Running head: Interpersonal communication      

                                                                               4

Name

Instructor’s name

Course details

Date
INTERPERSONAL COMMUNICATION

Number 1(a) What are three guidelines suggested in your text for expressing feelings? Describe how you can apply these guidelines to your work life. Give three specific examples of situations you have faced at work. 250-300 words.
        Emotions are very critical components in creating smooth and right relationships with people. To express our feelings well, first, it is essential to choose the best language. When we have a specific term for an emotion, then the better response to the emotion. We can also be aware of our body language since emotions have a physical effect on us. In this case, we need to observe all the parts of our bodies. Lastly, identifying why you are feeling in a certain manner helps you to express emotions in a quite healthy way.
        Choosing the best language when expressing our emotions will help to minimize conflicts since you will less likely offend the people you meet around. In the place of work, these guidelines also make those people around us understand better hence viewing us in a positive way. This will be effective when we critically identify why we are feeling a certain manner. Finally, when we observe our body language, it will be quite hard to harm the people around us since we will be much careful when expressing our emotions.

             In my workplace, my manager told me that I lost my job. I had to observe my body language since I was very angry and upset. Another instant is when there was a conflict between my department and another one. I was so hurt, but the other party couldn't understand me because I never used a specific emotion word. A more recent instance is when I found that there was a pay cut in my salary. I don't know why I was upset about it and this situation hindered an efficient emotion expression to my boss.
Number 1(b) Identify four irrational fallacies in the text you most commonly accept. Explain each fallacy with a workplace example and explain the potential harm each may cause if you fail to dispute it. 250-300 words
           Irrational fallacies are common problems in interpersonal communication that may bring harm in the conveyance of emotional messages especially when the person communicating is basing his or her message on gender. The approval fallacy is whereby the person communicating believes that it is important to acquire everyone’s approval. In a case where people have been directed to work in groups in the workplace, the group leader may assume that every suggestion that he puts across ought to be accepted by every member. If not disputed, this fallacy can lead to conflicts among the members hence failing to efficiently complete the assigned work.

              In some cases, a person may base his or her belief on a very limited amount of evidence. This is the fallacy of overgeneralization. Women may be assigned a technical job which men believe they can do better. This is since they have over-generalized the situation without having a handful evidence for their argument. The third fallacy is that of should is. This is whereby a person fails to differentiate what should be and what is. In the workplace, a manager may not find a proper way to solve a problem if he fails to differentiate the situation at hand and that which should be instead. If not curbed, it may lead to the organization having many unsolved issues.

          Lastly, the most common type of fallacy is that of perfection. This is whereby the person expects to be perfect. This is a mistake that is not looked into may lead to people making strenuous decisions in the workplace. In a situation where the manager needs a perfect work from them in the workplace. It will consequently lead to low productivity.

Question 2(a) using at least three examples of types of kinesics in nonverbal communication and referring to your own experience, describe a work incident which illustrates how nonverbal behavior can be ambiguous. How could you or the other person involved reduce the ambiguity of that situation? 250-300 words.
            There are situations where non-verbal communication is efficient at the same time it can be ambiguous in some. Head movement is a form of kinesics in nonverbal communication. It can refer to nodding when agreeing on something or shake one's head when disagreeing with a situation. In my experience in a work situation, when I was chairing a meeting, one of the employees was nodding his head which I thought was in agreement but instead, he was deeply engraved in a conversation in his mobile phone. I later found that he did something opposite of what was discussed in the meeting.

            Secondly, the eye contact clearly shows the attentiveness of the audience to the speaker. I was once doing a public speaking in my workplace and a certain man had his eyes fixed on mine. I thought he was very attentive only to find out that he was deep in thoughts. This showed the ambiguity in the eye contact kinesic. In order to reduce this ambiguity, I could have engaged my audience with questions so as to keep them attentive.
          Lastly, facial expressions are common kinesics in nonverbal communication. They include smile, anger, and anxiety just to mention a few. A personal situation in the workplace regarding facial expression that shows its ambiguity was when I was attending to a customer. This customer had a natural facial appearance showing anxiety. The information that I was giving him was not in line with his facial expression. I feel that the customer could have verbally communicated back to me to show that he is not in agreement with me. This would have reduced ambiguity.
Question 2(b) we have all been selective, insulated, defensive, insensitive, stage hogging and ambushing listeners. Select four of these listening types and give an example of each from your own work experience. Describe negative reactions or outcomes you have received as a result of your listening behavior. 250-300 words.
            In a seminar in my workplace, I was a selective listener whereby I thought the speaker was saying something that I know since I was well conversant with the topic. I also found that I missed the main points in the session. I received very negative reactions from my colleagues who wanted to get each and every point and learn. This especially came from the colleagues who were green on the topic being discussed. Defensive is the second listening type that I was involved in. This happened when the chairman was having a talk with us. He happened to be talking about an issue that was slicing me hence making me all defensive. I later found that I was not involved in the scandal he was talking about.

            Being an ambushing listener, was a case where group leaders in our workplace were presenting information collected in the field. After listening, I would attack my opponents with what they had presented which later resulted in me being fired. This was because I was sometimes using very sensitive information concerning the organization. Lastly, there were moments where we were having a discussion concerning an issue affecting the company where I would turn the topic and engage my colleagues instead of listening to the manager. This instance of stage-hogging made the speaker walkout since he perceived it as lack of respect for the person doing the presentation. The outcome really cost the organization as they lacked the necessary knowledge being presented in that session.

