RESPOBSE 33 "f think {obu ought to learn to put Your things away. That table
(Advice-giving) was nct t place to loave your book. " :

© RESPONSE 41 Y1t makes ycu feel pretty mad when you can't find your book

+  (Understanding) where you thought you left {t." ‘ -
FESPOMSEE 5 "rhtrtom-yoar-old boye! I guess they're all alike--never seenm

(Interpretive) to be able to find a thing."




s o e ey oo U2 o = N S

Recognizing Communication Responses

Page 5

No. 3

STATEMENT "I hate Greg! He's always getting {nto my things. I wish we
didn't have hiwm."

BRESPONSE 1: "Well, most 1ittle brothers get on big brothers' nerves sometimes.

(Interpretive) It's best to Just learn to expect it. They usually improve as

» they get older." ‘

RESPONSE 2: "1'd suggest that ycu just keep your things put away while h2 is

(Advice-giving) at the age where he gets into everything. You'll have to take the
respousibility for now."

RESPONSE 3: ""What & mean “hing to say! 1If something should happen to him

(Judging) now, you would be the sorriest boy!?

RESPONSE &: '‘What did he do? Did he deatroy something? What do you think we

(Questioning) ought to do 8o this kind of thing won't happen so often?™

RESPONSE 5: "It makes you so angry with Greg when he bothers your things.

(Underatanding) He's smaller than you and you can't get after him the way he desnrves."

No. 10

STATEMENT : "*Theve's no way to get along with my roommates. We seem to be

. haing a con:est to see who can be the most obnoxious. I think

I'a winning that contest, and I feel rotten."

RRSPONSE 1: "I don't see how you can say that. I know Beth and you're certainly

(Judging) easier to get along with than she is."

RESPONSE 1: “What's going 687 Are they goofing up on their duties? Can’t you

{(Questioning) say sorething to them?"

RESPONSE 31 "It'e been my observation that all roommates have trouble from

(Intexpretive) time to time Probably you're no worse off than the rest of ua.“

RESPONSE 4: - = '"You lhould have an apartment council, fust sft down and get your

(Advice-giving) grievances out on the tsble and talk about them. It's the only
way to solve your problems.”

RESPONSE 51 "Yt's hard to 1ive with people when there is & bad feeling. . .

(Onderstanding) You are down on yourself and feel responsible for a lot of the

problems between you and your roommates."

EE C
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RESPCNSE DEFIMITIONS

QUESTIONING RESPONSE{ This response ia an attempt to gain additicnal information
about the situation or the pecson.

Jt is helpful for clarification and for encouraging furthac¢ recpouses.

JUDGING RESFONSE: This response implies placing a judgment or 'valuation on the
person, or on the stetement, or on the feeling behind the statement,

A positive judgment i8 agreement: 8 negative judgment is disagreement, evalua-
tion, or rejecction. Moraliring i3 another form of thie respcasa.

ADVICE-GIVING RERSPONSE: This response is to suggest what posaible action or
steps can be taksn to deal with or solve the problem.

This responas is al2o very easy to givz but 13 oftzn vot helpful in many
cmotional situaticos.

INTRRPRETIVE RESPONSE: This response gives facts and opinions which may or wvay
not help in the situaticn.

This response may help the perscn to feel he {s not alone in his problem,
but it usually doea not halp him deal with his feelings.

UNDERSTANDING RESPCRSE: This response demcnstrates empathy and acceptance of
the pereon and his feelings. ¥t 18 a reflectfon or 2 "mirroving" of what he is
saying or how he feels.

This 18 one of the most difficult responses to give, yet it 18 oftea the
most helpful because {t indicates a real acceptance of hiu and his strong feelirgs,
no matter what those feelinge might be.

DESCRIBING YOUR OWN VRELINGS: Remember, the appropriatencss of each responaze
qepends upon the nature ¢of the situaticn and the prodblem.
L



CMHUNICATION RESPONSES

Objectives:

z a zesult of this experience, the students will be able to demonstrate:
(1) recognition of aix (5) “ypical responses to statements made by others; (2)
the ability to give any onme of six basic responses; (3) improved skill in giving
"understanding'" responses.

Concepts:

1, Our responses to statements made by others can be a bridge or 2 barrier to
communication

2. Xt is important to be aware of the 8ix typical responses to statements made
by others:

a. Judging

b, Advice-giving

c¢. Queetioning

d. Tnterpretive

e. Accepting-understanding Ly
f£. Slaring

[T

of the others.
i

L)
4. The "understanding" vresponse is usually wost effective in keeping open channels

of compunication.

‘leawning Cxperiences:

1. Divide into groups of four. Work through exercises for learning to recognize
communication respuiees.

2. Using practice statements provided, take turns giving each type of responee.

3. Set up situations and practice giving the understanding response. Check each
other and help formulate understanding responses.

4. Be aware during the comiug week of your responses to statements made by others.

Give tha understanding responce whenever it 1s appropriate.

5. Report experiences to the group next week.

ERIC

Aruitoxt provided by Eic:
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Al) six responses are appropriate at different times and in diiferent sftuations;
however, most people habituullyp use one or two of the respouser o the detriment
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SURVEY OF L.ISTENING

eidom Qpc#sionallgA F-iquently

1. Do you interrupt when others are talking?

e - —— e et e

When you do interrupt, why?

2. Do you maintain eye-Rb'eye contact with the
person who fs talking?

-ame o — e — ——tc. -

If you do not, why?

3. Do you recognize it when others are getting tired
of hearing you talk (either {a conversation, on a
telaphone, or in public speaking? . R,

4. Do You encourage further communication from the
other person by use¢ of interested questions? — I e

5. Do you ask for clarificaticu when you do not o
understsnd Just what the other person is trying
to communicate, both in content and feeling?

6. Can you accurately repeat what the other persou
safd?

7. Ave you sware of how it was said?

o -——ea ———

8. <¢£an ycu describechis gestures, facial expressioms,
posture, personal appearance? -

9. Dld he react favorably to you?

10. Did you respond favorably to him?

— - P o——

11. Has your talklng together brought about s good
feeling betwean you?

— B - e

12. As a Receiver, how do you react when you aren't particularly intecrested inm what the
Sender has to say?

13. As a Receiver, vhat ''tines you out' when 8 person {s speaking?

14. VWhat do you do when you fc:l yourself getting uneasy, disiuterested, angry, disgusted,
uncoufortable, threatened, otc. during a conversation?

15. Specifically, what tells a Sender that a Recelver {3 In“ezested, attentfve snd iistening?

16, Why continue t¢ listen whea you went to “tune out?"

ERIC 23
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Choose a "receiver” you know well and one with whom you would

SENDER'S OBSRRVATION FORM

. — .

relationship.

1.

5‘

10.

11.

How does he/she feel about hlmseif/herself?
What does he/she best like to do in his/her epare time?

What is his/her favorire

colox

dy

food
class
recreation

What things or situations make him/her feel augry?
What are his/her hobbies? Main interests?

What are his/her life goals?

What does he/she fear most?

. How doer he/she feel about people?

How doee he/she defend himself/herzeli?
How do you éiffer most markedly?

what could thie m2an to your relationsl.ip?
What are his/her apecial‘needt at this time?

How are you most aliket

412\}:h'° conld this mean to your relationship?

24
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PRACI (R STATEMENIS

1. Moust give me ong TAason, oas geed veaaon why 1 can't go."

2.7 %1 dun’t knew whot's the matter with me. Not ca? bey has asked m2 cut

yet this year. 1 musl be weird!"

3. " can't talk to people, I fresze up {a a gcoup."

. i
b .
4. "dan. :'m going crazy at rhia sebsol
|

Fvarybedy $@ a0 hoaly”

" —
It s liks al? of thex 2y in a ctiche, aal U'm

5, " hate my apartecent.
gut it ¥ ;
4

o |

ERIC .

Aruitoxt provided by Eic:



Intexhersonal Probleu Solving

Objsctives: A6 a result of this experience, students will be able to demcnstrate:
(1) understanding of the concept that interpereonal communication is cizculsr in
nature, {2) ability to differentiate bstween the content and the relationship aspects
of a given communication and (3) incxeased ability to solve intarpersonal problems
through changing the pattera of communicacion, clarifying:the relarionship, anc/or
- communicating about the communication.

Concepts:

l.

3.

6-

5.

Interversonal communication 18 circular in neture and may be viewed aa feedback
loops since the behavior of each person affects and (¢ sffected by the behavior

of each other perzon.

Calling one a source or a receiver is detarmined by viiere we cut the commsunica-
tion process. He who i{s & saurce at one moment has baen a receiver. A receiver
has been a source., The messagesa produced are detexmined by the messages received
as lnfluoncod by his own wessage.

The effcct of bshavior emerges as the priwe criterion i{n the interaction of
individuals. Rather than ask 'Wiy?", ask '"What for?" Rather then "Who?"

ask, "How who doss what?" :

gvery communication has two levels--content and rzfacionship. The content
level corveys information; the relationship level defines the relationship
batween the communicants.

Disagrosment cun avise on the cortent or the relationzhip level. Often it is
the relationahip level--who has the right to sey what to and about the othezr.
Who's going to win out, to give in, who's one up, one down, how close ie one
going to let the relationship get, etc, A common misteke in problem solwing

{8 to disagree on the relationchip level, but to try to resolve the disagree-
aeat on the content lavel where it doeas not exist.

Ia handling interpersonal problems, we don't chsnge another person. We

change the reletiocaship by changing the patterns of communication, by clarifying
the relationship, and/or by communicsting about the communication,

Learning experiences:
ll

Psxticipate in roleplaying situvations involving laterpersonal problems. Use
paraphrasing in oxder to clarify the relat{onship and content levels, and the
circular nature of the communication.

Role play an actual interpersonal problem situation. Attempt to solve the

. problem by roleplaying each of the following methoda:

a, Changing the pstiern ol communication

b, Clerifying the relationship

¢. Communicating ebout the communication

In small groups;” dlecuss and £i11 out the workeheet, "Handling Interpersonal
Prodlems.” ‘Think of & specific interpecrsonal problem which you are having,
Roleplsy how you plen to solve the problem.

Share the above with ths large group and meke & cosnitment to the group to
work on this problem with the person involved during the coming week, Next

luuk. give feedback to the grcup as to the resvlts.

26



A Ebn.na IRTERPERSONAL PROBLEMS |

Hwnwhuwwomngvnoza m.utuusrnnu:bm t‘vmnHB»wuanquw touuwbn»un»a:nnw
ig {a) content, (b) rela-~ the problem. . what I tried?
tionship. Discuas.

Describe the
Problem

I
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Much suj plementary material from the ceading list is used in presenting
each group of lessons. It would be well to read exteneively in the field of
comuunication and choose suitable material {f these groups are instigated in

your erea.

Carl R, Rogers and Richard E. Farson have written sowme excellent material
on "Active Listening." There are also helpful articles in such publications
as Reader's Digest; i.e., “Ask, Don't Tell" by Nardi Reeder Campion, cvondensed

from the Christian Herald; "fhe Mazic of Being in Touch™ by Smiley Blanton, M.D.;

"How to Read Body Language” by Flora Davis, condensed from Glamour.
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