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Why are we talking about 
interpersonal skills?



The Approach

• Know your audience
• Find the light bulb
• “Happy to be here, happy to see 

you”

Presenter
Presentation Notes
Ask audience to mingle – happy to be here or happy to see you (mind trick), introduce yourself, find a mutual topic (weather, clothing, environment, experience) and move on to next person.





Sender/Receiver Communicative 
Model

1. Sends message 2. Hears & responds

3. Clarifies 4. Confirms

Presenter
Presentation Notes
This model shows how effective communication may be achieved.  In this model there is a sender and a receiver (which may change at any given time within the conversation). First step is the sender sending the message.  Even here, many problems can occur.  The message may not be clearly communicated by the sender (due to many things - including lack of communication skills).  The second step is that the receiver hears and responds to the message.  Again, there could be problems here - the receiver may not be able to clearly hear the message (due to distractions in his environment, for example).  This model provides for a format that could be followed in any number of different ways.  Although it might not be practical to go through each of these steps formally in every communication you have with others, ensuring that these steps are used in some manner can help us to become better communicators.  Story about Tom Hanley during my hiring process “it takes two people to have a miscommunication”



Listening
Why is listening so hard?

• We speak at a rate of 
225 words/minute.

• We can hear at a rate 
of 500 words/minute.

Presenter
Presentation Notes
Story about boss who made his employees repeat everything he said.  This gives us a lot of extra time -- so what do we do with that time? We daydream or think about other things or listen to other things happening around us - which makes us poor listeners.



Listening: A Self-Check
• I interrupt often or try to finish others’ sentences.
• I jump to conclusions.
• I often answer with advice, even when not requested.
• I make up my mind before I have all of the information.
• I am a compulsive note taker.
• I am impatient.
• I lose my temper when hearing things I don’t agree with.
• I try to change the subject to something that relates to my own 

experiences.
• I think more about my reply while the other person is speaking 

than what he/she is saying.

Presenter
Presentation Notes
Ask participants to mentally check off these “bad habits” they do when listening. 



Listening Tips
• Paraphrase the message to the speaker in order to confirm 

your understanding
• Repeat the message to help you remember what was said
• Probe for missing information
• Clarify any points that you might not completely understand
• Remember the important points of the message for future 

application
• Empathize and acknowledge emotional topics



Conversational attention span
The average attention span of a high school 
student is +/- 10 seconds

Any guesses as to the attention span of an 
adult?

Presenter
Presentation Notes
17 seconds.  Exercise: read the following paragraph outloud. Ask participants to raise their hands when they start losing interest (and keep them up).  Building a simple crystal radio: A crystal radio is the distilled essence of a radio. It has very few parts, it needs no batteries or other power source, and it can be built in a short time out of things you can find around the house. The reason a crystal radio does not need any batteries is the amazing capabilities of the human ear. The ear is extremely sensitive to very faint sounds. The crystal radio uses only the energy of the radio waves sent by radio transmitters. These radio transmitters send out enormous amounts of energy (tens of thousands of watts). However, because they are usually far away, and we have at most a few hundred feet of wire for an antenna, the amount of energy we receive with the crystal radio is measured in billionths of a watt. The human ear can detect sounds that are less than a millionth of even that.Did anyone remain focused the whole time? Why? (Because it’s something they are interested in). What happened to those who lost attention?  If you want to keep the attention of others, you need to communicate about subjects that they are interested in hearing and discussing.



Body Language

We receive messages on 
three levels:

• Nonverbal behaviors 
• Voice inflections 
• Vocabulary 

Presenter
Presentation Notes
We communicate using these three levels. Vocabulary: the actual words we say; Voice inflections: the way we say something - tone, speed, emotions, pace, volume.  If I say, “Wow, that’s awesome!” (excitedly), or if I say “Wow, that’s awesome” (sarcastically) - the vocabulary is  the same, but the message changed because of my voice inflection.  Lastly, nonverbal behaviors - body language, facial expressions, gestures. Which of these do you think is most important?



Body Language
Studies show…

• 7% of what we communicate is based on 
vocabulary

• 38% of what we communicate is based on 
voice inflections

• 55% of what we communicate is based on 
nonverbal behaviors 

Presenter
Presentation Notes
Are you surprised by these statistics? You don’t have to be an expert to read other peoples’ body language - crossed arms, defensive posture, even facial expressions. Have you ever know what someone was planning to say only because of their body language?    Now - what happens on the telephone?  Bc there are no nonverbal behaviors, voice inflection rises to 88% of the message.  In order to become more effective communicators, we need to pay attention to these three levels of communication.  By becoming more conscious of the way you say things, you can help ensure you’re being understood by others. We need to be careful not to send “mixed messages” to others (when the words are being spoken but they aren’t consistent with the inflection or body language). Ex: cross my arms, look disgusted, pull out phone, say “i’m really excited to be here” -- what is the real message I just conveyed to you?



Eye contact

• Break up into pairs. Stand up and face your 
partner as though you’re having a normal 
conversation. Identify one person as Person A 
and one person as Person B.

Presenter
Presentation Notes
Instructions: Person A is to describe to Person B what their job title is, where they work, and why they love their job. Person B is to NOT make eye contact at all with Person A. They can talk back and forth like a normal conversation, and Person A can try to make eye contact -but Person B is not allowed. Now switch. Person B is to explain to Person A someone in your life who has inspired you and why. Person A cannot make eye contact. After activity: how did that make you feel? You were sharing personal things and the recipient made no eye contact - did that hurt your feelings?  Make you feel like what you were saying wasn’t valuable? -cultural perspectives (Jay with tribal elders)



Reading test
You have 3 seconds to read (and remember!) 
the following sentence….



Presenter
Presentation Notes
As children we are Focus on main details, ignore information that is not important. Be careful what you filter out. 



What was the sentence?

Why do you think this happened?

Presenter
Presentation Notes
We often ignore unnecessary information that we don’t really need.  This is part of the way we learn to communicate -- we don’t pay attention to what we believe is not important or necessary information. Do you think that sometimes we ignore information that is actually important? Being aware of how we ignore or filter out certain bits of information can help us to avoid doing this during critical communications in the future.Ex) Guadalupe’s employer housing - fleasAny other examples from audience?



Ten Ways to Have a Better 
Conversation



Presenter
Presentation Notes
Introduce video- check # words per minute

http://youtube.com/v/R1vskiVDwl4


Thoughts?

Presenter
Presentation Notes
Introduce yourself to a new person and discuss your thoughts on the video clip. Come back and share.



Cultural Pieces

• Research
• Language
• Observe
• Ask

Presenter
Presentation Notes
Research- Native populations with educationLanguage- we advocate for interpreters and translations. Observe- BurmeseAsk- ask about meeting at the school or the house/ shut the door /Other - cultures/experiences- Donna Beegle, her experience talking to teachers - my story with YousefAny other advice from your experiences?



If not me, then who?



I Notice, I Worry, I Wonder

Presenter
Presentation Notes
Teresa and Amelia role play an example, then give out flashcards for audience to try… come back and share. - ask each speaker to introduce self to group and use “happy to be here”Example- just used this with my colleague before the forum - “Teresa, I notice we don’t have much for the ppt for the forum.. I worry we won’t be prepared… I wonder if we can set up a time to work on this together?”



Scenario 1
You find a father who needs a COE for his 
children. He is alone in the cabin and has 
many empty beer cans around him. He is 
slurring his words. Your colleague knows him 
well and seems comfortable with the 
situation. You do not feel comfortable. What 
do you say to your colleague?

Presenter
Presentation Notes
What was said?



Scenario 2
You meet with a teacher about one of your 
motivated migrant students. She tells you she 
doesn’t think he cares about graduation. You 
see he has many absences so far since he 
enrolled at this school. What could you say to 
the teacher?



Scenario 3
Upon picking up school survey forms from a 
district with many Spanish speakers, you 
realize the school has only been distributing 
the forms in English. What could you say?



Scenario 4
Your coworker is having a really tough time 
building relationships with community 
partners. Community partners specifically ask 
for YOU instead of him. What might you say to 
this organization?



Disagree Agreeably

•Cushion
•Evidence
•Opinion

*No buts allowed

Presenter
Presentation Notes
Teresa and Amelia role play an example, then give out flashcards for audience to try… come back and share. Any other scenarios this would be helpful in?Example cushions:I hear youI understandI see why you would say thatThat’s an ideaI think we should eat at the hotel for lunch today…I hear you. The front desk mentioned there’s a 5 star restaurant down the street - I think we should  try it!



Scenario 1
You meet a farmer and explain MEP and the 
benefits to him - including free English classes 
for his workers who qualify. The farmer tells 
you he doesn’t want his workers to learn 
English.



Scenario 2
You meet a mother whose 6-year-old child is 
not enrolled in school and does not speak any 
English. The mother tells you they’re moving 
again soon to another state (time frame 
unclear) and she doesn’t want to put her 
daughter in school until it’s more long term.



Scenario 3
You show up at a business that employs 
temporary workers, and you speak with the 
secretary. You explain your program and show 
a brochure, but she immediately launches into 
a political rant about how you only help 
“illegals” and “they’re just ruining America.”  



Scenario 4
You show up at a school and no one knows anything 
about the migrant program. You try to explain it to 
them, but they are now convinced every immigrant 
student qualifies for your program. They won’t stop 
talking about the new doctor and his family that 
recently arrived from Japan, and how they know you 
will be able to help them.



When a door is slammed in your face
• What to do when families or employers refuse 

services?
• Don’t take it personally
• Breathe
• Respond calmly, (apologize), and exit non-

dramatically
• Make note of the refusal for other recruiters/ 

service providers
• Respect their wishes
• Contemplate checking back in after some time
• What have been your experiences with 

refusals?



Want to volunteer?

Presenter
Presentation Notes
Can we have one person come up and show us how the chicken dance is done? Now… can we have another volunteer do it. You will get candy?Why was there a different response?1- saw what it looked like2- knew someone who did it3- incentive of candy



In summary
• CEO
• I notice…
• If not me…
• Utilizing eye contact/body language/listening skills 
• Engaging others to increase attention span
• Providing incentives for participation when possible



Questions?



Resources
• Dale Carnegie Training
• How to Win Friends and Influence People, 

Dale Carnegie
• Celeste Headlee, Ted Talk, “10 Ways to Have 

a Better Conversation”
• Donna Beegle, Communication Across 

Barriers



Contact Me
• Teresa Cox

– Teresa.cox@Missouri-mep.org
– 859-475-2514
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