Effective Communication
Today, as I carted my almost-two-year-old through Walmart, I watched the reactions of passers-by.  Person after person stopped, smiled, and greeted him with sweetly-toned compliments and unsolicited salutations.  People that at first seemed grave and pensive were suddenly transformed into approachable, care-free neighbors with toothy grins.  What was his secret?  Was it the perfect lashes (…so perfect, in fact, that they look glued on)?   Perhaps, it was the warm inviting visage?  At any rate, how could his unrefined verbal skills pull such positive reactions from the strangers with whom he communicated?  Let’s explore….
A toddler understands that a smile is usually reciprocated. He is somewhat non-verbal, so he makes a great listener; and he has yet to develop any prideful idiosyncrasies to try and mask feelings of self-consciousness or inadequacy.   He is genuine in his communication, and his partner responds in kind.  He is much more concerned with how something is said than in its verbal content. …as long as we speak in sweet tones with inviting, loving body language, both listener and speaker seem to leave feeling warm and fuzzy.   
Studies show that the effect of face-to-face communication is only 10% dependent on the words exchanged.  50% relies on the expressions and gestures (body language) and 40% on voice tone.  As adults, we sometimes sacrifice our message to nonverbals that speak loudly of something completely opposite to what we are trying to convey.  Our communicative display becomes a hodge-podge of contradictions that invoke skepticism and resistance in the listener.   Have we missed the point?   We spend hours pondering the words to use but take too little time preparing for the more important presentation of body language and tone.   
How well we are able to exchange, impart, or convey information to others is a great determinant of how effective we are as people.  For some, face to face communication comes easy; for others, it is a seemingly insurmountable obstacle.  The good news is that effective communication can be learned.  
Effective communication consists of three (3) basic skills:

1. Attitude- Your Attitude is the primary connector (or dis-connector) in communication.  Ever notice how watching another person yawn causes you to do the same?  …or how seeing someone cry causes your eyes to water?  Somehow just by feeling, we are able to infect the attitude of someone else; we become contagious.  What are others “catching” from us? The attitude that our communication springs from (disappointment, curiosity, anger, humility, etc.) tends to present itself in our body language.  Supported by our posture and gestures, our attitude creates an atmosphere of openness or resistant contention.   Unknowingly, each time we speak, we send out unspoken signals that reveal the state of our hearts, how we view a situation, how we view others, and how we view ourselves.  
2. Effective Listening- 82% of people prefer to talk to persons that are great listeners…NOT great speakers.  The saying, “People don’t care how much you know until they know how much you care”  is true.  In order for people to receive you, they need to believe you care about what they have to say.  Listening effectively says, “what is being said is important”.  It ministers to the need to be accepted and appreciated.  The need to be heard is innate in each of us.   
When we listen effectively, we gain an understanding of what the other person is thinking and feeling from that person’s own perspective.  Our own viewpoint may differ, but if we listen well, is as though, for that instance,  we are standing in the other’s shoes.
3. Speaking Effectively- People receive from spoken words for three basic reasons:  self interest, how the message is conveyed, and who the speaker is.  To communicate effectively, we must appeal to the needs of the listener, convey our thoughts in a way that is easily received, and present ourselves with a sense of genuineness.   

Our speech invites positive or negative reactions from our listeners.. 

For positive reactions, our speech should include the follow attributes.
· Warm, friendly, honest and open 

· Exciting, creative, and interesting 

· Knowledgeable and/or confident 

· Organized 

· Authentic 

· Inspiring 

Negative reactions are generally incited by the following.
· Formal and stuffy 

· Closed and false 

· Pompous and/or patronizing 

· Monotonous and/or lethargic 

· Vague, complex, or irrelevant 

· Unsure, nervous, or hyper-intense 

The next time you and another stand an arm’s length apart, engrossed in conversation, remember these techniques. Take a moment to observe demeanor, body language and tone. Who is doing the talking? Have you as the listener already tuned out?  Has the beneficial element of the experience been preserved?  Judge it….is your communication effective? 
