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“We are born to see, but have to train ourselves to observe”
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WHAT IS COMMUNICATION?
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Communication Is sending or receiving ideas, thoughts or
feelings from one person to one or more persons In such a way

that, the person receiving It understands it in the same way the
sender wants him/her to understand.

The term ,,Communication®, derived from a Latin term
,,Communicare*.

- Also known as “people skills or “soft skills”.

Ranked In a survey as the requirement for
successful job performance.
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The person initiating The specific set of words, The channel Receivers (or the
the communication, gestures and images that the through which the audience for the
or broadcasting the sender uses to convey what message moves. message) - from whom
message. he or she wants to say. the receiver often expects
aresponse.

-

Context

The response from the

\ receiver to the sender. /




The Communication Cycle
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The Communication cycle
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Who's the sender?
Who's the receiver?
What is the message?
What is the kind of communication channel?
What is the feedback?
The Encode and Decode of sender?
The Encode and Decode of receiver?




WHY WE STUDY COMMUNICATION SKILLS?

— History taking ) 43 Lujh W

- 60% to 80% of diagnosis. Gl Gli A3Y (el g U 28 S5

Good communication provides information to

the patient

« >50% of patients deviate from the doctors™advice or do not follow it
at all.

Poor quality of communication leads to patient’s
dissatisfaction

 Doctors interrupt patients very early.
» Patients do not understand what the doctor Is saying.

e Advice iIs too difficult to follow.
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COMMUNICATION PRINCIPLES

Listening (not HEARING) glaiu) Gl s Slial
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Active process (Not hearing), it involves a conscious effort to listen to
words; to the way they are said, to be aware of the feelings shown

and attempts to hide feelings. ¥ sf s 58 o oo on 4K L 33y Gy yall Sl
IS 48y yha g o joLiia, 4DIS Aaald 53 S ya () 5S) o 32U

1. Focus your attention; avoid barriers.

2. Show that you are listening )verbally &nonverbally)

3. Understand ideas and pick key words. s };,5\:,_';\3

4. Retain information (memory, notes). T
r@y«*

5. Reflect or give your feedback. " o 2
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LISTENING SKILLS

V' 18%
' speakers
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- What clients think/know.
Encourage them to talk: tell them that are really listening & wanting
to hear more.

Ask questions: ( Do you feel that that Is right?, When have you
done something like this before?, What does this remind you of?)

Keep Privacy, listen.
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Nonverbal communication through:

| . Body Language
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Facial expressions Voice tone [ Body language




‘ | I\ - MDD RALINL If you can’t explain it simply, you
4_1 lJ : le m u don’t understand it well enough.

Albert Eminstomn

In a Clear, Correct, Concise, Complete way.

Consider: Needs, Language,

Obstacles. Summing-up briefly.

Check back with the speaker to ensure that the statement Is accurate
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Change behavior
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Get & give Get action
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COMMUNICATION
GOALS

Persuade Ensure
L A28} aga understanding
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Enwronmental

 Loud sounds
 Activities of
nearby people

Interruption
s from
others

*Physical
discomfort

Physiological

e Deafness

« Blindness

*|_earning

disabilities
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Language
 Different
language
*Specific
terminology

Personal

0Socioeconomic
conditions

» Values & beliefs
‘53 4...\31333 Slale
Ly el

* Previous
experience
 Not valuing
themselves, not

believing that their
health is important.

- . JEN
Psychological

*Stress
Frustration
Anger, tiredness,

distracted,
preoccupied.
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Knowledge
Formulation
Language
Tone
Personality
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THE COMMUNICATION PROCESS OR ELEMENTS

Ambiguity

Interest Noise
Clearness Accessibility Physiology
Confusion Adaptation Personality
Objectivity a

Preparation

Time
Selection hias
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Written

Non-verbal

Body movement
Posture

Gesture

Facial expressions
Eye contact

Space
Touch

Time

Personal appearance

Paralanguage

3
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Non-verbal communication can Reinforces,
Complements, Contradicts, Regulates,

or Replaces a verbal message.
Verbal J! ¢» adl ¢ 585 <id 5l Non verbal J



CATEGORIES OF NONVERBAL COVMIVMUUNICATION

Body movement: \Way

of walking. | Posture: Way of sitting, = Gesture: Movements of
As freezing of gait | standing hands, legs, arms & feet
(clue of Parkinson Dis)
Facial expressions Space: Place of sitting, Touch: Shake hands,
& 133 aga distance patting on the back

eye contact

Paralanguage: Vocal

Time . characteristics (pitch
Cids (s a Personal appearance: volume, rate & quality),

L) galls Clothes, hair, jeweler vocal interferences

(umm, uhh)




+ve Non-Verbal Communications

A Eye-Contact
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Smiling Eye contact How you look  Shaking hands
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20 -360cm
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> 360 cm

Personal Spaces for Social Interaction

wivwy RightAttitudes. com




Intimate space for interacting with significant
people and for hand-shaking, whispering, etc.
with friends —touch to 1.5 feet away

Casual space for interacting with close friends—
1.5 feet to 4 feet away

Soclal space for interacting with acquaintances— 4
feet to 12 feet away

Public space for interacting with relatively
anonymous people—further than 12 feet away
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WHEN YOU INVADE MY SPACE

Reactions to an invasion of your space
Feel troubled & QS s il
Get defensive o o8 AR
OSSH ,uan pal) paadi
Become aggressive Jalailly jisi a5 B
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Body Language

l

:

Posture

I l

Head Facial Eye
motion Expression Contact

Features of Body Language

Gestures
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ARMS

HANDS AND FAINGER

FEET AND LEGS
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Basic Communication Principles
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Communicate for the first meet

Bhdle ol ) S (8
Stand up when you meet someone.

Smile

Use eye contact

Introduce yourself actively
Shake hand

Exchange name card

Remember his/her name for the 1* time you
meet him/her.

Listen to him/her.

Only call their nickname if they wish to.
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https://youtu.be/uSPDhV2BVJM watch this if you want

Done by Deema Essam
Best wishes Wateen
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