ADVANCED INTERPERSONAL COMMUNICATION
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Interpersonal communication 
occurs when two people use verbal messages and nonverbal behaviors to negotiate their intimate and personal relationships.  When we study interpersonal communication, we assess the effect of verbal and nonverbal behaviors on one’s ability to meet his/her relationship goals.
Three types of interpersonal communication goals are self presentation, relational development, and influence.  The self presentation goal has to do with the image that we convey to others.  The objective of this goal is to “increase liking and/or positive impressions.”  The relational development goal involves communicating our feelings about others and the types of relationships we desire.  The objective of this goal is to “initiate, maintain or terminate a relationship.”  The influence goal involves attempts to control events in one’s life.  The objective of this goal is to “gain compliance or secure valuable resources.”
Interpersonal communication theories/models/strategies
 explain or predict how we use verbal/nonverbal messages to achieve our conversational goals within specific relationship contexts.  They help us answer questions such as “How do I tell my parents that I’m gay?” ”How do I persuade my best friend to respect my privacy?” and “How do I terminate my abusive relationship with my boy/girlfriend?”
THEORIES

Uncertainty reduction theory (Berger & Calabrese, 1975)
The driving force in initial encounters is obtaining information about the other person in order to get to know him/her better and make future encounters more predictable.
Expectancy violations theory (Burgoon & Hale, 1988)
Each of us enters a relationship with preconceived expectations for others’ behaviors.  The theory addresses the positive and negative reactions to unexpected nonverbal behaviors during initial interactions and established relationships.
Compliance gaining strategies (Marwell & Schmitt, 1987)

Messages can induce compliance because of expectations, relationships, or consequences of actions by or on behalf of the person who receives the request.  Sixteen strategies are promises, threats, showing expertise about positive outcomes, showing expertise about negative outcomes, liking, pregiving, applying aversive stimulation, calling in a debit, making moral appeals, attributing positive feelings, attributing negative feelings, positive altercasting, negative altercasting, seeking altruism, showing positive esteem and showing negative esteem.

Politeness theory (Brown & Levinson, 1987)
Focuses on the specific ways that people manage face (the image that people portray to others and hope to have validated by them) using communication.
Affinity seeking strategies (Bell & Daly, 1984) 
Strategies for getting people to like you—control, visibility, mutual trust, politeness, concern and caring, other involvement, self involvement and commonalities.
Causal attribution theory (Heider, 1958; Kelly, 1955)
People seek to explain motives for the actions of others by applying common sense to their observations.  The theory explains and predicts whether a person’s actions result from a circumstance, a stimulus, or the person.
Social exchange theory (Thibaut & Kelley, 1959)
People make relationship decisions by assessing and comparing the costs and rewards.  Emphasis should be placed on differentiating immediate costs/rewards from forecasted, cumulative, and expected costs/rewards.
Standpoint theory (Harding & Wood, 1982)
People see the world differently because they are viewing it from a different position.  Thus, people tend to interpret the behavior of others through the lens of their own social position, power, or cultural background.
Predicted outcome value theory (Sunnafrank, 1986)
We need relationships to confirm our self image.  When positive outcomes are probable, people will be motivated to seek information; when negative outcomes are likely, people will decrease communication and stop seeking information.
Triangular theory of love (Sternberg, 1986)
Different love relationships are characterized by varying amounts of intimacy, passion and commitment.
Social penetration theory (Altman &Taylor, 1973)
Self disclosure (depth, breadth and frequency) usually increases gradually as people develop their relationships.
Relational turning points (Baxter & Bullis, 1986)
Twelve major events or occurrences that are associated with change in a relationship—get-to-know-you time, quality time, passionate events, physical separation, reunions, external competition, exclusivity, serious commitment, disengagement and conflict, making up, sacrifice, and positive or negative psychic change.
Reinforcement model (Byrne, 1971)
We are attracted to similar others because they reinforce our view of the world as the correct perspective.
Impression management theory (Rowat, Cunningham & Druen, 1998)

When we are under scrutiny, we will try to manage the impressions that others form of us.  We may use self-enhancement 6techniques to make us seem good or other enhancement techniques to make others feel good.
Halo/Horn effect (Dion, Berscheid & Walster, 1972)
The tendency to over-generalize someone’s positive (or negative) qualities based on an attractive (or unattractive) physical appearance.
Dyadic effect (Jourard, 1959)
When one person reveals information and his/her partner responds by offering information that is at a similar level of intimacy.
Stage model of relational dissolution (Duck, 1982)

As relationships end, they pass through four phases—intrapsychic phase, dyadic phase, social phase and grave-dressing phase.
Stage model of relationship development (Knapp &Vangelisti, 1996)
As relationships develop, verbal communication will become more personal and people will worry less about managing impressions.  Coming together—initiating, experimenting, intensifying, integrating and bonding.  Coming apart—turmoil/stagnation, deintesification, individualization, separation and post interaction effects.
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