Chapter8outline

I. The process of Conversation can take place in a variety of channels

A. Opening—tells others you’re accessible and available to them for conversation; reveals information about the relationship, an dnormally is returned by the other person

B. Feedforward—gives the other person a general idea of what the conversation will focus on. Functions may be to

i. Open the channels of communication (phatic)

ii. Preview the message

iii. Altercast—asks the person to approach your message from a particular perspective or even as someone else.

iv. Disclaim—a statement that aims to ensure that your messages will be understood and will not reflect negatively on you.

C. Business—the substance of the focus of the conversation

i. Conducted through exchanges of speaker and listener roles, and with usually brief speaking turns.

ii. Goal-directed, the longest part of the conversation, and the reason for the opening and the feedforward.

iii. Each culture has its own conversational taboos—topics or language that should be avoided, especially by visitors from other cultures.

D. Feedback—Reflect on the conversation to signal that the business is completed. Also functions throughout to tell the speaker what affect he or she is having on listeners, so that the speaker may adjust, modify, strengthen,. Deemphasize, or change the content or form of the messages.

i. Fedback may be positive or negative—to tell the speaker how well received the message is.

ii. It may be person focused or message focused

iii. Immediate or delayed

iv. Spontaneous (low-monitored feedback) or designed to serve a specific purpose (high-monitored)
v. Supportive or critical

E. Closing—signals the end of accessibility and addess. It may signal a degree of supportiveness and may be verbal or nonverbal, but usually both.

F. Repairing.  When a conversation has hit a snag, since you can’t efase the messages, it may be necessary to repair the conversation.

i. Motives for excuse making.

1. To maintain self-esteem

2. To project a positive image to yourself and to others.

3. To reduce the stress that may result from a bad performance and reduce the negative reaction to your performance.

4. To maingain effective interpersonal relationships, even after some negative behavior.

ii. Types of Excuses

1. “I didn’t do it”—deny that you did what you’re accused of

2. “It wasn’t so bad”—admit to doing it, but claim the offence was not so bad or that there was justification for it.

3. “Yes, but”—claim that extenuating circumstances account for the behavior.

iii. Good excuses

1. Demonstrate that you really see the problem and that your partner’s feelings are legitimate and justified.

2. acknowledge your responsibility for doing what you did. Avoid qualifying responsibility or expressing a lack of sincerity.

3. Say that you regret what you did and make it clear that you’re not happy with yourself for doing what you did.

4. Request forgiveness for what you did specifically.
5. Make it clear that this will never happen again.
II.
Effective Conversation

A. Effective Conversation is Dialogic—conversation with genuine two-way interaction with the objective of mutual understanding, supportiveness, and empathy.

i. It is the opposite of a monologue, a one-way conversation.

ii. You respect the other person enough to allow that person the right to make his or her own choices without coercion.

iii. The dialogic communicator avoids negative criticism and negative personal judgments and practices using positive criticism.

iv. The dialogic communicator avoids dysfunctional communication patterns and keeps channels of communication open.

v. This communicator doesn’t manipulate the conversation to fish for a compliment or force the other person to think or behave a particular way.

B. Effective Conversation is Reciprocal, that is, the rules of speaker and listener are exchanged throughout the interaction. Various verbal and nonverbal cues signal conversational turns.

i. Speaker cues are turn-maintaining cues (to maintain yhour role of speaker) and turn-yielding cues (to tell the listener that you’re finished and are ready to listen.)

ii. Listener cues

i. Turn-requesting cues tell the speaker that you would like to take a turn as speaker.

ii. Turn-denying cues indicate your reluctance to assume the speaker role.

iii. Backchanneling cues communicate back to the speaker such messages as agreement or disagreement or a need for clarification.

iv. There are often interruptions, but are generally confirming rather than disconfirming interruptions.

iii. Effective Conversation Involves Power.

i. All communication has an element of power in your verbal and nonverbal messages.

ii. Powerlessness through speech, used more by women than men, includes hesitation, too many internsifiers, disqualifiers, tag questions, self-critical statements, and slang and vulgar language.

iii. To enhance your power avoid self=manipulations and walk slowly, use facial expressions and gestures appropriately to express concern, select chairs you can get into and out of easily, exert more pressure than usual with your handshake and grip a bit longer, use consistent packaging so that verbal and nonverbal messages don’t contradict each other.

