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Mission 1.3.8 Hand-out Training on Skills

Theory of the Processmodel of Communication
We have to realise that communication is everywhere. Even if we do not want to communicate, we actually do it. All behavior that we show is a form of communication. Words that you speak build only  7% of the impression you make on someone ….! The rest of the message you send is build by other elements like the circumstances that you and the other are in, the emotion that you show, the bodylanguage, your voice, the way you pronounce your words, …. And then the hard part: the way the other perceives all this!! 

Communication is also transactional: when you communicate with someone you share with him 
· the time you speak or listen, 
· the subjects that are your and his/her interest 
· the time you give attention on his or her subjects of interest
· your place or mine ?
The figure off the processmodel shows  all these elements in communication. We give extra attention to:
1. The message and it’s 2 layers

2. Sender and receiver

3. Channels of communication: verbal and non-verbal
4. The circumstances/situation
The message and it’s 2 layers

The message that is sent contains in fact of 2 layers:
1. The content

2. The relational aspect of the message
The relational aspect of the message influences the way the content that is sent by person A is perceived by person B. He has in fact a filter like a pair of glasses that influences the message of person A. This relational aspect is build by the knowledge of person B, his mood, his experience with person A, his prejudices and his own values etc
It is because of this relational aspect in a message that communication makes a difference between the content and the meaning: The content are the words that are send,  the meaning is in the people. Think about it!

Sender and receiver

In communication we have off course a sender and a receiver. What we must realise is that the sender and receiver have their own and different filters in the way they will interprete the message. Both persons have developed their filters during their lives, the way they were educated by their parents, where they lived, what they have experienced on school, the successes they have reached or the bad things they had to deal with. 
Channels of communication

The channels of communication are either verbal or non-verbal. Verbal communication is offcourse speaking, but also sending written mails, letters etc. 
Non-verbal communication is all the rest. Communication can be done by all forms of pictures or images.  The bodylanguage is a very important one and is even more than an image. Smelling is in fact also a part of bodylanguage …. 
- Does person A  look happy or sad?

- Does person A sway his arms and hands in the air to bring extra power in the message?
- Is the mouth of person A tight or relaxed as he speaks his words?

- Does person A sit or is he standing up to make more impression? 

The bodylanguage of person A makes about 70% of the impression person B has of person A!!!! So be aware how you bring your message!!

Bodylanguage sends 2 messages:
a. The emotion of person A about this content

b. The relation of person A to person B

The emotion is quite clear to understand. But the bodylanguage of person A is also influenced by the relation with person B. When person A likes person B he will react differently than when he hates person B. Is person B his child or wife? Or his boss or colleague?
The facts are that non-verbal communication is 5 times stronger than verbal communication because:

a. Non-verbal communication is relational
b. Non-verbal communication (sending and receiving) is done unaware, you cannot stop it. 

The situation
Communication is influenced by the circumstances people are in. It makes a difference if you are at work or at your holiday. On a holiday person B will probably be more relaxed than when he is at work. He has more time to spend to the communication with person A than at work. Probably he will be in a better mood as well. Is it raining or is the sun shining? It all influences the communication between person A and B!! 
When you realise that the situation influences your communication, it is advisory to choose the situation that fits your message best. What is it that you want to achiev with person B?

An example: when person A wants a higher salary from his boss, person B than choose the moment that fits best. Will he say yess on a hurry on his way home? Or is the better  timing your moment of glory when you finish your  fantastic project that  is so important for him? 
So, the most important message of all this theory is: you communicate always and anytime and in all kind of forms/channels. Be aware of that when you say nothing! 
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