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W hat is the overall com m unication process? 

 

It is the process of transferring m eanings from  sender to receiver. 

 V erbal C om m unication Styles: C ontext is the inform ation that surrounds a com m unication and 

helps to convey the m essage. 

o Indirect (in high-context societies) and D irect Styles (in low -context societies) 

o E laborate (in high-context societies) to Succinct Styles (in low -context societies) 
o C ontextual (in high-context societies) to P ersonal Styles (in low -context societies) 
o A ffective (in high-context societies) to Instrum ental Styles (in low -context societies) 

 Interpretation of C om m unication  

 

W hat are the com m unication flow s? 

 

1. D ow nw ard C om m unication: T he transm ission of inform ation from  superior to subordinate. 

2. U pw ard C om m unication: T he transfer of m eaning from  subordinate to superior. 

 

W hat are the com m unication B arriers? 

 

1. L anguage B arriers; 

2. C ultural B arriers; 

3. P erceptual B arriers: P erception is a person’s view  of reality; 

4. T he Im pact of C ulture: V alues and m isinterpretation; 

5. A nd none V erbal C om m unication:  

a. H aptics – com m unicating through the use of bodily contact; 

b. P roxem ics: T he study of the w ay people use physical space to convey m essages. 

c. Intim ate (confidential com m unication), personal, social and public distances; 

d. C hronem ics: T he w ay in w hich tim e is used in a culture. 

 

H ow  to achieve effective com m unication? 

 

1. Im prove feedback system s; 

2. P rovide language training; 

3. P rovide culture training; 

4. A nd increase flexibility and cooperation; 
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D efine negotiation, its types, and process? 

 

N egotiation is bargaining w ith one or m ore parties for the purpose of arriving at a solution acceptable to all. 

1. D istributive N egotiation: B argaining that occurs w hen tw o parties w ith opposing goals com pete over 

a set value. 

2. Integrative N egotiation: B argaining that involves cooperation betw een tw o groups to integrate 

interests, create value, and invest in the agreem ent. 

N egotiation P rocess: 

1. P lanning; 

2. Interpersonal R elationship B uilding; 

3. E xchanging T ask-R elated Inform ation; 

4. P ersuasion; 

5. A nd A greem ent. 

 

W hat are the negotiation tactics? 

 

 L ocation: T he place negotiation takes place. 

 T im e L im its: T he tim e negotiation takes. 

 B uyer-Seller R elations: T he w ay both buyer and seller act. 

 

H ow  to negotiate for m utual benefit? 

 

 B y separating the people from  the problem ; 

 F ocusing on interests over positions; 

 G enerating options; 

 U sing objective criteria; 

 A nd by standing ground. 

 

G ive som e exam ples of bargaining behaviors. 

 

 U se of extrem e behaviors: such as extrem e offers or requests once negotiation begins; 

 U se of prom ises or threats; 

 U se of nonverbal behaviors such as touching and conversational overlaps. 

 


