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INTRODUCTION

EGC 811: Principles of Interpersonal Relationstsipaitwo-credit unit
course for Master's Degree in Education StudentsGuidance and
Counselling. As a post-graduate/master's degredest, it is an
elective course that you might need to study tobkngou graduate.
The course is designed to consists of three (3)utesdf fourteen (14)
units.

Studying the course well implies that you haveratésl to all your self-
assessment exercises (SAEs) and tutor-marked assigs (TMAS).

This course guide tells you briefly what to exp&om reading the
accompanying course study material. It providas wath information

on how to make the best use of the materials soytha can achieve
good success.

THE COURSE

The course consists of 14 study units, which inelubncepts and
theories in interpersonal relationship, principle$ interpersonal
relationship, difficulties in forming relationship,forming and
maintaining positive relationships with clientsifdies, self-disclosure,
impression management in inter-personal relatignsimterpersonal
relations in organization, adolescent interpersonbEhavior,
interpersonal attraction, and developing relatigmsfostering positive
parent-teacher relationship in the school systemusative factors of
interpersonal conflicts in the school system, pelatical experiences
of ageing spouse, group processes and language &solaof
interpersonal relationship. The course material heen developed and
reviewed to suit not only distance learners in Ngand elsewhere and
general interest readers in the areas of psychpl@pciology,
anthropology, social work, education, etc. Thentite is to make use
of local and global experiences and situationsuppert the learners
while studying, and to ensure that the content nesnaurrent and
relevant.

This course guide is a window into the coursetells you vividly what

the course is about, what to expect from readiregg abcompanying
course study materials, and how you can work yoay whrough the
material. It suggests some general guidelines®@mamount of time you
should spend on each study unit of the course deroto complete it
successfully. It also gives you some guidance ouar yutor marked
assignments (TMAs). There are regular tutorial sgas known as
facilitation Which last for 8 weeks that are lgikto the course. You
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are advised to hook on to the link which is madailable by NOUN
learning sp@ https://mylear ningspace.nouedu?.net/info/timetable/

You are encouraged to take advantage of the ofdriktation sessions
made available for many courses including EGC 811.

Online facilitation offers students the opportunity engage with
facilitators on course materials. This is of thnegin activities.

1. Video conferencing sessions. The facilitator cornaine for
one hour on predetermined schedule (see
https://mylearningsspace.nouedu?2.net/info/timejable

2. Discussion Forums: Here you will have opportuniyetxpress
your opinion and challenge one another/your magggmrding
topic of discussion.

3. Chat sessions with other students in the coursedests
participate in the activities using internet-endb$eart devices-
smartphones, tablets, laptops etc. students arectg to
observe online etiquette

All NOUN's online platforms remain accessible tafsand students via
https://mylearningspace.nouedu2.net/info/timetable

WHAT YOU WILL LEARN IN THISCOURSE

The overall aim of EGC 811: Principles of Interpearal Relationship is
to introduce and explain specific concepts, theoaed principles of
interpersonal relationship with particular consatgn to forming,
maintaining and fostering positive relationship twitlients, and
families. In the course of studying this coursey yall learn about what
the term interpersonal relationship means, anchlehdout the various
persons or groups among which relationship canldpyvespecially as
it affects the school system, and the various stayel processes this
goes through. You will be given sufficient groumglito understand the
dynamics of interpersonal relationship and be helgeunderstand the
various interpersonal skills and techniques onedsie® learn and
develop in order to have a positive healthy anderpdrsonal
relationship, and these should provide you withrikeessary basis for
further study.
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COURSE AIMS

It is hoped that with your Master’s Degree in Guidaand Counselling,
you will rise to certain influential leadership p@ms in the society, and
particularly in the education sector; thereforeg thajor aims of the
course include:

(a)
(b)
(c)
(d)

(€)

(f)

(9)

introducing you to the definitions of the conceptealationship
explaining to you what the interpersonal relatiopsntails.
expounding certain theories of interpersonal i@hship
inculcating into you the skills and strategies fbealthy
interpersonal relationship

deepening your understanding of the basic prinsipf&t guide
the human behavior towards healthy and positiverfrrsonal
relationship.

Preparing you to be able to counsel teachers, mammd all
stake-holders in the education sector on the vahek strategies
for healthy interpersonal relationship in the secto

Preparing you to be able to discuss coherentlyronissues or
matter relating to interpersonal relationship arapplication in
the education sector.

COURSE OBJECTIVES

At the end of this course, EGC811: Principles détpersonal Relation,
you will be able to:

(a)
(b)

(c)
(d)
(e)
()
(9)
(h)
(i)
()
(k)

()
(m)

define interpersonal relationship

discuss the various concepts in interpersonal iogelstip and
enumerate the different types of interpersonailtiehship
discuss the basic principles that guide the hunedrabior toward
healthy and positive interpersonal relationship.

Explain factors that are responsible for difficedtiin forming
relationships

explain how a counsellor can form, build and mamgapositive
healthy relationship with the family of his client

discuss extensively the concept and principle bfdisclosure
list the various strategies of impression managemen

explain the influence of basic human interactiorooganization
discuss the implications of adolescent interpersbeaavior to
counselling

enumerate the skills that counsellors need to talesisners with
behaviour problem

explain the disengagement theory

define group process

describe language as a tool of interpersonal osiahiip

vi
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WORKING THROUGH THIS COURSE

To complete the course, you are required to readsthdy units, read
books and other materials provided by the Natidaén University of

Nigeria (NOUN). Each study unit contains Self-Asseent Exercise
(SAEs) and Tutor Marked Assignments (TMAs).Therals an end of
course final examination. You will also find listeall the components
of the course, what you have to do, and how yowlshallocate your

time to each study unit in order to complete therse successfully and
on time.

COURSE MATERIALS

Major components of the course are:

1. Course Guide

2. Study units

3. References

4. Presentation schedule
STUDY UNITS

The study units in this course are as follows:

Module 1

Unit 1 Concepts and Theories in Interpersonal titeiahip

Unit 2 Principles of Interpersonal Relationship

Unit 3 Difficulties on forming Relationship

Unit 4 Forming and Maintaining Positive Relatiopshwith
Clients’ Families

Unit 5 Self-Disclosure

Module 2

Unit 1 Impression Management in InterpersondhtRenship

Unit 2 Interpersonal Relations in Organisation.

Unit 3 Adolescent Interpersonal Behaviour

Unit 4 Interpersonal Attraction and Developing &enship

Unit 5 Fostering Positive Parent-Teacher Relahgns the
School System

Module 3

Unit 1 Causative Factors for Interpersonal Cotslio the School

System

vii
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Unit 2 Psychological Experiences of the Ageing (%@
Unit 3 Group Processes

Unit 4 Languages as a Tool of Interpersonal Ratathip
ASSESSMENT

There are three aspects of assessment of the cdimsdirst is a set of
self-assessment exercises (SAE’s), second is eofsétitor-marked
assignments (TMAs) which includes you going onlitte do your
computer-based assessment/tests. This test/assessamees 30 marks.
The third is a written end of semester examinatinch carries 70
marks.

In tackling the assignments, you are expected tsireere in attempting
the exercises; by applying the information, knowledand techniques
gathered during the course. The assignments neustibmitted online
according to schedule. The formal deadline will dmenmunicated to
you. The online assignment will make up 30% afrycourse mark.

At the end of the course, you will need to sit frfinal written

gmination of two hours’ duration. This examioativill make up the
remaining 70% of your total course mark.

TUTOR-MARKED ASSIGNMENTS (TMAYS)

There are tutor-marked assignments in this cou¥sml are encouraged
to do all. assignment questions for the study units

The assignment comes in three segments:

TMA one — This has ten questions and you are eggeitt answer all
ten as it carries 10 marks

TMA two — also has ten questions and carries 1ka@io.

TMA three — also carries ten questions which isnEoKks.

The three TMAs carry 30 marks in all. This formgtpaf the 100%
expected of the course. The 30% of the TMA andr8s of the end of
semester examination makes up the 100% expectibe student in this
course.

FINAL EXAMINATION AND GRADING:

The final examination will be of two hours’ durati@nd it has a value
of 70% of the total course grade. The examinatdhconsists of pen-

viii



EGC 811 COURSE GUIDE

on paper questions which reflect of self-testingacfice exercises and
tutor marked assignments (online-computer based/assgssment)
problems you have previously encountered. All siglathe course are
assessed.

Use the time between finishing the last study writine facilitation and
computer-based TMA and sitting for the examinatmmevise the entire
course. You might find it useful to review yourfdests again before
the examination. The final examination covers linfation from all

parts of the course.

Tutor Marked Assessment

(Online)

TMAs 1- 3 (10 marks each) 30%

Final Examination 70%

Total 100% of course work

Table 1: Course Marking Structure.
HOW TO GET THE MOST FROM THE COURSE

In Open and Distance Learning (ODL), the study sungplace the
University Lecturer. This is one of the great ateges of ODL. You

can read and work through specially designed studterials at your
own pace, and at a time and place that suit you b&kink of it as

reading the lecturer. In the same way that the&utec might set you
some reading to do, the study units tell you wheneiad your other
materials. Just as a lecturer might give you aolass exercise, your
stilly units provide exercise, for you to do at appiate points. In

addition, there will be scheduled regular onlinglf@ation of the course,
following the study units and you can ask question make your
contributions there and then.

Each of the study units follows a common formateTirst item is an
introduction to the subject matter of the studyt@amd how a particular
study unit is integrated with the other study uritsl the course as a
whole. Next is a set of learning objectives. TEhebjectives let you
know what you should be able to do by the time lyaue completed the
study unit. You should use these objectives tagyour study. When
you have finished the study unit, you must go bac# check whether
you have achieved the objectives or not. If yokena habit of doing
this, you will significantly improve your chancefpassing the course.

The main body of the study unit guides you throtighrequired reading
from other sources. This will usually be eithemir a reading section or
some other sources. You will be directed whenetiieneed for it.
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Self-Assessment Exercises (SAEs) are interspetsedigh the study
units. Working through these SAEs will help you achieve the
objectives of the study units and prepare you li@r assignments and
examination. You should do every SAE as you comi in the study
unit. There will also be numerous examples giverthe study units.
Work through these when you come to them too. fbllewing is a
practical strategy for working through the courdéyou run into any
trouble, telephone your tutor/facilitator immedigte Remember that
your tutor’s job is to help you; don’t hesitatecall and ask your tutor to
provide it.

1. Read this course guide thoroughly.

2. Organize a study schedule. Refer to the coursevieverfor more
details. You should note that it is expected of youlevote at
least 2 hours per week for studying this coursé@e fumber of
hours to be devoted for intensives study statedal® outside
other need driven academic activities like selelph group
discussion and instructional facilitation. Notee ttime you are
expected to spend on each unit and how the assigsmeate to
the study units. Important information e.g. detadf your
tutorials, and the date of the first day of the sstar is available.
You need to gather together all this informationome place,
such as in your diary or a wall calendar. Whatevwethod you
choose to use, you should write in your own dadesvbrking on
each unit.

3. Once you have created your own study schedule vdoything
you can to stick to it. The major reason why stigdail is that
they get behind with their course work. If you geto
difficulties with your schedule, please let youtotuknow before
it is too late for him to help you.

4. Turn to unit 1, read the introduction and the otiyes for the
unit.

5. Assemble the study materials. Information abouatwou need
for a unit is given in the table of content at beginning of each
unit. You will almost always read both the studyituou are
working on and one of the materials for furtherdiag on your
desks at the same time.

6. Work through the Unit. The content of the unielfshas been
through the unit, you will be instructed to reactgms from
other sources. Use the unit to guide your reading.

7. Keep in mind that you will learn a lot by doing atbur
assignments carefully. They have been designedetp you
meet the objectives of the course and, therefori,help you
meet the objectives of the course and, help yous pghe
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10.

11.

examination. Submit all assignments/online TMAS later than
the due date.

Review the objectives for each study unit to confithat you
have achieved them. If you feel unsure about ahyhe
objectives, review the study materials or consoitntutor.

When you are confident that you have achieved d&’suni
objectives, you can then start on the next untoc®ed unit by
unit through the course and try to pace your stswlythat you
keep yourself on schedule.

When you have submitted any assignment/online TMAy (
TMA 1) and taken note of your score, do not waitilwou see
the second TMA before starting the next unit. ekdo your
schedule. When the assignment/online TMA (thaltfiMA3) is
completely done, continue revising for your exartioves.
Consult your tutor as soon as possible if you heawe questions
or problems.

After completing the last unit, review the coursad gprepare
yourself for the final examination. Check that ywave achieved
the unit objectives (listed at the beginning offeaait) and the
course objectives (listed in the course guide).

FACILITATORSTUTORSAND TUTORIALS

There are 14 hours of tutorials provided onlinsupport of this course.
You will be notified of the dates, times and onlilpeation of these
tutorials together with the name and phone numbgouwr tutor as soon
as they are arranged. Do not hesitate to call ytor by telephone, e-
mail, or discussion board if you need help. ThioWwing might be

circumstances in which you would find help necegsaContact your
tutor if:

Xi

You do not understand any part of the study unitsissigned
readings

You have difficulty with self-assessment exercises

You have a question or problem with an assignmentith the
grading of an assignment

You should try your best to attend the online tiadsr This is
your only chance to have an academic contact vathr yutor and
to ask questions on problems encountered in theseoof the
study. To gain the maximum benefit from courseoriats,
prepare a question list before attending them. Wildearn a lot
from participating in discussions actively.
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MODULE 1

Unit 1 Concepts and Theories in Interpersonal titeiahip

Unit 2 Principles of Interpersonal Relationship

Unit 3 Difficulties in Forming Relationship

Unit 4 Forming and Maintaining Positive Relationshi with
Clients’ Families

Unit 5 Self Disclosure

UNIT 1 CONCEPTS AND THEORIES IN
INTERPERSONAL RELATIONSHIP

Unit Structure

1.1  Introduction

1.2  Learning Outcomes

1.3  Meaning of Interpersonal Relationship
1.3.1 Stages of Interpersonal Relatigmshi
1.3.2 Concepts in Interpersonal Relatiom

1.4 Types of Interpersonal Relationship
141 Classification of InterparabRelationship
1.4.2 Self-Assessment Exercise

1.5 Conclusion

1.6 Summary

1.7  Tutor—Marked Assignment

1.8 References/Further Reading

1.1 Introduction

Any worthwhile book on the principles of Interpemsb Relationship will
definitely be discussing the nature of the cour$ée principles of the
course include conceptual classifications of sigaift concepts that are
related to the subject matter of discourse, dé&fing, purposes and
principles. This unit will, among other thingsppide the definitions and
meanings of the term interpersonal relationship, tharious stages of
interpersonal relationship, the need for it, and functions in
organisations. This will help lay the necessarynfiation about the
course.

1.2 Learning Outcomes
By the end of this unit, you will be able to:

o define and explain the meaning of interpersonaiti@iship
. discuss the various concepts in interpersonalioelstip



EGC 811 PRINCIPLES OF INTERPERSONAL REONBHIP

. enumerate and distinguish between the differentegymf
interpersonal relationship.

1.3 The Meaning of Interpersonal Relationship

You sure have an idea what the term relationshiagnseYou know too
that the term interpersonal connotes person tmpetsowever, the term
interpersonal relationship is explained in diffdremays by various
writers, but they all are pointing to the same niregnDeVito (2013) sees
it as “a perception shared by two people of an arggterdependent
connection that results in the development of i@tatl expectations and
varies in interpersonal intimacy.” In other wordsterpersonal
relationships refer to reciprocal social and enrtalonteractions between
two or more individuals in an environment. In shariterpersonal
relationship refers to the social association, eaotion, affiliation,
interaction and bond between two or more peopl&aétion between
individuals brings them close to each other anchmadly results in a
strong interpersonal relationship.

Think of the various persons or groups among whethtionship can
develop. Relationship can occur between romantitnpes, business
associates, doctors and patients, counsellors@ntsellees, parents and
their children, and so on. It permeates our livi@srshield (1999) defines
interpersonal relationship as a strong deep oreclassociation and
acquaintance between two or more people that magerérom a brief
duration to a long enduring relationship. Thisoasstion may be based
on love, affinity or solidarity. The context camry from family or
kingship, friendship, work, clubs, neighborhood @hates of worship.

So, we are saying that an interpersonal relatignshin develop between
individuals working together in the same organaatipeople working in
the same team, between man and a woman (loveiageayrrelationship
with immediate family members and relatives, reflaship of a child with
his parents, and relationship between friends.

1.3.1 Stages of Interpersonal Relationship

Interpersonal relationship goes through variougestaand processes. Of
course, a sense of trust, loyalty and commitmentssential in a
relationship, and it takes a while for a relatidpsio grow and pass the
test of time. There are two possibilities aboulationship.

Possibility 1: Two people might start a relatiomslais mere strangers.
They get to know each other slowly and become emaliy and mentally



EGC 811 MODULE 1

attached to each other gradually. Such relatigssbiten lead to lasting
commitments.

Possibility 2: Two people might start well but sotace problems.
Troubles in relationship start when people havéersht opinions and
views, and fail to reach mutually acceptable soluti

According to George Levinger (1983), every relasioip goes through
the following five stages:

1. First stage- Acquaintance and acquaintanceshigs iShhaving a
personal knowledge or state of familiarity, and ihgv a
relationship with a person you know just slight@ommon
friends, social gatherings, same organisations, letfp people
meet, break the ice, get acquainted with each athdrstart a
relationship. So, becoming acquainted may depengrevious
relationships, physical proximity, first impressspnand other
factors.

2. Second stage — The Buildup Stage: This is the stdgen the
relationship actually grows. To build up a qualigtationship,
these rules are to be followed:

I. Maintaining regular contact with each other
. Ensuring that time spent together is meaningful
iii. Seeking values agreement or concord and acknowlgdgi

each other
iv. Showing empathy and experience in interactions
V. Providing chances for mutual progress in differaspects

of interpersonal relations.

The build-up stage in a relationship is often chi@nased by two
individuals coming close, being passionate, anlinfgéor each other.

3. Third Stage — The continuation Stage: This is theges when
relationship blossoms into lasting commitmentsr d&celationship to
grow and continue, some friendship rules shoulthbatained.

Such are:

(1) Standing up for a friend in his absence
(i)  Information and feelings about success shdiddshared

- Emotional support should be demonstrated

- There should be trust and confidence

- Help should be rendered in times of need

- Making each other happy when together is vital

- Refraining from criticising your friend in public
- Keeping confidences.
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Desisting from being jealous or negative aboutiotékationships
around you.
- Respecting each other’s privacy

Trust and transparency are also essential forlthentto stay in
relationship.

4, Stage 4 — Deterioration Stage: This is the stagenelationship
when the connecting bonds between partners weaiethare is
drifting from each other. Lack of compatibilityust, love and
care often lead to misunderstandings and sericusbles in
relationship. Of course, not all relationship<edietrate, but those
that tend to show signs of trouble, boredom, resent and
dissatisfaction do. An individual may communicégss, and
avoid self-disclosure. Loss of trust, and betrayahy take place
as the downward spiral. Continuous deterioratioly meentually
end the relationship.

5. Stage 5 — The Termination Stadéis is the end of a relationship.
The termination of a relationship may be due talde&any one
partner, a break-up, or by spatial separation toiregsome time,
and severing all other existing ties. So, therefigeeother ways
to terminate a relationship. They are differeiigt
circumscribing, stagnation, avoidance and termimati

Termination can be incremental or can go througbriical event.
Incremental means to slowly drift apart and thisawels itself in steps.
It can also be referred to as disengagement. @at({tP99) proposes the
theory of magic ratio for successful marriages. Tieory says for a
marriage to be successful, couples must have tbeage ratio of five
positive interactions to one negative interacticks the ratio moves to
1:1, divorce becomes more likely. In addition,i§alan (2011) proposes
the concept of active constructive-responding, tvhgtresses the
importance of practising attentive skills.

From the above discussions, a successful intemakselationship can
be summarily defined as a process involving nonstuprrelated
thoughts, feelings and behaviours of persons inelationship or
association in which they respect empathy, sodillssand active
participation. We also note that relationshipsrerestatic; we move from
one stage to another largely as a result of oerpetrsonal interactions.
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1.3.2 Concepts and Theories in Interpersonal Relationship

Man is naturally attracted to companionship witofg man, either same
sex or opposite sex. Maxwell (2003) observed thdtirsg brings two
persons together to make them remain in the coafegtationship. Such
things may be common interests like desire, aspiradr goal. When
interpersonal relationship is born from any of #he# it is fed and
nurtured, it grows; but if neglected, it deteri@atand dies. A lot of
concepts and theories therefore come into the ifothe study of the
development of interpersonal relationship, offeringight into why and
how we develop and dissolve our relationships.

1. Attribution Theory: We attach and assume meanings to others’
behavior in our day to day life, and the theoryaleped by Fritz
Heider based on this attribution is called AttribantTheory. The
term attribution refers to the interpretation ofearent by inferring
what caused the event to occur.

Attribution theory explains how and why ordinamgple explain
the things as they do. The theory argues that teenat to assign
motive or cause to the behaviour of another indigld It is a
humanistic theory that believes that there is adirelationship
between our behavior and its causes.

2. Implicit Personality Theory: According to the implicit
personality theory, when we meet someone, we altberlnost
evident traits, and then make general assumptitnositathat
person’s personality. This is an automatic subciouns reflex that
is different for each individual. Wikipedia expiaithat the theory
describes the specific patterns and biases anichdivuses when
forming impressions based on a limited amount atiain
information about an unfamiliar person.

The theory argues that we develop a list of assediqualities that
we attribute to the individuals with whom we intetraThis allows

us to make guesses about an individual's persgnaéised on
whatever information we currently have about thdvidual. It is

about the inward sense of our body, its tensioitsowell-being.

Toward a further reflection, we can notice thatyoit¢ direct

sensing do we have meanings to what we say ankl. thire need
to have our ‘feel’ before verbal symbols can hawnccete

meanings.

3. Impression Formation Theory: Impression formation in social
psychology refers to the process by which differpigces of
knowledge about another are combined into a glsbhaimary



EGC 811 PRINCIPLES OF INTERPERSONAL REONBHIP

impression. We subconsciously form opinions alpmdple that
we meet. Our minds do this so we can begin to tataled how to
interact with new people. Impressions help usiaextualise the
information about the world around us, and givethes tools to
start interacting. From there we can develop opisithat are more
long lasting and less superficial. The theory sas form
impression about others on their qualities and Webas, the
information given about them.

Social Exchange Theory:The Social Exchange Theory was
proposed by George Casper Homans in 1958. It gepthat
social behaviour is the result of an exchange m®between two
people. The basic concept of the exchange thedhat “give and
take” forms the basis of almost all relationshipsugh their
proportions might vary as per the intensity of takationship. In
a relationship each individual has his expectatifsam his/her
partner. According to the theory, feelings and goms ought to
be reciprocated for a successful and long lasetagionship. An
individual invests his time and energy in relatiops only when
he gets something out of it. What he expects tageof it may
be love, trust, honour, respect, money, favour, ethere are
relationships where an individual receives less tagives. This
leads to situations where the individual starts jpanmg his
relationship with others, and such can stop indiald from
putting their best in relationships. The sociatlenge theory
explains that the derived outcomes of a relatignghust be
greater than or equal to the investment costsefatationship.

This theory claims that you develop relationshipat twill enable you
maximise your profits — a theory based on an econonodel of profit
and loss. The theory begins with the following &tipn:

Profit = Reward — [minus sign] Costs.

Rewards are anything that you would incur costs to obtaosts are
things that you normally try to avoid, that you smer unpleasant or
difficult. Profit is what results when the costs are subtracted fhem
rewards (Profit = Rewards — Costs).

5.

Equity Theory: Equity theory was developed in 1968 by John
Adams. Itis a theory that attempts to explaiatiehal satisfaction

in terms of perceptions of fair/unfair distributiasf resources
within interpersonal relationship. In summary, iguheory
suggests that people are more satisfied with #agekhip in which
there is equal give and take by both parties. thbeery proposes
that a person’s motivation to stay in any relatiopss based on
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(i)

(ii)

(iif)

equality (or inequality) of the contributions made the
relationship. In fact, it is a more complex versiohthe social
exchange theory. It uses the ideas of the soxtdlage but goes
a step further and claims that you develop and taiain
relationships in which the ratio of your rewardatige to your
cost is approximately equal to your partner’s.

Relational Dialectics Theory: This is a theory of how meanings
are constructed through speaker utterances, whetrdal or
nonverbal, oral or written. The theory views megamaking as
a fluid, polemic process in which different, ofteompeting,
discourses or world views struggle for dominan&@ometimes,
emergent from this struggle, new transformative mregs are
constructed. The theory moves away from psychetegview of
interpersonal communication, in which the indivitlisecentral, to
an approach in which discourses become the focaterition.

Relational Dialectics is a concept within the coonmigcation

theories introduced by Leslie Baxter and Barberddntgomery
in 1988. It focuses on the contradictions in retaghips. It stems
from the concept of the extreme will sustain tharses of the
contrary. This arises when two people of varyinffecences

maintain a dialectics in a relationship. The maisiectics in a
relationship are:-

Openness and ClosenesBoth partners expect openness in their
communication as to be a dependable one, anddonahintain a
healthy relationship. However, on the contrarge of them
desires privacy.
Certainty and Uncertainty: Certainty is a bonding factor in a
relationship. It is a promise kept to comfort tpars in a
relationship. However, on the contrary predidigbmakes the
relationship uncomfortable.
Connectedness and Separatenedsis natural to desire a close
and permanent bond in a relationship. Howevegradner in a
relationship may want to be alone. Too much ayisg together
may result in the loss of individual identity.

7
Attraction Theory: The attraction theory holds that people form
relationships on the basis of attraction charasties that may
generate attraction for a relationship, and suehatteristics may
include facial appearance, general body strucgn@ming and
general cleanliness, appropriate beliefs, sensehwaiour,
optimism toward life in general, the other pers@ing positive
toward them, honest/ethical, ambitious, communieasimilarity
in cultural backgrounds, including race and natibya
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availability, sexual compatibility, etc. Generallpeople are
attracted to others on the basis of five majordetsimilarity,

proximity, reinforcement, physical attractiveness! @ersonality,
and socio-economic and educational status.

8. Relationship Rules Theory: The general assumption of rules
theory is that relationships — friendship and lovparticular — are
held together by adherence to certain rules. \Whese rules are
broken, the relationship may deteriorate and evesoti/e.

Relationship rules theory helps us clarify seveaapects of
relationships.  First, these rules identify sucftdsyersus

destructive relationship behaviour. In additiomede rules help
pinpoint more specifically why relationships brea and how
they may be repaired. Further, if we know whatrlies are, we
will be able to master social skills involved inla@onship

development and maintenance. And because thesevarly from

one culture to another, it is important to identifypse unique to
each culture so that intercultural relationshipsyniee more
effectively developed and maintained.

The various relationship rules which vary from @a#ure to another
can be classified as friendship rules, romantiesulamily rules,
workplace rules, etc.

9. Politeness Theory:Still another approach to relationships looks
at politeness as a major force in developing, naaing and
deteriorating relationships. Two people develogelationship
when each respects, contributes to, and acknowseitigepositive
and negative face needs of the other, and it dettes when they
don’t. (NB: Positive face is the need to be thdugfrhighly — to
be valued, to be esteemed. Negative face is tleel ne be
autonomous — to be in control of one’s own behayitunot be
obligated to do something). Relationships develden these
needs are met. Relationships will be maintainednithe rules of
politeness are maintained. And relationshipsaealeriorate when
the rules of politeness are bent, violated toomfier ignored
completely.

The major weakness of this theory seems to beathat is politeness to
one person may be perceived as rude or insensiti@aother. And
politeness seems to be relaxed as the relatiobgitipmes more
intimate.
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10.

Socionics Theory: Socionics intertype relations describe
relationship between Psychological Types of peopled not
between the actual people. This is the reasorettedations are
called “intertype” relations. The relations betwesctual people
are complicated and depend on many different factoifhe
intertype relations, however, form the core of eglgtionship and
describe various degrees of psychological compiyittietween
people according to their types.

Socionics theory projects the idea that a perscmesacter acts like a set
of blocks called psychological functions resulitre different ways of
producing and accepting information which resuitdifferent behaviour
patterns and character types.

11.

Minding Relationship Theory: This refers to a theory of
relationship maintenance and satisfaction. It emsiges that
relationship satisfaction is primarily a mattehofv partners think
about a relationship, happiness in a relationstip, The theory
suggests that relationship satisfaction may beasgwsi over long
periods through positive habits of cognition andnomunication

between partners.

The theory projects how closeness in relationsimigg be maintained and
enhanced. It explains how thoughts, feelings amthabiours of
individuals in a relationship should be reciproc@he five components
of ‘minding’ can be:

(i)
(i)
(iif)

(iv)
v)

12.

Knowing and being known — each partner should stek
understand themselves and be understood.

Making relationship — enhancing attributes for habwars, that is,
giving the benefit of any doubt.

Accepting and respecting empathy and social skills.
Reciprocity should be maintained

Continuity should exist in ‘minding’, and ‘mindfudss’ should
persist.

Attachment Style: Attachment theory is a psychological model
attempting to describe the dynamics of long-term simort-term
interpersonal relationships between humans. Attectt theory is
not formulated as a general theory of relationshipaddresses
only a specific facet - how human beings responetliationships
when hurt, separated from loved ones, or perceigitigeat.

In infants, attachment as a motivational behavibsyatem directs the
child to seek proximity with the parent when theg alarmed, with
expectation they will receive protection and emmaiosupport.
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According to Bolt (2004), it is by ‘both nature ketinfant’s inherent
need to bond and belong — and nurture — parergpbrsiveness. There
are three factors determining the attachment avigheal has developed
as a child. It has a predictive effect on the tgpve relationships one
develops as an adult.

1.4 Types of Interpersonal Relationship

We have earlier explained that when two individdal comfortable in
each other's company they begin to relate with eaitter. A close
association between individuals who share commtarests and goals is
called interpersonal relationship.

There are many different types and classificatminelationships. They
include family or kinship relationships, friendshipelationships,

acquaintanceship relationships, peer relationshipsjghbourhood

relationships, love or romantic relationships, @t relationships, and
professional or workplace relationships. A brietplanation or

discussion of each of these types will be necedsary, although some
of them may overlap.

1. Family or Kinship Relationship: This exists between members
of the same family, both extended and nuclear famtlis known
as biological relationship. Ideally, people sholildve strong
relationships with their families, although thisedonot always
happen. They should feel love and closeness fir tklatives,
and be able to confide in them and discuss persbimags. A key
role of parents and older relatives is to offerdgumice, support and,
where needed, boundaries and discipline.

Family relationships are ideally life-long, althdugs children grow into

adulthood, it is usual for them to have more indel@mce and for the
parental relationship to become less one of guielamcd more of mutual
support. Sometimes, as children become teenagdradults, there can
be an increase in arguments and conflicts withrgaras the growing

child tries to assert their independence and firair tadult identity. This

is perfectly normal and often calms down once #denage years have
passed.

2. Friendship Relationships: Friends are people who may not be
related but choose to interact with each othereniélis are people
we trust, respect, care about and feel that wecoaffide in and
want to spend time with. So, friendship is an urdibonal
interpersonal relationship where individuals entdo by their
own sweet will and choice. It is a relationshipesd there are no
formalities and individuals enjoy each other's pres.

10
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Friendship can be between a man and a woman, nthman, or
woman and woman.

Transparency is the most essential factor for alet&iendship. Be
honest. Feelings like ego, jealousy, hatred amggrashould not exist in
friendship. The entire relationship revolves amurust and give and
take. No relationship can be one sided and sarttefendship. So, it
is important that a friend should try to do as maslne can for his friends.

There are varying degrees of friendship. You mag that you feel more
comfortable and able to confide in friends whom ymve known for
longer time or spend more time with. It shouldnogéed that physically
intimate or romantic contact is not appropriata iiniendship.

3. Acquaintanceship Relationships:Acquaintances are people you
may encounter regularly, but who are not friendsetatives, e.g.
neighbours, work colleagues, etc. It can alsabegomebody one
has seen before, somebody one recognises anyiegreneet.

It is important to be polite and respectful to amigtances. In some cases,
relationships that start as acquaintanceship caer, time, evolve into
friendships.

4. Peer Relationships:This is a relationship that exists among people
within the same age bracket, political or sogi@up, classmates
or school mates, etc.

5. Romantic or Love Relationships:A romantic relationship is one
in which you feel very strongly attracted to thbertperson — both
to their personality and, often, also physicallis is reciprocated
by the other person in the relationship. The refehip is
characterised by passion, intimacy, trust and spedividuals in
romantic relationship are deeply attached to edicbrand share a
special bond. A romantic relationship is the closEsm of
relationship and the two people involved will oftelescribe
themselves as being “in love”. Some people in Imica
relationships live together. As this is such aseloelationship,
various kinds of physical contact which would netdppropriate
in any other kind of relationship are accepted.

Marriage happens when two individuals in love dectd take their
relationship to the next level. Keys to a sucadssfarriage include
understanding, love, passion, intimacy, respeast tetc.

6. Platonic Relationship: This is the type of relationship that exists
between people of either the same or different gemdgthout any

11
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feelings or sexual desire for each other. Plataerlationships
might eventually end in romantic relationships.

Professional or Workplace Relationships:individuals working
together for the same organisation develop aioelship that
should be healthy and cordial. Such individuais aalled
colleagues. Colleagues may or may not like edicbro

Employees working together ought to share a spéaad for them to
deliver their level best. It is essential for sueHividuals to be honest
with each other for a healthy interpersonal refetiop and eventually
ambience at the workplace.

There are three major types of communication inerpersonal
relationship. They are nonverbal, written and emhmunications.

(i)

(ii)

(iif)

Nonverbal Interpersonal Communication: This involves
communication that is void of words, such as gestuactions,
facial expressions, body language and other aspégibysical
appearance. Effective communicators send, re@iddnterpret
non-verbal messages, the same way they would orafritten
communication.

Written Interpersonal Communication: Human interpersonal
communication, especially in an organisationalirsgftrefers to
those messages that are transmitted via writingvaAtages of
written communication, for instance E-mail, is lesgensive
than long distance phone calls, and certainly thse travel
expenses, especially when a message needs to beyednio a
large number of people. It enables efficiency awduracy.
Written communication also allows for reflection.

Oral Communication: A manager would use oral
communication for a variety of things, such as mnegst
interviews, and performance reviews, presentatidrasnings,
soliciting and providing feedback to subordinates, when
communicating progress to upper management.

1.5 Classification of Interpersonal Relationship

We have already hinted that Interpersonal relalignsan be classified
according to different spheres of life in which hambeings could
encounter one another. These include:

(a)
(b)
(c)
(d)

12

Love or marital relationship
Family or kinship relationship
Workplace relationship
Neighbourhood relationship
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(e) Places of worship relationship

All these relationships may be regulated by lawsten or mutual
agreement, as they form the basis of social gremgisthe society as a
whole

SELF-ASSESSMENT EXERCISE

What are the classifications of interpersonal reteship?
1.6 SUMMARY
In this unit, you have been introduced to the nreguaf interpersonal

relationship, the stages it goes through, variausceptual theories as
well as various types of interpersonal relationship

7.0 REFERENCES/FURTHER READING

Adegoke, A. A (2011)Helping Professions in Africdlorin: University
Press.

Berschield, E. (1999)The Greening of Relationship Science, American
Psychologist, 54 (4) Pp. 260-266.

DeVito, J. A. (2013)The Interpersonal Communication Bo@3" ed).
Boston. Pearson-Ally & Bacon.

Levinger, G. (1983)Development and Change. Close Relationdkgw
York: W.H. Freeman and Company.

Saligman M. (2011).Flourish: Visionary New Understanding of
Happiness and Well-Beindlew York: Free Press.

Answer to Self-Assessment Exercise
I Love or marital relationship
. Family or kinship relationship

iii.  Workplace relationship
iv.  Neighbourhood relationship

13
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UNIT 2 PRINCIPLES OF INTERPERSONAL
RELATIONSHIP

Unit Structure

2.1 Introduction

2.2  Learning Outcomes

2.3  Basic Principles of Interpersonal Relationship
2.4  Values of Interpersonal Relationship

2.5 Formation of Interpersonal Relationship

2.6 Techniques of Interpersonal Relationship

2.7 Summary

2.8 Reference/Further Reading

2.9  Possible Answer to Self-Assessment Exescis

2.1  Introduction

In this unit, you will learn about the basic pripleis of interpersonal
relationship. The values and justification for tbeurse will also be
discussed. The knowledge from this unit will helptjfy the reactions for
introducing this important course in the tertiadyieation’s curriculum in
Nigeria.

2.2 Learning Outcomes

By the end of this unit, you will be able to:

o discuss the basic principles that guide the hunetsaour toward
healthy and positive interpersonal relationship

. demonstrate an understanding of the usefulnesstedpersonal
relationships in different areas of life
o state the techniques of interpersonal relationship.

2.3  Basic principles of Interpersonal Relationship

Interpersonal Relationship as a course standssit principles, and its
study is of maximal benefit not only to the indival but also to the body
of knowledge. The basic principles of interpersae#dtionship accepted
by most authorities in the field of social psyctgptoand relationship
science are described as follows:

1. The study of interpersonal relationship involvegesal branches
of social sciences including such disciplines agiodogy,
psychology, anthropology and social work.

2. Interpersonal skills are extremely vital when tgyito develop a
relationship with another person.

14
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Interpersonal relationships are dynamic systemg theange

continuously during their existence. Like livingganisms,

relationships have a beginning, a life span andrah

All relationships are governed by the Levinger nddedescribe

heterosexual adult romantic relationships. (This baen fully

discussed in UNIT 1 of this module, as the fiveget of

relationship).

The list of interpersonal skills needed for healdnd positive

relationship include:

- Verbal communication: what we say and how we say it

- Non-verbal communication: what we communicate witho
words. Body language is an example.

- Listening skills: how we interpret both the verlald non-
verbal messages sent by others.

- Negotiation: working with others to find a mutually
agreeable outcome.

- Problem-solving: working with others to identifyefthe
and solve problems.

- Assertiveness: communicating our values, ideasetseli
opinions needs and wants freely.

Healthy relationships are built on a foundation sdcure
attachment. Secure attachment models representeanal set of
expectations and preferences regarding the intintlagly guide
behaviour.

Lastly, the principle of Confucianism, which meatigat an
individual knows his place in the social order ghalys his or her
part well. For instance, juniors are considerethim principle of
Confucianism as owing their seniors reverence, taedseniors
have their duties to benevolence and concern taathedr juniors.

Good interpersonal relationship leads people tb asdwork in friendly
and cozy environment. Healthy interpersonal retestiprovide people
security, satisfaction, enjoyment and contentmemtatds each other.
Those who are not successful in good interpersetations with people
around them feel great sense of frustration, apxetiure and loneliness.
To have good interpersonal relationship, there fwe important
principles. They are as follows:

(i)

Mutual Benefit Principle: Strong interpersonal tilas are
formed when people share same group interestselpgs them to
form a strong bond and meet up the social neddemhselves, and
as well as those which are connected with eachr.cfoe a healthy
interpersonal relationship brings satisfaction wthbsides of

15
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(ii)

(iif)

(iv)

(v)

people. And to have such cordial terms, both patteeve to show
a friendly affection with acceptance towards theeot
Credit Principle: To make the relation with peofeitful and
pleasant, it is important to make people feel jloat are useful to
them. When people are treated this way they vgdwe Mutual
understanding can be achieved through mutual sig@erd good
intentions for each other. Only such feeling withance the good
emotions, and will make the relationship stronger.

Respect Principle: When someone has to deal wdbple
socially, there is always a presence of differeieivg. Even if
someone does not seem to agree with your own vi¢hes,
interpersonal skill teaches us to show toleranceamteptance to
listen to other views.

Tolerance Principle: Tolerance implies that a perdoes not care
about small minor issues, and by keeping asideistg issues,
people can work together for a common goal anchegotiate the
issues separately without letting the environmend ahe
relationship get spoilt.

Moderation Principle: A distrust relation bringstince and lack
of communication, whereas too much communicatiod &me
together causes irritation, obsession and lackmndes of space. To
maintain a good social interpersonal relation, sheuld keep a
moderate way to deal and communicate with people.

Characteristics of Relationship:

These can be classified into goals, attitudes, \Weba and
communication.

Goals: These include mutual support goals, problem-sglvgoals,

individual growth in the relationship goals, sturet goals, financial
goals, and family goals. Such are meant to barpitholding the whole
water front of relationships. Think of these goalderms of life-long

relationships, e.g marriage.

Mutual Support Goals:

(i)
(ii)
(iii)
(iv)
(v)
(vi)
(vii)
(vii)

16

To nurture one another

To communicate with one another

To determine how independent of each other

Openness

The length or duration of the relationship

What extreme to take when the relationship grows co

How pleasurable the relationship will be

How much can people be allowed or included inrtHationship
without affecting the support for each other.
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Problems Solving Goals:

(1) How to approach problems in the relationship

(i)  What will be the problem-solving model to be addpte
(i)  How to tolerate each other

(iv)  How to fight or quarrel

(v)  How to handle such fights and resolution strategies
(vi)  When to seek third party involvement

(vi)  How to encourage each other to be good problewesol

Individual Growth in the Relationship Goals:

(1) How to ensure mutual growth in the relationship

(i)  How open the taking of joint and individual respiiigy of the
relationship needs.

(i)  How to use the unique and individual personaliteeassist each
other.

(iv) What steps to take if any of the partners needstahémealth
assistance.

(v)  What steps to take to handle jealousy or a senserpetition.

(vi)  How to help each other to have pleasure in tregiogiship.

Structural Goals:

(1) Planning for time limits in achieving goals

(i)  Arranging for schedules to pursue specific andividdal
interests

(i)  Level of freedom allowed to pursue the interests

(iv)  Commitment to settling long-term relationship goal

(v)  Right placing of the position of religion, hobhbieports, and any
other outdoor interests.

Financial Goals:

(1) The career goals each has should be discussed

(i)  How to promote each other’s career

(i)  Who pays the bills

(iv) How to pay for wants or luxuries

(v)  Agreement on insurance, savings, investmentsenaént, etc
Family Goals:

(1) How to handle the role of in-laws

(i)  How many children to have, and at what intervals

(i)  How to fit the children into the relationship watht losing the
other

(iv)  How to educate the children

17
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(v)  How to be functional as parents
(vi)  How the children will not affect the pleasure i

. Attitudes: Attitudes have a powerful influence on behaviour.
Attitude is a relatively enduring organisation dlibfs, feelings
and behavioural tendencies. It is an expressioriaedur or
disfavour towards a person, place, thing or event.

Attitude and interpersonal skills are needed evbagne, especially in
workplace relationship. These characteristicsngefvho you are as a
human being, and they determine whether or not g@umature and
realistic. It is important to develop a numberpokitive attitudes, such
as:

1. Working cooperatively with others. Cooperativelgrking gets
things done much faster.

2. Accepting constructive criticism. Constructiveticism is what
people tell you that will enhance your character.

3. Working out conflicts. Conflicts are inevitable. dh are
everywhere and dealt with everyday.

4. Respecting others. This is the basis of gettimpalwith your
partners and boss or superiors.

5. Managing stress. Stress can corrode anyone’s metatalof mind,
and dealing with it is a healthy approach.

6. Having high standards of conduct. This will shothey people
that you are a more mature individual.

7. Encouraging communication. Being anti-social and

uncommunicative will hurt you in today's workpladeyou are
easier to talk with, work will flow smoothly.

8. Accepting responsibility for actions. Nobody likegople that
blame other people for their actions or inactiddan up to what
you did. This also falls under the category of getourteous and
trustworthy.

9. Being courteous. This is a very valuable charastieri

10.  Honouring differences. Everyone is different freach other, so
getused to it. Don’t judge other people becausg have different
bahaviours from the norm; get to know them befane getermine
whether or not you think they are a good persamodr

iii. Behaviour: Behaviour is a range of actions and mannerisms
exhibited by a person. In interpersonal relatigosh two
participants are interdependent, where the behavieach affects
the outcomes of the other. Often, most of us spemndives craving
positive, healthy, connections with others, buttiehships are
most often the source of many frustrations. Samegiwe find the
other person behaving badly, exhibiting aversiveavéeour. Some

18
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of such aversive behaviour may include teasing, asiwvg,
gossiping, betrayal and so on. Such aversive helasvhave
profound implications for the process of sociaémaction.

However, most psychologists are of the view thatb@haviour is
inherently hurtful, offensive or rude until a lisr responds to it as such.
In other words, it all depends on the perspectivéhe other person.
Kowalski (2001) insists that if the target of wiratght be termed an
aversive behaviour is properly informed of, andoived in a tease, for
example, the target may emphasize the humorousenatihe tease and
deem it an unequivocal expression of friendship, vereas teasing, for
instance is generally considered negative amoragrs, its effect will
become even stronger when the target is explicitiglved.

iv. Communication:  Relationships are activated through
communication; communication is said to be the dasievery
interpersonal relationship. If individuals do na@mmunicate
effectively with each other, problems are bound dome.
Communication plays vital role in reducing misursiandings and
eventually strengthens the bond among individual.

Of course, it is not always that an individual need talk to express
his/her feelings. Feelings can be expressed thraog-verbal modes of
communication.

Effective communication is determined by a numbfefaotors. These
include the words we use, listening/attending skalhd body language,
using a good method of communication, etc.

2.4 Values of Interpersonal Relationship

The main objective of this course is to identifgalescribe the usefulness
of interpersonal relationships in different areddife, with a view to
assisting the students to discover the value efp@rsonal relationship.
In general, the values of interpersonal relatiomshclude:

- Knowing and being known — seeking to understangtrener

- Making relationship—enhancing attributions for b&bars, giving
the benefit of doubt.

- Accepting and respecting empathy and social skills

- Maintaining reciprocity — active participations nelationship
enhancement

- Continuity in minding and persisting in mindfulness

With respect to the academic setting, there aeethrajor relationship
sources that are influential in students’ acadeanit non-academic
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lives. These are parents/caregivers, teachergees. Each is linked
significantly to students’ healthy functioning atieéivelopment.

In terms of parents/caregivers, better academictimng has been
associated with parents’ positive expectations tloeir child, the

academic goals parents hold for the child, consisteedback on the
child’s behaviour and performance, and the eduecatiovalues and
standards they hold for their child. The role bé tteacher is also
influential in students’ academic and non-acaderd&velopment.

Students’ feelings of being accepted by the teablhege been linked to
positive emotional, cognitive and behavioural ergagnt. Similarly,

teacher warmth is associated with student confidenPeers are also
significantly linked to academic development.

So, in effect, there are numerous benefits attetbtd the role of positive
interpersonal relationships. It has been desciisaabuffer against stress
and risk, instrumental help for tasks, emotiongbpgut in daily life,
companionship in shared activities, and a basisdoial and emotional
development.

2.5 Formation of Interpersonal Relationship

Interpersonal relationship develops over time, aadearchers have
proposed a life-cycle of this development. Theatiehship typically
starts in the acquaintance stage. This stagegsalsden discussed earlier,
is where the first impressions are made. But Ugudlefore the
acquaintanceship there is the stage of awarenesn whospective
acquaintances come into contact with each other.th® stages of help
in the formation of interpersonal relationship assfollows:

0] Awareness

(i)  Acquaintance

(i)  Groundbreaking

(iv)  Rapport building

(v)  Exploration, that is:

(&) Seeking

(b)  Giving information

(vi)  Negotiation

(vii)  Self disclosure, which involves

(@) Formation of bond

(b) Reduced need for further testing

(c) Identification: (i) Efforts made to determine thartners needs
(if) Efforts made to meet the partner’s needs
(viii) Breakdown.
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2.6 Techniques of Interpersonal Relationship

Vi.

Vii.
Viii.

Xi.

Xii.
xiii.
Xiv.
XV.

XVi.

XVil.
XViii.

XIX.

Don't criticise, condemn, or complain about people.creates
resentment towards you.

Appreciate people. They are much more likely toegyou more
good things to appreciate. (If you can’t say sornngtmice, don’t
say anything at all).

Solve your own problems by solving other peoplethtems. (Try
to figure out how what you want might benefit thexrgon doing to
it)

Be genuinely interested in others more than youtwssm to be
interested in you. Demonstrate genuineness in yotieraction
with people.

Smile to people. (It makes them feel warm inside).

Be a good listener. (Listen more than you spea#, ercourage
others to talk about themselves).

Make others feel important. (Show them that theyiaportant)
Avoid arguing and understand that you cannot reladlyalways
right. Be tactful in your approach and considerdlteer person’s
feelings.

Admit your guilt or fault.

Manage your anger. If you have a problem with sameethat
needs to be sorted out, approach the person calmly.
Suggest to people, rather than telling them, whatat or how to
do things/how to think. (People like to come uphwiieir own
beliefs or opinions of how to do things).

Communicate clearly: say exactly what you mean batwou
have in mind.

Resolve conflict

Display sense of humour often.

Understand other people’s feelings, and undersyand feelings
too.

Synchronise cooperatively

Act authentically

Acknowledge generously

Be empathetic.
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SELF-ASSESSMENT EXERCISE

Enumerate the five important principles of intequeral relationship.

2.7 Summary

This unit has exposed the basic principles, as aslihe characteristics
of interpersonal relationship. It has also shdwenualues of interpersonal
relationship, especially in the academic setting #rus the justification
for the course.

2.8 References/Further Reading

Brammer, L. M & MocDonald, G. (1996MHelping Relationship Process
and Skills(6th ed.). Boston: Allyn and Bacon.

Carkhuff, R. (1983.The Art of Helping.(4" ed.) Ambert: Human
Resource Development Press.

Carkhuff, R. (1996)Helping Human Relationshiiol | and II.
Topalis, M. & Agorilare, D.c. (1978sychiatry Nursing7®"
ed.). St. Louis: Mosly.
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2.9 Possible Answer to Self-Assessment Exercise

i. Interpersonal relationship involves several brasché social
sciences

ii. Interpersonal skills are very vital in developingeéationship

iii. Interpersonal are dynamic — they change continyaligling their
existence

iv.  Allrelationships are governed by the Levinger mi¢deu should
explain this)

v. The skills needed in interpersonal relationshipsluide vebal
communication skills, non-verbal communication Iskilistening
skills, negotiation skills, problem-solving skilsnd assertiveness.
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UNIT 3 DIFFICULTIES IN FORMING RELATIONSHIP
Unit Structure

3.1 Introduction

3.2  Learning Outcome

3.3 Fundamental Component for Enduring Interpeakon
Relationship

3.4  Causative factors for Interpersonal Skills Diefi

3.5 Summary

3.6 References/Further Reading

3.7 Possible Answer to Self-Assessment Exercises

3.1 Introduction

Interpersonal skills are sometimes also referredgqeople skills or
communication skills. Interpersonal skills are #kéls a person uses to
communicate and interact with others. Deficientysuch skills will
certainly make forming and sustaining relationshipsfficult.
Interpersonal skills are used often in businessexds to refer to the
measure of a person’s ability to operate withinimess organisations
through social communication and interactions.

3.2 Learning Outcomes

By the end of this unit, you will be able to:

. discuss the fundamental component for enduringrpetsonal
relationships
. explain factors that are responsible for difficedtiin forming

relationships.

3.3 Fundamental Component for Enduring Interpersonal
Relationship

Most of our daily activities require interactiontiother people. It is
critical to be efficient at getting along with otlein order to have a
successful career and meaningful friendship. Tlseodery of the
establishment of common ground between individisaks fundamental
component for enduring interpersonal relationshipue to loss of
common ground, which may occur over the time, mend to end
interpersonal relationship. For each relationsbgrtain set of skills are
needed and without these skills, more advancetiaethips may not be
possible. Such skills are referred to as integraakskills.
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Interpersonal skills are the skills required toeefively communicate,
interpret and work with individuals and groups. eJhare the life skills
we use every day to communicate and interact wattheother. They
include our confidence and ability to listen andierstand. People with
good interpersonal skills are strong verbal andvenbal communicators
and are often considered to good with people.

Interpersonal skills are actually characteristatérlike manners, attitude,
courtesy, habits, behaviour and appearance whiphuls¢éo communicate
and maintain relationship with others. They aeedluster of personality
traits, social graces, communication, language,sqmal habits,

friendliness, and optimism that characterise olatieship with other

people. Specific examples of interpersonal shitks listening, problem-
solving, decision-making, stress management, agkirggtions, conflict

resolution, emotional intelligence, persuasion sewmn working. In a

business setting, the term generally refers tonapl@yee’s ability to get

along with others while performing his job. In shanterpersonal skills

are all about working with other people.

Interpersonal skills operate in an environmentoaial skills. Wikipedia

describes a social skill as any competence faigainteraction and

communication with others where social rules andtiens are created,
communicated, and changed in verbal and non-vevhg$. The process
of learning these skills is called socialisation.

Social skills are very critical to successful fuaoing in life. They enable
partners to know what to say, how to make good agswand how to
behave in diverse situations. They include:

Basic Interaction Skills

(1) Making frequent eye contact (i) Smiling when gnegtpeople (iii)
Showing confident body language (iv) Basic Polismgv)
Showing interest in others.

Making Conversation

(1) Taking turns when talking (ii) Do small talsi) Listening and
showing interest in what the other person has ydisga Nodding
and smiling to indicate that you are following ajofv) Using
humour (vi) Knowing when to disclose personal infation and
when not to.
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Building and Maintaining Friendships.

Approach Skills

(i)

Being able to start talking to someone (ii)ahg decision
making (iii) Showing appropriate affection and egpation (v)
Being supportive — showing concern in hard timay gllowing
distance and closeness (vii) thoughtfulness

Empathy: This is putting oneself in someone else’s shoed an
recognising their feelings.

(i)

Noticing other people’s feeling (ii) Expresgirtoncern at other
people’s distress (iii) Being able to recogniseatvbomeone else
might be feeling in a given situation (iv) Showisgnsitivity to
others’ feelings when communicating, especially ewh
criticising.

Dealing with Conflict

(i)
(ii)

Assertiveness or being able to say what yaifaeling without
being aggressive or getting personal.

Negotiation Skills: Being able to discuss andict calmly and
rationally to get a solution.

All these social skills if not attainable, resuitthe following deficits:

(i)

(ii)

26

Alcoholism: Social skills are significantly ipaired in people
suffering from alcoholism due to neurotoxic effecfsalcohol on
the brain, especially, the prefrontal cortex arethe brain. The
social skills impaired by alcohol abuse include @nments in
perceiving facial emotions, prosody perception fgois and mind
deficits; the ability to understand humour is aisgaired in
alcohol abusers.

ADHD: Attention Deficit Hyperactivity Disorder sties have
revealed that half of the ADHD children and adodeds
experience peer rejection compared to 10-15 peroénton-
ADHD children. Adolescents with ADHD are less lkeo

develop close relationships. Going into relatiopshmight be
easier by the time adolescents grow into adultrerod enter into
the workplace. Poor peer relationship can coristitonajor
depression, criminality, school failure and subsganabuse
disorders. Adolescents with ADHD are more likety find it

difficult in making and keeping friends due to thaittention
deficits, causing impairment in processing verbal ao-verbal
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language, which is important for the developmergaifial skills.
Romantic relationships are usually difficult in ta@olescents who
are of the college age because of the lack oftadteto non-verbal
cues such as flirting gestures, tone of the vauitech may include
misinterpretation of whether the person is romaotinot.

(i)  Autism: People with autistic spectrum diserd, such as
Asperser’s syndrome, generally have difficulty social skills.
They hardly understand people’s emotions. Mosipfein the
spectrum have many social idiosyncracies such leessive
interest and routines, lack of eye contact, odeebi
conversations, abnormal body language and noralerb
communication.

According to Schneider & Bryne (1985), the procediar training social

skills had the largest effect size, followed by raltidg, coaching and

social cognitive techniques. Behavior analystdepréo use the term
behaviour skills to social skills. Interpersonkills can be measured on
about how you treat other people and how you resaittem.

3.4 Causative Factors for Interpersonal Skills Deficit

Interpersonal relationship through consanguinitg affinity can persist
despite the absence of love, affection or commaumgi. When these
relationships are in prohibitive degrees, sexuahiacy in them would be
a taboo of incest. Relationships are not all resréy healthy. Unhealthy
examples include abusive relationship and co-degrecel Sociologists
recognise a hierarchy of forms of activity and ipgrsonal relations,
which divides into behaviour, action, social beloavj social action,
social contact, social interaction and finally sbcelation.

Therefore, the various difficulties in forming retaships include:

1. Lack of sensitivity to receiver: A breakdownrglationship may
result when a message is not adapted to the recéRexognising
the receiver's needs, status, knowledge of theestilbpatter and
language skills, assist an individual in livingesalthy relationship.
If a customer is angry, for instance, an effectegponse may be
just to listen to the person’s vent for a while.

2. Lack of Basic Communication Skills: The receiigless likely
to understand the message if the sender has trauthlehoosing
the precise words and arranging them in a gramalbticorrect
sentence.
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3. Emotional Distractions: If emotions interfergiwthe creation and
transmission of a message, they can also disreptetteption. |If
you receive a report from your supervisor regardaingroposed
change in work procedure, and you do not partityldee your
supervisor, you may have problem reaching the tegmectively.
You may find fault by misinterpreting words for radiye
compressions, consequently, there may be a straglationship.

SELF-ASSESSMENT EXERCISE

I Explain the factors that are responsible diffies in forming
relationships.
2. List the skills necessary in making conversegio

3.5 Summary

There is harmony between the behaviour and theatetinalysis of
interpersonal deficits or social skills deficitshel knowledge of the two
aspects will help in the understanding and apptiagahe depth of the
difficulties in forming healthy relationships.

The synergy of the theoretical and behaviouralysmabf the difficulties

in forming a healthy relationship provides the fatraf understanding. It
also shows that the various deficits in sociallskiannot be trivialised.

3.6 References/Further Reading

Colemam, W. L. (2008)Social Competence and Friendship Formation
in  adolescents with Attention Deficit HyperadyvDisorder,
Adolescent MedState Dev. Rev. 19 (2) Pp 278-299 PMID
18822833.

Gills, J. M & Butler, R.C (2007). Social Skills krventions for Pre-
Scholars with Autism Spectrum Disorder. A Descaptor Single
Subject Design Studiedournal of Early and Intensive Behaviour
Intervention.4 (3) PP. 532 — 584 (4).

Schneider, B.H & Bryne, B. M. (1985¢hildren Social Skills Training.
A Meta-Analysis(Pp 175-190). New York: Springer — Vet Lag.

28



EGC 811 MODULE 1

3.7 Possible Answers to Self-Assessment Exercises

Question 1
i. Lack of sensitivity to receiver; that is, if the ssage is not adapted
to the receiver
ii.  Lack of basic communication skills
iii.  Emotional distractions

Question 2

(1) Taking turns when talking

(i) Do small talks

(i) Listening and showing interest in what théher person has to
say

(iv)  Nodding and smiling to indicate that you émdowing along

(v)  Using humour

(vi)  Knowing when to disclose personal informatemd when not to.
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UNIT 4 FORMING AND MAINTAINING POSITIVE
RELATIONSHIPS WITH CLIENTS’
FAMILIES

Unit Structure

4.1  Introduction
4.2 Learning Outcome
4.3  The Child and His Family
4.3.1 Kinds of Families
4.3.2 Forming and Maintaining Positive Relatiopshiwith
clients’ families
4.3.3 Sharing Information with the Family
4.3.4 Building Trust with the Family
4.5 Summary
4.6 References/Further Reading
4.7 Possible Answer to Self-Assessment Exercises

4.1 Introduction

This unit seeks to acquaint you with how as a cellmsyou can form,
build and maintain a positive relationship with fhes of your clients. In
this unit, you will learn about:

- The various kinds of families you may be workindhwi
- The components of a healthy family;

- Ways to build trust with families; and

- How to work in collaboration with families.

4.2 Learning Outcomes
By the end of this unit, you will be able to:

. explain how, as a counsellor, you can form, buid aaintain a
positive relationship with the family of your clien

4.3  The Child and His Family

Every child belongs to a family — whether that fams composed of
blood relatives, adopted parents, a close-knithimgrhood, or a foster
family. This family influences every aspect of tttald’s life, from the

first moment to the last. It affects who the chddand who he or she
becomes. The child learns his vocabulary, the hatuistoms, and rituals,
and how to view and observe the world around hie.al$o learns how
to love and how to interact with others from himfly relationships. A
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child born into a healthy family with healthy retaiships is likely to learn
how to maintain healthy relationships. If he isrbmto a dysfunctional
family that struggles to connect, he may also gfieigo connect with
others. Even though nearly all families deal vgiime sort of dysfunction
at one time or other, yet most families retain egain a sense of
wholeness and happiness. It therefore becomesimwgmgrative that the
counsellor should know and relate positively witte tfamily of his
clients, if the counsellor will make any signifitampact on the life of
the child/client. Indeed, it is important to kn@and involve the family
members because they are invariably involved -ee#ls contributors or
bystanders — to the client’s behaviour. Oftenealth problem for one is
also a problem for another. Even when problemsateshared across
family members, it is important o involve the faymilThe client and the
family share a common environment and the cliem¢solutions to
change cannot be maintained over time without &adhjeists in the share
environment.

4.3.1 Kinds of Families You May Be Working With

(1) Two-parent families

(i)  Single parent families

(i)  Foster parent families — providing short mng term care to
children placed in their home

(iv)  Approved family home — providing residentslipport to those
(including adults) with an intellectual disability

The basic features of families are likely to inaud

(1) Affection - Love for one another, encouragemeand
commitment to one another.

(i)  Respect — Positive Communications and Inteéoas with one
another

(i) Emotional Strength — Ability to deal with relss and resolve
conflict.

(iv) __Shared Experience — Enjoying one another’'s company

The real story of a family is how the family lovesspects, encourages
and enjoys one another, irrespective of whethier @n approved home,
foster parent family, single parent family or twarent family. It is
important to note that all forms of families araually important as long
as they share the basic features of a healthy yamil
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4.3.2 Forming and Maintaining Positive Relationships withClients’
Families

As a counsellor you will in very practical waysardct with families. This
means working together to achieve a common gaathe past, parents
were expected to be passive recipients of the adard direction of
professionals. The relationship between parent @modessional was
marked by social distance. The relationship wagseirsonal and in many
instances cold. While establishing appropriate no@wies remains
essential in human services, the treatment of peras inferior has
become outdated. The parent expects and wantshdce power,

responsibility, and information with the people gaging a family

member.

As a counsellor, you may have to lead the procésseating a positive
relationship with the family, even if they seemdcahd distant at first. In
most cases, the family will respond and cooperdite you in the process.
You can promote positive relationships by beingrfdly, showing
interest, asking questions and sharing information.

4.3.3 Sharing Information with the Family

For the relationship between counsellor and parentsork, you will
have to share information. You will need informatiabout the person
you are helping, and the family will need infornoatiabout what you are
experiencing. You will need to share informationai clear, respectful,
and helping way. You need to:

- Be open to the idea of information sharing;

- Pay attention to what is going on when you are gk

- Start with an objective description of an event;

- When you are being subjective, make it clear tloat gre sharing
your opinion and not fact.

4.3.4 Building Trust with the Family

Trust must be established between you and yourtdiéamily. Without
trust every decision you make and every action tade will be second
guessed and analysed.

Trust is a key component of any partnership betwkerfamily and the
counsellor. Families have to trust you to take adrtheir children. You
need to move from being a stranger to becomingstdd ally. You need
to get the family to believe in you; to get thensé&e that you are a caring
and talented person who is worthy of trust. Buidgirust depends on
demonstrating positive character traits and regptanbehaviour. You
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will have to demonstrate that you are a person wehdependable,
accountable, and focused on the person you arengelp

To build lasting relationships with your clientsdatheir families, the
following tips, among others, are available.

1.

2.

~No

10.

11.

12.

13.

Focus on exceptional communication. Timely, icedht
communication should be a priority.

Maintain a positive attitude. Enthusiasm andl zze attractive
personality traits that people enjoy staying aroand that parents
enjoy working with.

Share knowledge. Explaining to the parents whatdid, why you
did it, and how you came to your decision will heipem
appreciate what you are doing.

Be open. By confidently expressing your hoogsations, parents/
clients will respect your initiative and desire @xcellence.
Exceed expectations. Ensure that you don’tsaheyourself and
promise unrealistic results. By setting reasonekfeectations, the
client’'s parents will be impressed and would ligecontinue with
you when you exceed their expectations.

Smile when you see parents and greet them.

Learn their names. Learn how they would wanbeoaddressed
and how to pronounce them correctly.

Declare your intention. Tell them that you wamtpartner with
them, that you would appreciate their support,lan# forward to
working together.

Your language is powerful. Be careful not tpress negative or
wrong assumptions about the family. Learn how gk apen-
ended questions and understand that sometimestgateardians
might not want to share some information.

Listen to parents — really listen. They knowl#le lot of about
the kids.

Let the parents know how they can help. Beifipe- provide
ways they can support their child at home.

Be a broker of resources. If they share a@wnde prepared to
point them to a direction where they can find helpsuggest what
the parents can do.

Share every success. Let parents know wieat ¢hild is doing
well, what academic skills, social skills or knodde he has
mastered.

SELF-ASSESSMENT EXERCISE

(@)
(b)

Identify the various kinds of families you miag working with,
as a counselor.
What are the necessary features of a family?
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4.5 Summary

In this unit, you have been introduced to the usiways and techniques
through which a positive relationship can be banil maintained with the
family.

4.6 REFERENCES/FURTHER READING

Coleman, W. L. (20085o0cial Competence and Friendship Formation in
Adolescent with Attention Deficit Hyperactivity Dider.
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18822833.

Gillis, J. M & Butler, R.C (2007)Social Skills Interventions for Pre-
Scholars with Autism Spectrum Disorder. A Desanipof Single
Subject Design Studiedournal of Early and Intensive Behaviour
Intervention. 4 (3) Pp. 532 — 548 (4).

Schneider, B. H. & Bryne, B. M. (1985}hildren Social Skills Training.
A Meta-Analysis(PP 175-190). New York: Springer — Vet Lag.
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4.7 Possible Answer to Self-Assessment Exercises
Question (a)

I Two-parent families

. Single parent families
iii. Foster parent families
iv.  Approved family home

Question (b)

I. Affection
il. Respect
iii.  Emotional Strength
iv.  Shared Experience

MODULE 1
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UNIT 5 SELF-DISCLOSURE
Unit Structure

5.1 Introduction

5.2  Learning Outcomes

5.3 Conceptualising Self-Disclosure Relationship
5.3.1 Characteristics of Self-Disclosure

5.4  Guidelines for Self-Disclosure
5.4.1 Guidelines for Making Self-Dissioe
5.4.2 Guidelines for Facilitating andsRending to Self-
Disclosure

5.5 Rewards of Self Disclosure

5.6 Dangers of Self-Disclosure

5.7  Summary

5.8 References/Further Reading

5.9 Possible Answers to Self-Assessment Exercises

5.1 Introduction

The goal of this unit is to assist learners to tgvéhe ability to be open
to each other, or to their clients, with a viewdeveloping a lasting
relationship. Essentially, self-disclosure is captaalised as verbally
revealing one’s personal thoughts and experiencesthiters (Derlega
Petromio and Margulie, 1993), which will help thei@velop confidence
in the counsellor. But self-disclosure is morentipgrsonal and private
talk (Billelter, 2000). Studies have revealed tyjoes of self-disclosure:
self-disclosure given and self-disclosure received.

5.2  Learning Outcomes

At the end of the unit, you should be able to:

. discuss the concept of self-disclosure in humaatioziships
o enumerate guidelines for self-disclosure
o discuss the rewards and dangers of self-disclosure

5.3 Conceptualising Self-Disclosure Relationship

Self-disclosure means communicating information uabgourself
(usually information that you normally keep hiddémpnother person. It
may involve information about

I. Your values, beliefs and desires
il. Your behaviour (e.g. | shoplifted but was nevergteay
iii. Your self-qualities or characteristics.
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Self-disclosure is sometimes referred to as verdad nonverbal
activities, like in the case of thoughts, feelirgsl experiences of others.
These activities are used often to express idess;ents, deep seated
feelings and judgment, the knowledge to relatesbetith peers and help
others in dire need of relationship sincerity.

Note that to qualify as self-disclosure, the infaton must be received
and understood by another person. Seli—disclosuen gs referred to as
self-reported self—disclosure. This refers to disiclg one’s personal
feelings, thoughts and experiences. Self-disclosereived is also
referred to as information disclosure by others.

Billetter (2000) identified the direction of selfisdlosure as friendship
disclosure, which according to Sprecher (1987) Wwasd to be more

important predictor of liking, love and stability romantic relationships.
Derlega, Gerzelak (1979) posited that non-verbahoas are intended to
communicate information. Self-disclosure is a teantion that occurs
between two or more people. They play the roledisflosure giver and
the disclosure recipient or listener. Some aspettiisclosure or non-

disclosure may influence how close a relationshggitbs, including

privacy regulation. It shows how much of the actio the discloser and
the disclosure recipient’s behaviour that are gbuting to the underlying

reactions. Information conveyed from the discloserd disclosure

recipient's behaviour reveals the reasons undeylygach person’s
reaction.

Taylor, Gowld and Brounisten (1981) are of the amnthat self-
disclosure may be perceived as personalitic (likéquely intended for a
recipient) or non-personalitic (such as, intend®dahyone, for the basis
of social penetration). Social penetration theasypaoposed by Irwin
Altmian and Dalmas Taylor (1973) provided importeatly perspective
about self-disclosure, the development about getfiasure and the
development of close relationship. According t thieory, at the start of
a relationship, prospective partner may be limiedairly stereotyped
and superficial behaviour, but as relationship peeges, individuals are
predicted to increase the range of activities tiegre with one another,
including disclosing more personal information teecanother. Partners
also compose a mental picture of one another, posedositive and
negative experiences. Social penetration includgdahaviours that are
interpersonal-verbal (self-disclosure) non-verltiké moving a chair to
sit closer or farther away from the other person.

Yum and Hara (2005) also reported the increasedrbteadth and depth

of self-disclosure in internet communication, whighs associated with
increased feelings of liking, love and inter-depamck with one’s partner
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as based on a survey of Japanese American and Bouwthn internet
users. This is consistent with self-disclosureaanselling.

Many factors influence whether or not you disclomed to whom you
disclose. Among the most important factors are wba are, your
culture, your gender, who your listeners are, ahdtwour topic is.

The knowledge and competence of the counselloelirdssclosure will
facilitate the following:

(@) Ability to keep the client and find the apprape words to
disseminate his emotion.

(b) Ability to help the client verbalise the keycerns, meanings and
memories which arose from emotional arousal.

(c)  Ability to help the client to verbalise theshies, needs, behaviours
and goals associated with failings and emotions.

(d) Ability to suggest imagery and metaphor tophtte client to
become more aware and to articulate the meaninghef
experiences.

5.3.1 Characteristics of Self-Disclosure

(1) The story is always representing the individidiaclosing.
(i) It is influenced by the culture of the perstisclosing
(i)  Self-disclosure is usually symmetrical

(iv) It stimulates feedback

(v) It can be most revealing

(vi) It occurs incrementally

(vii) Too elaborate amount of self-disclosure @4 necessary.
(ix) It is usually rare.

5.4 Guidelines for Self-Disclosure

Because self-disclosure is so important and socateli a matter,
guidelines here are necessary for:

(1) Deciding whether and how to self-disclose
(i)  Responding to the disclosures of others
(i)  Resisting pressure to self-disclosure

5.4.1 Guidelines for Making Self-Disclosures

1. Disclose out of appropriate motivation. It sltbbe motivated by
a concern for the relationship, for others involvesad for yourself.
Avoid disclosing to hurt the listener.

2. Disclose in the appropriate context. Considbether it is the
right time and place to disclose. It is probalblg best to resist
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intimate disclosures (especially negative oned) witn-intimates,
casual acquaintance, or in the early stages daaaeship.

3. Disclose gradually. Give the other person axchdo reciprocate
with his or her own disclosures.
4. Disclose without imposing burdens on yourself ahers.

Carefully weigh the potential problems that you nrayur.
5.4.2 Guidelines for Facilitating and Responding t®isclosure

1. Practise the skills of effective and activéelisng. Listen actively
listen for different levels of meaning; listen widmpathy; and
listen with an open mind. Express an understandihghe
speaker’s feelings to allow the speaker an oppdytim see them
more objectively and through the eyes of anoth&sk questions
to ensure your own understanding and to signal yaerest and

attention.

2. Support and reinforce the discloser. Make yswpportiveness
clear to the discloser through your verbal and werbal
responses.

3. Be willing to reciprocate.

4. Keep the disclosures confidential. Be sure twtuse the

disclosures against the person.
5.5 Rewards of Self-Disclosure

Self-disclosure may help increase self-knowledgenmunication and
relationship effectiveness, and physiological virding. It helps you
achieve a closer relationship with the person towlyou self-disclose,
and increases relationship satisfaction. In intamielationship, it is
largely through self-disclosure that you learn wiha&t other person likes
and dislikes.

5.6 Dangers of Self-Disclosure

1. Self-disclosure sometimes entails risks. It yself-disclosure
aspects of your life that vary greatly from theuwesd of those to
whom you disclose, you incur personal risks: yoly ewperience
rejection from even your closest friends and farmigmbers.

2. Relational risks: total self-disclosure mayvadhreatening to a
relationship by causing a decrease in mutual dibractrusts or
any of the bonds holding the individuals togetHeelf-disclosures
concerning infidelity, romantic fantasies, pastistdetions or
crimes, lies or hidden weakness and fears coulidlydes/e such
negative effects.
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3. Professional risks: Revealing political viewsattitude towards
different religious or racial groups may open youwptofessional
risks and create problems on the job, as may disgcany health
problems, such as being HIV positive.

In making your choice between disclosing or notldising, keep in
mind the irreversible nature of communication.

Self-Assessment Exercise

Discuss the characteristics of self-disclosure.

Your answer should include the following:

(1) The story is always representing the individdiaclosing. (ii) It is
influenced by the culture of the person disclosiiig Self-
disclosure is usually symmetrical (iv) It stimulateedback (v) It
can be most revealing

(vi) It occurs incrementally (vi) Too elaboratanaunt of self-
disclosure is not necessary (viii) It is usuallgera

4.0 CONCLUSION
This unit acquainted you with how as a counseltor gan understand the
value of self-disclosure and develop the needed petemcies for

counselling needs that care to do with emotionatudbance and
relationship instability.

5.0 SUMMARY

In this unit, you have been introduced to the cphoé self-disclosure,
with some guidelines for self-disclosure. Rewaadd dangers of self-
disclosure were also highlighted.

6.0 TUTOR-MARKED ASSIGNMENT

In what ways can a counsellor develop self-disaesu the client?
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MODULE 2

Unit 1 Impression Management in Interpersdéehtionship
Unit 2 Interpersonal Relations in Organisation

Unit 3 Adolescent Interpersonal Behaviour

Unit 4 Interpersonal Attraction and DevelopRelationship
Unit 5 Fostering Positive Parent-Teacher Ratghip in the

School System

UNIT 1 IMPRESSION MANAGEMENT IN
INTERPERSONAL RELATIONSHIP

Unit Structure

1.1 Introduction

1.2  Learning Outcomes

1.3 Impression Management in Interpersonal Relatignshi
1.4 Motives to Engage in Impression Management

1.5 Strategies for Impression Management

1.6 Summary

1.7 References/Further Reading

1.8 Possible Answers to Self-Assessment Exercises

1.0 Introduction

Impression management is the goal-direct activitycontrolling or
regulating information in order to influence thepirassions formed by an
audience. Through impression management, peopl¢éotishape an
audience’s impressions of a person, for examplg, féends, enemies,
objects like a sub unit, organisation, a gift, arse, a product or an event,
such as a transfer, a task, and performance.

This unit offers theoretical and research finditiga establish impression
management and how individuals can appropriatéiyence one another
in a healthy manner.

1.2 Learning Outcomes

At the end of this unit, you should be able to:

. discuss the basic concept of impression management.

o identify and discuss the motives to engage in irsgo®
management

o list the various strategies of impression managemen
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1.3 Impression Management in Interpersonal Relationship

Impression management refers to the process irvitdividuals attempt
to influence themselves. Wikipedia sees it as donscor subconscious
process in which people attempt to influence thecgions of other
people about a person, object or event by regglaind controlling

information in social interaction. It is a goalelited activity that helps
to establish the boundaries or what is consideneztaeptable behaviour.
The term is often used synonymously with self pmést#gon, which is

actually among the most common types of impressianagement.

Impression management theory states that one toealter one’s
perception according to one’s goals. In other wpthde theory is about
how individuals wish to present themselves, buaiway that satisfies
their needs and goals. It was first conceptualtsgérving Goffman in
1951. In his seminar report, “the presentatiosealf in everyday life”,
Goffman showed than an individual is influenced bi or her
environment and the perceived audience. Edwadoies extended this
concept in the 1960s to include people’s attemptdntrol others’
impression of their personal characteristics, whiath described as
strategic self-presentation. Strategic impressianagement emphasises
the power dynamics and goals that characterise soastl interactions.
Jones (1990) suggested that the goals in strategiession management
are aimed at negotiating the power dynamics inasoelationship.

The concept of “self” is important to the theory ahpression
management — as the images people have of therasghape and are
shaped by social interactions. Our self-concepelbgs from our social
experience early in life.

Considerable theory (Bozeman & Kacmar, 1997, Fe&&nisidge, 1991)
and researches suggest that the uses and effexgs/arf impression
management may vary from situations to situationAccording to
Schneider (1981), there are a number of ways irchvimdividuals may
manage their impressions. In a nutshell, the gerdafinition used by
scholars is that impression management is the psotteough which
individuals attempt to influence the impressionseotpeople form of
them (Gardner, 1992).
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1.4 Motives to Engage in Impression Management

Being trained in the process of impression managéméecoming more
significant for mangers and it is especially true workplaces

characterised by high pressure, and also wher glgicision need to be
made in dynamic environment. Individuals who ao¢ aware of this

aspect of organisational life run the risk of periong poorly, or even

being moved to lower positions in the organisafi@ardner, 1992).

Some theorists have explained the motives behingrassion
management. These include social, personal audtisihal factors or,
when it can be called, the cost-benefit analysehéger, 1980). So, the
awareness of being a potential subject of monigprimecessitates
impression management, just as the characterisficg given social
situation are also important factors. Specificatye surrounding cultural
norms often determine the appropriateness or otber¥ particular non-
verbal behaviours. The actions have to be apmatgpto the targets, and
within that culture, so that the kind of audiensengell as the relation to
the audience influences the way impression managemecalised. Yet
another factor governing the ways and strategies ingbression
management is a person’s goals.

The main objective of impression management inaggnisation is to
create desirable image, finding out how revenuelavba generated, and
protecting or defending employees when feelingétared.

1.5 Strategies of Impression Management

Various writers have identified different methotis;hniques and tactics
of impression management.

Assertive techniqueis to create the desirable image. The fact of non
verbal communication cannot be ignored in the $seitling as it consists
of more than 6% of communication. To be an effectommunicator,
one has to become part of the environment, or adathie environment
quickly. Non-verbal and verbal tactics constittite behaviours that can
be used to reach goals.

Non-Verbal Tactics: This involves facial expressipmouching, body
orientation, posture and interpersonal distancedda strongly influence
the impression that others form of us, and thosefavmn of other
individuals (Depanlo, 1992).

Verbal Impression Tactics: This can be relateddsegive impression
management tactics and defensive management tactics
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Assertive Impression Management: According to Midrat, Yun,
Harold and Moor (2005) is smiling, head nodding drahdshaking.
Goffman (1959) also noted body posture and facipfession as indices
of impression management. Non-verbal bahaviourepressible and it
is linked to emotions.

Verbal tactics has been spread to include protéistics and acquisitive
tactics. Protective tactics are used as respoms@®dr performances,
while acquisitive tactics have the purpose of dishing as a certain
identity.

Jones and Pitman (1982) identified the followincfitss:

(&) Ingratiation: It has the purpose of being satikeable

(b)  Self-promotion: This aims at creating an imafjeompetence.

(c) Exemplification: It refers to people who maaabhe impressions
of sacrifice and going beyond the call of dutynmder to gain the
attribute of moral model and dedication.

(d) Intimidation: These are the tactics that sigtiee power or
potential to punish others.

(e)  Supplication: It refers to tactics aimed atating a needy or
pitiful image by means of demonstrating workmapstand
competence.

Self-Assessment Exercise

Discuss why organisations engage in impression gemnant.

1.6 Summary

This unit has exposed you to the rudiments andcbasi impression

management. It has also shown that it is very@igoé to understand self

and others in the social environment.
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1.8 Possible Answer to Self-Assessment Exercise
I. To create desirable image

il. To find out how revenue would be generated
iii. To protect and defend employees when feeling teneak
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UNIT 2 INTERPERSONAL RELATIONS IN
ORGANISATION

Unit Structure

2.1 Introduction

2.2 Learning Outcomes

2.3 The Concept of Interpersonal Relationship ine th
Workplace

2.4 Importance of Interpersonal Relationship at Woakgl

2.5 Factors Affecting Interpersonal Relations in @eganisation
2.5.1 Human Interaction
2.5.2 Cultural Barriers
2.5.3 Increasing Employees’ Values
2.5.4 Sharpening Listening Skills

2.6 Interpersonal Skills

2.7 Summary

2.8 References/Further Reading

2.9 possible answer to self-assessment exercise

2.1 Introduction

Interpersonal relations at workplace serve a dalfiticole in the
development and maintenance of trust and positeginigs in an
organisation. Quality interpersonal relationshipslp in producing
worker productivity. In this unit, emphasis wik lhaid on basic concepts
of human interactions as it affects workers in gahand the supervisor
in particular, as well as the interpersonal skillthe workplace. Attimes,
individual and cultural differences may complicaterking relations.
This unit will provide information on the concepts.

2.2 Learning Outcomes

At the end of this unit, you should be able to:

o Explain the concept of interpersonal relationshiphie workplace
o Explain the influence of basic human interactiorooganisation
o Discuss the importance of interpersonal relatigmsiiworkplace.
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2.3 The Concept of Interpersonal Relationship In The
Workplace

Interpersonal relationship in the workplace retera strong association
among individuals working together in the same niggtion. Employees
working together ought to share a special bondhiem to deliver their
level best. It is essential for the individualdb®honest with one another
for a healthy interpersonal relationship and evalhiypositive ambience
at workplace.

Interpersonal relationship is an important aspeogvery organisation.
Employees are valuable assets of an organisatibrery organisation
wants to improve its efficiency in order to surviand compete
favourably. One effective way an organisation aelnieve this goal is to
develop and encourage healthy human relationshtherorganisation.
And one of the vital components of human relatigmss interpersonal
relations. Interpersonal relationship usually ives some level of
interdependence. People in relationship tend lmence each other,
share their thoughts and feelings and engage iviteeg together.
Because of this interdependence, most things tieige or impact one
member of the relationship will have some levelrpact on the other
member.

2.4 Importance of Interpersonal Relationship at Workplace

An individual spends around eight to nine hourkisorganisation, and
it is practically not possible for him to work allone. We need people to
talk to and share our feelings. An individual wiagkin isolation is more

prone to stress and anxiety. He will find his jolonotonous. So, it is

essential to have trustworthy fellow workers arownith whom one can

share all his secrets without fear of them getleaked. Also, we must
have friends at the workplace who can give us hdeesback.

Again, a single brain alone cannot take all deoisialone. We need
people to discuss very serious issues, evaluategm cons and reach to
solutions benefiting not only the employees but difee organisation on
the whole. Strategies need to be iscussed on an platform where
every individual has the liberty to express hisfews. Interaction on a
regular basis is important for healthy relationship

Besides, we need people around who can appreaiateand work and
motivate us from time to time. A pat on the badeg a long way in
extracting the best out of individuals. Also, oreeds to have people at
the workplace who are more like mentors than melleagues.
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Moreover, we need colleagues to fall back on atithe of crisis. If you
do not talk to anyone at the workplace, no one @aoime to your help
when you actually need them.

More still, the support of fellow workers is impant. You just can’t just

do everything on your own. Roles and responsiedimust be delegated
as per specialisation, educational qualificatiot imterests of employees.
An individual needs help of his fellow workers tontgplete assignments
on time and for better results.

2.5 Factors Affecting Interpersonal Relations in the
Organisation

2.5.1 Basic Human Interaction

The basic principles of interpersonal relationghia organisation is the
fact that an effective supervisor should abstamfishowing favourtism,
make difficult (and sometimes) unpopular decisisigyw concern for
subordinates without appearing to pry into theiwvacies, and avoid
supervisory power — the basic unit of wholesomené&3#en, relational
partners in an organisation experience contradiab@eds and should
therefore adopt strategies to manage the tensich,as applying strokes.

The term stroke connotes intimate contract suchles is received by an
infant who is caressed, pinched or patted. At woolst strokes take place
in the way of verbal communication and body languagexamples

include waving, smiling, a glance of understandisgying hello and

sending a card of flower. Physical strokes majuithe placing a hand on
another’s shoulder, elbow or back. Although sorendt feel these

gestures, the need for personal validation is grézople may prefer
negative attention to being totally ignored.

Interpersonal relationship cultivates the culturaroorganisation through
motivation and appreciation of workers. Kant (20p&®posed four ways
to improve organisational interpersonal relatiopshi

(@) Communicate frequently: If you fail to commeeie, you will
likely lose focus of what your partner in the redaship needs, and
as a result harm the relationship.

(b) Listen actively: When communicating with othepay careful
attention to what they are telling you.

(c) Express your appreciation: A thank you canagtong way in
maintaining your relationship health. Don’'t assuthe other
person in your relationship knows you are grateful.

(d) Deal with conflicts productively: You cannotways avoid
conflict, but you can always deal with them in adguctive way.
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2.5.2 Cultural Barriers

Communication and organisational culture are ciplseked in concepts.
Communication practices influence culture, and weesa. Language
barriers and divergent communication practicesaasshadow cultural
practices. Fitzgibbon and Seeger (2002) found ¢hltiral differences
were one of the primary factors in determining orgational
productivity. Hall (1976) proposed a concept agjthversus low context
as a way of understanding cultural orientation. Hitl’s view, a high
context is one in which people are deeply involweth each other, and
as a result of intimate relationship among peoalstructure of social
hierarchy exists, and individual inner feelings kept under strong self
control, and information is widely shared througn@e messages with
deep meaning. The communication styles of AsianAmath nations, for
example, are high context culture. In contrastopean and American
communication styles are considered low contextices. A low context
culture is one in which people are highly indiviised, somewhat
alienated and there is little involvement with o#)eas a result, social
hierarchy as well as society in general imposes ¢esindividual lives,
and communication with people is more impersonal.

Hofsede (2001) defines culture as the collectiog@amming of the mind
which distinguishes members of the human groups faoother; hence,
there are the fundamentals for understanding bssirend cultural
communication.

2.5.3 Increasing Employees’ Values

Careful selection, training and appraisal of emeé&sy are ways in
management providing safe working environment amehraunicating
company’s policies. Equally critical are factoféeating interpersonal
relations such as involving workers in decision-ngk effective
communication styles, listening to employees andiding one-way
communication.

2.5.4 Sharpening Listening Skills

Listening is not the same as being quiet. Thetggiestion may help an

employee to know that we are listening, and theestptain him better.

Hofstede (2001) identified two major approachegftective listening:

Expert Approach (also known as the medical apprpact the Listener

approach.

(1) The expert or Medical Approach: This appro&chirective. The
supervisor listens to the problems presented byethployees,
makes a diagnosis and then recommends the begdiosoluA
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skillful advice giver will try to diagnose the sétion through a
series of questions.

(i)  The Listener Approach: This is where the swpsor is more
focused on attending to the needs and feelingseoémployees by
trying to solve a problem. Most often it is abaetebrating one
person’s success or sharing in another's sadnefkere is
empathic listening. In empathic listening, we neéedjive the
employees a chance to tell how they actually fe@thers are
clarification, empathising, reflection, paraphragirpraise and
encouragement and summarising.

2.6 Interpersonal Skills for the Workplace

Poor communication can wreak havoc in an orgamisatOne of the best
antidotes for poor communication in your organgsaiis to create strong
relationships. Focus on improving interpersonddtienships among
your employees and a more positive work environmesiearer
communication and increased levels of productiwilf be the result.
Regardless of your industry, interpersonal skiisch as being able to
communicate effectively) are important because:they

o Help employees develop and foster strong workingtiosships
with one another and with their clients,

o Contribute to increasing team and organisationadipetivity, and

o Create an overall positive work environment.

The interpersonal skills necessary in a workplackide:

1. Exercising sel—~Awareness: In general termdf-aseareness
means that a person is able to consciously know ey are
feeling and why they are feeling it. Self-awarestadls within the
realm of emotional intelligence which comprised rfqurimary
components, namely: (i) self-awareness, (i) enmstio(iii)
empathy, and (iv) relationship building.

Being aware of your own feelings and emotions lvaip you be
cognisant of the messages you convey to othershehthrough
words or non-verbal forms. A lack of employee seliareness
can be detrimental to the success and productigityan

organisation.

2. Being cognisant of non-verbal communicationuYeeed to be
conscious about the non-verbal messages you ardingen
throughout the working day. Non-verbal cues caheeimake
relationships stronger or damage them, dependinguanthey are
used and the context of the situation. Some forfnsoa-verbal
communication include eye contact, facial expressiobody
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language, gestures, and physical contact (suchasng hands,
touching an arm, pushing, etc).

3. Being respectful of others: Respectful treatnoérall employees
is a major factor contributing to employee job isattion.
Showing respect in the workplace can be done imuraber of
ways, including:

- Showing appreciation for employees’ efforts andetim

- Showing gratitude and courtesy.

- Listening to what others have to say, rather thsterling only to
respond.

- Being respectful of other’s ideas and opinions,newden they
differ from yours,

- Not disparaging, insulting or attacking others, and

- Not taking credit for other’'s work. Even if youilwlior improve
upon someone else’s work, be sure to acknowledge fimal
contributions.

4. Showing empathy and Understanding: This hefpsake into
account the thoughts, feelings and needs of athers

5. Being a clear Communicator: Having effectivenoaunication
skills can be the difference between successahdd.
6. Engaging in Active Listening: Active listening all about

actively listening to what someone has to say eratthan
passively hearing their message. By activel\etfisig to other
view points, it helps us to learn and grow.

7. Behaving Appropriately: Depending on the cudtuof your
individual organisation, what is considered appiadp can vary.
However, there are some universally accepted hebes that
should be exercised by employees. These inclathglpunctual,
being friendly and respectful to others, showiogrtesy, being
cooperative and easy to work with, having a pesitttitude,
dressing appropriately, and taking personal resipdity and
being accountable.

8. Being Receptive to Feedback. Feedback is sapesfor
personal and professional growth. Feedback —hengiositive
or negative in nature — is like criticisms in thatnvolves an
evaluation of some kind by another person. A ifigant 51
difference between the two terms is intent. Ifyare open and
receptive to feedback it will help you to learndagrow from
what others — your colleagues, supervisors arehtsli- have to
say.
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SELF-ASSESSMENT EXERCISE
Itemise the importance of interpersonal relatiopsttiworkplace.
2.7 Summary

In this unit, you have been introduced to the megmif organisational
interpersonal relationship and the factors affectimterpersonal
relationship in the organisation. How to value @&@yees, and sharpening
listening skills were also established.

2.8 References/Further Reading
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2.9

Possible Answer To Self-Assessment Exercise

Your answer should include, but not limited to fbkowing:

Vi.

Vii.

viii.

An individual spends more than two-thirds of hiskma hours in
the workplace, and it is practically impossible fam to work
alone.

So, it is essential to have trustworthy fellow wenk around with
whom one can share secrets.

Also, it is necessary to have friends at the wa&plwho can give
us honest feedbacks.

Again, we need good brains around us who carfrieselto discuss
very serious issues, evaluate pros and cons arditdsions.
Interactions on a regular basis is very importamt lealthy
relationship.

Besides, we need people around who can appreciateacd work
and motivate us from time to time.

Furthermore, one often needs to have people atanigplace who
are like mentors than mere colleagues.

More still, the support of fellow workers in timesstress or crises
are very important.

Also, an individual needs the help of his fellow rkers to
complete assignments on time and for better results

All the above are accomplishable through positiveerpersonal
relationships at workplace.
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UNIT 3 ADOLESCENT INTERPERSONAL
BEHAVIOUR

Unit Structure

3.1 Introduction
3.2 Learning Outcomes
3.3 Understanding the Adolescents
3.3.1 Interpersonal Behaviour
3.3.2 Implications for Counselling
3.4 Summary
3.5 References/Further Reading
3.6 Possible answer to self-assessment exercises

3.1 Introduction

As adolescents grow, their relationships with seifl others become
increasingly influential. This relationship not gpirovides foundation of
later adult relationship, they also buffer adolessérom stress and lessen
the risk of later emotional and behavioural protderihe nature of
interpersonal relationship among adolescents vagghe individual
members themselves. This unit will provide vitaformation on the
adolescents and their interpersonal behaviour.

3.2  Learning Outcomes

At the end of this unit, you should be also to:

. Explain the word adolescence

o List and discuss various factors that contribute pisitive
adolescent interpersonal bahaviour

. Discuss the implications of adolescent interpersbehaviour to
counselling

3.3 Understanding the Adolescents

Adolescence is a transitional period in the devalept of an individual
from childhood to adulthood. It is a time of growgi up, filled with
changes, a core period of personality developnmeahiogenesis.
Families are often thought to influence social dgweent, and parental
rearing is traditionally seen as a factor that ais behaviour problems.
However, during the adolescent period, young peopkcome
increasingly independent from their parents, andpfee outside the
family become important for emotional adjustmerd avell-being. The
central task of adolescence, therefore, is acquiriare independence. At
around age 12 or 13, the child begins to graspratenstanding of the
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larger world outside his family. He becomes séresito things that are
going on elsewhere in the world. This motion igiBxg and scary —
exciting because of the anticipation of gainingladtivileges, and scary
because of doubts about handling adult resportgagili This growing
awareness, along with the onset of puberty, mowestb try. Early
adolescence, those ages from twelve to fourtearacteristically argue
more with their parents than older adolescentsAtloearly adolescent is
trying to establish himself as an independent peisahe family, and
quite pushing about it. Teenagers do not likedpéieated like children.
They typically show more anger towards parents attter family
members during this stage; a lot of this anger $tem being caught in
between childhood and adulthood. Adolescence is alstime of
establishing personal identity. The struggle feeenager to define who
he is, what his lifelong goals are, and how he aghieve these goals is a
critical developmental task, which if not succeigfaccomplished will
cause him to be less self-sufficient in adulthoddf paramount
importance to the adolescent is peer acceptandee rieed for peer
acceptance is further accelerated by the emergehsexual maturity
during the teen years.

Moodiness is another characteristic of adolesceAtémes, he or she is
cheerful, relaxed and willing to be engaged bypairents. And the next
moment he or she is off and moody. There are &rtjohanges in their
moods, as such questions as: “Am | growing as mgdis? Am | normal?
Etc” are sources of stress to them. Other sowfadolescence processes
include increased academic demands in school, pgeeblems,
boyfriend—girlfriend issues, negotiating with parefor more freedom,
the frustration of being too young and too oldafigial problems, etc.
Understanding the many facets of the adolescetith@p us to nurture
our teenagers to grow up into responsible, funaigadults who prosper
in all aspects of living.

3.3.1 Interpersonal Behaviour

Social interactions are the integral part of indials’ daily lives. Social
interaction is defined as any situation involvingptor more people in
which the behaviour of each person is in responsiee behaviour of the
other person. Interpersonal behaviour is closel\ated to social
interactions.

Numerous factors such as personality, attitudeseanttonment factors
affect the totality of one’s relationship in mangpyg. At one extreme,
these relationships can be personal and posifites is the case when
individuals interact meaningfully, share mutuaefrdships and respect
the dignity of the other. At the other extremes tielationship can be
personal and negative. This happens when indilsddéslike one
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another, create tension and crisis for one anathéty to humiliate the
personality of another.

Negative relationship qualities encompass rivabigirayal, hostility,

antagonism and competition. Positive relationsgimlities include

companionship, intimacy, assistance, loyalty, @grinarmth, closeness
and trust. There is considerable overlap in adel&s’ perception of
these relationship qualities. Some authoritiesehauggested that
incongruent perceptions of a friendship reflectrpetationship skills and
as such may be an indicator of maladjustment.

From psychological standpoint, effective and callaive relationship
within an environment/organisation will bring aboat stimulating
environment in which love, trust, cooperation, aatlaboration can be
built towards the betterment of every individuag¢rdin and the success
of the environment. On the other hand, such enurent will be
characterised with tension, anxiety, frustrationd aat large an
environment where individuals are made to intesgaland exhibit
violence in order to endanger themselves and qibeple’s peace and
right.

Therefore, personal and social interactions plagriacal role in an
individual's everyday life. Information and othesources flow through
them. They also evoke certain effective respongésn individuals.
Lichtenste (2000) in Azeez (2008) posits that mtdpns lead to
relationships, and this creates knowledge and dpseintelligence.
When teens behave right, think positively and areiadly successful,
their relationships are a source of well-beingd@rand identity. Yet,
some teens have difficulties in getting along witthers because of
shyness, conflict or other challenges.

3.4 Implications for Counselling
55

Research findings (Ayodele, 2011) have establistmed violent and
uncoordinated behaviours such as riots, vandalmmiying, obscene
gestures, threatening communications by the yocginsbe managed or
curtailed. The findings have effectively demonstdathat treatment
packages could be used as veritable tools in emgpdolescents with
necessary social skills that foster good relatignglith selves and others,
thereby bringing about better future and peacedtgxistence among the
people of the world. Social skills are the intego@al behaviours that
contribute to the effectiveness of the individuslbgpart of a larger group
of individuals. According to MacDonald (1975)igthe ability to interact
with others in given social context in specific wathat are socially
acceptable or valued, and at the same time peflgdreaeficial, mutually
beneficial or beneficial primarily to others. Thisf course, excludes

58



EGC 811 MODULE 2

exploitative, deceitful or aggressive skills whiohay be of individual

benefit. It is therefore necessary for all caregy especially school
counsellors and counselling psychologists to upttee knowledge and

skills on the use of some of the treatment packafes can help

adolescents live meaningful and fulfilled life. i$twill bring adequate

self-acceptance, objective self-evaluation, impdogsychological well-

being, enhanced relationship with self and othessjal competence, as
well as rational and positive co-existence amorapfeeof the world.

SELF-ASSESSMENT EXERCISE

Identify at leasfive eachof negativeandpositive relationship qualities.
3.5 Summary

In this unit, you have been introduced to the meguoif adolescence, the
characteristics and features of adolescence, amdfattors affecting
interpersonal behaviour in adolescents.
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3.7 Possible Answer to Self-Assessment Exercise

Your answer should include:

(1) Negative relationship qualities: rivalry, betrayahostility,
antagonism, and negative competition.

(i)  Positive relationship qualities include companidpsintimacy,
assistance, loyalty, caring, warmth, closeness jrarsd.
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UNIT 4 INTERPERSONAL ATTRACTION AND
DEVELOPING RELATIONSHIP

Unit Structure

4.1 Introduction
4.2 Learning Outcomes
4.3 The Concept of Interpersonal Attraction
4.4  The Determinants of Liking
4.4.1 Love and Liking
4.5 Making Relationships Last
4.6 Breaking Up
4.7  Summary
4.8 References/Further Reading
4.9 Possible Answer to Self-Assessment Exercises

4.1 Introduction

Interpersonal attraction refers to positive feediatpout another person. It
is a positive attitude held by one person towardster person. In this
unit, emphasis will be laid on determinants ofrii the growth of
relationships, love, loving and breaking up relasioips.

4.2 Learning Outcomes

At the end of this unit, you should be able to:

o explain the concept of interpersonal attraction
o explain the theories of attraction
. enumerate the stages of development in relatioaship

4.3 The Concept of Interpersonal Attraction

Interpersonal attraction refers to liking or havirlge desire for
relationship with another person. It is the aticat between people
which leads to the development of platonic or roticarelationships. It
is distinct from perceptions, such as physicabativeness, and involves
views of what is and what is not considered bealudif attractive. It is
related to how much one likes, dislikes, or hateseopne. It can be
viewed as a force acting between two people thatstéo draw them
together and to resist their separation. When uoreds interpersonal
attraction, one must refer to the qualities ofdltteacted and those of the
attractor to achieve predictive accuracy. In ashell, interpersonal
attraction can take many forms, including likingye, friendship, lust,
admiration.
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4.4  The Determinants of Liking

Causes or factors that lead to interpersonal #tiradgnclude physical
attractiveness, propinquity or frequency of intéoag familiarity,
similarity, complementarily, reciprocal liking améinforcement.

Physical Attractivenessefers to the degree to which a person’s physical
features are considered aesthetically pleasingautiful. The term often
implies sexual attractiveness or desirability, tart also be distinct from
either. Physical attraction includes universakpptions common to all
human cultures, such as facial symmetry, sociaicalltdependent
attributes and personal preferences unique totacplar individual.

Propinquity or frequency or interaction refers toe tphysical or
psychological proximity between people, which ledadspropinquity
effect — i.e the tendency for people to form frighigs or romantic
relationships with those whom they encounter afteheir daily routines,
forming a bond between subject and friend. Fomgxe, workplace
interactions are frequent and could be a key indicas to why close
relationships can readily form in such an environtnelt has been
observed that the more we see and interact wittrsop the more likely
he or she is to become our friend or sexual partner

Familiarity: The impact of familiarity is shown ithe way physical
proximity and interaction enhances cohesiveness.

Proximity promotes familiarity, and familiarity @sncreases liking for
someone or something.

Similarity refers to the psychological degree oéntty of two mental

representations (i.e mental imagery of things #inatnot actually present
to the senses). We have similarity in attituded personality; also

similarity in age, race, religion, social classyeation, etc. In short, we
like those who are like us.

Complementarity is based on the theory that eaengarsonal behaviour

invites certain responses of another interactdrte behaviour and the
rgge(%ﬂ?e itinvites are'sald to be CQ&W&M%WW%%‘R’Z@QEH&HONSHW
begets hostile behaviour, and dominant behaviogetsesubmissive
behaviour.

Reciprocal liking, also known as reciprocity ofrattion, is the act of a

person feeling an attraction to someone only upaming or becoming

aware of that person’s attraction to themselves.

Reinforcement, in behavioural psychology, is a egugnce applied that
will strengthen an organism’s future behaviour wéar that behaviour
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is preceded by a specific antecedent stimulus. reThee two types of
reinforcement, known as positive reinforcement ameégative

reinforcement. Positive is whereby a reward isreffieon expression of
the wanted behaviour, and negative is taking awmaynaesirable element
in the person’s environment whenever the desiréadbieur is achieved.

Note that contact by itself does not necessaritpemnthe development of
a relationship. Whether a relationship between people develops
depends on whether each is attracted to the ot®¢rcourse, there are
several reasons or motives underlying interpersatigdction. The need
for affiliation, need for intimacy and avoidance loheliness. Most
humans are social animals who enjoy the comparothodrs, therefore
need to establish and maintain relationships wh#nt This contact
provides emotional support. It also provides dosugport which is the
approval, assistance, advice, and comfort thaiewseive from those with
whom we have developed stable, positive relatigrsshi

Again, choosing friends depends on several fadilaes

Social norms — what kinds of people are appropatdriends,
lovers and mentors.

People prefer a more physically attractive perfmmaesthetic
reasons, and because they expect rewards fromiatssgavith
that person.

People also choose, based on their expectatiang #ie rewards
and costs of potential relationships.

Norm of harmogamy is a norm that tells us whichspes are
appropriate as friends, lovers and mentors. InUhited States,
for instance, the norm of homogany requires thianits, lovers
and spouses be similar in age, race, religion aetsconomic
status. Recent studies have shown that homogamw is
characteristic of all types of social relationsHigsn acquaintance
to intimacy.

Evolutionary perspective: According to evolutiopaerspective,
men and women have an evolved disposition to makehealthy
individuals so that they will produce healthy ofisyy, who will in
turn mate and pass on their genetic code.
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Therefore, we tend to prefer young attractive padrbecause they have
high reproductive potentials.

4.4.1 Love and Liking

Liking is a positive attitude towards an object;lltove is an attachment
to and caring for another person. Love is oftescdbed as close
relationships; which are relationships between feeopnd are

characterised by loving, caring, commitment, antmacy — such as
those between adult friends, dating partners, oaed married couples.
These relationships are usually determined by bio&, evolutionary,

individual, and cultural factors. Successful clasgationships often
involve the positive influence of cognitive variab) including

perceptions of similarity with the other, interdadence, commitment,
and the incorporation of other into the self-coricag well as affective
variables including attachment, intimacy and commaitt. Our close
relationships help us meet the goals of self-canesrd other-concern.
Close relationships bring us health and happindssnwve are able to
create successful ones; they may produce a profsemnse of loneliness
and sadness when we are not. We experience hsglfezfficacy, self-

esteem, and positive mood when we believe thafr@minds and partners
are responding to us supportively and with a canéer our needs and
our own welfare. Our relationships with othergphes buffer the negative
effects of stress, avoid unhealthy behaviours, eople with serious
physical illness. And our close relationships allas to express our
fundamental desires to reach out and respond &r p#ople.

Huston & Levinger (1978) in discussing the triaregutheory of love
proposed by Robert Sternberg, identify seven distigpes of love as
liking, infatuated love, empty love, romantic low@mpanionate love,
fatuous love and consummate love. These distypest of love are
characterised by different levels of passion, iattjmand commitment.
By passion, they are referring to intense emotiois. them, intimacy
refers to feelings of closeness, connectednesdandness; wanting to
care for the partner, self-disclosure and commtioica They describe
commitment as the decision that one loves the athdrmaintains that
decision.

Thus, in their seven distinct types of love, thegdibe;

1. Liking — intimacy without passion or commitmentgdriendship)

2. Infatuated love — of passion without intimacy onooitment (e.g.
puppy love).

3. Empty love — commitment without passion or intiméeyy empty

shell marriages)
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4. Romantic love — passion and intimacy without commeitt (e.g
romantic affair)

5. Companionate love — intimacy and commitment withpassion
(e.g: long term marriage).

6. Fatuous love — passion and commitment without iatiyn(e.g.
love at first sight).

7. Consummate love — all three elements are involved.

The different stages of love are (i) attraction) (initiation (iii)
development (iv) sustaining and terminating.

4.5  Making Relationships Last

(1) Be prepared for squabbles.Every relationship has conflict.
Working through minor conflicts can help you anduy@artner
improve your social skills and make the relatiopsttronger.

(i)  Don’'t be negative. Negative cognitions and emotions have an
extremely harmful influence in relationships. Ddatever you
can to think positively.

(i) Be fair in how you evaluate behaviours.People in close
relationships, as do most people in their everyjdas, tend to
inflate their own self-worth. They rate their owpositive
behaviours as better than their partners, andthatie partner’s
negative behaviours as worse than their own. @rgive your
partner the benefit of the doubt — remember thataye not perfect
either.

(iv) Do not betray the relationship.Relationships break up when one
or both of the partners betray the relationshipdorsomething
dumb. For example, sexual or even emotional ififidereates a
major strain in close relationships. Marriagesragpier when the
partners focus on each other and not on other patemates.

(v) Do things that please your partner. The principles of social
exchange make it clear that being nice to othexdde¢hem to be
nice in return.

(vi) Have fun. Relationships in which the partners have positive
moods and in which the partners are not bored tietakt longer.

(vii)  Stop fighting. Learn to talk with your partner in positive, reth
than negative or abusive, ways.

4.6 Breaking Up
Breaking up in a relationship means dissolving&ationship. This may
cause substantial pain due to, in part, the loas$irthat results from it.

People who lose someone they care about also Isgbstantial amount
of social support, and it takes time to recover drdelop new social
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connections. Lonely people sleep more poorly, thkeger time to
recover from stress, and show poorer health overall

The pain of a loss may be magnified when peoplélie¢ they have been
rejected by the other. The experience of rejectitakes people sad,
angry, more likely to break social norms, and mfreused on self-
concern. Although people who have been rejectet] heople who have
rejected others may feel guilty about it. Breakupgis indeed painful,
but people do recover from it, and they usually maw to find new
relationships.

Three factors that can contribute to breaking whuihe:

1. If one person feels that outcomes are inadequate.

2. The degree of commitment: someone who feels a levell
emotional attachment to and concern for his oplaginer is more
likely to break up.

Responses to dissatisfaction with a relationshiguage exit, voice,
loyalty or neglect.

In reacting to the costs of breaking up, a longitad study of dating
partners found that lower levels of support byrfde for the relationship
were associated with later termination of the refeghip. In another
development, a study of married couples listedfdfiewing barriers to
terminating their marriage:

- Children: 31%

- Religion: 13%

- Financial: 6%

Self-Assessment Exercise

List and explain five determinants for liking.

4.7 Summary

In this unit, you have been introduced to the neguaf interpersonal

attractions and the available means by which peopigdd know those
with whom they come in contact, no matter how flegt
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4.9 Possible Answer to Self-Assessment Exercise

Your answer should include the following:

Vi.

68

Physical Attractivenessi.e. the degree to which a person’s
physical features are considered aesthetically spiga or
beautiful.

Propinquity or frequency of interaction refers tigh leads to
propinquity effect — i.e the tendency for people frm
friendships or romantic relationships with thoseowh they
encounter often in their daily routines, formingband or
friendship.

Familiarity: The impact of familiarity is shown the way physical
proximity and interaction enhances cohesiveness.
Complementarity - based on the theory that eackrpetsonal
behaviour invites certain responses of anotherantant. The
behaviour and the response it invites are saie toamplimentary
when friendly behaviour begets hostile behaviond dominant
behaviour begets submissive behaviour.

Reciprocal liking, also known as reciprocity ofrattion, - the act
of a person feeling an attraction to someone opbnuearning or
becoming aware of that person’s attraction to tredves.
Reinforcement, i.e. as a response to a conditipeeception of an
earlier behaviour.
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UNIT 5 FOSTERING POSITIVE PARENT-TEACHERS
REFLATIONSHIP IN THE SCHOOL SYSTEM

CONTENTS

5.1 Introduction

5.2  Learning Outcomes

5.3 Parent-Teacher Relationship as a Positive Factor
5.4 Building Parent-Teacher Relationships

5.5 Parental Support and Involvement in Learning
5.6 Trust-Building between Parents and Teachers
5.7  Summary

5.8 References/Further Reading

5.9 Possible Answer to Self-Assessment Exercises

51 Introduction

Living together in collaborative relationships witlarents is crucial to a
child’s optimal success at school, even in develggiis reading skills.

Attitudes are among the most salient and powenfetyrsors to healthy
relationship with parents. Constructive attitudleves teachers to ask:
How can we work together to address academic oedlgoal? To answer
this question in this unit, many issues are raisedjing from parent —
teacher partnership as a positive factor, homeauppr reading skills

and others.

5.2  Learning Outcomes

At the end of this unit, you should be able to:

o explain parent-teacher partnership as a posits@ifa
. discuss how to build parent-teacher relationships.
o list the conditions for trust-building in the schagystem.

5.3 Parent-Teacher Partnership as a Positive Factor

The goal of family involvement with education isdonnect important
context for strengthening, learning and developméfdur components,
namely: approach, attitudes, atmosphere and acfibesfour A’'s) —
describe conditions necessary for parent -teacengrship:

1. Approach: this is the framework for interacsomith parents.

2. Attitudes: the values and perceptions had apautnt - teacher
relationships.

3. Atmosphere: the climate for parent-teacheraugons.
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4. Actions: strategies for building shared resjialiges for students’
learning progress and success.

The four A’'s serve as a guide in the developmenpardfent-teacher
connections for children’s reading and learningeyrepresent a process
that teachers can use to be control sensitiveh Batents and teachers
have important roles to play. Their roles do neplace but rather
complement and reinforce the other’s role, thusiging the students
with a consistent message about reading and lgarnifhinking of
parents and teachers as “partners” refers to thitsiah effort toward a
shared goal. It also implies shared responsitblitgarents and teachers
for supporting students as learners (ChristensdrSéraridan, 2001).

According to Christenson (1995), the features obastructive parent —
teacher relationship include:

1. A student focused philosophy where the teacles parents
cooperate, coordinate and collaborate to enhaneenite
opportunities, educational progress and school esscdor the
student in four domains: academic, social, emotioaad
behavioural.

2. A belief in shared responsibility for educatiagd socialising
children — both the teacher and the parents, aganstructive
relationships (the head, the family, and the teawalek together
in meaningful ways) to execute their respectivesah promoting
the reading and learning success of the child istimaportant.

3. An emphasis on the quality of the interface amtjoing
connection between the parent and the teacher.

4. A preventive, solution—oriented focus, one wehitre family and
the teacher strive to create conditions that eragmiand support
reading and learning and student’'s engagement.

5.4 Building Parent-Teacher Relationships

The manner in which schools/teachers communicadeirsteract with
parents affects the extent and quality of parémishe involvement with
their children’s learning. For example, schoolsttbeammunicate bad
news about student performance more often thangnésinog student’s
excellence will discourage parent involvement bykimg parents feel
they cannot effectively help their children.

When communicating with parents, consider your man relation to
how parents participate. For example, are you comaoating about:

- Classroom learning activities
- The child’s accomplishments
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- How parents can help at home with the child’sres.

There are numerous advantages for children wheengarbecome
involved, namely raising their academic achievemeinicreased
motivation or learning, improved behaviour, doirgjtbr emotionally and
socially, more regular attendance, more posititieude about homework
and school in general. On the part of the teaclperental involvement
can free teachers to focus more on the tasks offiteg children. Also,
by having more positive contact with parents, teashearn more about
students’ needs and home environment. Persondaaorincluding
conferences, home visits, phone calls open day &caseems to be the
most effective form of communication

Effective communication strategies involve:

- Initiation: Teachers should initiate contact withar@nts
immediately they meet with the students.

- Timeliness: Make contact soon after a problem leas lidentified,
so that a timely solution can be found.

- Consistency and frequency: Parents want frequengoiog
feedback about how their children are performing.

- Follow through: Parents and teachers each wanédotlsat the
other will actually do what they say they will do.

- Clarity and usefulness of Communication: Parent$ @achers
should have the information they need to help sitgjen a form
and language that makes sense to them.

5.5 Parental Support and Involvement for Learning

It should be noted that how teachers support fasitlh enhance learning
is different from parental home support for leaminTo effectively
support families, the following are offered for thensideration of the
teachers in academic and motivational supportdarding. Scott-Jone
(1995) suggested that the parents can enhancenigaah home and
performance in the school by: valuing, mentorirglping, and doing.

Parental involvement is the same thing as parematstment in
educational pursuit. Families do not need to kedii They need to be
supported in their efforts to educate the childrethe way they see fit.
Hence, the teacher can help parents to navigatectieol system, which
understands policies, practices and foster a pedeiarning environment
at home. However, learning at home entails tHeviohg:

1. Providing information on how to foster successéarhing both at
home and at school.
2. Designing individualised home-school learning pesgmes.
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3. Involving parents in a way the children perceivedalpful.
5.6 Trust-Building between Parents and Teachers

According to Haynes (1996), trust is defined asfidemce that another
person will act in a way that will benefit or sustéhe relationship or the
implicit or explicit goal of the relationship to lsieve positive outcomes
for students. At times parents and teachers @rabhool personnel do
not get to this point of relationship. In orderhelp this situation, a
number of measures have been suggested. Molesvardason (1996)
for instance, posutulates that school must be walvg, should be
friendly and have a climate for participation. W& Edwards (1992)
refers to trust building as climate building betwdamily and school.
Davies (1991) is of the opinion that trust is tiesential lubrication for
more serious intervention. He however identifieg tfollowing as
vanillas for creating a welcoming environment ie titchool.

(@) Cleanliness of the school

(b)  Meeting with the school personnel, to addoesserns
(c) Parent/Teacher conferences

(d)  The relationship between the child and thehiea

(e) How differences of opinions or conflicts aantled.

Furthermore, he goes on to identify conditions tfast-building in the
school system as follows:

(&)  Accepting parents as they are.

(b)  Sharing information and references

(c) Keeping their words

(d)  Preparing for meetings

(e) Discussing objectives openly

® Listening emphatically

() Focusing on the interactive process with theepts (Adams &
Christenson, 1998; Mangolis & Bramigani, 1990)

SELF-ASSESSMENT EXERCISE

What are the conditions necessary for parent-tegunership?

5.7 Summary

A good relationship between the teacher/schoolthagarent is a great
starting point for handling any problems — learnibhghavioural, social,
emotional — that come up at school. Contact betvweacher and parents
should not come up only when there is problem.sfFowilding between

teachers and parents should be consciously punsukd relationship.
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5.9 Possible Answer to Self-Assessment Exercise
Your answer should include the following:

I. Approach - the framework for interactions witarpnts.

il. Attitudes - the values and perceptions had alpauent - teacher
relationships.

iii.  Atmosphere - the climate for parent-teacheeiactions.

iv.  Actions - strategies for building shared resgbilities for
students’ learning progress and success.

74



EGC 811 MODULE 2

MODULE 3

Unit 1 Causative Factors for Interpersonal ficts in the School
System

Unit 2 Psychological Experiences of the AgeSmpuse

Unit 3 Group Processes

Unit 4 Languages as a Tool of Interpersondfiaship

UNIT 1 CAUSATIVE FACTORSFOR
INTERPERSONAL CONFLICTSIN
THE SCHOOL SYSTEM

Unit Structure

1.1 Introduction

1.2 Learning Outcomes

1.3 Causes of Conflicts in Relationships

1.4  Conflicts in the School Situation

1.5 Behaviour Problems and Anti-Social Behaviour

1.6  Skills for Counsellors in Assisting Learnerghw Behaviour
Problems

1.7 Summary

1.8 References/Further Reading

1.9 Possible Answer to Self-Assessment Exercises

1.1 Introduction

Conflicts are a natural part of life and therefaneatural part of school’s
life. The fundamental meaning of conflict is dissgment. It is obvious
that disagreement, irrespective of the form it sakis bound to be
experienced in most circumstances and situatiols.diverse ways,

disagreements can occur in schools — among staffilbees, among

students, between students and their teachers, Btost educators
believe that students’ behaviour affects acadericeaements, and so,
negative behaviour has always been a concern abhaignts’ behaviour
that results in conflicts. Therefore, this unit ghmasises the various
causes of conflict in the school system.

1.2 Learning Outcomes

At the end of this unit, you should be able to:

. Explain conflict in the school system
o List the various causes of conflict in the schgstem
o Enumerate the skills that counsellors need to takessners with

behavior problems.
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1.3 Causesof Conflictsin relationships

Interpersonal conflict is a situation in which ameboth individuals in a
relationship are experiencing difficulty in relaginworking or living
with each other. Nelson-Jones states that intsopat conflict usually
occurs when due to differences or incompatibilitiaseds, goals or
styles clash.

Common factors which cause conflicts in relatiopshiinclude
situations or circumstances in which people finegeniselves, the
personality of the individuals, and the urge orige®r power.

(1) Situational Factors: Canie and CFCS (2002) &=tk (1987)
opine that any aspect of living, such as working ptaying
together, contains the seed of situational confl@nflict over
situational factors can be overcome when the simaor
circumstance changes. Even though a situationdlicomay be
intense, it is usually short lived.

(i)  Personality Factors: Personality factors uluscome from
individualism or the differences that are inherenpeople. It is
evident that everybody has unique combinations alues,
characteristics, beliefs and lifestyle. In a famibr instance, if a
parent values order and neatness and the childreml conflict
may occur. Very often, conflict involving persorglifactors
occurs over matters such as mannerism, table mararet a
person’s way of life. There personality quirks ngst on the
nerves of another person and cause conflicts.hénctassroom
situation, personality factors may be the tendeiocyone to be
talkative, dragging of feet, restlessness and fidge

(i) Power Factor: Power factors result in cociflwhen issues are
important to both parties and often results wheoheaf the
parties wants to use power to get the other toeagrth his or her
position. The fear of losing control or not beingcontrol creates
conflict. Conflict in some situations is the preseof reality to
perceived threat. For example, a new principasisigned to a
school, she reorganises the room assignments inst¢heol
without consulting. In the departments, conflictsees when
everyone is trying to get a piece of the same mesofor his or
her purposes. The resource may be money, timesespa
anything that is limited in supply.

As a matter of fact, conflict can have a remoteseault is not usually
easy to identify causes for conflict because wiaat generate a conflict
for someone may not be a problem for another. Whesple do not
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feel that they have been treated with courtesyflicomay be created.
Failing to listen, name-calling, refusing to papate in meetings, and
other behaviours that demonstrate lack of civilityist not be allowed
or condoned.

However, some common causes of conflict in an asgdion include:
I. Unclear definition of responsibility

ii. Limited resources
iii. Conflict of interest

iv. Availability of resources

V. Fulfillment of psychological needs
Vi. Upholding personal values

Vil. Maintaining of self-preservation

1.4 Conflictsin the School Situation

A good interpersonal relationship is one of thedes which promote
effective school administration, teaching and leagn An example of
good interpersonal relationship that exists in sthoclude how well

teachers relate with pupils, how teachers relatk ®ach other, how the
school relates with parents or guardians, and ¢ dbmmunity as a
whole. The interactions within a system are imaoirtfor the system'’s
organisational health. For instance, in a schdobhson, if the head
teacher is a poor leader, his school will probatigplay poor morale
and poor student or pupil achievement. Interastibiat exist within the
school and the community are usually between hemdther and
teachers, teachers and teachers, teachers ands,ptgaichers and
parents, pupils and pupils, and school and communit

Classroom management, disruption and punishmer besn identified
as some of the common sources of conflict in schad follows

1. Classroom Management: One of the teachersiglto establish
a classroom environment that prevents problems famrging,
and if they occur, teachers should intervene quitklprevent it
disrupting the lesson. The often volatile naturfe teenage
behaviour can lead to outbursts of unacceptablebebr with
any teacher or even follow pupils. It is therefapeto the teacher
to deal with such outbursts and prevent them freerwhelming
the class, the lesson, and ultimately the teacimasdif. It is
imperative to avoid confrontations with pupils aseacher but
there are occasions when a confrontation is baakfic
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2. Disruption: The disruptive behaviour of pupitsay include
talkative pupils, habitual late-coming, draggingich across the
classroom, pupils talking outside through the wingp and
pupils interacting with colleagues while classes iar progress.
Other forms of disruption are verbal abuse, tentjest in class,
and violence to teachers and other pupils.

3. Punishment and discipline: Many conflicts beginthe class
when a pupil feels he or she has been punishedstiyjor
unfairly. Punishment in most cases brings conflict
organisations, especially when the intensity oreséy and the
moral behind its use are not legitimate

15 Behaviour Problems and Anti-Social Behaviour

According to Weeles (1998), behaviour problems bancategorised
into more serious behaviour, less serious behavand behaviour
problems of a minor nature. More serious behaviwablems, such as
juvenile delinquency and child sexual abuse, affeaty a small
percentage of children and are usually relatedsiyripatric problems.
Less behaviour problems, such as truancy or bglyinequire
professional assistance from a psychologist who hegp the affected
learners. Behaviour problems which are of a miradure, such as lying
and not being punctual, are of a temporary natAshton & EIkins,
1994, Lamb & Kelter Linus, 1994). All these are able of causing
conflict in the school system.

Kerr and Nelson (1989) define anti-social behaviaarbehaviour that
violates socially prescribed norms or patternsafdviour. Anti-social
behaviour is a form of aggressive behaviour diyelolked to negative
social activities that cause conflict within theokebscent relationship
with other members of the society. It may leaditoations whereby the
adolescent learner will experience difficulties hiaving relationships.
These manifest in form of attention deficit 40%teation-seeking
behaviour 90%, aggressiveness 40%, and refusalot& with others
10% (Denzin, 1997).

1.6 Skills for Counsdlors in Assisting Learners with
Behaviour Problems

The counsellor, in comparison with the teacher, tasreate safe
atmosphere for learners with behaviour problemshay interact with
the learners and help them lovingly and patientBerger (1991) and
Sharter & Strue (2001) agreed on the skills nedmjetthe counsellors in
assisting learners with behaviour problems. Thesdude paying
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attention, listening, encouragement, explorationllsskand actions.
Paying Attention: The teacher/counsellor can convey-verbal skills
to the learner to ensure he is paying attention.

Listening: There is the need for the teacher/coiorst® pay attention
through listening. There should be listening te feelings that can be
observed through the facial expressions or bodjupes

Exploration Skills: Exploration skills can be usedacquire information
on how to assist the learner with behaviour prolklerithe teacher can
reflect on the information given by the learnerotigh her words or
body posture.

Action Skills: It is important to listen, understhand help the learner to
attain new meanings as you take actions.

Empathic Understanding: Empathy is the cornerstohe positive
relationship between the learner with behavior fmois and the
teacher/counsellor. Empathy serves several fumtias it creates
moments when the learner with problems feels tateacher is deeply
concerned with him/her, that he or she is trulyarstbod. Genuineness:
By this, the teacher/counsellor responds freely maudirally to learners
with problems rather than being artificial. Hehsnest to establish trust
in the relationship with the learner.

SELF-ASSESSMENT EXERCISE

List the various causes of conflict in organisasion

1.7 Summary

In this unit, you have been introduced to the meguand the cause of
conflict, as well as how conflict manifests in tb&hool system. It also
highlights the various behaviour problems and hdweyt can be

remedied.
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19 Possible Answer to Self-Assessment Exercise
Your answer should include the following:

I. Unclear definition of responsibility
il. Limited resources

iii. Conflict of interest

iv.  Availability of resources

V. Fulfillment of psychological needs
vi.  Upholding personal values
vii.  Maintaining of self-preservation
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UNIT 2 PSYCHOLOGICAL EXPERIENCESOF THE
AGEING SPOUSE

Unit Structure

2.1  Introduction

2.2  Learning Outcomes

2.3  Challenges Facing the Elderly in the Society
2.3.1 Disengagement Theory and the Ageingéds
2.3.2 Death and Dying

2.4 Psychological Adaptation to Dying Experience

2.5 Summary

2.6 References/Further Reading

2.7 Possible Answer to Self-Assessment Exescis

2.1 Introduction

Loneliness is a common experience among older pedpéat is
associated with health risks and negative well-dpeim old age, there is
the discrepancy between desired and actual intpal relations.
Psychologists have long identified positive intego@al relations as an
essential component of feeling good and being wellife. The
importance of sociality continues into older ageevehliving a socially
active life and having accessible family ties haasitive effects on
older adults’ well-being.

In this unit, the issues of challenges facing tlery in the society, and
death and dying will be examined.

2.2 Learning Outcomes
At the end of this unit you should be able to:

o Describe the challenges facing the elderly in theety
o Explain the disengagement theory
o State the various stages in the dying process.

2.3 ChallengesFacing the Elderly in the Society

Older people have to confront inevitable life egestich as retirement
that would likely disrupt their existing connectiaith the society. The
loss of independence is one potential part of thecgss, as are
diminished physical ability and age discriminatiofoday, with most
households confined to the nuclear family even imica, attitudes
toward the elderly have changed. A study repdrés in 2011, of the
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13.3 million households in Canada, only about 400,6f them (3.1
percent) were multigenerational (Statistics Cand&2). It is no
longer typical for older relatives to live with thechildren and
grandchildren.

Indeed, the effects of ageing can feel daunting, ametimes the fear
of physical changes (like declining energy, foodhssivity, loss of
hearing and vision, etc) is more challenging toldeih, than the
changes themselves. If people can accept the ekangheir bodies as
a natural process of ageing, the changes will retnsas frightening.
The most frequently reported health issues foralmer 65 years of age
include arthritis or rheumatism, hypertension, &t back pain, and
heart disease. All these the elderly will havéetarn to contend with or
even live with.

Male or female growing older also means confronthmgpsychological
issues that come with entering the last phasdef [Isome people may
have to confront regrets, such as being disappbimeheir children’s
lives or perhaps their own. They may have to actept they may
never reach certain career goals. Or, they musedo terms with what
their career success has cost them, such as tithetheair family or
declining personal health. Some, however, are t@béchieve a strong
sense of integrity, embracing the new phase in lifaey can learn new
skills, practise new activities, and peacefullyganes for the end of life.
For some, overcoming despair might entail remaeriafer the death of
a spouse. Men are more likely to remarry. Manyigsing women tend
to enjoy a new sense of freedom, as many are ligloge for the first
time. On the other hand, for surviving men, thisra greater sense of
having lost something, as they are now deprived odnstant source of
care as well as the focus on their emotional life.

Because the elderly typically no longer hold jobbssemgage in any
meaningful income generating activities, financas de a challenge.
Also, due to cultural or societal misconceptionkieo people can be
targets of ridicule and stereotypes. Mistreatmand abuse of the
elderly is a major social problem in many societesgay. The elderly

often become physically frail, and this rendersrifdeependent on others
for care - sometimes for small needs like househtalsks, and

sometimes with assistance for basic functionsdieng and toileting.

83



EGC 811 PRINCIPLES OF INTERPERSONAL RELATIONSHIP

2.3.1 Disengagement Theory and the Ageing Process

Disengagement theory suggests that normal agein@ isnutual
withdrawal or disengagement between ageing cowgldsothers in the
social system which they belong (Johnson, 197 his &lso applies to
the dying process. As death approaches, themésidration in psychic
and physical energy. It invariably results in graldwithdrawal from
social interactions (Udoh, 2006).

2.3.2 Death and Dying

Death is usually associated with old age. Peoghe to have strong
resistance to the idea of their own death, andhgtemotional reactions
of loss to death of loved ones. Viewing death &ss8, as opposed to a
natural or tranquil translation, is often naturalAfrica.

Problems Faced by the Dying Person

Death is the last developmental phase of humantezxis. Dying

experience is not a simple experience in an indaig life. Kubler—

Ross (1999) submitted that a dying person bounoed fand back
before they finally give up. Some of the probleemgountered by the
dying include the problem of loneliness and isolati Studies have
shown that the dying is often isolated and avoitgdthe hospital
personnel, who pay attention to the patients thatligely to survive

(Palmone, 1971). They react shabbily to the adliheir dying patients
than to calls of other patients. The problem diefefrom pain is

another issue with the dying; they need the drigs will reduce their
pains.

The process of dying is a traumatic experiencetlier dying person.
There is fear, which is accentuated by his isotatiothe hospital or in
the sick room, his removal from all decision-makprgcess as well as
from familiar surroundings of home and people, tfear of
abandonment coupled with loss of family members ebde friends,
reinforces his emotional isolation (Huldin, 1973).

2.4  Psychological Adaptation to Dying Experience

There is the consensus that not all of the dyingge go through a
well-defined process, as dying persons pass threegeral stages as
noted by Kubler-Rose and reported in Udoh (2006).

Phase 1: Denial and Isolation Stage: This is thgescharacterised by
becoming aware of terminal illness and the conseueaction of
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shock, disbelief and denial. This is a perioddlgmg does not believe
that he can find himself in this situation; he isrved about many
things, like his children, finances and his fanblgfore he was struck
down by sickness.

Phase 2: Anger Stage: This is the period the dgergon is difficult to
manage and care for. He is full of anger, resentraad envy. His
anger is directed against the threatening objeotsna him such as the
doctors, nurses, family members, and even God.

Phase 3 Bargaining Stage: After the anger stageesdhe brief period

of bargaining, a period when the patient seemsate laccepted what is
coming to him, but needs someone to do things winehhas to

complete; he haggles with God to be allowed folyamnlfew months,

weeks or even days of life.

Phase 4 Depression Stage: Depression is a norraatiae in the
process of dying. He at this stage enters a peradeed preparatory
grief, during which he or she is silent, refusesrdoeive visitors and
spends much time crying or grieving because of mesoéences. Attempt
to comfort and cheer him at this stage is futile.

Phase 5 Acceptance Stage: The acceptance stadpe inal phase
which many dying persons never arrive at beforengiwp the ghost.
At this period, he accepts his fate and wants tooger with it without
further delay. Itis marked by peace and serenity.

SELF-ASSESSMENT EXERCISE

Highlight the challenges facing the elderly in Hoziety.

25 SUMMARY

This unit has been able to explain in clear terhesdhallenges facing
the elderly in the society, the disengagement thebe psychological
adaptation to dying experience, and the psychadbgicocess involved
in dying.
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2.7 Possible Answer to Self-Assessment Exercise
Your answer should include most of the followingdgossibly more:

I Retirement and loneliness

il. Loss of independence

iii. Diminished physical ability

iv.  Age discrimination/mistreatment/ridicule/abuse

V. Psychological issues, e.g. life regrets, feelingdisappointment
Vi. Challenges of finance/diminishing income.
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UNIT 3 GROUP PROCESSES
Unit Structure

3.1  Introduction

3.2  Learning Outcomes

3.3  Group Processes

3.3 Types of Social Grouping

3.4 Stages of Group Development

3.5 Characteristics of a Group

3.6  Summary

3.7 References/Further Reading

3.8 Possible Answer to Self-Assessment Exercise

3.1 Introduction

Group process refers to how an organisation’s mesnerk together
to get things done. A group is defined as two oremadividuals who
share particular expectations and goals. So, &sigroups are made
up of people who feel united and believe they shaghts and
objectives. Groups with particular strong sensgleitification, loyalty
and members to the exclusion of non-members aledcat-groups.
People who are not in one’s group form the out-grolexamples of
groupings include national groups, classmatessacthl groups such as
audience crowd, team, family and formal organisegio This unit is
explains the various categories of social groupimfsiracteristics of a
group and the functions.

3.2 Learning Outcomes
At the end of this unit, you should be able to

explain group process

explain a social group

list types of social grouping

state reasons for joining social groups
state types of group activities

3.3 Group Processes

Humans are social animals who co-operate with edichr to survive
and flourish. Group process refers to the behawduhe members of
small working groups as they engage in decisioningaland task
performance. It includes the study of how group mers’

characteristics interact with the behaviour of gronuembers to create
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effective or ineffective group performance. Whewogle are together in
a group, they do not remain undifferentiated. THeyelop patterns of
behaviours, define tasks and adopt different rolkessome groups, the
bonds among members are strong and enduring meraigh and there
is a general sense of grouping. When group meniikersne another,
and are connected by bonds of friendship, cohesagis high. High
level of cohesiveness is usually beneficial to grofunctioning
(Ogundipe, 2002). When group members enjoy workoggther and
achieve group goals, both morale and motivatiod terbe high.

Once a group is formed with roles, norms and soregrek of

cohesiveness, it begins to make decisions and aakiens. Osborn
(1957) proposed that groups are better than indal& at generating
creative new ideas and solution. This particukechhique that he
advocated is called brainstorming and it is uselhyan the advertising
industry. A brain-storming group is given a spiegiroblem to discuss,
such as writing slogans to advertise a new brantathpaste. On the
other hand, Babrenya, Wang, Latane (1989) indedtifiocial loafing as
a vital component of group process. Social loafsitaken to be when
people believe that their contributions to the graannot be dictated or
measured, hence there are diminishing returns.

34 Typesof Social Grouping

There are varieties of social grouping, althoughallomeet the category
of being a group.

(&) Social Categories: These are people grouped tagethine basis
of shared attribute, such as teenage boys, true&rdr classroom
teachers, etc. They may not know or can do witlbotanother.

(b)  Audience: All people listening to news on NTA arartpof the
same audience even though they don’t stay together.

(c) Crowd: When people are in physical productivitytiie common
situation or stimulus, we call them a crowd.

(d) Team: A set of people regularly participating in activity or
purpose.

(e) Family: These are people that live together, slsaramon birth
or legal arrangements. There are many types afiéan

)] Formal Organisation: This is setting for a highggregates of
people to work together to achieve a common orgéoisal
goal.

Adebisi (2008) identified several reasons for jogione group or the
other. These reasons include security, statusesedem, affiliation and
power.
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3.5 Stagesof Group Development

Forming a team is just like maintaining a relatioips It takes time,
patience, requires support, efforts, and membeiena go through
recognisable stages as they change from beinglectioh of strangers
to a united group with common goals.

Bruce Tuckman presented a model of five stagesnkg, Storming,
Norming, and Performing in order to develop a group

Orientation (Forming Stage): This stage presenits@ where the group
is just starting to come together and it is desdilvith anxiety and
uncertainty. High degree of guidance is neededn fthe facilitator,
individual roles are unclear, and process usuatly well established.
Typical consequences of the forming stage includhiezing an
understanding of the group’s purpose, determiniow tithe team is
going to be organised and who will be responsibteshat, etc. At this
stage, group members are learning what to do, hevgtoup is going to
operate, what is expected and what is acceptable.

Power Struggle (Storming Stage): This is the stabere dispute and
competition are at its greatest because now grogmimers have an
understanding of the work and a general feel oforighgness.
Questions around leadership, authority rules, psic norms,
responsibilities, structure, evaluation criteria aaward systems tend to
arise during the storming stage.

Cooperation and integration (Norming Stage). Irs tsiage, the group
becomes fun and enjoyable. Relationships are wvglerstood. There
is commitment to team goals; the team begins tdkwmoptimise team
process. Group leadership is very important, batfacilitator can step
back a little and let group members take the imtiaand move forward
together.

Synergy (Performing Stage): This is the time whbeegroup becomes
really united. At this stage the morale is high gasup members
actively acknowledge the talents, skills and exrere that each
member brings to the group. Leadership is distileuand members are
willing to adapt according to the needs of the grou

Closure (Adjourning Stage): This stage of a groap lse confusing and
is usually reached when the task is successfulmpdeted. At this
stage, the project is coming to an end and the teambers are moving
off in different directions. Often, though, it &stime to celebrate the
team’s achievements. This stage looks at the feamm the perspective
of the well-being of the team instead of the pettipe of handling a

90



EGC 811 PRINCIPLES OF INTERPERSONAL RELATIONSHIP

team. Working with team members again will be easspecially if
the past experiences are viewed positively.

3.6 Characterigicsof a Group

Regardless of the size or the purpose, every ghagpcertain similar
features or characteristics which are as follows:

(1) Collection of two or more people — a single persannot form a
group.

(i)  Common goals or interest — in a group, every memiséare
common interest or goals.

(i)  Interaction and interdependence — in any grouprethis
interaction and interdependence among the group baem
either physically, or virtually to accomplish theogp goal.

(iv) Collection identity — groups are composed of peopleo
recognise each other as members of their group e
distinguish these individuals from non-members.

(v) A stable structure — groups have a defined stracwrich gives
relationship that keeps group members together dtable
functioning as a unit. It clarifies roles, authgriand
responsibility of each group members which is int@otr to
accomplish group goal.

Certain features characterise group structure.s@ireclude:

(&) Group size can vary from two people to a very langenber of
people. Small groups of two to ten are thougliidanore effective
because each member has ample opportunity to take and
engage actively in the group.

(b) Group Cohesiveness: Cohesiveness refers tbahéing of group
members or unity, feelings of attraction for eatieo and desire to
remain part of the group.

It is a measure of attraction of the group membetbe team members.
It encourages a team spirit, and the members wall villing to
coordinate their efforts. They will also be willirio attend meetings, be
cooperative, friendly with each other and will b&etive to achieve the
aims they set for themselves. A low cohesive grauip not show
interest in attending meetings; there will be facd and they will
experience frustration for lack of achievement. nMé#actors influence
the amount of group cohesiveness — agreement onopggwals,
frequency of interaction, personal attractivenessiter-group
competition, favourable evaluation, etc.
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(b) Group Norms: Norms define the acceptable standard o
boundaries of acceptable and unacceptable behawbared by
group members. Every group should have a codeoodluct.
Each group will create its own norms that mightedatine from
the work performance to dress, to making commentsai
meeting. A group usually has sanctions like disapals,
reproaches that will apply to those that deviatamfrthe laid
down norms.

(c) Group Roles. In formal groups, roles are alwaysgetermined
and assigned to members. Each role shall haveifispec
responsibilities and duties. Group roles can besdiad into
work roles, maintenance roles, and blocking rol&gork roles
are task-oriented activities that involve acconiptig the group’s
goals. They involve a variety of specific roleglswas initiator,
informer, clarifier, summariser, and reality testevlaintenance
roles are social-emotional activities that help rhers maintain
their environment in the group and raise their peas
commitment to the group. The maintenance rolesammoniser,
gatekeeper, consensus tester, encourager, and @uoispr.
Blocking roles are activities that disrupt the grouBlockers will
stubbornly resist the group’s ideas, disagree gittup members
for personal reasons, and will have hidden agendlaey may
take the form of dominating discussions, verbattgeking other
group members, and distracting the group withatiinformation
or unnecessary humour.

Task Roles: It is very important for leadershipesoko be spelt out in
groups.

(@) The Initiator — In tasks he makes suggestions opgses new
ideas. Novel points of view are initiated conceghproblems,
procedures, goals or solutions.

(b) Information seeker — He seeks for clarification audjgestions
made in terms of adequacy, for facts related problen hand,
and for authoritative information.

(c) Opinion seeker — Seeks for the clarification ofsalggestions or
proposals made as related to the values of theksta

(d) Information giver — He offers authoritative facts suggestions
or proposals concerning the group.

(e) Opinion giver — He gives authoritative opinion ldsen
emphasising his beliefs or experiences about theesaof the
group.

() The elaborator — He spells out suggestions in terhteveloped
meanings. Rationale for suggestions made is affere
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() The coordinator — He clarifies the relationshipvesn ideas and
suggestions. He coordinates all activities ofghle-groups.

(h)  The energiser — He acts like a stimulant. He pspembers to
action.

(1) The recorder — he takes records of group’s deasion

()] The procedural officer — he expedites movementhofgs and
people in the group.

Maintenance Roles:

(@) The encourager — He indicates warmth and solidavitlyin the
group. He offers commendations and praises.

(b) The harmoniser — He reconciles members where tlaeee
differences.

(c) The compromiser — He offers compromises by yielditegus and
disciplining himself to maintain harmony within tigeoup.

(d)  The gatekeeper — Keeps all channels of communicag®n and
proposes more channels of communication to mairatdiow.

(e) Standard seller — He expresses standards that &pfile quality
of processes of the group.

() Group observer — keeps the evaluation processeajribup.

(99 Summariser — He defines the position and goalkefjtoup.

(h) Reality tester — he evaluates the quality of tfoaigrprocess.

SELF-ASSESSMENT EXERCISE

i Identify reasons why people join social groups.

3.7 Summary

This unit has been able to explain in practical trebretical terms the
meaning of group process, the various categoriesooial groupings,
functions of social groups and social loafing.
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3.9 Possble Answer to Self-Assessment Exercise

Your answer should include the following:

Security, status, self-esteem, affiliation, and pow
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UNIT 4 LANGUAGE ASA TOOL OF
INTERPERSONAL RELATIONSHIP

Unit Structure

4.1 Introduction

4.2 Learning Outcomes

4.3 Language as a Tool of Interpersonal Commuioicat
4.3.1 Language and Communication
4.3.2 Communication Process

4.4 Communication Barriers

4.5 Summary

4.6 References/Further Reading

4.7 Possible Answer to Self-Assessment Exercise

4.1 Introduction

Central to all topics relating to thinking is theot of language. Many
concepts like knowledge, problem-solving, human elligience,
information processing, etc., heavily depend omglege. Language
refers to the method of human communication, eigipeken or written,
consisting of the use of words in a structured aodventional way.
Language is the ability to acquire and use compdgstems of
communication, particularly the human ability to slm and a language
is any specific example of such a system. It glesithe basis for our
symbolic representations of the world. It provides/ehicle for the
mind’s communication with others. It is the systefrsound, symbols,
meaning and rules for their combination that cdutgi the mode of
communication. Language as a means of communicasica social
activity which allows us to express our feelinggughts and plans to
others. Language helps us express observatiomsglits, feelings and
needs — all of which are vital elements of intespaal relationship.

4.2 Learning Outcomes

At the end of this unit you should be able to:

. explain language as a tool of interpersonal relatigp
o explain the process of communication
. state the barriers to communication.
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4.3 Languageasa Tool of Interpersonal Communication

As human beings, we need to express and undertanekpression of
others. Civilizations have risen and fallen baspdn how good they
were at maintaining sound relations with the res$ttle world.
Communication is, indeed, the very lubricant thakes the machinery
of human relations function smoothly, and that with instrumentality
of language. Sometimes, difficult situations fe land relationships can
be resolved by just sitting down and talking it.out

Language is relational. We use verbal communicationinitiate,
maintain, and terminate our interpersonal relatigms The first few
exchanges with a potential romantic partner omttidelp us size the
person up and figure out if we want to pursue ati@hship or not. We
then use verbal or written communication to renotiters how we feel
about them and to check in with them — thus, emgag relationship
maintenance through language use. When negatdhads arrive and
persist, or for many other reasons, we often usdaVeor written
communication to end a relationship.

Interpersonally, verbal communication is key to ngmg people
together and maintaining relationships. Whethetentionally or
unintentionally, our use of words affect our redaships. Also, aside
the specific words we choose to use (like I, we, yo&, my, our, etc),
the frequency of communication also impacts retefiops. When
frequent communication combines with supportive sagses, which are
messages communicated in an open, honest and ndnotiational
way, people are sure to come together. So, laguwan bring us
together.

On the socio-cultural level, speaking the sameuagg can also bring
people together. Of course, we know that languegps to shape our
social reality, so a common language leads to ssimiar perspectives.

Verbal communication can also lead to feelings egasation. At the

interpersonal level, still, unsupportive message® cenake others
respond defensively, which can lead to feelingsegfaration and actual
separation or dissolution of a relationship.

Language is powerful in that it expresses our itiestthrough labels
used by and on us, affects our credibility basedaw supportive our
ideas, and can also serve as a means of contrbk rdsolution of
tensions in the family or other relationships regsicommunication and
problem-solving, which implicates techniques of ot&gfing bargaining,
decision-making, and so forth. Language not omlgacts relationship,
it defines it.
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Written and verbal communication helps us meetousrineeds through
our ability to express ourselves. We ask questibasprovide us with
specific information. We also describe things,gle@nd ideas.

Mckay, et al (1995) identify four types of verbajpeessions as follows:
observation, thought, feeling and need.

Observation - describes report of sensory expeggne.g “Pauline
asked me to bring the file to you.”

Thought — describes conclusions about or judgmérexperiences or
memories. E.g “Students today have much less respeauthority”.
Feelings — describes communicating emotions. ‘I &@eace when we
are together”.

Need — describes stating wants or requesting hekupport. E.g “I'm
saving money for summer vacation. Is it ok if w@ssur regular night
out this week?”

So, language, through communication, plays a nrajerin all facets of
an individual's life. Everyday interactions witlarhily, friends and
colleagues ensue often through the medium of laggua

4.3.1 Languageand Communication

Verbal communication ensues through the use of uage.
Communication can be verbal or non-verbal. Norbaker
communication includes a variety of signal intooatibody language,
gesture, physical distance, non-verbal vocalisatfacial expression,
and touch.

The process of communication begins with an imputsgpass on a
made up message or information in the process ofddng. Units of
information are selected and organised for trarsions Input is the
doing of experiences that build up in the humaninbm computer.
Output is the encoded message transmitted by fberiation source.

Studies have shown that managers spend approxym@del 70% of

their time communicating, and approximately 55-68%pent listening.

Levels of listening include attentive listening forportant information,

empathic listening to appreciate others’ attitudeslings and emotions
and casual listening to music and informal disars$or pleasure.
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4.3.2 Communication Process

Communication is the process of conveying infororathetween two or
more people. The communication process is thessteptake in order
to achieve a successful communication. It consists several
components: sending, encoding, message, chanmeivee decoding
and feedback.

A sender is the party that sends a message. Tlesage is the
information. Encoding entails transforming one’koughts of
information to be conveyed into a form that cansbat, such as words,
drawings, figures, etc. Channel of communicatientiie manner in
which the message is sent; this includes speakmjng, video
transmission, audio transmission, electronic trassion through e-
mails, text messages, faxes, social media, and ewvamverbal
communication such as body language. The recasvéne target of
one’s message or communication. Decoding meansatheprocessing
the message into understanding. If one cannotdiégcihe message
fails. Feedback is a message sent by the redeacdto the sender.
The process of communication is a cyclic one aletjins with the
sender and ends with the sender in the form oftfeekl It takes place
upward, downward and laterally throughout the orggtion. The
process of communication as such must be a contsiaad dynamic
interaction, both affecting and being affected nyvariables.

44 Communication Barriers

There are many reasons why interpersonal commuwricatay fail. In

many communications, the message may not be recaxactly the
way the sender intended, and so it is importarit e communicator
seeks feedback to check that the message is clesrdierstood.
Effective communication involves overcoming basi@and conveying a
clear and concise message.

Some common barriers to effective communicatiofuthe;

- The use of jargon — over complicated or unfamiiams.

- Emotional barriers and taboos, e.g fear,

- Lack of attention, interest, distractions or irkgace of the
receiver

- Differences in perception and viewpoint.

- Physical disabilities such as hearing problems gpeesh
difficulties.

- Language differences and difficulty in understagdimfamiliar
accents.
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- Expectations and prejudices which may lead to fasamptions
or stereotyping. People often hear what they exjoekbear rather
than what is actually said, and jump to incorrestausions.

- Cultural differences. The norms of social intei@ts vary
greatly in different cultures, as do the way in efthemotions are
expressed.

A skilled communication must be aware of the basrieo effective
communication and try to reduce the impact by ecurily checking
understanding and by offering appropriate feedback.

The barriers to communication can be categoriselisvs: language
barriers, psychological barriers, physiological rleas, and physical
barriers.

Language Barriers: Language and linguistic abitityy act as barriers to
communication. Also, a message that includes aflspecialist jargon
and abbreviations (e.g. in the medical field) wilit be understood by a
receiver who is not familiar with the terminologyad.

Psychological Barriers: The psychological statetlod receiver will

influence how the message is received. For examyuberies, stress,
anger, etc., will affect the way a message is vecki More generally,
people with low self-esteem may be less assertidettaerefore may not
feel comfortable communicating.

Physiological Barriers: This may result from theawer’'s physical
state. For example, a receiver with reduced hgariay not grasp the
entirety of a spoken conversation.

Physical Barriers: e.g. geographical distance

Attitudinal Barriers: i.e. Behaviours or percepsotnat prevent people
from communicating effectively. This may resulorn personality
conflicts, poor management, resistance to changack of motivation.
So, in effect, individual's bias, status differeacefear and other
emotional overtones like trust, verbal difficultiesformation-overload
and lack of practice in the communication skillsycactually hinder
effective communication.

SELF-ASSESSMENT EXERCISE

With examples, show how you would categorise theridra to
communication.
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46 Summary

This unit has been able to explain conceptual nmgaof language and
discussed language as a tool of interpersonaior#dtip. It discussed
the process of communication and the barriers tdeceie
communication.
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4.8 Possible Answer to Self-Assessment Exercise

Your answer should include the following:

I Language barriers — linguistic ability, and als@ wd specialist
jargons

il. Psychological barriers — e.g. worries, stress, iarege. will affect
the way a message is received, even the way igledco

iii. Physiological barriers — e.g. a receiver with remtudearing
ability may not grasp the entirety of a spoken @sation.

iv. Physical barriers — e.g. geographical distance.

V. Attitudinal barriers — i.e. behaviours or percepsidhat prevent
people from communicating effectively.
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