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Introduction
Respect for each other’s space is imperative in American society. America hosts people who exhibit different cultural, racial, religious, and social traits. In this case, the objectiveis to observe an interaction between our company’s manager (white) and an African American contractor in a hotel setup. The goal is to explore their proxemics of social interaction. The other intention is to discern relevant non-verbal cues and actions, including eye contact and response patterns of social interaction. The focus also is on human behaviorina business-oriented talk. The observation took place in a public hotel conference hall. An open space is the ideal setting to prevent biased outcomes. Open spaces elevate the observation and recording of unexpected situations.

Description of the Situation

The manager and the African American contractor are people of different social and cultural groups. Bothenjoyedvaryingsocietal ranks. The one-on-one interaction was rife with tacit understandings, unacknowledged rituals, impression management, symbolic responses, and calculated maneuverings. All these were evident in the case of the manager and the client. It was possible to tell since each party was taking notes. Also, smile or glee accompanied the talks. The other prudentobservation was nodding. Nodding signifies anmutual agreement (Wilson, 2017). The other discernibletrait was the orderliness of the parties. The fact that both were taking notes indicated the level oforganizationinparties. Again, it was easy to tell when they were attentive. The attentiveness also implied some level of orderliness in their conversation.
Again, both appeared extremely conscious of their conversation. The manager and the contractor kept direct eye contact when not writing. The other evident trait is the body language of the parties in the talk. Both were organized and seemed to have a structured way of communicating. One party is white whereas the other is an African. What that means is the fact that both are from different cultural backgrounds. As such, it is clear that they are not from a similar cultural setting. The dressing codes also speak volumes about the seriousness of the talk. The discussion involves the use of low voices. Both kept upright postures throughout the talk. The participants greeted and hugged before leaving the scene.

Analysis

The talk involved our firm’s manager and a building contractor. Both come from different social backgrounds. The reason for saying this is that the manager was white whereas the client was of African origin. Both appeared to be individuals of almost similar social statuses but different ranks and cultures. The discussion involved two middle-aged men who were talking about business. The exchanges during the conversation leveraged non-verbal cues. Green (2016) holds that social interactions are dynamic and sequential with respect to individuals’ social actions. Non-verbal cues form an essential part of every conversation. The manager and the client strove to create excellent impressions before each other. According to Goffman, an outstanding impression is imperative, especially when looking to get virtuous reception. The client wanted the manager to take him as credible and vice versa.

Just like the manager and the client, every person strives to create a positive image. Parties in talks seek to plant desirable impressions in other people’s minds. Green (2016) argues conversation of business nature required both parties to meet some expectations to create poise. It is for this reason that they went all-out to create excellent impressions before each other. As the dramaturgical frame requires, they used legible systems of communication to agree or disagree with proposals. The legible systems implied above include non-verbal and verbal cues. The purpose was to maintain a sane talk and a remarkable impression. The use of legible communication systems enabled the parties to view each other as they wished. Goffman advocates for impression management as a tool for maintaining sanity in conversations.
From time to time, the visitor (client) knowingly composed his social face. The client adopted a warm expectant grin from time-to-time. Based on these non-verbal cues, it was easy to judge how the host felt. The facial expression seemed to match the expressions given by the visitor. The manager was nodding his head to signify acceptance or some level of gratification. The cynical performance by the visitor demonstrated the level of understanding in the talk. Remember that dramaturgy binds the aspects of reception and presentation. The visitor and the manager understood that each party was doing their evaluative roles. Doubtful performance would have resulted in a premature wind-up of the talk (Jacobsen, 2017). Visible actions spoke volumes about the extent and the direction the conversation was taking. The manager seemed to assure the client about his willingness to surpass his needs.

Posture and non-verbal cues revealed some level of understanding and professionalism. According to Wilson (2017), an upright posture confirmed the extent of the client’s desire. The level of alertness and eye contact revealed the parties’ involvement and interest. The attentiveness and body language demonstrated the social status disparity and attachment levels between interlocutors. The body language also expressed the significance of the meeting. The conversation revolved around the construction contract, costing, and the financial status of the firm. The laughter, as well as the smile worn by the parties, showed the openness between the interlocutors. Gestures, coupled with the eye contact, were enough to tell the depth of the talk. Nods and facial expressions are hard to manipulate. As such, they gave an overt point for evaluating the speakers’ avowals. 

The overall dressing is the other way of communication. Whiteside and Kelly (2016) argue that dressing is a means of non-verbal communication unless individuals are residing in nudist colonies. The type of clothing donned by the manager and the client conveyed non-verbal signs. Among other things, their attires conveyed cues about their personality, financial status, rank, social status, and background. Donning suits mean nothing short of a serious and professional meeting. The clothing alone affected the reception they were getting from each other. Seemingly, it was part of their tactics for creating a notable impression. Serious trade discussionsboundthem to don official outfits. The dressing had significance on the outcome of the meeting. The culture of professionalism must have shaped the individuals’ attires. Being professionals who had reached a common understanding, they hugged.
Interpretation
Cicourel (2017) concludes thatcopious assumptions undergird social interactions. Hugging, body language, facing expressions, and so forth signify many negative and positive things. The talk occasioned formation of social and business relationships. The observations made help decode human behavior. In a public space, talks should be positive and organized. Any business talk should also involve some height of decorum and respect. The observations herein reveal the essence of respect, cultures, political preferences, ethnicity, social statuses, and ranks notwithstanding. The business was looking to find a serious, thoughtful, and honest contractor. It is through social interaction that the manager and the contractor would have interacted and talked exhaustively. Both had common interests in making an upcoming project successful. By extension, their talk revolved around the finances and the construction plans. Both interlocutors seemed to have confidence and respect for each other.

The event is vital for demonstrating the value social interactions between people of different ethnic, religious, and cultural backgrounds. The best society comprises people who respect, strengthen, recognize, and maintain each person’s value. A sane society also deplores acts of ethnicity, insolence, and bigotry. The social principles inform how parties should conduct themselves during social interaction. The goal is to foster mutual understanding and respect. The principle of reciprocity involves rewarding positive actions with kind actions. In social interaction, the contractor acted courteously and professionally. In response, the manager acted professionally and pleasantly. The acts made it easier for the contractor and the manager to build long-term relations. Reciprocity formed the cornerstone of the conversation between the company and the contractor (Cicourel, 2017).

Just as demonstrated by Wilson (2017), the principle of rationality was also important in shaping the talk. The company is white-owned and the manager is white. Historically, the level of bigotry has been promoting inequality and racial segregation. Engaging an African American contractor takes social interactions between blacks and whites to a new level. The manager took a rational step to support the contractor, culture, religion, age, and social status notwithstanding. The manager was trying to rationalize the age-old practice of discrimination. Fairness was also observable, as it offered a more natural setting to the contractor to operate. Rationalization replaced the age-old values and traditions of uncertainty also towards certain contractors.

The principle of pleasure is the other important aspect. From a biblical perspective, respect and fairness are vital to get pleasure/ satisfaction. The practice of the manager recognizes, affirms, and embraces all people regardless of their cultural backgrounds or origin. The event demonstrates the extent to which equality and respect attract pleasure. Freedom from social bigotry is what religions promote. The interaction involves people of different racial and cultural backgrounds. The understanding that exists between the two groups speaks a lot about the rationality and fairness of the manager. Rational and fair social engagements bring about pleasure (Whiteside& Kelly, 2016).
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