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TOPIC:    The Communication Process and Interpersonal 

Communication 
 
TIME:  One hour, thirty minutes 
 
OVERALL GOAL: Gain an appreciation for the complexity of communication and understand 

that effective trainers are effective communicators. 
 
OBJECTIVES: By the end of this session, participants will have: 
 

1. Reviewed basic elements of communication, 
2. Described the different types of communication  
3. Described how Interpersonal Communication and Counseling (IPCC) fits into the 

Health Communication Model (Steps to Behavior Change), 
4. Identified steps to behavior change 
 

SUMMARY:  This session will help participants see the connection between effective 
communication and effective training.  It is a combination of presenting new ideas which lay the 
foundation of communication and exercises which illustrate the concepts.   
 
 

Session at a Glance 
 

TOPIC 
 

TIMING 
 

METHODS 
 

MATERIALS 
 
1. Introduction 

 
10 min. 

 
Exercise 

 
 

 
2. Basic Elements of 

Communication 

 
30 min. 

 
Discussion 
Exercise 

 
Transparencies 

 
3. Steps to Behavior Change 

Model 

 
40 min 

 
Discussion  
Exercises 

 
Transparencies 

 
4.  Conclusion 

 
10 min 

 
Group discussion 
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Communication as a Process 
 
Communication:  A process of transmitting and receiving information on a particular topic  
between 2 or more people that share the same code (verbal and non verbal)  It is important to 
understand that communication is a process.   
 
This implies that communication occurs over time.  What happened in the past has a bearing on 
what is happening now.  What is happening now will influence what will happen in the future.  
 
Communication is not a product.  Nor is communication simply producing a brochure, a poster 
or a social drama.   
 
Effective communication interventions are the result of following closely a road map, it consists 
of a wide range of behaviors that include listening, reading, writing, talking, and thinking. These 
behaviors occur over time and often overlap one another. While we seek mutual understanding 
when we communicate, research tells us that communication is not finite; it never really ends. 
Research also says that perfect communication is difficult to achieve.  
 
A useful way to appreciate communication is to see it as a process that seeks to reduce 
uncertainty. While more communication may mean less uncertainty, it is difficult to imagine a 
situation where communication is so perfect that there is no uncertainty at all.   
 
DIFFERENT TYPES OF COMMUNICATION  
   
Current literature recognizes four forms of communication: 
 
1) Intrapersonal - communication with oneself. It includes the justification we make for our 

actions.  
2) Interpersonal - person-to-person communication, verbal and non-verbal exchange that 

involves sharing information, feelings between individuals or in a small group.  It is face to 
face and all parties involved are senders and receivers.   

3) Mass communication – transmitting messages to large audiences through the mass media 
4) Organizational communication - communication within a group or an organization, and 

among organizations. Members are aware of each other’s existence, they have common 
interest and work together for the same goal.  

  
We use communication models to help us better understand all forms of communication 
processes.  Communication models allow us to freeze time and analyze elements of the 
communication process.  In addition, communication models help us develop insights into why 
some communication activities succeed and others do not. 
 

#1 BASIC ELEMENTS OF COMMUNICATION 



 
 3 of Session 1 

Models are representations of reality.  They only approximate what happens.  Although a picture 
(or a model) may be worth a thousand words, a picture can also mean a thousand lies.  We need 
to understand the limitations of models and use them according to their strengths and 
weaknesses. 

 
 

Conceptual Tools for Planning Effective Health Communication Programs 
 
We can infer several communication principles from these communication models. 
 
$  The key to effective communication is effective listening.  This is especially important 

when dealing with in a service provider-client interaction.  Not correctly understanding 
each other will greatly diminish the possibility of effective behavior change. 

 
$  Frame your message carefully. People select what they 

 See 
 Interpret 
 Remember  
 Forget. 

 
$  Actions talk best. When there is a contradiction between verbal and non-verbal, go with 

the non-verbal.  Actions reflect our true feelings, needs and desires best. 
 
$  Communication is social behavior. It occurs in a social context, not in a vacuum. 

Therefore, effective communicators will always look for the greater social influences on 
a person’s individual behavior. 

  
$  Words do not have meanings; meanings are in 

 People 
 Contexts 
 Relationships. 

 
$  People often receive messages from multiple sources.   Frequently, these messages 

contradict each other. We must understand and help clarify these messages for our 
clients. 

 
$  Time and power relationships are critical dimensions of communication.   
 
$  Communication is the reduction of uncertainty. 
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Exercise:  Individually 
1. Think of a recent behavior change they did personally (stopped smoking, changed diet, began 
     exercising, started wearing flat shoes, etc.).   
2. Write down what made them change their behavior.  
3. How long did it take them to successfully change that behavior?   
 

 
 
As service providers, their goal is to help their 
clients make decisions and change their 

behavior. However, we cannot force anyone to change.  Therefore, to change others we may 
have to change ourselves first.  It is helpful to understand the steps people go through when they 
do change their behavior.  Keep in mind that simply knowing something does not lead to 
behavior change (how many doctors smoke, knowing full well the negative consequences it has 
on one=s health!).  There are many more factors and influences that impact behavior change.  
 
 
What factors cause people to change behavior? 

• Physical Stimuli - based on a person’s current physical state as well as fear of future 
pain discomfort, or memory of past pain. 

• Rational Stimuli- based on knowledge and reasoning ( if people have the facts they 
may choose to do the right thing) 

• Emotional Stimuli – based on intensity of feelings of fear, love or hope. 
• Skills – based on the person’s capacity to adopt and continue a new behavior.    
• Family and Personal Networks – based on the influence from family and peers. 
• Social Structures – based on the impact of social, economic, legal, and technological 

factors on the daily life of a person.   
 

 
 
We cannot talk about communication for health without talking 
about behavior change. Behavior change is a slow process by 

which individuals progress through several stages.  
 However, these are not stages of a linear process which individuals must go through when 
changing their behavior.  Some individuals may experience all five stages but not necessarily in 
the same order. At times people change their behavior because of social pressure or the desire to 
conform to social norms, not because they have personally been convinced that it is the right 
thing to do.  After a period of practicing the new behavior, they may become persuaded of its 
advantages. This encourages them to approve of the new behavior and continue practicing it.  
 
 
STEPS TO BEHAVIOR CHANGE 

#2  STEPS TO BEHAVIOR CHANGE MODEL 

Factors that Influence Behavior Change  

Steps to Behavior Change 



 
 5 of Session 1 

Knowledge:   One first learns about a new behavior. 
• Recalls family planning messages 
• Understands what family planning means 
• Can name family planning methods and source of supply 

 
Approval: One then approves of the new behavior 

• Responds favorably to family planning messages 
• Discussed family planning with personal network (family and  friends) 
• Thinks family, friends and community approve of family planning use 
• Approves of family planning  

 
Intention:   One then believes this behavior is beneficial to them and intends to adopt it. 

• Recognizes that family planning can meet a personal need 
• Intends to consult a provider 
• Intends to practice family planning at some time 

 
Practice:   One then practices the new behavior. 

• Goes to a provider for information/supplies/services 
• Chooses a method and begins family planning use 
• Continues family planning use 

 
Advocacy:   One can then promote the new behavior through their social networks as a 
   satisfied user. 

• Experiences and acknowledges personal benefits of family planning 
 
 
 
 
 
How we frame our messages depends on the stage our intended audience is in the Steps to 
Behavior Change (SBC).  
 
 

 
 

 
Advocacy 

 
Unfulfilled  

 
Practice 

 
Communication 

 
Intention 

 
Needs 

 
Approval 

 
 

 
Knowledge 
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Effective communicators will identify where their audience is on the SBC and help them move 
on to the next step(s).   
 
Illustrate the steps to behavior change with the following exercise. 

 
 
In pairs, participants stand up and face each other.  Once they 
have their pairs ask them to observe each other for 30 

seconds...no talking, just observe.  
After the 30 seconds, ask them to turn their backs on their partners. 
Now ask them to change 5 things about their appearance (you may also want to change your 
appearance to encourage them).  They can do anything--take off items, add items, change the 
placement of items--but just change 5 things about their appearance. 
 
When they are ready, ask everyone to turn to their partner and identify the 5 changes.  Can they 
do it?  Have fun with this! 
 
Then ask them to once again turn their backs on their partners and make 5 more changes!  When 
they are ready, have them turn to their partner and again identify the new 5 changes. 
 
Processing:  Ask participants to describe the experience. What did it feel like to first of all 
observe each other for 30 seconds?  Then was it hard to change 5 things about their appearance? 
 How did they feel doing it?  How did they feel about doing it again!  Was it easy? 
Uncomfortable? Fun?  How many only removed items?  We often think of Achange@ as taking 
something away.  We can also add things! 
 
Towards the end of the discussion, ask how many have switched themselves back to how they 
were before the exercise?  It is difficult to sustain behavior changes, especially when society and 
culture is against them.   
 

 
We may have to seize the opportunities presented to us in order to reach our goals.  We may just 
need to listen for those opportunities.  We must recognize them and use them to help us.  
However communication is a process.  Don’t expect to have the maximum impact the first time 
around!  

Observation Exercise 

#3 CONCLUSION   
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HANDOUT  1.1 
 
 
 
 

COMMUNICATION: 
 

 
 
A PROCESS OF TRANSMITTING 
AND RECEIVING INFORMATION 
ON A PARTICULAR TOPIC 
BETWEEN 2 OR MORE PEOPLE 
THAT SHARE THE SAME CODE  
(verbal and non verbal) AIMED AT 
REACHING A MUTUAL 
UNDERSTANDING. 
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HANDOUT 1.2  

 Forms of Communication: 
 
1) Interpersonal - with oneself.  
      Includes the justification for our actions.  
 
2)    Interpersonal - person-to-person, verbal & 

non-verbal exchange that involves sharing 
information, feelings between individuals or 
in a small group.  It is face to face and all 
parties involved are senders and receivers. 

 
3)    Mass communication – transmitting 

messages to large audiences through the 
mass media. 

 
4) Organizational communication – exchange of   

 information within a group or organization,      
 and among organizations.  Members are           
 aware of each others existence, they have        
 common interest and work together for the      
 same goal.  
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OVERHEAD 1.3 

 
What factors cause people to change behavior? 
 

• Physical stimuli - based on a person’s current 
physical state, fear of future pain, discomfort, or 
memory of past pain. 

 
• Rational Stimuli- based on knowledge and 

reasoning  
 

• Emotional Stimuli – based on intensity of 
feelings of fear, love or hope. 

 
• Skills – based on the person’s capacity to adopt 

and continue practicing a new behavior. 
 

• Family and Personal Networks – based on the 
influence from family and peers. 

 
• Social Structures – based on the impact of 

social, economic, legal, and technological 
factors on the daily life of a person. 
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Handout 1.4 

     Steps to Behavior Change 
 
 
  

 
 
Advocacy  

Unfulfilled 
 
Practice  

Communication 
 
Intention  

Needs 
 
Approval 

 
 

 
Knowledge 

 
Knowledge:   One first learns about a new 

behavior. 
• Recalls family planning messages 
• Understands what family planning means 
• Can name family planning methods and 

source of supply 
 
Approval: One then approves of the new 

behavior 
• Responds favorably to family planning 

messages 
• Discussed family planning with personal 

network (family and friends) 
• Thinks family, friends and community 

approve of family planning use 
• Approves of family planning  
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Intention:   One then believes the behavior is 
beneficial to them and intends to 
adopt it. 

• Recognizes that family planning can meet a 
personal need 

• Intends to consult a provider 
• Intends to practice family planning at some 

time 
 
Practice:   One then practices the new behavior. 

• Goes to a provider for 
information/supplies/services 

• Chooses a method and begins family             
    planning use 
• Continues family planning use 

 
Advocacy:   One can then promote the new 

behavior through their social 
networks as a satisfied user. 

• Experiences and acknowledges personal 
benefits of family planning 

 
 
 


