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Models of Communication

Introduction

Models of communication are accurate products of systematic analysis of different aspects of communication. A communication model provides a wholesome understanding of a system or structure through which people can understand similar systems or structures.
Find the following relevant points about the importance of models of communication −
· Communication models help to define and understand the components of the communication mechanism being analyzed and its relationships.
· Models are new ideas and thoughts on various aspects of communication that help us prepare for an successful communication system. They act as a stimulant to communications researchers and students.
· Models are pictorial representations of the process of communication.
· They are used in communications research and investigation.
· Because communicating is a rigid process to understand, models of communication can be an important source for understanding this rigidity.
· Models predict the future for more effective communication. They often forecast a specific communication process being successful or failing.
· Models help to describe a phenomenon by presenting details in a simplified fashion that would otherwise be abstract or vague.
· We can use the communication models to analyze real problems and to prevent future problems from occurring.


















Shannon and Weaver 
(1948)
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The Shannon-Weaver Method, also known as the Linear Communication System and the Communication Mathematical Theory, describes the communication process. It also helps you realize why the most effortless acts of communication can lead to complete misunderstanding or misinterpretation.
The model contains 8 key components: Source, Encoder, Message, Channel, Noise, Decoder, Receiver and Feedback.
Source: The source of contact is an individual creator or group of individuals who have a message from another person or community that they wish to receive.
Encoder: The encoder, also called the sender or transmitter, places the message in specific signals which will be interpreted later. The encoder must select separate forms of signals to clearly represent the meaning of the message. 


Message: The message is the material which is transmitted from one end of the model to the other. You can, of course, send several specific messages, rather than just a single message that has so many meanings.
Channel: The channel is the route the message is going on. When determining how to properly express the message, the encoder must also find the best direction the message can move along. This channel can be any medium like magazine, radio, video, web, etc.
Noise: Inevitably the channel is already packed with noise; something that interfers with the message being transmitted. This may be the radio playing too loudly in the background, or the inability of the encoder to state correctly.
Decoder: The decoder does exactly the opposite of what the encoder does. The decoder interprets the original message in a manner which the receiver understands. In addition, the decoder will act as a filter in the sense that as much noise as possible is being removed from the message.
Receiver: The receiver is the person or audience to whom the sender intended to transmit the message to.
Feedback: Feedback is a response from the receivers to the post. The purpose of the feedback is to let the encoder know precisely how the message was interpreted correctly, and to simply indicate whether the message was received or not. 






Example: You, the source, wish to convey the message that you have completed the report early to your boss. The message is then encoded as a voice message into the phone, with the phone, or the phones cable being the channel on which the message is traveling. The noise present is simply your daughter screaming in the background as you were working from home this evening. The decoder will present the message as a voice message for the receiver, your boss, to listen to. Your boss will than reciprocate the process and present you with feedback, whether that is simply telling you that you did a good job or hinting at a promotion in the future.


Schramm
(1954)
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Wilbur L. Schramm had been a forefather in creating a simple communication model. His model is a derivation of the information transmission model Shannon-Weaver. The Shannon-Weaver model has suggested six communication elements:
source 
encoder 
message 
channel 
decoder 
receiver
The 1954 model of Wilbur Schramm builds upon this theory by underlining the method of encoding and decoding the letter. Schramm envisaged this method as a two-way, circular sender-receiver communication. Where the Shannon-Weaver model is more mathematical and technological, Schramm incorporates the study of human behavior into the communication process . In addition to the six elements above, Schramm has included the following concepts: Feedback-information that comes back from the receiver to the sender and tells him how well he is doing.
Field of Experience-the views, ideals, perceptions and acquired definitions of an person as an entity or as a member of a community.
Schramm 's communication model also allows for the understanding of the message process. The effect of both physical (phone, tv, sirens etc.) and mental (distractions, age, attitudes, etc.) noise affects this cycle.
Dr. Schramm claimed both of these components were essential communications roles within society. He thought that, in a society, people needed knowledge about their environment and communication strategies to make decisions. Most importantly we need "locations to store a society's accumulated information and wisdom and that's why we have libraries (Schramm, 1963, pg. 14). 
It is therefore possible to distort a message by overloading the screen. Channel overload is not caused by any source of noise, but rather by the exceeding channel power. You may find this at a party where you're having a conversation with lots of others around you or, perhaps, in a communication lesson where everyone has split into small groups to discuss or simulate.
Example: 
Ms. Haslow's Period C History - we'll be doing an in-depth project on the Revolutionary War, with special emphasis on local and regional participation from the last week in September, through October.
*response from Judy the Librarian - Sounds like a neat project. We'll pull all of the documents from the local history room for you the way we did last year. You had us put certain books on reserve as "library use only" last year - do you want us to do that again this year? I saved last year's list.
*response from Ms. Haslow - yes, that'd be great! Please put the same list on reserve.



Berlo
(1960)
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Also, the Berlo communication model does not differ too much from the Shannon Weaver model. Built by David Berlo in 1960, this version takes the Shannon Weaver model one step further and takes into account the various factors that can affect every aspect of the model.
Source: The source creates the message intended for the receiver, or sender.
Receiver: The receiver collects the original message.
The factors that affect them are the same as the source and the receiver are interchangeable. Let's look at every single one.
Communication skills: Sender and recipient communication skills influence how well the message is conveyed. If the sender has weak communication skills, then the recipient will not receive the correct message. And if the receiver is not a good communicator, they may misread the message.
Attitude: The sender 's attitude towards the receiver can change the way the message is delivered and accepted, and vice versa. This is particularly evident in verbal communication, when speakers display their tone.
Knowledge: Knowledge affects the content of the message given by the sender and the interpretation of the receiver. If the sender or recipient, or both, are unaware of the topic at hand, the message will lose value.


Social structures and culture: The sender and recipient context and circumstance will influence the message as well. Language, values, beliefs , and experiences in life that help or impede the delivery and acceptance of a message.
Message: Sending content.
There are countless ways to formulate a message. Let's break down a message 's usual pieces, and how they can affect delivery and acceptance.
Content: Message subject, like the words in an email or the graphics in a presentation.
Elements: Content can be combined with transmission elements, such as nonverbal communication signals (body language , facial expressions, etc.)
Treatment: The manner in which the message is conveyed to the receiver may influence the comprehension of the receiver.
Structure: The structure determines the effectiveness of the message, or how it is organised.
Code: The code is the form that the message will take. That includes speech, text, videos and so on.
Channel: The channel is the way the message is sent.

It's especially important to remember how the message is interpreted when breaking down the link. A message's point for it to be heard, and ideally well. If the sender selects the wrong medium of communication, it will fail to receive the message.

Example: 
Sender: Owner of the restaurant

Message: Please send me an e-mail with the things I need to buy for the restaurant.
Chanel: Hearing with noise on the background
Receiver: Me(Manager): Ok, I will send you an e-mail.











Communication Skills
Verbal Communication

Verbal communication refers to creating the spoken language in order to convey a specific message to a listener. Verbal and nonverbal communication skills are seen as a central deficiency in autism diagnosis. In addition, the availability of fluent spoken language during pre-school years (in the form of frequent and non-imitative use of multiword utterances) is a strong indicator of positive long-term outcomes for children with autism. The learning of fluent spoken language is often referred to as practical discourse in the research literature. 
In Verbal communication, a person exchanges information or messages using words or speech. It takes place in the form of both oral and written format, between two or more people.
Examples of verbal contact include meetings, letters, papers, emails, notes, memos, group conferences, interviews, therapy, face-to - face talks, phone calls, radio, etc. Verbal communication plays an integral role in keeping the relationships successful and positive.
Formal and informal verbal communication may also be performed where formal verbal communication is performed in a structured format using established rules & guidelines, while informal communication does not follow the structured format of rules & guidelines precisely.








Non-Verbal
Communication

Non-verbal communication is the widely used method of communication in which a person does not use a single word or language to pass on his / her message or information to others. If a person does not use the words to converse with others, but instead uses visual signs such as facial expressions, movements, eye contact, stance, body language , tone of voice to communicate their feelings or convey the meaning, then it is considered non-verbal.
If a person attending some meeting arrives for an interview, gets into the group conversation or any interaction, then how people holding themselves by physical means shows their non-verbal responses.
Or for example , poor posture in the interview reflects unprofessional and casual behaviour, avoiding eye contact or downward glance indicates that a individual is not adequately comfortable, that a person standing or sitting with arms crossed implies that he might be aggressive, etc.
It is difficult to develop non-verbal communication skills, they are unique to individuals as they represent a person's personal attitude towards life and other people.
This particular ability will make or break the person's relationships on both a personal and a professional front.
Non-verbal communication does also work very well with verbal communication. It is sometimes difficult to assess whether the receiver has understood the meaning, or whether the correct message is passed on to the receiver.




Listening

Listening is one of the most significant skills you can possess. How well you listen has a big impact on the efficiency of your job and on the quality of your relationships with others.

For instance:

We listen to obtain information.
We listen to understand.
We listen for enjoyment.
We listen to learn.

Listening is clearly a ability that we would all gain from developing. You can boost your productivity by being a better listener, as well as your ability to control, convince and negotiate. What's more, you'll stop confrontation and incomprehension. These are all important for success in the workplace.
Practicing "active listening" is the way to improve your listening skills. This is where you make a conscious effort to hear not only the words that another person is saying, but, more importantly, the full message being communicated. To do this you have to pay very careful attention to the other person.
There are five key techniques you can use to develop your active listening skills:
1. Pay attention.
2. Show that you're listening.
3. Provide feedback.
4. Defer judgment.
5. Respond appropriately.
Example: 
While I was at work, there was an unhappy customer in our restaurant. I saw he is reticent so I asked the waiter what happened and she explained to me that the client is not happy because it takes too long for the order to come. Seeing she is not able to calm the client I went at the clients table to find out what really happened so I asked him nicely to explain the situation. He said that the order takes too long and he is not able to eat in time because he has to get back to work. I apologized and then explained him that because of the increased number of orders the time of delivery is longer, then I apologized again for the inconvenience and said to him we will have his order in a minute and we will apply a discount and promised him this will never happen again. Because we have a fidelity card, I asked him if he wants to make one and we will give him points at every order placed in the restaurant and after accumulating 100 points he will have a free menu at the next order. The client calmed down and he was so happy about the idea he almost forgot the inconvenience. 

Conclusion

Communication, in my opinion, is not just words, it is a mixture of tone and body language. You can use your voice tone and body language effectively to get your message across. It is often recommended that eye to eye contact should be established wherever possible, rather than other forms of indirect communication. Not only will you send the wrong message for this time, just one word will also make you lose money or harm business people. So sometimes contact is really important in business ways, not only when you talk to men, it can also destroy your morality. You should be careful to accept a "yes" answer because when people ask you understand if you've really misunderstood that he or she is saying what but you're saying yes to him or her, then you don't know what he or she is saying right now but you're already accepting people. Communication is also very necessary irrespective of what living beings do have communication, even if a pig or dog has communication as well. We are using their own contact that you just don't know.
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