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Aims:  

 to identify benefits and forms of human communication; 

  to figure out elements of human communication; 

  to account for principles of human communication; 

 to perceive the competent communicator. 

 

 

 

 

 

 

 

 

 

 
Key words to know: 

language  system of communication which consists of a set of 

sounds and written symbols which are used by the people 

of a particular country or region for talking or writing.  

communication  

 

the result of any action (physical, written, or verbal) that 

conveys meanings between individuals.  

context  the circumstances that form the setting for an event, 

statement, or idea, and in terms of which it can be fully 

understood and assessed.  

verbal  relating to or in the form of words.  

nonverbal  not involving or using words or speech.  

message  

 

a verbal, written, or recorded communication sent to or 

left for a recipient.  

feedback  

 

information about reactions to a product, a person's 

performance of a task, etc., used as a basis for 

improvement.  

feedforward  

 

the modification of a process using its anticipated results 

or effects. 

intercultural communication the verbal and nonverbal interaction between people from 

different cultural backgrounds.  

effect  

 

a change which is a result or consequence of an action or 

other cause.  
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Introduction 

Our knowledge of human communication and our mastery of many of its skills 

will enable us to improve our presentation, relationship, leadership, thinking, and 

interaction skills. 

 

Presentation skills enable us to present ourselves as a confident, likable, 

approachable, and credible person. 

Our effectiveness in just about any endeavor depends 

heavily on your self-presentation through our verbal and 

nonverbal messages.  

Relationship skills are the interpersonal and relationship skills for initiating, 

maintaining, repairing, and sometimes dissolving 

relationships of all kinds. Examples are:  

friendships, love relationships, work with colleagues, and 

interact with family members.  

Leadership skills are increasingly essential if you are to be an effective 

organizational member and will help you rise in the 

organization. Enable us to communicate information 

effectively in small groups or with large audiences and our 

ability to influence others in these same situations are 

among your most important leadership skills.  

Critical and creative 

thinking skills 

Enable us to approach new situations mindfully – with full 

conscious awareness, increase our ability to distinguish 

between a sound and valid argument and one that is filled 

with logical fallacies and your ability to use language to 

reflect reality more accurately.  

Interaction skills help you improve your communication in a wide range of 

forms, from the seemingly simple small talk to the 

employment interview for the job of a lifetime.  

 

1. The Forms of Human Communication are as follows: Intrapersonal 

Communication, Interpersonal Communication, Interviewing, Small Group 

Communication, Organizational Communication, Public Speaking, Computer-Mediated 

Communication, Mass Communication. 
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Intrapersonal 

communication 
 

is communication you have with yourself. Through 

intrapersonal communication you talk with, learn about, 

and judge yourself. 

Interpersonal 

communication 

is communication between two persons or among a small 

group of persons; it‘s communication between friends, 

romantic partners, family, and coworkers  

Interviewing is communication that proceeds by question and answer. 

Through interviewing you learn about others and what they 

know; you counsel or  get counseling from others.  

Small group 

communication 

is communication among members of groups of about five 

to ten people. Small group communication serves either 

relationship needs such as those for companionship, 

affection, or support and task needs such as balancing the 

family budget, electing a new chairperson.  

Organizational 

communication 

is communication that takes place within an organization 

among members of the organization. Conferencing with 

colleagues, working in teams, talking with a supervisor, or 

giving employees directions. 

Public speaking also termed public communication  or presentational 

speaking, is communication between a speaker and an 

audience.  

Audiences range in size from several people  to hundreds, 

thousands, and even millions.  

Computer-mediated 

communication (CMC) 

is a general term that includes all forms of communication 

between people that take place through some computer, 

electronic, or Internet connection, for example, e-mail, 

texting, blogging, instant  messaging, tweeting, or chatting 

on social network.  

Mass communication is communication from one source to many receivers, who 

may be scattered throughout the world. Mass 

communication takes place via at least the following media 

outlets: newspapers, magazines, television, radio, film, and 

video. The coverage of mass communication focuses on 

media literacy and aims to help you to become a wiser, 

more critical user of the media.  

 

2. Elements of Human Communication 

 

Communication occurs when one person (or more) sends and receives messages 

that are distorted by noise, occur within a context, have some effect, and provide some 

opportunity for feedback. The elements present in all communication acts, whether 

intrapersonal, interpersonal, small group, public speaking, or mass communication – or 

whether face-to-face, by telephone, or over the Internet: (1) context, (2) sources-

receivers, (3) messages, (4) channels, (5) noise, and (6) effects. 

 

(1) Communication Context 
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All communication takes place in a context that has at least four dimensions: 

physical, social-psychological, temporal, and cultural.  

 

The physical context is the tangible or concrete environment in which 

communication takes place – the room or hallway or 

park, for example. This physical context exerts some 

influence on the content of your messages (what you say) 

as well as on the form (how you say it). 

The social-psychological 

context 

includes, for example, the status relationships among the 

participants, the roles and the games that people play, 

and the cultural rules of the society in which people are 

communicating. It also includes the friendliness or 

unfriendliness, formality or informality, and seriousness 

or humorousness of the situation. For example, 

communication that would be permitted at a graduation 

party might not be considered appropriate at a funeral. 

The temporal (or time) 

context 

includes (1) the time of day (for example, for some the 

morning is not a time for communication; for others, it‘s 

ideal), (2) the time in history in which the 

communication takes place (for example, messages on 

racial, sexual, or religious attitudes cannot be fully 

understood outside of their time in history), and (3) how 

a message fits into the sequence of communication 

events (for example, the meaning of a compliment would 

be greatly different depending on whether you said it 

immediately after your friend paid you a compliment, 

immediately before you asked your friend for a favor, or 

during an argument). 

The cultural context has to do with your (and others‘) culture: the beliefs, 

values, and ways of behaving that are shared by a group 

of people and passed down from one generation to the 

next. Cultural factors affect every interaction and 

influence what you say, how you say it, and how you 

respond to what others say. These four dimensions of 

context interact with one another. (For example, arriving 

late for a scheduled lunch meeting (temporal context) 

might violate a cultural rule, which might lead to 

changes in the social-psychological context, perhaps 

creating tension and unfriendliness, which in turn might 

lead to changes in the physical context – for example, 

choosing a less intimate restaurant for your meeting. 

 

(2) Source-Receiver 

 

The compound term source-receiver emphasizes that each person involved in 

communication is both a source (and speaker) and a receiver (or listener). You send 

messages when you speak, write, gesture, or smile. You receive messages in listening, 
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reading, smelling, and so on. As you send messages, however, you‘re also receiving 

messages. You‘re receiving your own messages (you hear yourself, you feel your own 

movements, you see many of your own gestures), and you‘re receiving the messages of 

the other person – visually, aurally, or even through touch or smell.  

 

The act of producing messages speaking or writing – is called encoding. 

By putting your ideas into sound waves or 

into a computer program you‘re putting 

these ideas into a code, hence encoding. 

The act of receiving messages listening or reading – is called decoding. 

By translating sound waves or words on a 

screen into ideas you take them out of 

code, which is decoding. 

Encoders speakers or writers 

Decoders listeners or readers 

 

(3) Messages 

Communication messages take many forms. You send and receive messages 

through any one or any combination of sensory organs. Although you may customarily 

think of messages as being verbal (oral or written), you also communicate nonverbally. 

Everything about you communicates. For example, the clothes you wear and the way you 

walk, shake hands, tilt your head, comb your hair, sit, and smile all communicate 

messages.  

 

(4) Metamessages 

A metamessage is a message that refers to another message; it is communication 

about communication.  

 

(5)Feedback Messages 

Throughout the listening process, a listener gives a speaker feedback – messages 

sent back to the speaker reacting to what is said. Feedback tells the speaker what effect he 

or she is having on the listener(s).  

 

(6) Feedforward Messages  

Feedforward is information you provide before sending your primary messages; 

it reveals something about the messages to come. Feedforward includes such diverse 

examples as the preface or the table of contents in a book, the opening paragraph of a 

chapter, movie previews, magazine covers, and introductions in public speeches.  

 

(7) Channels 
The communication channel is the medium through which the message passes. 

Communication rarely takes place over only one channel; you may use two, three, or four 

different channels simultaneously. 

 

vocal channel you speak and listen 

visual channel also gesture and receive signals visually 

olfactory channel you emit; and detect, odors 
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tactile channel you touch another person, and this too 

communicates 

 

(8) Noise 

Noise is anything that interferes with your receiving a message. At one extreme, 

noise may prevent a message from getting from source to receiver. A roaring noise or 

line static can easily prevent entire messages from getting through to your receiver. Most 

often, however, noise distorts some portion of the message as it travels from source to 

receiver. Four types of noise are especially relevant: 

Psychological noise is mental interference in speaker or listener and 

includes preconceived ideas, wandering 

thoughts, biases and prejudices, and extreme 

emotionalism. You‘re likely to run into 

psychological noise when you talk with someone 

who is closed-minded and who refuses to listen 

to anything he or she doesn‘t already believe. 

 

Semantic noise is created when the speaker and listener have 

different meaning systems; it includes language 

or dialectical differences, the use of jargon or 

overly complex terms, and ambiguous or overly 

abstract terms whose meanings can be easily 

misinterpreted. 

 

Physical noise  is interference that is external to both speaker 

and listener; it interferes with the physical 

transmission of the signal or message. Examples 

include the screeching of passing cars, the hum 

of a computer, sunglasses, illegible handwriting, 

blurred type or fonts that are too small or 

difficult to read, misspellings and poor grammar, 

and popup ads. 

 

Physiological noise is created by barriers within the sender or 

receiver such as visual impairments; hearing 

loss, articulation problems, and memory loss. 

 

 

(9) Effects 

Communication always has some effect on one or more persons involved in the 

communication act. For every communication act, there is some consequence. Generally 

three types of effects are distinguished. 

 

Intellectual (or cognitive) effects are changes in your thinking. When you 

acquire information from a class lecture, 

for example, the effect is largely 

intellectual. 
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Affective effects are changes in your attitudes, values, 

beliefs, and emotions. Thus, when you 

become frightened when watching the 

latest horror movie, its effect is largely 

affective. Similarly, after a great experience 

with, say, a person of another culture, your 

feelings about that culture may change. 

Again, the effect is largely affective (but 

perhaps also intellectual). 

 

Psychomotor effects are changes in behaviors such as, for 

example, learning new dance movements, 

to throw a curve ball, to paint a room, or to 

use different verbal and nonverbal 

behaviors. These effects are not separate; 

rather, they interact. In many cases, a single 

message – say a public speech on 

homelessness – may inform you 

(intellectual effect), move you to feel 

differently (affective effect), and lead you 

to be more generous when you come upon 

a homeless person (psychomotor effect). 

 

 

3. Principles of Human Communication 

 

Several principles are essential to an understanding of human communication in 

all its forms. These principles have numerous practical implications for your own 

communication effectiveness. You communicate for a purpose; some motivation leads 

you to communicate. When you speak or write, you‘re trying to send some message and 

trying to accomplish some goal. Although different cultures emphasize different purposes 

and motives five general purposes seem relatively common to most if not all forms of 

communication: 

 

to learn:  

 

to acquire knowledge of others, the world, 

and yourself 

to relate: to form relationships with others, to 

interact with others as individuals 

to help: to assist others by listening, offering 

solutions 

to influence: to strengthen or change the attitudes or 

behaviors of others 

to play: to enjoy the experience of the moment 

 

4. The Competent Communicator 
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Communication competence refers to both your knowledge and understanding of 

how communication works and to your ability to use communication effectively 

(Spitzberg & Cupach, 1989, 2002). Your understanding of communication would include 

a knowledge of the elements involved in communication, how these elements interact, 

and how each communication situation is both different from and similar to other 

situations. Your knowledge would also include an understanding of the choices you have 

for communicating in any given situation. The more you know about communication, the 

more choices you‘ll have available for your day-to-day interactions. It‘s like learning 

vocabulary. The more vocabulary you know, the more choices you have to express 

yourself. The Competent Communicator Thinks Critically and Mindfully: An 

essential communication skill is the ability to think critically about the communication 

situations you face and the options for communicating that you have available; this is 

crucial to your success and effectiveness. 

 

Critical thinking is logical thinking; it‘s thinking that is well 

reasoned, unbiased and clear. It involves 

thinking intelligently, carefully, and with as 

much clarity as possible.  

 

Mindfulness is a state of awareness in which you‘re 

conscious of your reasons for thinking or 

behaving. In its opposite, mindlessness, 

you lack conscious awareness of what or 

how you‘re thinking (Langer, 1989). As 

you progress through your study of human 

communication, actively increase your own 

mindfulness (Langer, 1989). 

 

Create and re-create categories This is perhaps especially important when 

these contradict your most firmly held 

beliefs. New information forces you to 

reconsider what might be outmoded ways 

of thinking and can help you challenge 

long-held but now inappropriate beliefs and 

attitudes. 

 

Be open to new information and points 

of view 

This is perhaps especially important 

when these contradict your most firmly 

held beliefs. New information forces you to 

reconsider what might be outmoded ways 

of thinking and can help you challenge 

long-held but now inappropriate beliefs and 

attitudes. 

 

Beware of relying too heavily on first 

impressions 

Treat first impressions as tentative as 

hypotheses that need further investigation. 

Be prepared to revise, reject, or accept 
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these initial impressions. 

 

Think before you act Especially in delicate situations such as 

anger or commitment messages, it‘s wise to 

pause and think over the situation 

mindfully. In this way you‘ll stand a better 

chance of acting and reacting appropriately.  

 

The Competent Communicator is 

Culturally Sensitive 

Communication competence is 

culture specific; that is, the principles of 

effective communication vary from one 

culture to another. For example, in 

American culture you would call a person 

you wished to date three or four days in 

advance. In certain Asian cultures, you 

might call the person‘s parents weeks or 

even months in advance. Cultures also 

differ in politeness, etc. 

 

The Competent Communicator is 

Ethical 

Human communication also 

involves questions of ethics, the study of 

good and bad, of right and wrong, of moral 

and immoral. Ethics is concerned with 

actions, with behaviors; it‘s concerned with 

distinguishing between behaviors that are 

moral (ethical, good, right) and those that 

are immoral (unethical, bad, and wrong).  

 

 

Summary 

 

In this lecture we have tried to make a general outline of the forms and benefits of 

the effective human communication. Having identified the main elements of human 

communication such as (1) context, (2) sources-receivers, (3) messages, (4) channels, (5) 

noise, and (6) effects we have come to the conclusion how multifaceted and complicated 

the communication is. Communication competence refers to both your knowledge and 

understanding of how communication works and performance of interaction goals. 

Linguistic competence and communicative performance constitute the sense of the 

competent interlocutor.  

 

 

 

1. Identify benefits and forms of human communication. Exemplify your answer. 

2. Figure out the major types of human communication. Exemplify your answer. 

3. Analyze the four dimensions of the communication context. Exemplify your 

answer. 

Questions for self-control 
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4. Prove that communication is multi-purposeful. Exemplify your answer. 

5. Certify whether communication is ambiguous; messages can often be interpreted 

in different ways. Exemplify your answer. 

6. Name the basic features of the competent communicator. 

7. What are your ethical obligations as a listener?  

8. When is it unethical to remain silent? Exemplify your answer. 

9. At what point in a relationship do you have an obligation to reveal intimate details 

of your life? Exemplify your answer. 

10. Are there ethical and unethical ways to engage in conflict and conflict resolution? 

Exemplify your answer. 

11. Account for the elements of human communication?  

12. What is communication?  

13. What is language?  

14. What types of messages can you name?  

15. What types of channels can you name?  

16. What types of noise can you name? Exemplify your answer. 

17. Identify the principles of human communication?  

18. Comment on the competent communicator?  

19. What is the communication channel? Exemplify your answer. 

20. At what point in a relationship do you have an obligation to reveal intimate details 

of your life?  

 

 

 

 

 

Aims:  

 to identify benefits and forms of human communication; 

  to account for principles of human communication; 

 to perceive the competent communicator. 

 

Points for discussion: 

Introduction 

5. The Forms of Human Communication 

6. Elements of Human Communication 

7. Principles of Human Communication 

8. The Competent Communicator 

Summary 

 

Recommended Literature 

Obligatory: 

1. Бацевич Ф.С. Основи комунікативної лінгвістики. Київ : Академія, 2004.  

С. 26–47. 

2. Манакін В.М. Мова і міжкультурна комунікація. Київ : Академія, 2012.  

С. 6–11. 

3. DeVito, Joseph. A Human communication : the basic course. New-York : Pearson 

Education. 2006. P. 4–25.  

Additional: 

Seminar1. Preliminaries to Intercultural Human Communication 
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1. Яшенкова О.В. Основи теорії мовної комунікації. Київ : Академія, 2010.  

С. 7–28. 

2. Яшенкова О.В. Основи теорії мовної комунікації :САМ. Київ : Академія, 

2011. С. 7–28. 

 
 

Tests: review of theory 

 

 

I. True/False: write „T‟ for true or „F‟ for false beside each of the following statement. 

1. Communication is the act, by one or more persons, of sending and receiving messages 

that occur within a context, are distorted by noise, have some effect (and some ethical 

dimension), and provide some opportunity for feedback.  

2. Linguistic study will enable you to improve your presentation skills, relationship skills, 

interaction skills, thinking skills, and leadership skills. 

3. The minor types of human communication are intrapersonal, interpersonal, small 

group, organizational, public, computer-mediated, and mass communication.  

4. The communication noise has at least four dimensions: physical, social–psychological, 

temporal, and cultural. 

5. Sources–Receivers are the individuals communicating, sending and receiving 

messages. 

6. Metamessages may be of varied forms and may be sent and received through any 

combination of sensory organs. The communication channel is the medium through 

which the messages are sent. 

7. Messages are messages about messages; feedback messages are those messages that 

are sent back to the source and may come from the source itself or from the receiver; 

and feedforward messages are those that preface other messages and may be used to 

open the channels of communication.  

8. The communication channel is the medium through which the messages are sent. 

9. Noise is anything that distorts a message; it‘s present to some degree in every 

communication transaction and may be physical, physiological, psychological, or 

semantic in origin. 

10. Communication always has an effect which may be cognitive, affective, or 

psychomotor or a combination. 

 

II. Multiple choice: select the best response on each of the following 

questions/statements. 

1. Communication is _____________; we use communication to discover, to relate, 

to help, to persuade, and to play. 

A multi-purposeful 

B purposeful 

C contextual 

 

2. Communication is a transactional process in which each person ______________ 

sends and receives messages. 

A habitually 

B simultaneously  
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C frequently 

 

3. Communication is normally a package of _________, each reinforcing the other.  

A words 

B messages  

C signals 

 

4. Communication is a process of adjustment and takes place only to the extent that 

the ___________ use the same system of signals. 

A communicators 

B messages  

C signals 

 

5. Communication is _____________; messages can often be interpreted in different 

ways. 

A communicative 

B true  

C ambiguous 

 

6. Communication is _____________; different people divide up the communication 

sequence into stimuli and responses differently. 

A communicative 

B punctuated  

C ambiguous 

 

7. Communication is inevitable, irreversible, and ____________:  

A unrepeatable 

B punctuated  

C ambiguous 

 

8.  You _____________duplicate a previous communication act. 

A can 

B can‘t  

C maybe 

9. In any interaction situation, communication is inevitable; you ___________ avoid 

communication, nor can you not respond to communication.  

A can‘t 

B can  

C maybe 

 

10. The ____________ communicator is defined as one who thinks critically and 

mindfully, understands the role of power, is culturally sensitive, is ethical, and is an 

effective listener. 

A communicative 

B punctuated  

C competent 
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III. Matching: match each of the following linguistic terms with the correct meaning. 

1. Presentation skills enable us –  

2. Relationship skills enable us –  

3. Leadership skills enable us –  

4. Critical and creative thinking skills enable us –  

5. Interaction skills enable us –  

6. Psychological noise –  

7. Semantic noise –  

8. Physical noise –  

9. Physiological noise –  

10. Psychomotor effects –  

 

A – is mental interference in speaker or listener and includes 

preconceived ideas, wandering thoughts, biases and prejudices, 

and extreme emotionalism. 

B – is created when the speaker and listener have different meaning 

systems; it includes language or dialectical differences, the use of 

jargon or overly complex terms. 

C – „is interference that is external to both speaker and listener. 

D – is created by barriers within the sender or receiver such as visual 

impairments; hearing loss, articulation problems, and memory 

loss. 

E – are changes in behaviors such as, for example, learning new dance 

movements, to throw a curve ball, to paint a room, or to use 

different verbal and nonverbal behaviors. 

F– to present ourselves as a confident, likable, approachable, and 

credible person. 

G – to initiate, maintain, repair, and sometimes dissolve relationships 

of all kinds.  

H– to communicate information effectively in small groups or with 

large audiences and our ability to influence others in these same 

situations.  

I – to approach new situations mindfully – with full conscious 

awareness, increase our ability to distinguish between a sound and 

valid argument. 

J– to improve our communication in a wide range of forms, from the 

seemingly simple small talk to the employment interview for the 

job of a lifetime. 
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SELF-STUDY1 

 

 

Aims: 

 watch the video films pertaining to self-study 1; i.e., preliminaries to human 

communication; 

 cognize and apprehend information from the given films; 

 take the computer (e-learning system) tests, based on them; 

 amend and refine your listening comprehension skills and abilities. 

 

 

 

1. Video films (on You Tube) 

 

 

 

4. Introduction to effective communication 

https://www.youtube.com/watch?v=u16EPwFmdis 
5. How to Improve Communication Skills at Work  

https://www.youtube.com/watch?v=knUEdy-kO 

6. How to Introduce Yourself to a New Team 

https://www.youtube.com/watch?v=NYEf_b_0H7Y&list=RDC

MUCIBJXulalYQ0dYY5fB7LsfA&index=5 

 

 

Suggested reading: 

Recommended Literature 

1. Бацевич Ф.С. Основи комунікативної лінгвістики. Київ : Академія, 2004.  С. 26–

47. 

2. Манакін В.М. Мова і міжкультурна комунікація. Київ : Академія, 2012.  

С. 6–11. 

3. DeVito, Joseph. A Human communication : the basic course. New-York : Pearson 

Education. 2006. P. 4–25.  

3. Яшенкова О.В. Основи теорії мовної комунікації. Київ : Академія, 2010.  

С. 7–28. 

4. Яшенкова О.В. Основи теорії мовної комунікації :САМ. Київ : Академія, 2011. С. 

7–28. 

 

 

2. Computer tests in e-learning system (Moodle):  
Multiple choice: select the best response on each of the 

following questions / statements. 

 

http://www.youtube.com/watch?v=aal9VSPkf5s
https://www.youtube.com/watch?v=knUEdy-kO
https://www.youtube.com/watch?v=NYEf_b_0H7Y&list=RDCMUCIBJXulalYQ0dYY5fB7LsfA&index=5
https://www.youtube.com/watch?v=NYEf_b_0H7Y&list=RDCMUCIBJXulalYQ0dYY5fB7LsfA&index=5
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______________ enhance self-esteem, increase self-awareness, improve problem solving 

and analyzing abilities, increase self-control, reduce stress, manage conflicts { 

~Intrapersonal relationships 

~Interpersonal relationships 

~Group relationships 

} 

 

The theory of ______________ (often called social Darwinism) holds that much as the 

human species evolved from lower life forms to Homo sapiens, cultures also evolve { 

~cultural evolution  

~interpersonal evolution 

~social group evolution 

} 

 

The _______________ approach, on the other hand, holds that all cultures are different 

but that no culture is either superior or inferior to any other { 

~cultural relativism  

~interpersonal relativism  

~social group relativism 

} 

 

____________increase effectiveness in one-to-one communication, develop and maintain 

productive relationships, improve conflict management abilities { 

~Interpersonal relationships 

~Intrapersonal relationships 

~Group relationships 

} 

 

_________________ is aimed at phrasing questions to get the information you want, 

presenting your best self, writing résumés and cover letters { 

~Interviewing communication 

~Intrapersonal communication 

~Group communication 

} 

 

_______________ is aimed at increasing effectiveness as a group member, improving 

leadership abilities, using groups to achieve specific purposes (brainstorming, problem 

solving) { 

~Small group communication 

~Interpersonal communication 

~Group communication 

} 

 

_______________ is aimed at transmitting information; motivating workers; dealing with 

feedback, the grapevine, and gossip; increasing worker satisfaction, productivity, and 

retention { 

~Organizational communication 

~Intrapersonal communication 
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~Group communication 

} 

 

_______________ is aimed at communicating information more effectively; increasing 

persuasive abilities; developing, organizing styling, and delivering messages effectively; 

becoming a more critical listener { 

~Public communication 

~Organizational communication 

~Intrapersonal communication 

} 

 

_______________ is aimed at increasing security in e-communications, combining CMC 

with face-to-face communication; networking for social and professional purposes { 

~Computer-mediated: communication 

~Public communication 

~Organizational communication 

} 

 

_______________ is aimed at improving abilities to use the media to greater 

effectiveness, increasing ability to control the media, avoiding being taken in by the 

media, becoming a more critical consumer { 

~Mass communication  

~Public communication 

~Organizational communication 

} 

 

Use your purposes to guide your verbal and nonverbal messages. Identify the purposes in 

the messages of other – means that the _______________ { 

~communication is purposeful 

~communication is transactional 

~communication is ubiquitous 

} 

 

Recognize that messages are influenced by a variety of factors and to understand a 

person‘s messages, you need to know the person (to some extent). And for others to 

understand you, they need to know you (to some extent) – means that the 

_______________ { 

~communication is transactional 

~communication is ambiguous 

~communication is ubiquitous 

} 

 

Look for both verbal and nonverbal messages for a clearer and more complete 

understanding of another‘s meaning) – means that the _______________ { 

~communication is a package of signals 

~communication is ambiguous 

~communication is ubiquitous 

} 
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Adjust your verbal and nonverbal messages to the situation and the other individuals – 

means that the _______________ { 

~communication is a process of adjustment 

~communication is a package of signals 

~communication is ubiquitous 

} 

 

Distinguish between content and relationship messages and deal with relationship issues 

as relationship issues – means that the _______________ { 

~communication involves content and relationship dimensions 

~communication is a package of signals 

~communication is ubiquitous 

} 

 

Use clear and specific terms, ask if you‘re being understood, and paraphrase complex 

ideas – means that the _______________ { 

~communication is ambiguous 

~communication is a package of signals 

~communication is ubiquitous 

} 

 

See alternative punctuations when trying to understand another‘s point of view – means 

that the _______________ { 

~communication is punctuated 

~communication is a package of signals 

~communication is ubiquitous 

} 

 

Be careful of what you say; you won‘t be able to take it back – means that the 

_______________ { 

~communication is inevitable 

~communication is a package of signals 

~communication is ubiquitous 

} 

 

Success, to my way of thinking, is better measured by the extent to which I surpass others 

– is an example of an { 

~individualist orientation 

~collectivist orientation 

~low distance orientation 

} 

 

Success, to my way of thinking, is better measured by my contribution to the group effort 

– is an example of a { 

~collectivist orientation 

~individualist orientation 

~low distance orientation 
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} 

 

My heroes are generally people who stand out from the crowd – is an example of an { 

~individualist orientation 

~collectivist orientation 

~low distance orientation 

} 

 

My heroes are generally team players – is an example of a{ 

~collectivist orientation 

~individualist orientation 

~low distance orientation 

} 

 

If I were a manager, I would likely reprimand a worker in public if the occasion 

warranted – is an example of a { 

~high-context focus 

~low-context focus 

~power distance focus 

} 

 

If I were a manager, I would always reprimand in private regardless of the situation – is 

an example of a { 

~low-context focus 

~high-context focus 

~power distance focus 

} 

 

In communicating, it‘s generally more important to be polite rather than accurate or 

direct – is an example of a { 

~high-context focus 

~low-context focus 

~power distance focus 

} 

 

In communicating, it‘s generally more important to be accurate and direct rather than 

polite – is an example of a { 

~low-context focus 

~high-context focus 

~power distance focus 

} 

 

As a student (and if I feel well informed) I feel comfortable challenging a professor – is 

an example of a { 

~low power distance 

~high power distance 

~power distance focus 

} 
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As a student (and if I feel well informed) I feel uncomfortable challenging a professor – 

is an example of a { 

~high power distance 

~low power distance 

~power distance focus 

} 

 

In choosing a life partner or even close friends, I feel more comfortable with just about 

anyone, not necessarily one from my own culture and class – is an example of a { 

~low power distance 

~high power distance 

~power distance focus 

} 

 

In choosing a life partner or even close friends, I feel more comfortable with those from 

my own culture and class – is an example of a { 

~high power distance 

~low power distance 

~power distance focus 

} 

 

In a conflict situation, I‘d be more likely to confront conflicts directly and seek to win – 

is an example of a { 

~masculine orientation 

~feminine orientation  

~neuter orientation 

} 

 

Generally, I spend what I have – is an example of a { 

~short term orientation 

~long term orientation  

~neutral term orientation 

} 

 

My general belief about child-rearing is that children should be cared for by their mothers 

– is an example of a { 

~long term orientation 

~short term orientation  

~neutral term orientation 

} 

 

My general belief about child-rearing is that children can be cared for by others– is an 

example of a { 

~short term orientation 

~long term orientation  

~neutral term orientation 

} 



28 
 

 

 

 

 

Aims:  

 to identify culture‘s role in human communication; 

 to perceive the ways cultures differ from one another; 

  to figure out the forms and principles of intercultural communication. 

 

 

 

 

 

 

 

 

 

 

 
Key words to know: 

culture  the total of the inherited ideas, beliefs, values, and 

knowledge, which constitute the shared bases of social 

action that are passed on from one generation to the next 

through communication, not through genes. 

enculturation  the process by which you learn the culture into which 

you‘re born (your native culture). 

acculturation the process by which you learn the rules and norms of a 

culture different from your native culture.  

assimilationist perspective holds that people should leave their native culture behind 

and adapt to their new culture. 

cultural diversity  holds that people should retain their native cultural ways. 

individualist culture  

 

the importance of individual values such as power, 

achievement, hedonism and stimulation. 

collectivist culture  

 

the importance of group values such as benevolence, 

tradition, and conformity. 

high-context culture  the information is known by all participants, but it is not 

explicitly stated in the verbal message. 

low-context culture the information is explicitly stated in the verbal message. 

Recommended Literature 

Obligatory: 

1. Бацевич Ф.С. Основи комунікативної лінгвістики. Київ : Академія, 2004. С. 251–

267. 

2. Манакін В.М. Мова і міжкультурна комунікація. Київ : Академія, 2012.  

С. 21–55. 

LECTURE2. CULTURE AND COMMUNICATION 

 

 

Points for discussion: 

Introduction 

1. What Is Culture? 

1.1. The Transmission of Culture 

1.2. The Importance of Culture in Communication 

2. Cultural Differences  

3. Intercultural Communication  

Summary 
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3. DeVito, Joseph. A Human communication : the basic course. New-York : Pearson 

Education. 2006. P. 29–49.  

 

Additional: 

4. Яшенкова О.В. Основи теорії мовної комунікації. Київ : Академія, 2010.  

С. 201–206. 

5. Яшенкова О.В. Основи теорії мовної комунікації :САМ. Київ : Академія, 2011. С. 

238–262. 

 

Introduction 

 

1. What Is Culture? 

 

Culture consists of (a) relatively specialized elements of the lifestyle of a social 

group of people that have produced and developed—their values, beliefs, artifacts, 

language; their ways of behaving and ways of thinking; their art, laws, religion, and, of 

course, communication theories, styles, and attitudes (b) that are passed on from one 

generation to the next through communication, not through genes. 

1.1. The Transmission of Culture 

Culture is transmitted from one generation to another through enculturation, the 

process by which you learn the culture into which you‘re born (your native culture). 

Parents, schools, religious institutions are the main teachers of culture. A somewhat 

different process of learning culture is acculturation, the process by which you learn the 

rules and norms of a culture different from your native culture.  

 

1.2. The Importance of Culture in Communication 

There are many reasons for the cultural emphasis in the field of communication. 

 

 

The cultural emphasis 

(a) demographic changes. Most obvious are the vast 

demographic changes taking place throughout the United 

States. It‘s now a country greatly influenced by the 

enormous number of new citizens from Central and South 

America, Africa, and Asia. 

 

(b) increased sensitivity to cultural differences. As a 

people, we‘ve become increasingly sensitive to cultural 

differences. E.g. American society has moved from an 

assimilationist perspective (which holds that people 

should leave their native culture behind and adapt to 

their new culture) to a perspective that values cultural 

diversity (which holds that people should retain their 

native cultural ways. 

 

(c) economic interdependency. Today most countries 

are economically dependent on one another. 

Consequently, our economic lives depend on our ability 

to communicate effectively across cultures. Similarly, 
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our political well-being depends in great part on that of 

other cultures. 

 

(d) advances in communication technology. The rapid 

spread of communication technology has brought foreign 

and sometimes very different cultures right into our lives. 

News from foreign countries is commonplace. 

Technology has made intercultural communication easy, 

practical, and inevitable.  

 

(e) the renewed concern for politeness. Politeness is 

probably universal across all cultures (Brown & Levinson, 

1987), so we don‘t really have polite cultures on the one 

hand and impolite cultures on the other.  

Nevertheless, cultures differ widely in how they 

define politeness and in how important politeness is in 

comparison with, say, openness or honesty. For example, 

not interrupting, saying ―please‖ and ―thank you,‖ 

maintaining focused eye contact, and asking permission to 

do something are all examples of politeness messages. 

 

(f) the fact that communication competence is specific to a 

culture 

 

2. Cultural Differences 

For effective communication to take place in a global world goodwill and good 

intentions are helpful—but they are not enough. If you‘re going to be effective, you need 

to know how cultures differ and how these differences influence communication. 

Researches support several major cultural distinctions that have an impact on 

communication:  

 

      

 

          

     cultural distinctions 

(a) individualist or collectivist orientation 
 

(b) emphasis on context (whether high or low) 

 

(c) power structure 

 

(d) masculinity– femininity 

 

(e) tolerance for ambiguity 

 

(f) long and short term orientation 

 

(g) indulgence and restraint 
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Each of these dimensions of difference has significant impact on all forms of 

communication. 

 

(a) Individualist or Collectivist orientation 

 

Cultures differ in the way in which they promote individualist and collectivist 

thinking and behaving. 

 

An individualist culture teaches 

members the importance of individual 

values such as power, achievement, 

hedonism and stimulation.  

Examples include the cultures of the 

United States, Australia, United Kingdom, 

The Netherlands, Canada, New Zealand, 

Italy, Belgium, Denmark, and Sweden.  

 

A collectivist culture, on the other 

hand, teaches members the importance of 

group values such as benevolence, 

tradition, and conformity.  

Examples of such cultures include 

Guatemala, Ecuador, Panama, Venezuela, 

Colombia, Indonesia, Pakistan, China, 

Costa Rica, and Peru. 

 

 

(b) Emphasis on context (whether high or low) 

 

Cultures also differ in the extent to which information is made explicit on the one hand, 

or is assumed to be in the context or in the persons communicating, on the other hand. 

 

In a high-context culture much of the 

information in communication is in the 

person— for example, information that was 

shared through previous communications, 

through assumptions about each other, and 

through shared experiences. The 

information is thus known by all 

participants, but it is not explicitly stated in 

the verbal message. 

 

In a low-context culture most of the 

information is explicitly stated in the verbal 

message. In formal transactions it will be 

stated in written (or contract form). 

High-context cultures are also collectivist 

cultures. These cultures are: Japanese, 

Arabic, Latin American, Thai, Korean, 

Apache, and Mexican place great emphasis 

on personal relationships and oral 

agreements. 

 

Low-context cultures are also 

individualist cultures. These cultures are: 

German, Swedish, Norwegian, and 

American place less emphasis on personal 

relationships and more emphasis on 

verbalized, explicit explanation—for 

example, on written contracts in business 

transactions. 

 

 

 

(c) Power structure 
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In some cultures power is 

concentrated in the hands of a few, and 

there‘s a great difference between the 

power held by these people and the power 

of the ordinary citizen. These are called 

high-power-distance cultures.  Examples 

are: Malaysia, Slovakia, Guatemala, 

Panama, the Philippines, Russia, Romania, 

Serbia, Suriname and Mexico are the top 

10.  

 

In low-power-distance cultures power is 

more evenly distributed throughout the 

citizenry. Examples are: Austria, Israel, 

Denmark, New Zealand, Switzerland, 

Ireland, Sweden, Norway, Finland, and 

Great Britain are the top ten. 

 

 

(d) Masculinity – femininity 

 

Especially important for self-concept is the culture‘s attitude about gender roles; 

that is, about how a man or woman should act. ( 

When denoting cultural orientations, the terms masculine and feminine, should not 

be interpreted as perpetuating stereotypes but as reflecting some of the commonly held 

assumptions of a sizable number of people throughout the world. 

 

A highly masculine culture values 

aggressiveness, material success, and 

strength.  

 

A highly feminine culture values modesty, 

concern for relationships and the quality of 

life, and tenderness 

The 10 countries with the highest 

masculinity score (beginning with the 

highest) are: Japan, Austria, Venezuela, 

Italy, Switzerland, Mexico, Ireland, 

Jamaica, Great Britain, and Germany. 

The 10 countries with the highest 

femininity score are (beginning with the 

highest) are: Sweden, Norway, The 

Netherlands, Denmark, Costa Rica, 

Yugoslavia, Finland, Chile, Portugal, and 

Thailand. 

 

 

 

(e) Tolerance for ambiguity 

 

Levels of ambiguity tolerance vary widely among cultures. In some cultures 

people do little to avoid uncertainty, and they have little anxiety about not knowing what 

will happen next. In some other cultures there is much anxiety about uncertainty. 

 

Members of high-ambiguity-

tolerant cultures don‘t feel threatened by 

unknown situations; uncertainty is a normal 

part of life, and people accept it as it 

comes. 

Members of low-ambiguity-tolerant 

cultures see uncertainty as threatening and 

as something that must be counteracted. 
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The 10 countries with highest 

tolerance for ambiguity are Singapore, 

Jamaica, Denmark, Sweden, Hong Kong, 

Ireland, Great Britain, Malaysia, India, 

and the Philippines; the United States ranks 

11th.  

 

The 10 countries with the lowest 

tolerance for ambiguity are Greece, 

Portugal, Guatemala, Uruguay, Belgium, 

Malta, Russia, El Salvador, Poland, and 

Japan.  

Low-ambiguity-tolerant cultures 

create very clear-cut rules for 

communication that must not be broken. 

 

 

 

(f) Long and short term orientation 

 

Another interesting distinction is that between long and short-term orientation. 

 

Some cultures teach a long-term 

orientation, an orientation that promotes 

the importance of future rewards and so, 

for example, members of these cultures are 

more apt to save for the future and to 

prepare for the future academically. 

 

Instead of saving for the future, members 

of short-term orientation culture spend 

their resources for the present.  

 

The most long-term oriented countries are 

South Korea, Taiwan, Japan, China, 

Ukraine, Germany, Estonia, Belgium, 

Lithuania, and Russia. 

Cultures fostering a short-term 

orientation: Puerto Rico, Ghana, Egypt, 

Trinidad, Nigeria, Dominican Republic, 

Colombia, Iran, Morocco, and Zimbabwe, 

are the top ten, look more to the past and 

the present. 

 

 

 

(f) Indulgence and restraint 

 

Cultures high in indulgence are those that 

emphasize the gratification of desires; they 

focus on having fun and enjoying life. 

Venezuela, Mexico, Puerto Rico, El 

Salvador, Nigeria, Colombia, Trinidad, 

Sweden, New Zealand, and Ghana are the 

top 10 in indulgence 

Cultures high in restraint: Pakistan, 

Egypt, Latvia, Ukraine, Albania, Belarus, 

Lithuania, Bulgaria, Estonia, and Iraq are 

the top ten. 

These cultures have more people 

who are happy which depends on two 

major factors: Life control – is the feeling 

that you may do as you please, that you 

have freedom of choice to do or not do 

what you want. Leisure – is the feeling that 

you have leisure time to do what you find 

Restraint cultures have more people who 

are unhappy: people who see themselves as 

lacking control of their own lives and with 

little or no leisure time to engage in fun 

activities. 
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fun. In addition, members of indulgent 

cultures have more positive attitudes, 

greater optimism, and are more likely to 

remember positive emotions.  

 

In contrast to indulgent cultures, members of cultures high in restraint are more 

cynical, pessimistic, and are less likely to remember positive emotions. They have less 

satisfying family lives, rigid gender roles, and an unequal distribution of household tasks. 

 

 

3. Intercultural Communication  

The term intercultural communication refers to communication between persons 

who have different cultural beliefs, values, or ways of behaving. 

The following types of communication may all be considered “intercultural”. 

 

 

 

 

 

 

 

 

 

 

 

 

      intercultural      

communication 

 Communication between people of different national 

cultures – for example, between Chinese and 

Portuguese individuals, or between French and 

Norwegian. 

 

 Communication between people of different races 

(sometimes called interracial communication) – for 

example, between African Americans and Asian 

Americans. 

 

 Communication between people of different ethnic 

groups (sometimes called interethnic 

communication) – for example, between Italian 

Americans and German Americans. 

 

 Communication between people of different 

religions– for example, between Roman Catholics 

and Episcopalians, or between Muslims Moslem and 

Jews. 
 

 Communication between nations (sometimes called 

international communication) – for example, 

between the United States and Argentina or 

between China and Rwanda. 

 

 Communication between genders – between men 

and women. 

 

 Communication between smaller cultures existing 

within the larger culture – for example, between 

doctors and patients, research scientists and the 

general public, or between those with and those 
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without disabilities. 

 

 

Intercultural communication depends on the cultural sensitivity of both 

individuals. Cultural sensitivity is an attitude and way of behaving in which you‘re 

aware of and acknowledge cultural differences.  

Cultural sensitivity is crucial on a global scale, as in efforts toward world peace 

and economic growth; it‘s also essential for effective interpersonal communication and 

for general success in life. 

The following guidelines can help you improve your intercultural communication: 

(1) Prepare yourself; (2) reduce your ethnocentrism; (3) confront your stereotypes; (4) be 

mindful; (5) avoid over attribution; (6) recognize differences; and (7) adjust your 

communication.  

Ethnocentrism is our tendency to evaluate the beliefs, attitudes, and values of our 

own culture positively and those of other cultures negatively. 

Stereotyping is the tendency to develop and maintain fixed, unchanging 

impressions of groups of people and to use these impressions to evaluate individual 

members of these groups, ignoring unique individual characteristics. 

 

 

 

Summary 

 

 

So, we have tried to present a general outline of the scope of culture and 

communication: their definitions, the background, reasons for the cultural emphasis in the 

field of communication, id est demographic changes, increased sensitivity to cultural 

differences, economic interdependency, advances in communication technology, the 

renewed concern for politeness, and the fact that communication competence is specific 

to a culture (what works in one culture will not necessarily work in another). We have 

tried to perceive the principles of cultural differences and intercultural communication 

among people and figure out positive and negative features of their interaction and 

cooperation. 

 

 

Questions for self-control 

 

 

1. Identify the modern usage of culture. 

2. Account for the reasons of the cultural emphasis in the field of communication. 

3. Can you think of reasons why cultural differences are so numerous? 

4. What types of cultural differences can you name? 

5. What is meant by cultural sensitivity and politeness in intercultural communication? 

6. ? What is the difference between ethnocentrism and stereotyping? 

7. Accordingly, what is the aim of tolerance for ambiguity? Which one (high-

ambiguity-tolerant or low-ambiguity-tolerant approach) is more preferable to you 

and why? 



36 
 

8. Clarify the difference between high-context and low-context cultures differences in 

communication? Which one is more preferable to you and why? 

9. Clarify the difference between individualist and collectivist cultures in 

communication?? Which one is more interesting to you and why? 

10. Define advantageous and disadvantageous of studying and perceiving the main 

principles of intercultural communication.  

 

 

 

 

 

 

Aims:  

 to identify culture‘s role in human communication; 

 to perceive the ways cultures differ from one another; 

  to figure out the forms and principles of intercultural communication. 
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Tests: review of theory 

 

 

I. True/False: write „T‟ for true or „F‟ for false beside each of the following statement. 

1. Culture consists of the relatively specialized lifestyle of a group of people – their 

values, beliefs, artifacts, ways of behaving, and ways of communicating – that is 

SEMINAR2. Culture and Communication 

 

 

Points for discussion: 

Introduction 

1. What Is Culture? 

1.1. The Transmission of Culture 

1.2. The Importance of Culture in Communication 

2. Cultural Differences  

3. Intercultural Communication  

Summary 
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passed on from one generation to the next through communication rather than through 

genes.  

2. Acculturation is the process by which culture is transmitted from one generation to 

the next.  

3. Enculturation involves the processes by which one culture is modified through contact 

with or exposure to another culture.  

4. Cultures differ in terms of individualist or collectivist orientations, high and low 

context, high- and low-power distance, masculinity and femininity, tolerance of 

ambiguity, long- and short-term orientation, and indulgence and restraint.  

5. Collectivist cultures emphasize individual values such as power and achievement, 

whereas.  

6. Individualist cultures emphasize group values such as cooperation and responsibility 

to the group.  

7. In low-context cultures much information is in the context or the person.  

8. In high-context cultures information is expected to be made explicit.  

9. In low-power-distance cultures there are large differences in power between people.  

10. In high-power-distance cultures power is more evenly distributed throughout the 

population.  

 

II. Multiple choice: select the best response on each of the following 

questions/statements. 

1. __________ cultures emphasize assertiveness, ambition, and competition. 

A Masculine  

B Feminine 

C Both 

 

2. _________ cultures emphasize compromise and negotiation. 

A Masculine  

B Feminine 

C Both 

 

3. ______________ cultures feel little threatened by uncertainty; it‘s accepted as it 

comes. 

A High-ambiguity tolerant 

B Low-ambiguity tolerant 

C Both 

 

4. _____________ cultures feel uncomfortable with uncertainty and seek to avoid 

it. 

A High-ambiguity tolerant 

B Low-ambiguity tolerant 

C Both 

 

5. ______________ cultures promote the importance of future rewards. 

A Both 

B Short-term-oriented 

C Long-term-oriented 
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6. _______________ cultures look more to the past and the present. 

A Both 

B Short-term-oriented 

C Long-term-oriented 

 

7. Cultures high in ______________ emphasize the gratification of desires and 

having fun.  

A indulgence  

B restraint 

C ambiguity 

 

8. Cultures high in ______________ emphasize the curbing and regulation of 

pleasures and fun. 

A indulgence  

B restraint 

C ambiguity 

 

9. ____________________, which exists on a continuum, is our tendency to 

evaluate the beliefs, attitudes, and values of our own culture positively and those 

of other cultures negatively.  

A Indulgence  

B Ethnocentrism  

C Ambiguity 

 

10. ___________________ is the tendency to develop and maintain fixed, 

unchanging impressions of groups of people and to use these impressions to 

evaluate individual members of these groups, ignoring unique individual 

characteristics. 

A Stereotyping  

B Ethnocentrism  

C Ambiguity 

 

III. Matching: match each of the following linguistic terms with the correct meaning. 

1. Culture – 

2. Enculturation – 

3. Acculturation –  

4. Individualist cultures – 

5. Collectivist cultures – 

6. Masculine cultures –  

7. Feminine cultures –  

8. High-ambiguity tolerant cultures –  

9. Long-term-oriented cultures – 

10. Intercultural communication – 

 

A – the relatively specialized lifestyle of a group of people – their 

values, beliefs, artifacts, ways of behaving, and ways of communicating 
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– that is passed on from one generation to the next through 

communication rather than through genes. 

. 

B – emphasize individual values such as power and achievement. 

C – emphasize group values such as cooperation and responsibility to 

the group. 

D – emphasize compromise and negotiation. 

E – feel little threatened by uncertainty; it‘s accepted as it comes. 

F– is communication among people who have different cultural beliefs, 

values, or ways of behaving. 

G – promote the importance of future rewards. 

H– emphasize assertiveness, ambition, and competition. 

I – involves the processes by which one culture is modified through 

contact with or exposure to another culture. 

J– is the process by which culture is transmitted from one generation to 

the next. 

 

 

SELF-STUDY 2 

 

Aims: 

 watch the video films pertaining to Self-Study 1; i.e., the scope of culture and 

communication; 

 cognize and apprehend information from the given films; 

 take the computer (e-learning system) tests, based on them; 

 amend and refine your listening comprehension skills and abilities. 

 

 

1. Video films (either on CD or You Tube) 

 

 

 

6. Cultural differences - From all over the world... to Italy! 

https://www.youtube.com/watch?v=vO6N0ha22Mk 

7. Secrets of cross-cultural communication 

https://www.youtube.com/watch?v=kujUs_6qeUI 

8. Communicating Across Cultures: Humor and Body Language 

https://www.youtube.com/watch?v=qxlYLjui1oM 

9. ―Observing Cultural Differences Between East & West‖ 

https://www.youtube.com/watch?v=8glSOC3UyxA 

10. Understanding Cultural Communication Differences 

https://www.youtube.com/watch?v=0W9iLrfyq20 

 

 

Suggested reading: 

https://www.youtube.com/watch?v=vO6N0ha22Mk
https://www.youtube.com/watch?v=kujUs_6qeUI
https://www.youtube.com/watch?v=qxlYLjui1oM
https://www.youtube.com/watch?v=8glSOC3UyxA
https://www.youtube.com/watch?v=0W9iLrfyq20


40 
 

1. Бацевич Ф.С. Основи комунікативної лінгвістики. Київ : Академія, 2004. 

С. 251–267. 

2. Манакін В.М. Мова і міжкультурна комунікація. Київ : Академія, 2012. С. 

21–55. 

3. DeVito, Joseph. A Human communication : the basic course. New-York : 

Pearson Education. 2006. P. 29–49.  

4. Яшенкова О.В. Основи теорії мовної комунікації. Київ : Академія, 2010. С. 

201–206. 

5. Яшенкова О.В. Основи теорії мовної комунікації :САМ. Київ : Академія, 

2011. С. 238–262. 

 

 

1. Computer tests in e-learning system (Moodle):  
Multiple choice: select the best response on each of the 

following questions / statements. 

 

 

Be careful of what you say; you won‘t be able to take it back – means that the 

_______________ { 

~communication is inevitable 

~communication is a package of signals 

~communication is ubiquitous 

} 

 

Success, to my way of thinking, is better measured by the extent to which I surpass others 

– is an example of an { 

=individualist orientation 

~collectivist orientation 

~low distance orientation 

} 

 

Success, to my way of thinking, is better measured by my contribution to the group effort 

– is an example of a { 

=collectivist orientation 

~individualist orientation 

~low distance orientation 

} 

 

My heroes are generally people who stand out from the crowd – is an example of an { 

=individualist orientation 

~collectivist orientation 

~low distance orientation 

} 

 

My heroes are generally team players – is an example of a{ 

=collectivist orientation 

~individualist orientation 

~low distance orientation 
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} 

 

If I were a manager, I would likely reprimand a worker in public if the occasion 

warranted – is an example of a { 

=high-context focus 

~low-context focus 

~power distance focus 

} 

 

If I were a manager, I would always reprimand in private regardless of the situation – is 

an example of a { 

=low-context focus 

~high-context focus 

~power distance focus 

} 

 

In communicating, it‘s generally more important to be polite rather than accurate or 

direct – is an example of a { 

=high-context focus 

~low-context focus 

~power distance focus 

} 

 

In communicating, it‘s generally more important to be accurate and direct rather than 

polite – is an example of a { 

=low-context focus 

~high-context focus 

~power distance focus 

} 

 

As a student (and if I feel well informed) I feel comfortable challenging a professor – is 

an example of a { 

=low power distance 

~high power distance 

~power distance focus 

} 

 

As a student (and if I feel well informed) I feel uncomfortable challenging a professor – 

is an example of a { 

=high power distance 

~low power distance 

~power distance focus 

} 

 

In choosing a life partner or even close friends, I feel more comfortable with just about 

anyone, not necessarily one from my own culture and class – is an example of a { 

=low power distance 

~high power distance 
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~power distance focus 

} 

 

In choosing a life partner or even close friends, I feel more comfortable with those from 

my own culture and class – is an example of a { 

=high power distance 

~low power distance 

~power distance focus 

} 

 

In a conflict situation, I‘d be more likely to confront conflicts directly and seek to win – 

is an example of a { 

=masculine orientation 

~feminine orientation  

~neuter orientation 

} 

 

In a conflict situation, I‘d be more likely to confront conflicts with the aim of 

compromise – is an example of a { 

=feminine orientation 

~masculine orientation  

~neuter orientation 

} 

 

If I were a manager of an organization I would stress competition and aggressiveness – is 

an example of a { 

=masculine orientation 

~feminine orientation  

~neuter orientation 

} 

 

If I were a manager of an organization I would stress worker satisfaction – is an example 

of a { 

=feminine orientation 

~masculine orientation  

~neuter orientation 

} 

 

As a student, I‘m more comfortable with assignments in which there is freedom for 

interpretation – is an example of a { 

=high tolerance for ambiguity 

~low tolerance for ambiguity  

~neuter tolerance for ambiguity 

} 

 

As a student, I‘m more comfortable with assignments in which there are clearly defined 

instructions – is an example of a { 

=low tolerance for ambiguity 



43 
 

~high tolerance for ambiguity  

~neuter tolerance for ambiguity 

} 

 

Generally, when approaching an undertaking with which I‘ve had no experience, I feel 

comfortable – is an example of a { 

=high tolerance for ambiguity 

~low tolerance for ambiguity  

~neuter tolerance for ambiguity 

} 

 

Generally, when approaching an undertaking with which I‘ve had no experience, I feel 

uncomfortable – is an example of a { 

=low tolerance for ambiguity 

~high tolerance for ambiguity  

~neuter tolerance for ambiguity 

} 

 

Generally, I save money for the future – is an example of a { 

=long term orientation 

~short term orientation  

~neutral term orientation 

} 

 

Generally, I spend what I have – is an example of a { 

=short term orientation 

~long term orientation  

~neutral term orientation 

} 

 

My general belief about child-rearing is that children should be cared for by their mothers 

– is an example of a { 

=long term orientation 

~short term orientation  

~neutral term orientation 

} 

 

My general belief about child-rearing is that children can be cared for by others– is an 

example of a { 

=short term orientation 

~long term orientation  

~neutral term orientation 

} 

 

For the most part, I believe I‘m in control of my own life – is an example of an { 

=indulgent orientation 

~restraint orientation  

~neutral term orientation 
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} 

 

For the most part I believe my life is largely determined by forces out of my control – is 

an example of a { 

=restraint orientation 

~indulgent orientation  

~neutral term orientation 

} 

 

In general, I have leisure time to do what I find fun – is an example of an { 

=indulgent orientation 

~restraint orientation  

~neutral term orientation 

} 

 

In general, I have little leisure time – is an example of a { 

=restraint orientation 

~indulgent orientation  

~neutral term orientation 

} 

 

________________ is communication among people who have different cultural beliefs, 

values, or ways of behaving { 

=Intercultural communication 

~Intrapersonal communication 

~Group communication 

} 

 

______________ is our tendency to evaluate the beliefs, attitudes, and values of our own 

culture positively and those of other cultures negatively { 

=Ethnocentrism 

~Stereotyping 

~Intercultural communication 

} 

________________ is the tendency to develop and maintain fixed, unchanging 

impressions of groups of people and to use these impressions to evaluate individual 

members of these groups, ignoring unique individual characteristics { 

=Stereotyping  

~Ethnocentrism 

~Intercultural communication 

} 

Among guidelines for more effective ________________ are: prepare yourself, 

recognize and reduce your ethnocentrism, confront your stereotypes, be mindful, avoid 

overattribution, recognize differences, and adjust your communication { 

=intercultural communication 

~intrapersonal communication 

~group communication 

} 
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Aims:  

 to identify self-concept, self-awareness, and self-esteem; 

 to perceive the process of self-disclosure;  

  to figure out the nature and workings of perception and the way impressions are 

formed and managed. 

 

 

 

 

 

 

 

 

 

 

 

 
Key words to know: 

self the distinct individuality or identity of a person or thing. 

self-concept  the whole set of attitudes, opinions, and cognitions that a 

person has of himself. 

self-awareness conscious knowledge of one's own character, feelings, 

motives, and desires. 

self-esteem confidence in one's own worth or abilities; self-respect. 

self-disclosure the action of making new or secret information known. 

enhancement  an increase or improvement in quality, value, or extent.  

perception  the process by which information about the world, as 

received by the senses, is analyzed and made meaningful. 

positive face needs the desire to be viewed positively by others, to be thought 

of favorably. 

negative face needs the desire to be autonomous, to have the right to do as we 

wish. 
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LECTURE3. THE SELF AND PERCEPTION 

 

 

Points for discussion: 

Introduction 

1. The Self in Human Communication 

1.1. Self-concept 

1.2. Self-awareness 

1.3. Self-esteem 

2. Self-Disclosure  

3. Perception  

4. Impression Formation  

Summary 
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Introduction 

First we‘ll explore the self: the self-concept and how it develops; self-awareness 

and ways to increase it; self-esteem and ways to enhance it; and self-disclosure, or 

communication that reveals who you are. 

 

www.themegallery.com

Company Logo

The Self in Human Communication
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1. The Self in Human Communication 

1.1. Self-concept 

 

Your self-concept is your image of who you are. It‘s how you perceive yourself: 

your feelings and thoughts about your strengths and weaknesses, your abilities and 

limitations. Self-concept develops from the images that others have of you, comparisons 

between yourself and others, your cultural experiences, and your evaluation of your own 

thoughts and behaviors. The components of the self-concept are: 

 

 

        

 

Others‘ Images of You 

How do significant others see me? If these 

significant others think highly of you, you will see a 
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        self-concept 

positive self-image reflected in their behaviors; if 

they think little of you, you will see a more negative 

image. 

 

Comparisons with Others 

Another way you develop self-concept is by 

comparing yourself with others, most often with your 

peers. 

 

Cultural Teachings 

Your culture instills in you a variety of beliefs, 

values, and attitudes about such things as success 

(how you define it and how you should achieve it); 

the relevance of religion, race, or nationality; and the 

ethical principles you should follow in business and 

in your personal life. These teachings provide 

benchmarks against which you can measure yourself. 

Self-Interpretations and Self-Evaluations 

Your self-interpretations (your 

reconstruction of the incident and your 

understanding of it) and self-evaluations (the value 

– good or bad – that you place on the behavior also 

contribute to your self-concept. 

 

 

1.2. Self-Awareness  

 

Self-awareness – your knowledge of who you are; of your traits, your strengths 

and limitations, your emotions and behaviors, your individuality – is basic to all 

communication. (You can achieve self-awareness by examining the several aspects of 

yourself as they might appear to others as well as to yourself.) One tool that is commonly 

used for this examination is called the Johari window, a metaphoric division of the self 

into four areas.  

 

Your Four Selves show different aspects or versions of the self. The four aspects are the 

open self, blind self, hidden self, and unknown self. These areas are not separate from 

one another, but interdependent.  

 

          

        

 

 

 

 

 

        Johari window 

Open self. This self represents all the information, 

behaviors, attitudes, and feelings about yourself that 

you know and that others also know. Such 

knowledge could include everything from your 

name, skin color, sex, and age to your religion and 

political beliefs. 

 

Blind self. This self represents knowledge 

about you that others have but you don‘t. Blind self 
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might include your habit of finishing other people‘s 

sentences or your way of rubbing your nose when 

you become anxious. It‘s important to reduce your 

blind self and learn what others know about you. 

A large blind self indicates low self-awareness and 

interferes with accurate communication. So it‘s 

important to reduce your blind self and learn what 

others know about you. 

 

Unknown self. The unknown self represents 

those parts of yourself that neither you nor others 

know. This is information that is buried in your 

subconscious. You may, for example, learn of your 

obsession with money, your fear of criticism, etc., or 

the kind of lover you are through hypnosis, dreams, 

psychological tests, or psychotherapy. 

 

Hidden self. This self represents all the 

knowledge you have of yourself but keep secret from 

others. The hidden self windowpane includes all 

your successfully kept secrets; for example, your 

fantasies, embarrassing experiences, and any 

attitudes or beliefs of which you may be ashamed.  

You probably keep secrets from some people 

and not from others; for example, you might not tell 

your parents you‘re dating someone of another race 

or religion, but you might tell a close friend. 

 

Each person‘s Johari window will be different, and each individual‘s window will 

vary from one time to another and from one communication situation to another. 

 

 

 

 

 

 

Growing in Self-Awareness 

 

Listen to others. Conveniently, others are constantly 

giving you the very feedback you need to increase 

self-awareness. In every interaction people comment 

on you in some way – on what you do, what you say, 

how you look. 

Increase your open self. Revealing yourself to 

others will help increase your self-awareness. As you 

talk about yourself, you may see connections that 

you had previously missed. With feedback from 

others, you may gain still more insight. 

Seek information about yourself. Encourage 
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people to reveal what they know about you. 

Dialogue with yourself. No one knows you 

better than you know yourself. Ask yourself self-

awareness questions: What motivates me to act as I 

do? What are my short-term and long-term goals? 

How do I plan to achieve them? What are my 

strengths and weaknesses? 

 

 

1.3. Self-esteem 

Self-esteem is a measure of how valuable you think you are; people with high 

self-esteem think very highly of themselves, whereas people with low self-esteem view 

themselves negatively. The basic idea behind building self-esteem is that when you feel 

good about yourself – about who you are and what you‘re capable of doing – you will 

perform better. When you think like a success, you‘re more likely to act like a success. 

Increasing self-esteem will, therefore, help you to function more effectively in 

school, in interpersonal relationships, and in careers.  

 

Challenge beliefs you have about yourself that are unproductive or that make it more 

difficult for you to achieve your goals (Einhorn, 2006). 

 

 

 

          

 

      increasing self-esteem 

1. The belief that you have to be perfect; 

this causes you to try to perform at 

unrealistically high levels at work, school, 

and home; anything short of perfection is 

unacceptable. 

 

2. The belief that you have to please others 

and that your worthiness depends on what 

others think of you. 

 

3. The belief that you have to take on more 

responsibilities than any one person can be 

expected to handle. 

 

 

 

2. Self-Disclosure 

Self-disclosure is (1) a type of communication in which (2) you reveal 

information about yourself that (3) you normally keep hidden (Jourard, 1971b; Tardy & 

Dindia, 2006). 

1. Self-disclosure is a type of communication in which you take information from 

your hidden self and move it to the open self. Overt statements about the self (for 

example, ―I‘m getting fat‖), as well as slips of the tongue (for example, using the name of 

an ex instead of your present lover), unconscious nonverbal movements (for example, 

self-touching movements or eye avoidance), and public confessions (for example, ―Well, 

Jerry, it‘s like this . . .‖) can all be considered forms of self-disclosure.  
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2. 2. In self-disclosure you reveal information about yourself; it is information in 

that it involves something that the receiver did not know about you. This information 

may vary from the relatively commonplace (―I‘m really scared about that French exam‖) 

to the extremely significant (―I‘m so depressed, I feel like committing suicide‖). For self-

disclosure to occur you must reveal the information to someone else; the information 

must be received and understood by at least one other individual. 

3. Generally, self-disclosure – at least the kind that‘s researched in communication 

and related fields – involves information that you normally keep hidden. To tell a listener 

something about yourself that you‘d tell anyone is not self-disclosure but rather simply 

talking about yourself.) 

 

 

 

 

 

Among the rewards of self-disclosure are: 

 

 

 

 

 

 

Self-Disclosure Rewards 
 

Self-knowledge. Self-disclosure helps you gain 

a new perspective on yourself and a deeper 

understanding of your own behavior. 

 

Improved coping abilities. Self-disclosure 

helps you deal with problems, especially guilt. 

Because you feel that problems are a basis for 

rejection, you may develop guilt. By self-disclosing 

negative feelings and receiving support rather than 

rejection, you may be better able to deal with guilt, 

perhaps reducing or even eliminating it.  

 

Communication enhancement. Self-

disclosure often improves communication. You 

understand the messages of others largely to the extent 

that you understand the individuals. You can tell what 

certain nuances mean, when a person is serious or 

joking, and when a person is being sarcastic out of 

fear or out of resentment. 

 

More meaningful relationships. By self-

disclosing you tell others that you trust, respect, and 

care enough about them and your relationship to 

reveal yourself. This, in turn, leads the other 

individual to self-disclose and forms a good start to a 

relationship that is honest and open. 

 

 

Among the dangers of self-disclosure are: 

 

Self-disclosure often brings rewards, but it can also create problems 
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Self-Disclosure Dangers 

 

Personal risks. The more you reveal about 

yourself to others, the more areas of your life you 

expose to possible attack. Especially in the 

competitive context of work (or even romance), the 

more that others know about you, the more they‘ll be 

able to use against you. 

 

Relationship risks. Even in close and long-

lasting relationships, self-disclosure can cause 

problems. Parents, normally the most supportive 

people in most individuals‘ lives, frequently reject 

children who disclose their homosexuality, their plans 

to marry someone of a different race, or their belief in 

another faith.  

Professional risks. Sometimes self-disclosure 

may result in professional or material losses. 

Politicians who disclose that they have been in 

therapy may lose the support of their own political 

party and find that voters are unwilling to vote for 

them.  

 

 

 

3. Perception  

Perception is your way of understanding the world; the process by which you 

become aware of objects, events, and especially people through your senses: sight, smell, 

taste, touch, and sound. 

Perception is a continuous series of processes that blend into one another.  

We can separate perception into five stages: 

 

 

              perception 

(1) You sense, you pick up some kind of stimulation; 

(2) you organize the stimuli in some way; 

(3) you interpret and evaluate what you perceive; 

(4) you store your perception in memory; 

5) you retrieve it when needed  

 

 

4. Impression Formation  

 

Impression formation (sometimes referred to as person perception) refers to the 

processes you go through in forming an impression of another person. Here you would 

make use of a variety of perception processes, each of which has pitfalls and potential 

dangers.  

Impression Formation Processes are: the self-fulfilling prophecy, personality 

theory, primacy –recency, consistency, and attribution. 

 

 

 

A self-fulfilling prophecy is a prediction that comes true 

because you act on it as if it were true.   
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Impression Formation 

Processes 

Personality Theory: you expect certain qualities 

to go with other qualities. 

 

Primacy–Recency: you are most influenced by 

what occurs first and by what occurs last. 

 

Consistency: you assume that people are 

consistent; if they‘re good people in your mind the things 

they do will be good and if they‘re bad, the things they 

do will be bad. 

 

Attribution of control: you evaluate what a 

person did on the basis of the control you perceive this 

person to have had on his or her behavior. 

 

Stereotyping: you form an impression of 

someone based on your racial, religious, or other 

stereotype. 

 

 

Politeness strategies are another set of strategies often used to appear likeable. 

We can look at them in terms of negative and positive types (Brown & Levinson):  

1. positive face needs—the desire to be viewed positively by others, to be thought of 

favorably, and 

2. negative face needs—the desire to be autonomous, to have the right to do as we wish. 

To help another person maintain positive face, you speak respectfully to and about 

the person, you give the person your full attention, you say ―excuse me‖ when 

appropriate. In short you treat the person as you would want to be treated. In this way you 

allow the person to maintain positive face through what is called positive politeness.  

You attack the person‘s positive face when you speak disrespectfully about the 

person, ignore the person or the person‘s comments, and fail to use the appropriate 

expressions of politeness such as ―thank you‖ and ―please.‖ 

To help another person maintain negative face, you respect the person‘s right to be 

autonomous and so you request rather than demand that they do something; you say, 

―Would you mind opening a window‖ rather than ―Open that window, damn it!‖. 

 

Summary 

Self-concept, the image that you have of yourself, is composed of feelings and 

thoughts about both your abilities and your limitations. Self-concept develops from the 

image that others have of you, the comparisons you make between yourself and others, 

the teachings of your culture, and your own interpretations and evaluations. 

 

 

Questions for self-control 

 

 

1. Identify the notion of the self in human communication. Exemplify. 
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2. Account for the notion of self-concept. 

3. Account for the notion of self-awareness. 

4. Account for the notion of self-esteem. 

5. Exemplify the components of Johari window. 

6. Identify the notion of the self-disclosure. 

7. Analyze self-disclosure rewards. 

8. Define the dangers of self-disclosure. 

9. Account for the notion of perception. 

10. Identify the notion of Impression Formation  

 

 

 

 

 

Aims:  

 to identify self-concept, self-awareness, and self-esteem; 

 to perceive the process of self-disclosure,  

  to figure out the nature and workings of perception and the way impressions are 

formed and managed. 
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SEMINAR3. THE SELF AND PERCEPTION 

 

 

 

Points for discussion: 

Introduction 

1. The Self in Human Communication 

1.1. Self-concept 

1.2. Self-awareness 

1.3. Self-esteem 

2. Self-Disclosure  

3. Perception  

4. Impression Formation  

Summary 
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Tests: review of theory 

 

 

I. True/False: write „T‟ for true or „F‟ for false beside each of the following statement. 

1. Self-esteem develops from the images that others have of you, comparisons between 

yourself and others, your cultural experiences, and your evaluation of your own 

thoughts and behaviors.  

2. Self-awareness – your knowledge of who you are; of your traits, your strengths and 

limitations, your emotions and behaviors, your individuality – is basic to all 

communication.  

3. Five Selves show different aspects or versions of the self.  

4. Blind self represents all the information, behaviors, attitudes, and feelings about 

yourself that you know and that others also know.  

5. Unknown self represents all the knowledge you have of yourself but keep secret from 

others.  

6. Self-concept is a measure of how valuable you think you are; people with high self-

esteem think very highly of themselves, whereas people with low self-esteem view 

themselves negatively.  

7. Perception is your way of understanding the world; the process by which you become 

aware of objects, events, and especially people through your senses: sight, smell, 

taste, touch, and sound.  

8. Impression formation (sometimes referred to as person perception) refers to the 

processes you go through in forming an impression of another person.  

9. Positive face needs – the desire to be autonomous, to have the right to do as we wish.  

10. To help another person maintain positive face, you speak respectfully to and about 

the person.  

 

II. Multiple choice: select the best response on each of the following 

questions/statements. 

1. ___________ is your image of who you are. It‘s how you perceive yourself: your 

feelings and thoughts about your strengths and weaknesses, your abilities and 

limitations.  

A Self-concept 

B Self-esteem 

C Self-disclosure 

 

2. Self-awareness – your ___________ of who you are; of your traits, your strengths and 

limitations, your emotions and behaviors, your individuality – is basic to all 

communication. 

A knowledge 

B esteem 

C disclosure 

 

3. One of the components of the self-concept is: 

A knowledge 

B cultural teachings 
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C disclosure 

 

4. The Johari window, a ___________ division of the self into four areas.  

A metonymic 

B cultural  

C metaphoric 

 

5. The belief that you have to be perfect; this causes you to try to perform at 

unrealistically high levels at work, school, and home; anything short of perfection is 

unacceptable is an example of ______________ 

A self-destructive belief  

B self-increasing belief  

C cultural belief 

 

6. The belief that you have to please others and that your worthiness depends on what 

others think of you is an example of _______________ 

A cultural belief 

B self-increasing belief  

C self-destructive belief 

 

7. The belief that you have to take on more responsibilities than any one person can be 

an example of ______________ 

A cultural belief 

B self-destructive belief 

C self-increasing belief  

 

8. Communication enhancement is an example of ___________ 

A self-disclosure reward 

B self-destructive belief 

C self-increasing belief  

9. Improved coping abilities is an example of _______________ 

A self-destructive belief 

B self-disclosure reward 

C self-increasing belief  

 

10. More meaningful relationships are examples of _____________ 

A self-destructive belief 

B self-increasing belief  

C self-disclosure reward 

 

III. Matching: match each of the following linguistic terms with the correct meaning. 

1. The word self-concept can be defined as –  

2. The word self-awareness can be defined as –  

3. Johari window is known –  

4. The word self-esteem can be defined as ––  

5. Self-destructive beliefs can be defined as –  

6. Self-disclosure can be defined as –  

7. The notion perception can be defined as –  
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8. Impression formation (sometimes referred to as person perception) –  

9. Attribution of control can be defined as –  

10. Stereotyping can be defined as –  

 

A – is a measure of how valuable you think you are; people with high 

self-esteem think very highly of themselves, whereas people with 

low self-esteem view themselves negatively. 

B – is your image of who you are.  

C – „unrealistically high standards and therefore almost always lead to 

failure. 

D – your knowledge of who you are; of your traits, your strengths and 

limitations, your emotions and behaviors, your individuality. 

E – is a type of communication in which you take information from 

your hidden self and move it to the open self..  

F– a metaphoric division of the self into four areas. 

G – your way of understanding the world; the process by which you 

become aware of objects, events, and especially people through 

your senses: sight, smell, taste, touch, and sound. 

H– refers to the processes you go through in forming an impression of 

another person.  

I – you evaluate what a person did on the basis of the control you 

perceive this person to have had on his or her behavior. 

J– you form an impression of someone based on your racial, religious, 

or other stereotype. 

. 

 

 

 

 

 

1. Beyond East and West Differences 

Recent research conducted by 71 researchers, across 33 countries and 

encompassing 55 cultural groups challenged the dichotomous view first proposed by 

Markus and Kitayama. The researchers conducted a series of studies (Vignoles, 2016) 

that examined a single dimension of Independent/Interdependent, Western cultures as 

wholly independent, the relationship between individualist and collectivist cultures and 

Independent/Interdependent self-construals, as well as the role of religious heritage 

and socioeconomic development of cultures. Using data from over 7,000 adults, the 

authors identified seven dimensions that encompass both independent and interdependent 

self-construals: 

 Difference 

 Connection 

 Self-Direction 

 Self-Reliance 

 Consistency 

 Self-Expression 

 Self-Interest 

I. IV. Read Text1. Define the main idea. Make the semantic analysis of 

context and self-concept with respect to East and West differences in 

culture. 
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At the level of the individual these seven dimensions represent the different ways 

that we see ourselves and our relationships with other people. The dimensions can also 

represent cultural norms about self that are reinforced and maintained by cultural 

practices and social structures. 

When the researchers tested the 7-dimension model, their results contradicted 

many long-held beliefs about independent, individualistic, interdependent and 

collectivist cultures. First, Western cultures scored above average on five of the 

dimensions but were below average on the dimensions self-reliance and consistency. 

Thus, the common view that Western cultures are wholly independent was not supported. 

Latin American cultures had scores very similar to Western cultures on the 

difference and self-expression dimensions but scored higher on consistency and self-

interest which also challenged the common view of Latin America as wholly 

interdependent. The economically poorest samples in the study scored highest on self-

interest and were negatively associated with individualism, whereas Western cultures 

scored high on commitment to others which challenges the view that rich Western 

cultures are selfish. 

Religious heritage was also an important variable in the study. Muslim and 

Catholic samples had very distinct dimension profiles that showed high scores for 

consistency. This may be related to the tenets of both faiths that salvation is related to 

behaviors so behaving consistently – across different situations and settings would be 

important. 

The results of Vignoles and colleagues demonstrated that self, whether measured 

at the individual level or cultural level is not binary. Independence and interdependence 

is a complex interaction of heritage, socioeconomic development, settlement patterns, 

and ecological contexts. By moving away from a dichotomous view of self, psychologists 

have an opportunity to expand our understanding of self and its relationship to culture. 

 

2. Read Text2. Define the main idea. Consider the pros and cons of self-

enhancement and self-effacement and certify your preferences.  

 

Self-Enhancement and Self-Effacement 

Related to self-concept is self-enhancement, the processes that we use to bolster 

self-esteem. Early research linked enhancement with individualistic cultures (Kitayama 

et al., 1999; Heine et al., 1999) however evidence for the culturally specific model has 

been mixed. The more commonly accepted view, pan cultural perspective, argues that all 

cultures engage in enhancement but how, when and to what extent differs by culture 

(Brown, 2010; Becker et al., 2014; Sedikides et al., 2015). Cai and colleagues (2016) 

explored a pancultural theory of self-enhancement in Western (US) and Eastern (China) 

samples. Results revealed that participants endorsed more positive traits when describing 

themselves and also endorsed more negative traits as non-self-descriptive. The degree of 

this effect was higher in the Western than Eastern sample confirming that self-

enhancement is positive in both cultures but it is higher among the Western sample. 

 

Imagine you are the leader on a major work project and have been asked to 

provide a status update on the project to the executive board. You and your team spend 

hours preparing the presentation. At the end of the presentation, one of the board 

members congratulates you on the project and the presentation. In reply you say, ―I am 

dedicated to this project and work really hard to meet the expectations‖. This could be 
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considered an example of self-enhancement because you emphasize your dedication and 

role to the project. 

 

 

Self-effacement is the tendency to downplay one‘s virtues or characteristic. In 

general Asians tend to be more self-effacing (although most studies only use samples 

from Japan and China) (Kurman, 2003). Under normal conditions, self-effacement is a 

facet of modesty and is not a lack of confidence or of self-esteem. Self-effacement 

reflects cultural norms and in some collectivist cultures, such as in China and Japan, 

consider modesty a virtue. Self-effacing tactics are used to reduce the social risk of 

offending others so in this way self-effacement is not linked to self-esteem. 

Let‘s consider our earlier scenario and the congratulations offered by a board 

member. If this time you say, ―It had nothing to do with me, it is my team.‖ This could be 

considered an example of self-effacement because you understate your role and 

emphasize the team members. 

Most of the research in this area has focused on cross-cultural research between 

Western and Eastern cultures. Suzuki and colleagues (2008) examined the role of self-

enhancement and self-effacement and reactions to criticism among multicultural, female 

youth in the United States. Results revealed that European American and African 

American youth had more self-enhancing reactions to praise. Asian American and 

Hispanic youth were less self-enhancing and more self-effacing than the other two 

groups. The differences in reactions to praise were explained by differences in 

generational histories in the United States and cultural exposure. The youth with the 

highest self-enhancing reactions (European Americans and African Americans) were 

all born in the United States with greater exposure to individualist norms. 

Asian American and Hispanic study participants reported that at least one person 

in their household was born abroad in less individualist and more collectivist cultures. 

These differences explain why the Asian American and Hispanic youths might have had 

more self-effacing reactions. 

 

Summary 

The culture in which you live is one of the most important factors that shape your 

personality and Western ideas about personality may not be applicable to other cultures. 

In fact, there is evidence that the strength of personality traits varies across cultures.  

Identity and self are linked concepts that encompass what we think and feel about 

ourselves, as well as our relationships with others. Some cultural researches confirm self 

as a universal but culture contexts define the conditions that self will be expressed. For 

example, certain values are emphasized or sanctioned within culture (e.g., modesty, 

independence, cooperation, empathy). Independent and interdependent self-concepts 

coexist simultaneously within individuals and culture provides the framework for self-

expression. 

 

 

Questions for self-control 

1. Identify the modern identification of self. 

2. Account for the differences between Independent and Interdependent cultures 

with reference to self. 
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3. Can you think of reasons why the definitions of self are so ambiguous? 

4. What types of self-construals can you name? 

5. What is meant by Independent Western culture?  

6. Accordingly, what is the aim of Interdependent Eastern culture view of self?  

7. Which one is more preferable to you and why? 

8. Clarify the results of the 7-dimension self model concerning the representatives 

of Western culture? 

9. Clarify the results of the 7-dimension self model concerning the representatives 

of   Eastern culture? 

10. Account for self-enhancement and self-effacement with respect to self-concept. 

 

 

 

SELF-STUDY3 

 

Aims: 

 watch the video films pertaining to Self-Study 1; i.e., the scope of self and 

perception; 

 cognize and apprehend information from the given films; 

 take the computer (e-learning system) tests, based on them; 

 amend and refine your listening comprehension skills and abilities. 

 

 

2. Video films (either on CD or You Tube) 

 

 

 

5. Interpersonal Communication - Perception of Self and Others 

Part 1 

https://www.youtube.com/watch?v=yLWw976xyEw 

6. Interpersonal Communication - Perception of Self and Others 

Part 2 

https://www.youtube.com/watch?v=dkQ-72vcVRc 

7. Emotional Self Care & Effective Communication 

https://www.youtube.com/watch?v=jUTmAOx1sKg  

8. How to Inspire Yourself through Positive Self-Talk | 

Intrapersonal Communication 

https://www.youtube.com/watch?v=7ElkfhyR4dE 

9. Self-Awareness in Relationships 

https://www.youtube.com/watch?v=Hsw109lcrx0 

 

 

Suggested reading: 

1. Бацевич Ф.С. Основи комунікативної лінгвістики. Київ : Академія, 

2004. С. 42–47. 

https://www.youtube.com/watch?v=yLWw976xyEw
https://www.youtube.com/watch?v=dkQ-72vcVRc
https://www.youtube.com/watch?v=jUTmAOx1sKg
https://www.youtube.com/watch?v=7ElkfhyR4dE
https://www.youtube.com/watch?v=Hsw109lcrx0
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2. Манакін В.М. Мова і міжкультурна комунікація. Київ : Академія, 

2012. С. 30–44. 

3. DeVito, Joseph. A Human communication : the basic course. New-York : 

Pearson Education. 2006. P. 60–79.  

4. Яшенкова О.В. Основи теорії мовної комунікації. Київ : Академія, 

2010. С. 101–109. 

 

 

2. Computer tests in e-learning system (Moodle):  
Multiple choice: select the best response on each of the 

following questions / statements. 

 

 

______________ develops from the images that others have of you, comparisons 

between yourself and others, your cultural experiences, and your evaluation of your own 

thoughts and behaviors { 

=Self-concept 

~Self-awareness 

~Self-esteem 

} 

 

_____________ – your knowledge of who you are; of your traits, your strengths and 

limitations, your emotions and behaviors, your individuality – is basic to all 

communication { 

=Self-awareness 

~Self-esteem 

~Self-concept 

} 

 

_____________ is a measure of how valuable you think you are; people with high self-

esteem think very highly of themselves, whereas people with low self-esteem view 

themselves negatively { 

=Self-esteem 

~Self-awareness 

~Self-concept 

} 

 

_______________________ set unrealistically high standards and therefore almost 

always lead to failure { 

=Self-destructive beliefs 

~Self-increasing beliefs 

~Self-concept beliefs 

} 

 

_____________ is a type of communication in which you take information from your 

hidden self and move it to the open self { 

=Self-disclosure 

~Self-increasing beliefs 
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~Self-concept beliefs 

} 

 

In ________________ you reveal information about yourself; it is information in that it 

involves something that the receiver did not know about you { 

=Self-disclosure 

~Self-increasing beliefs 

~Self-concept beliefs 

} 

 

________________ – at least the kind that‘s researched in communication and related 

fields – involves information that you normally keep hidden { 

=Self-disclosure 

~Self-increasing beliefs 

~Self-concept beliefs 

} 

 

________________ often brings rewards, but it can also create problems { 

=Self-disclosure 

~Self-increasing beliefs 

~Self-concept beliefs 

} 

 

___________________ is an example of Self-disclosure { 

=Communication enhancement 

~Self-increasing enhancement 

~Self-concept enhancement 

} 

 

__________________________ is an example of Self-disclosure helps you deal with 

problems, especially guilt. 

=An improved coping ability 

~Self-increasing enhancement ability 

~Self-concept enhancement ability 

} 

 

_________________________ are examples of self-disclosing a person { 

=More meaningful relationships 

~Self-increasing enhancement relationships 

~Self-concept enhancement relationships 

} 

 

Personal risks are the dangers of ___________________ { 

=self-disclosure 

~self-increasing beliefs 

~self-concept beliefs 

} 
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_______________________is your way of understanding the world; the process by 

which you become aware of objects, events, and especially people through your senses: 

sight, smell, taste, touch, and sound { 

=Perception 

~Impression formation  

~Impression management  

} 

 

A _________________ is a prediction that comes true because you act on it as if it were 

true { 

=self-fulfilling prophecy 

~personality theory 

~primacy–recency 

} 
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Aims:  

 to identify how language works;  

 to perceive the nature of disconfirmation and confirmation; 

 to figure out the principles of message effectiveness. 

 

 

 

 

 

 

 

 

 

 

 

Key words to know: 

verbal  relating to or in the form of words. 

message a verbal, written, or recorded communication sent to or 

left for a recipient who cannot be contacted directly 

confirmation accepting, supporting, and acknowledging the importance 

of the other person 

disconfirmation the process of ignoring the presence and the 

communications of others 

context the circumstances that form the setting for an event, 

statement, or idea, and in terms of which it can be fully 

understood and assessed 

bypassing the miscommunication pattern which occurs when the 

sender (speaker, writer, and so on) and the receiver 

(listener, reader, and so forth) miss each other with their 

meanings 

denotation the meaning you‘d find in a dictionary; it‘s the meaning 

that members of the culture assign to a word 

 

connotation the emotional meaning that specific speakers – listeners 

give to a word 

purr words highly positive ones 

snarl words highly negative ones 

 

Recommended Literature 

Obligatory: 

1. Бацевич Ф.С. Основи комунікативної лінгвістики. Київ : Академія, 2004. С. 

57–58. 

LECTURE4. VERBAL MESSAGES 

 

 

Points for discussion: 

 

Introduction 

1. Principles of Verbal Messages  

2. Disconfirmation and Confirmation  

3. Using Verbal Messages Effectively 

 

Summary 
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2. Манакін В.М. Мова і міжкультурна комунікація. Київ : Академія, 2012.  

С. 126–199. 

3. DeVito, Joseph. A Human communication : the basic course. New-York : Pearson 

Education. 2006. P. 96–112.  

 

Introduction 

As you communicate, you use two major signal systems – the verbal and the 

nonverbal. Verbal messages are messages sent with words. It‘s important to remember 

that the word verbal refers to words, not to orality; verbal messages consist of both oral 

and written words. In contrast, verbal messages do not include laughter; vocalized pauses 

you make when you speak (such as er, hmm, and ah); and responses you make to others 

that are oral but don‘t involve words (such as ha ha, aha, and ugh!). These vocalizations 

are considered nonverbal – as are, of course, facial expressions, eye movements, gestures, 

and so on. 

 

1. Principles of Verbal Messages  

 

We need to understand six key principles of verbal messages 

 

 

 

Principles of Verbal Messages 

(1) meanings are in people, not in things 

(2) language is denotative and connotative  

(3) meanings depend on context 

(4) messages vary in politeness 

(5) messages vary in assertiveness  

(6) messages can deceive 

 

(1) meanings are in people, not in 

things 

Bypassing is ―the miscommunication pattern which 

occurs when the sender (speaker, writer, and so on) 

and the receiver (listener, reader, and so forth) miss 

each other with their meanings‖ (Haney, 1973). 

Bypassing can take either of two forms: two people 

in conversation using different words that have the 

same meaning, or two people in conversation using 

the same words that have different meanings 

(2) language is denotative and 

connotative 

Language is both denotative (objective and 

generally easily agreed upon) and connotative 

(subjective and generally highly individual in 

meaning). 

Denotation refers to the meaning you‘d find in a 

dictionary; it‘s the meaning that members of the 

culture assign to a word.  

Connotation refers to the emotional meaning 

that specific speakers–listeners give to a word. 

Words have both kinds of meaning. 

Semanticist S.I. Hayakawa coined the terms 

―snarl words‖ and ―purr words‖ to clarify further 
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the distinction between denotative and connotative 

meaning. Snarl words are highly negative (―She‘s 

an idiot,‖ ―He‘s a pig,‖ ―They‘re a bunch of 

losers‖).  

Purr words are highly positive (―She‘s a real 

sweetheart,‖ ―He‘s a dream,‖ ―They‘re the 

greatest‖).  

(3) meanings depend on context Verbal and nonverbal communications exist 

in a context. The same words or behaviors may 

have totally different meanings when they occur in 

different contexts: (physical, social-psychological, 

temporal, and cultural). 

(4) messages vary in politeness Internet communication has very specific rules 

for politeness, called netiquette.  

Here are several netiquette guidelines. 

Familiarize yourself with the site before 

contributing. Before asking questions about the 

system, read the Frequently Asked Questions 

(FAQs). Be brief. Don‟t shout. WRITING IN 

CAPS IS PERCEIVED AS SHOUTING. It‘s okay 

to use caps occasionally to achieve emphasis. 

Avoid offensive language.   

(5) messages vary in assertiveness Assertive people operate with an ―I win, you 

win‖ philosophy; they assume that both parties can 

gain something from an interaction, even from a 

confrontation. 

Most people are nonassertive in certain 

situations. If you‘re one of these people and if you 

wish to modify your behavior,  

Confirm understanding. 

(6) messages can deceive Lying refers to the act of (1) sending messages 

(2) with the intention of giving another person 

information you believe to be false. Types of Lies 

Pro-social Deception: To Achieve Some Good.  

Self-Enhancement Deception: To Make 

Yourself Look Good. 

Selfish Deception: To Protect Yourself.  

Anti-Social Deception: To Harm Someone. 

Messages are influenced by culture and gender. 

 

 

 

 

2. Disconfirmation and Confirmation 

 

Disconfirmation is a communication pattern in which we ignore someone‘s 

presence as well as that person‘s messages. We say, in effect, that this person and what 
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this person has to say are not worth serious attention or effort— that this person and this 

person‘s contributions are unimportant or insignificant and that there is no reason to 

concern ourselves with her or him.  

In disconfirming someone, however, you deny that person‘s significance; you 

claim that what this person says or does simply does not count. 

Disconfirmation is the process of ignoring the presence and the communications 

of others. 

Confirmation, the opposite of disconfirmation, involves your acknowledging the 

presence of the other person, the person‘s importance, and your acceptance of this 

person.  

Confirmation is accepting, supporting, and acknowledging the importance of the 

other person. 

Racist language expresses racist attitudes. 

 

 

3. Using Verbal Messages Effectively 

 

A chief concern in using verbal messages is to recognize what critical thinking 

theorists call “conceptual distortions”; that is, mental mistakes, misinterpretations, 

or reasoning fallacies. Avoiding these distortions and substituting a more critical, more 

realistic analysis is probably the best way to improve your own use of verbal messages. 

Let‘s look at several principles of language that are often ignored or misunderstood, 

along with the conceptual distortions that result from such misunderstandings. 

Using language effectively involves eliminating, conceptual distortions and 

substituting more accurate assumptions about language. 

 

 

 

 

 

 

 

 

conceptual distortions 

Intensional orientation is the tendency to view 

people, objects, and events according to the way 

they‘re talked about – the way they‘re labeled. For 

example, if Sally were labeled ―uninteresting,‖ you 

would, responding intentionally, evaluate her as 

uninteresting even before listening to what she had to 

say. 

Extensional orientation, on the other hand, is 

the tendency to look first at the actual people, 

objects, and events and only afterwards at their 

labels. In this case, it would mean looking at Sally 

without any preconceived labels, guided by what she 

says and does, not by the words used to label her. 

 

To avoid intensional orientation, extensionalize. Never give labels greater 

attention than the actual thing. Give your main attention to the people, things, and events 

in the world as you see them and not as they‘re presented in words. 

 

     

 

 

A related distortion is allness: forgetting that 

language symbolizes only a portion of reality, never 

the whole. When you assume that you can know all 
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   conceptual distortion or say all about anything, you‘re into allness. In 

reality, you never can see all of anything. You never 

can experience anything fully. You see a part, then 

conclude what the whole is like. 

 

To avoid allness, recognize that language symbolizes only a part of reality, never 

the whole.  

 

 

 

      conceptual distortion 

Indiscrimination is the failure to distinguish 

between similar but different people, objects, or 

events. This error occurs when you focus on 

categories or classes and fail to see that each 

phenomenon is unique and needs to be looked at 

individually. 

 

Polarization is the tendency to look at the world 

in terms of opposites and to describe it in extremes – 

good or bad, positive or negative, healthy or sick, 

intelligent or stupid. Polarization is often referred to 

as the fallacy of ‗either/or‘ or ‗black or white‘. 

Most people exist somewhere between the extremes.  

 

 

 

Summary 

 

 

Thus, we have tried to illustrate the importance of studying the verbal 

messages in communication. We have presented their basic principles, definitions and 

examples of usage. We have attempted to figure out that the interpretation of verbal 

messages depends on the context (physical, social-psychological, temporal, and cultural) 

and the speaker‘s intention. Two communicative patterns confirmation and 

disconfirmation have been highlighted as well. 

 

 

Questions for self-control 

 

1. Define the notion of verbal messages. 

2. Figure out the key principles of verbal messages. 

3. Exemplify the usage of verbal messages in different contexts: (physical, social-

psychological, temporal, and cultural). 

4. Account for the difference between denotation and connotation. 

5. Determine the semantic peculiarities of ‗snarl‘ words and ‗purr words‘. 

6. Explain the difference between confirmation and disconfirmation. 

7. Identify the principal characteristics of conceptual distortions. 

8. What basic types of lies can you name? 

9. What does intensional orientation mean? 

10.  What does extensional orientation mean? 



68 
 

 

 

 

 

 

 

Aims:  

 to identify how language works;  

 to perceive the nature of disconfirmation and confirmation; 

 to figure out the principles of message effectiveness. 

 

 

 

 

 

 

 

 

 

 

Recommended Literature 

Obligatory: 

1. Бацевич Ф.С. Основи комунікативної лінгвістики. Київ : Академія, 2004. 

С. 57–58. 

2. Манакін В.М. Мова і міжкультурна комунікація. Київ : Академія, 2012.  

С. 126–199. 

3. DeVito, Joseph. A Human communication : the basic course. New-York : 

Pearson Education. 2006. P. 96–112.  

 

 

Tests: review of theory 

 

 

I. True/False: write „T‟ for true or „F‟ for false beside each of the following statement. 

_______________ is ―the miscommunication pattern which occurs when the sender 

(speaker, writer, and so on) and the receiver (listener, reader, and so forth) miss each 

other with their meanings‖ { 

=Bypassing 

~Denotation 

~Connotation 

} 

 

___________ refers to the meaning you‘d find in a dictionary; it‘s the meaning that 

members of the culture assign to a word { 

=Denotation 

~Bypassing 

~Connotation 

SEMINAR4. VERBAL MESSAGES 

 

 

 

Points for discussion: 

 

Introduction 

1. Principles of Verbal Messages  

2. Disconfirmation and Confirmation  

3. Using Verbal Messages Effectively 

 

Summary 
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} 

 

____________ refers to the emotional meaning that specific speakers–listeners give to a 

word { 

=Connotation 

~Denotation 

~Bypassing 

} 

 

___________ words are highly negative ones { 

=Snarl  

~Purr 

~Cultural 

} 

 

______________ words are highly positive ones { 

=Purr 

~Snarl  

~Cultural 

} 

 

_____________ teaches you that certain ways of using verbal messages are acceptable 

and certain ways are not { 

=The Cultural Context 

~The Purr Context 

~The Snarl Context 

} 

 

The _____________ holds that in any communication interaction, both parties will make 

an effort to help each other understand each other { 

=principle of cooperation 

~principle of peaceful relations 

~principle of self-denigration 

} 

 

The _____________ means that you would never insult anyone and you may even 

express agreement with someone when you really disagree, a principle that violates the 

principle of cooperation and the maxim of quality { 

=principle of peaceful relations 

~principle of cooperation 

~principle of self-denigration 

} 

 

The advises you to avoid taking credit for accomplishments and to minimize your 

abilities or talents in conversation { 

=principle of self-denigration 

~principle of peaceful relations 

~principle of cooperation 
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} 

 

The ________________ preserves the image of the other person and does nothing to 

insult the person or make him or her appear in a negative light { 

=principle of face-saving 

~principle of peaceful relations 

~principle of cooperation 

} 

 

The ________. Say what you know or assume to be true, and do not say what you know 

to be false { 

=maxim of quality 

~maxim of relation 

~maxim of manner 

} 

 

The __________. Talk about what is relevant to the conversation { 

=maxim of relation 

~maxim of quality 

~maxim of manner 

} 

 

The __________. Be clear, avoid ambiguities (as much as possible), be relatively brief, 

and organize your thoughts into a meaningful pattern { 

=maxim of manner 

~maxim of relation 

~maxim of quality 

} 

 

The ________. Be as informative as necessary to communicate the information { 

=maxim of quantity 

~maxim of relation 

~maxim of quality 

} 

 

________________ is a communication pattern in which we ignore someone‘s presence 

as well as that person‘s messages { 

=Disconfirmation 

~Confirmation 

~Rejection 

} 

 

In ___________, you disagree with the person; you indicate your unwillingness to accept 

something the other person says or does { 

=rejection 

~disconfirmation 

~confirmation 

} 
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In ______________ you deny that person‘s significance; you claim that what this person 

says or does simply does not count { 

=disconfirming 

~rejection 

~confirmation 

} 

 

___________ involves your acknowledging the presence of the other person, the person‘s 

importance, and your acceptance of this person { 

=Confirmation 

~Disconfirmation 

~Rejection 

} 

 

The term _________ can also refer to prejudice against other age groups { 

=ageism 

~disconfirmation 

~Rejection 

} 

 

____________ is a language that puts down someone because of his or her gender (a 

term usually used to refer to language derogatory toward women { 

=Sexist language 

~Disconfirmed language 

~Intentional language 

} 

 

_________________ is the tendency to view people, objects, and events according to the 

way they‘re talked about—the way they‘re labeled { 

=Intentional orientation 

~Disconfirming orientation 

~Extensional orientation 

} 

 

_____________ is the tendency to look first at the actual people, objects, and events and 

only afterwards at their labels { 

=Extensional orientation 

~Disconfirming orientation 

~Intentional orientation 

} 

 

_______________________– is distortion forgetting that language symbolizes only a 

portion of reality, never the whole { 

=Allness 

~Disconfirmation 

~Rejection 

} 
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When you assume that you can know all or say all about anything, you‘re into 

_______________. In reality, you never can see all of anything { 

=Allness 

~Disconfirmation 

~Rejection 

} 

 

Barriers to clear thinking can be created when inferences are treated as facts, a tendency 

called ________________ { 

=fact–inference confusion 

~fact–extension confusion 

~fact–intention confusion 

} 

 

_______________ is a statement you make on the basis not only of what you observe, 

but of what you infer { 

=Inferential statement 

~Extensional statement 

~Intentional statement 

} 

 

For a statement to be considered a factual statement, it must be made by the observer 

after observation and must be limited to what is observed { 

=factual statement 

~extensional statement 

~intentional statement 

} 

 

___________ is the tendency to retain evaluations without change while the reality to 

which they refer is changing { 

=Static evaluation 

~Extensional evaluation 

~Intentional evaluation  

} 

 

________________is the failure to distinguish between similar but different people, 

objects, or events { 

=Indiscrimination 

~Disconfirmation 

~Confirmation 

} 

 

_______________ is the tendency to look at the world in terms of opposites and to 

describe it in extremes—good or bad, positive or negative, healthy or sick, intelligent or 

stupid { 

=Polarization 

~Indiscrimination 



73 
 

~Disconfirmation 

} 

 

___________ is often referred to as the fallacy of ―either/or‖ or ―black or white‖ { 

=Polarization 

~Indiscrimination 

~Disconfirmation 

} 

 

 

__________ is both denotative (objective and generally easily agreed upon) and 

connotative (subjective and generally highly individual in meaning) { 

=Language 

~Communication 

~Denotation 

} 

 

_______________ are context based; the same message in a different context will likely 

mean something different. Among the most important contexts are the cultural and the 

gender contexts { 

=Meanings 

~Sentences 

~Utterances 

} 

 

____________ (in all forms of communication) vary in politeness { 

=Messages 

~Sentences 

~Utterances 

} 

 

_____________________ vary in assertiveness { 

=Meanings 

~Sentences 

~Utterances 

} 

 

__________ meanings can deceive { 

=Message 

~Sentence 

~Utterance 

} 

 

_______________ are influenced by culture and gender { 

=Messages 

~Sentences 

~Utterances 

} 
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_______________ is the process of ignoring the presence and the communications of 

others { 

=Disconfirmation 

~Confirmation 

~Rejection 

} 

 

___________ is accepting, supporting, and acknowledging the importance of the other 

person {  

=Confirmation 

~Disconfirmation 

~Rejection 

} 

 

Racist, heterosexist, ageist, and sexist language put down and _____________________ 

members of various groups { 

=negatively evaluate 

~positively evaluate 

~neutrally evaluate 

} 

 

Using _____________ effectively involves eliminating conceptual distortions and 

substituting more accurate assumptions about language { 

=Language 

~Communication 

~Denotation 

} 

 

____________symbolizes reality; it‘s not the reality itself, so avoid intensional 

orientation and allness { 

=Language 

~Communication 

~Denotation 

} 

 

___________ can express both facts and inferences, so learn to make distinctions 

between them { 

=Language 

~Communication 

~Denotation 

} 

 

___________ is relatively static, but reality changes rapidly; try to constantly revise the 

way you talk about people and things { 

=Language 

~Communication 

~Denotation 
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} 

 

___________ can obscure distinctions in its use of general terms and in its emphasis on 

extreme rather than middle terms, so be careful to avoid indiscrimination and polarization 

{ 

=Language 

~Communication 

~Denotation 

} 

 

The ________________ is an extensional device that helps you keep your language (and 

your thinking) up to date and helps you guard against static evaluation { 

=mental date 

~factual date 

~linguistic date 

} 

 

A chief concern in using ________________ is to recognize what critical thinking 

theorists call ―conceptual distortions‖; that is, mental mistakes, misinterpretations, or 

reasoning fallacies { 

=verbal messages 

~nonverbal messages 

~linguistic messages 

} 
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Aims: 

 define the category of deixis;  

 figure out the deictic centre and the basic categories of deixis; 

 illustrate deixis by examples. 

 

Points for discussion: 

 

 

Introduction  

1. The definition of deixis 

2. Deictic versus non-deictic expression 

3. The deictic centre 

4. Basic categories of deixis  

a. Person deixis 

b. Place deixis 

c. Time deixis 

d. Discourse deixis 

e. Social deixis 

f. Empathetic deixis 
Summary 

Questions for self-control 

 

 

Key-terms to know: 

 

 

deixis time deixis 

deictic versus non-deictic expression space deixis 

indexicality social deixis 

deictic centre discourse deixis 

person deixis emotional deixis 

 

Suggested reading: 

1. Biber, D., Johansson, S., Leech, G., Conrad, S. and Finegan, E. (1999). The Longman 

Grammar of Spoken and Written English. London: Longman. P. 333–350.  

2. Cutting, J. (2008). Pragmatics and Discourse. London: Routledge. P. 3–11. 

3. Diessel, H. (1999). Demonstratives: Form, Function and Grammaticalization. 

Amsterdam: John Benjamins. P. 100–103.  

4. Fillmore, C. (1997). Lectures on Deixis. Stanford, CA: CSLI Publications. P. 61. 

5. Huang, Y. (2007). Pragmatics. Oxford: Oxford University Press. 

P. 169–220. 

6. Levinson, S.C. (1983). Pragmatics. Cambridge: Cambridge University Press. P. 54–

96. 

LECTURE5. DEIXIS 
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7. Lyons, J. (1977). Semantics. Cambridge: Cambridge University Press. P. 579–677. 

8. O‘Keeffe, A., Clancy, B., Adolphs, S. (2011). Introducing pragmatics in use. London 

&New York: Routledge. P. 37–58. 

9. Rühlemann, C. (2007). Conversation in Context: A Corpus-Driven Approach. London: 

Continuum. P. 66–69; 222. 

10. Verschueren, J. (1999). Understanding Pragmatics. London: Arnold /New York: 

Oxford University Press. P. 18–22. 

11. Yule, G. (1996). Pragmatics. Oxford: Oxford University Press. P. 8–17. 

 

 

 

Introduction 

 

We have already learnt that pragmatics is concerned with the study and the use of 

context. According to Levinson (1983: 54), ‗the single most obvious way in which the 

relationship between language and context is reflected in the structures of languages 

themselves, is through the phenomenon of deixis‘, deixis is integral to the study of 

pragmatics. Deixis refers to the way in which speakers orientate both themselves and 

their listeners in relation to the context of a conversation. O‘Keeffe et al. (2011: 37) 

states, ‗deixis enables interlocutors to refer to entities in context, thereby allowing them 

to identify people and things in relation to the space they are operating in at the moment 

at which they are speaking‘. 

We will try to provide an analysis of the occurrence and function of deixis in 

everyday conversation, figure out the deictic centre and define the classical categories of 

deixis such as person, time, and place. Discourse, social and empathetic deixis will also 

be examined and illustrated their usage by examples as well. 

 

 

 

1. The definition of deixis 

 

 

The term ‗deixis‘ is derived from Greek verb meaning ‗pointing‘, ‗indicating‘, or 

‗showing‘. Deixis is directly concerned with the relationship between the structure of a 

language and the context in which the language is used. Huang (2007: 169) defines it as 

the phenomenon whereby features of context of utterance or speech event are encoded by 

lexical and/or grammatical means in a language. Linguistic expressions that are 

employed typically as deictic expressions or deictics include: 

1. demonstratives (e.g. this); 

2. first- and second-person pronouns (e.g. you); 

3. tense markers (e.g. -ed); 

4. adverbs of time and space (e.g. now, there); 

5. motion verbs (e.g. go). 

Deixis 
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Figure 6.1. Deixis 

 

Deixis is a universal linguistic phenomenon, that is, all languages contain deictic 

terms, because a language without deictics cannot serve the communicative needs of its 

users effectively and efficiently as a language which does have them Huang (2007: 170). 

 

 

 

2. Deictic versus non-deictic expression 

 

 

Personal pronouns, demonstratives (both pronouns and determiners) and adverbs 

of space and time can be used both deictically and non-deictically. To classify something 

as deictic means that the expression derives part of its meaning from the context. Deictics 

allow the interlocutors to ‗point‘ to something in the context thereby enabling them to 

orientate themselves in a variety of ways, be it personally, spatially or temporally 

(O‘Keeffe et al. (2011: 37). 

 

Personal pronouns 

 

Deictic usage Non-deictic usage 

 

A: I owe you a fiver. A: There‘s a school that‘s out there that 

you book in for a week and you can learn 

how to hang-glide. 

 

Examples adopted from O‘Keeffe et al.  (2011: 37), illustrate the use of a personal 

pronoun you in both deictic and non-deictic senses: 

 

In the deictic usage of you, the speaker identifies a particular person, the 

addressee. In this example, the addressee is the referent. This deictic use of you in is also 

likely to be accompanied by some gesture such as eye contact (in this example, a fiver 
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refers to Irish and British English slang for a £5 or €5 note). In the non-deictic use, you is 

used to refer to people in general, and therefore does not rely on the context for meaning. 

In this example it is implied that anyone can learn how to hang-glide in this school, a 

usage similar to one in English, on in French or man in German.  

The demonstrative this and its plural form these, when used deictically, often refer 

to things that are close in space or time whereas that (plural those) refers to things that are 

a little more distant; however, this is dependent on the speaker‘s perception. O‘Keeffe et 

al. (2011: 38) claims that the deictic use of this as a determiner accompanied by some 

kind of pointing gesture, something that indicates that the speaker is referring to one 

particular bottle (the bottle is the referent). 

 

Deictic use of this, that, these and those 

 

Deictic usage Non-deictic usage 

 

A: Will I give him this bottle? A: I mean the post office is one of our 

meeting places where the people would go 

along and inquire about this and that or 

another thing. 

 

A: That one is nice. A: But I think that one of the obvious 

things in all this affluence there people who 

are benefiting from the Celtic Tiger, you 

know?  

 

The non-deictic usage of this is classified non-deictic because it is part of a fixed 

phrase this and that which is a marker of vague language, sometimes referred to as a 

vague category marker, here meaning various, unspecified or trivial matters. 

Similarly, the deictic use of that as a demonstrative pronoun would more than 

likely contain a gesture on the part of the speaker and so would require some degree of 

physical monitoring of the context on the part of the addressee in order to correctly 

interpret the utterance. 

On the other hand, the non-deictic use of that demonstrates its use as a 

complementiser. 

 

That 

Biber et al. (1999: 350) describe that as one of the most common and most flexible 

word forms in English. It can also function as: 

 

A relative pronoun: 

e.g. Daddy where is the balloon that was over the door? 

 

A stance adverbial: 

e.g. He is not that heavy. 
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There when used deictically is an adverb of space indicating position. In this case 

there refers to the location of a wedding reception. 

The non-deictic there functions as a dummy subject. Dummy subjects are 

considered to have no semantic content and ‗simply fill the necessary subject slot‘ 

(O‘Keeffe et al., 2011: 39). 

Now used deictically is an adverb of time, in this case meaning time ‗around now‘. 

Non-deictically it functions as a discourse marker that serves to introduce something 

which contrasts with what has just been said. 

1 

Adverbs of time and space 

 

Deictic usage Non-deictic usage 

 

A: There was a good crowd there. A: There was a good crowd there. 

 

A: I had a letter written to her and I‘ll post 

it now maybe. 

A: Now if after a time they found that that 

wasn‘t having making any bite or impact 

on the company they then called for an all 

out strike. 

 

Now used deictically is an adverb of time, in this case meaning time ‗around now‘. 

Non-deictically it functions as a discourse marker that serves to introduce something 

which contrasts with what has just been said. 

 

 

 

3. The deictic centre 

 

 

The deictic centre, or origo (a term coined by Bühler in 1934), refers to a 

perceived egocentric organisation of the deictic system. Traditionally, this centre is 

typically organized around an „I–here–now‟ axis where ‗the speaker casts himself in the 

role of the ego and relates everything to his viewpoint‘ (O‘Keeffe et al., 2011: 41). 

Therefore, in relation to the centre (or anchor point) for the three major categories of 

deixis – person, place and time – the centre for person deixis is the speaker (the ‗I‘), 

the centre for place deixis is where the speaker produces the utterance (the ‗here‘) and 

the centre for time deixis is the time at which the utterance is produced (the ‗now‘). The 

deictic centre is associated with the current speaker, therefore, when the speaker changes 

so too does the centre. In the given extract four females are getting ready for a night out, 

the use of the personal pronoun I demonstrates this deictic centre switch, for example: 

 

A: What top are you wearing? 

B: The lemon one. 

C: I don‘t have a jacket. 

A: You have a jacket the denim one. 

D: I have a jacket cos it matches. Do you remember one night out in Dublin I 

brought no jacket? 

C: I do. 
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D: And I got very cold. 

 

Speakers C and D all use I in their speaker turns indicating their acknowledgment 

that they are now at the deictic centre of the conversation (O‘Keeffe et al., 2011: 41).  

According to Levinson (1983: 64) the deictic centre can be identified as follows: 

 

The deictic centre 

(1) The central person is the speaker; 

(2) The central time is the time at which the speaker produces the utterance;  

(3) The central place is the speaker‘s location at utterance time; 

(4) The discourse centre is the point at which the speaker is currently at in the 

production of his utterance; 

(5) The social centre is the speaker‘s social status and rank, to which the status 

and rank of addresses or referents is relative.  

 

 

Deixis is clearly a form of referring that is tied to the speaker‘s context, with the most 

basic distinction between deictic expressions being ‗near speaker‘ versus ‗away from 

speaker‘ (Yule, 1996: 9). According to Yule (1996: 9–10) the ‗near speaker‘ deictic 

expressions are called proximal terms and they are „this‟, „here‟, „now‟. The ‗away from 

speaker‘ are called distal terms and they are „that‟, „there‟, „then‟. Proximal terms are 

typically interpreted in terms of the speaker‘s location, or the deictic center, so that ‗now‘ is 

generally understood as referring to some point or period in time that has the time of the 

speaker‘s utterance at its center. Distal terms can simply indicate ‗away from speaker‘ 

(Yule, 1996: 9–10). 

Huang (2007: 173) argues and clarifies by use of examples that this ‗egocentric‘ 

organization of deixis is not always adhered to the term a „deictic projection‟ (Lyons, 

1977: 579), e.g.:  

 

a. Can I go to your office tomorrow afternoon at 2:00? 

b. Can I come to your office tomorrow afternoon at 2:00? 

 

Go and come are both motion verbs. In (a), the use of go encodes movement away 

from the deictic centre, namely the speaker, therefore we do not have a deictic projection. 

By contrast in (b), the use of come marks movement toward the deictic centre, namely the 

addressee, therefore we have a deictic projection. In other words, the deictic centre in (b) 

has been projected from the speaker to the addressee (Huang, 2007: 174). 

 

 

4. Basic categories of deixis 

 

 

Deixis is traditionally subdivided into a number of categories: person, place and 

time deixis are the most common of these categories. Two additional categories, 

discourse and social deixis, are also present in some of the most influential work done in 

the area (Huang, 2007; O‘Keeffe et al., 2011; Levinson, 1983; Verschueren, 1999; .Yule, 
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1996). There is also a sixth deictic category referred to as empathetic deixis (Lyons, 

1977). 

 

 

1.1. Person deixis 

 

Person deixis is concerned with ‗the identity of the interlocutors in a 

communication situation‘ (Fillmore, 1997: 61). Personal pronouns such as I and you are 

the most obvious and most frequent manifestations of person deixis. 

Some scholars (e.g. Huang (2007: 174–175); Levinson (1983: 68); Yule (1996) 

specify that person deixis clearly operates on a basic three-part division, exemplified by 

the pronouns for first person („I‟), second person („you‟), and third person („he‟, „she‟, or 

„it‟). In many languages these deictic categories of speaker, addressee, and other(s) are 

elaborated with markers of relative social status (for example, addressee with higher status 

versus addressee with lower status). Expressions which indicate higher status are described 

as honorifics (Yule, 1996: 10).  

Levinson (1983) proposes that we need to develop an independent pragmatic 

framework of possible participant-roles, so that we can see how, and to what extent, these 

roles are grammaticalized in different languages. Such a framework would note that the 

speaker or spokesman can be distinct from the source of an utterance, the recipient 

distinct from the target, and hearers or bystanders distinct from addressees or targets, and 

that sometimes such distinctions are grammaticalized in non-obvious ways (Levinson, 

1983: 68–69).  

 
Figure 6.2. Personal Deixis 

 

Table 1, adopted from O‘Keeffe et al., (2011: 45) illustrates the frequency and 

importance of these and other personal pronouns in casual conversation.  

 

Rank order LCIE (Limerick Corpus of 

Irish English) 
Frequency per million 

words 
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1. the 35,171 

2. I 24,321 

3. and 23,707 

4. you 23,011 

5. to 20,140 

6. it 18,276 

7. a 17,753 

8. that 14,868 

9. of 13,948 

10. yeah 13,689 

11. in 13,401 

12. was 10,419 

13. is 10,006 

14. like 8,667 

15. know 8,052 

16. he 7,365 

17. on 7,281 

18. they 7,264 

19. have 6,831 

20. there 6,628 

Table 1. Top 20 most frequent words in LCIE (personal pronouns in bold) 

 

Biber et al. (1999: 333) have shown that the pronouns I and you are far more 

common in casual conversation than in other registers such as academic prose. 

Rühlemann (2007: 66–9) posits four reasons for the preferred use of I and you in casual 

conversation:  

 

(1) I is prone to repetition (I is repeated at a frequency of about 200 times per 

million words in conversation (Biber et al., 1999: 334); 

(2) I and you have a high frequency of collocation especially with verbs of 

thinking, for example, I think and you know; 

(3) discourse is typically presented in a direct mode, where, for example, a non-

present speaker‘s words are represented as if he/she were actually present; 

(4) conversation is co-constructed, with speakers taking turns and each new turn 

requires the reconstruction of the new speaker‘s deictic system. 

(5) 1 

 

The pronouns I (and by extension my and mine) and you (also your, yours) are 

typically deictic. However, other personal pronouns such as he, she, it and they, although 

on occasion deictic, are typically anaphoric in their reference. In order to distinguish 

between deixis and anaphora (and cataphora) it is necessary to explore the notion of 

context. Cutting (2008: 3–11) distinguishes between three different types of spoken 

context:  
 

situational background knowledge 

 

co-textual 

what speakers know about what they know about each what they know about what 
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what they can see around 

them 

other (interpersonal 

knowledge) 

and the world 

(cultural knowledge) 

they have been saying 

 

Deixis is associated with context outside the text (text can refer to pieces of both 

spoken and written discourse), and, therefore, the referent is generally located in the 

situational or background knowledge context. On the other hand, anaphora and 

cataphora are associated with the context of the text itself, or the co-textual context. 

Therefore, the referent is generally located in either the preceding text (anaphora) or the 

forthcoming text (cataphora). Deixis and anaphora are often considered independently; 

however, just how independent they are from one another is a subject of debate 

(Levinson, 1983; O‘Keeffe et al., 2011; Rühlemann, 2007). 

So, the first person pronoun I allows the person to identify themselves in  

the ‗role‘ as the speaker, whereas the second person pronoun you enables the speaker to 

refer to the role of the addressee(s). Third person pronouns such as he, she and they most 

frequently identify people that are neither speakers nor addressees, though on occasion 

they can be used to refer to the speaker or listener. Therefore, generally, the third person 

pronoun does not refer to any specific ‗participant role‘ in the immediate context, thereby 

allowing its classification as typically non-deictic (Levinson, 1983: 69; Huang, 2007: 

137). 

Finally, there are also two first person pronoun plural we pronouns (O‘Keeffe et 

al., 2011: 47). These are used to create a perspective of: 

 

(1) I the speaker + you the addressee(s) in the immediate context („inclusive we‟) and 

(2) I the speaker + someone else not in the immediate context („exclusive we‟). 

 

 

The English language system of person deixis can present many difficulties for the 

non-native speaker. This is due to the fact that many languages have more complicated 

systems. 

 

 

1.2. Place deixis 

 

Place deixis is primarily concerned with the location of people or objects relative 

to the deictic centre. The deictic centre frequently has the speaker as centre, therefore, 

these locations are often relative to the speaker‘s position.  

 

Place deixis 

 

demonstratives 

 

adverbs of place verbs of motion prepositions of 

place 

this, that,  

these, those 

 

here, there come, go,  

bring, take 

above, below, left, 

right, behind or 

from. 
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In many languages, there exists a fundamental distinction between proximal (or 

relatively close to the speaker) and distal (non-proximal, sometimes relatively close to 

the addressee) deictic expressions of place (Levinson, 1983; O‘Keeffe et al., 2011: 47). 

For example, here and there are crucially tied to the deictic field of the speaker, and the 

addressee(s) determines the spatial coordinates of the utterance in order to assign 

meaning. The extent to which context is involved in determining the reference of here 

and there is evident in the interaction between a grandmother (Speaker A), her daughter 

(Speaker B) and her grandchild (not speaking but crawling around the room):  

 

A: Come over here to Nana. Over here to Nana. 

B: Come on. I‘m sitting up here. Now I‘m here. Look at it‘s down there on the floor. 

Look it‘s gone out of your hand. 

A: Ah you silly billy. 

B: She doesn‘t want that chair. She wants the other one I think over there. 

In this extract, we can see that both Speakers A and B use here to indicate their 

own position relative to the child. However, it is obvious that Speaker A‘s here is 

different to Speaker B‘s here. This use of proximal deixis is in contrast to Speaker B‘s 

use of there on two occasions. On the first occasion the distal reference in It‘s down 

there on the floor refers to the location of something that the child has dropped and is in 

direct contrast to Speaker B‘s assertion that I‘m sitting up here. In addition to this, 

Speaker B states that She wants the other one I think over there which demonstrates how 

‗over + there‘ is further away again from the speaker‘s deictic centre. 

Similarly, the demonstratives this and that also display this proximal–distal 

distinction. 

 

 
Figure 6.3. Place deixis 

 

According to Yule (1996: 12) these two adverbs include the meaning of motion 

toward or away from the speaker. Some verbs of motion, such as ‗come‘ and ‗go‘, retain 

a deictic sense when they are used to mark movement toward the speaker (Come to bed!) 

or away from the speaker (Go to bed!). 

One version of the concept of motion toward speaker (i.e. becoming visible), 

seems to be the first deictic meaning learned by children and characterizes their use of 
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words like this and here (=can be seen). They are distinct from that and there which are 

associated with things that move out of the child‘s visual space  

(=can no longer be seen). 

In considering spatial deixis it is important to remember that location from the 

speaker‘s perspective can be fixed mentally as well as physically. Speakers temporarily 

away from their home location will often continue to use here to mean the (physically 

distant) home location, as if they were still in that location. Speakers also seem to be able 

to project themselves into other locations prior to actually being in those locations, as 

when they say I‘ll come later (=movement to addressee‘s location) (Yule, 1996: 12–13). 

This is sometimes described as deictic projection and we make more use of its 

possibilities as more technology allows us to manipulate location. 

It may be that the truly pragmatic basis of spatial deixis is actually 

psychological distance. Physically close objects will tend to be treated by the 

speaker as psychologically close.  

 

 

1.3. Time deixis 

 

According to Huang (2007: 182), time deixis ‗is concerned with the encoding of 

temporal points and spans relative to the time at which the utterance is produced‘. In 

other words, in order to correctly interpret a time deictic, it needs to be considered in 

relation to the time at which the communicative act takes place. We need to distinguish 

between coding time (CT), the moment of utterance, and receiving time (RT), the 

moment of reception. Coding time is usually located around the speaker, whereas 

receiving time is located around the addressee. Because the majority of conversation is 

face-to-face in nature, CT and RT are considered to be identical.  

Notions of time deixis are expressed using both simple adverbs of time such as 

now, then, today, tomorrow, yesterday and complex adverbs of time such as this 

month, next year or last week. Similarly to place deixis, time deixis also distinguishes 

between a proximal time now (time „around now‟ including the CT) and a distal time 

then (time „not now‟). In examples, adopted from O‘Keeffe et al., (2011: 50–51) then 

refers to both a particular past time and a particular future time.  

 

A: They were to revise loads of figures. I had all those figures done and then all 

the mortgage rates changed again and they were to come back to me with the 

revised figures and they never did. 

B: I know. 

 

B: Basically it starts on the fourth and I‘ve exams all the way to the tenth and then 

I‘ve a week off and I‘ve economics. 

A: And then you‘re finished? So you‘ve nothing done in the economics. You‘re 

waiting for your week off. 

 

Table 2, adopted from O‘Keeffe et al., (2011: 52) demonstrates that the three time 

deictics, today, yesterday and tomorrow, occur more frequently than the lexicalised 

names of the days of the week. The time deictics occur 1,234 times per million words, 

whereas the days of the week have a frequency of 945 occurrences per million words. 
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Interestingly, today is the most frequent time deictic and this, coupled with the high 

frequency of occurrences of the personal pronoun I in Table 1, adds credence to the „I‟ 

and „now‟ components of the „here–now–I‟ deictic centre. 

 

Time deictic Frequency per 

million words 

 

Day of the week Frequency per 

million words 

today 549 Monday 111 

yesterday 389 Tuesday 100 

tomorrow 296 Wednesday 85 

  Thursday 106 

  Friday 172 

  Saturday 202 

  Sunday 169 

Total 1,234 Total 945 

Table 2. Comparison of frequency of occurrence of yesterday, today and tomorrow 

with the lexicalised names for days of the week 

 

 

 

1.4. Discourse deixis 

 

Similar to anaphora or cataphora, discourse deictics can be used to point to 

elements in the preceding or following discourse. However, there are a number of 

differences between discourse deictics and anaphoric or cataphoric reference (Diessel, 

1999: 100–3). Discourse deictics, on the other hand, can be used to ‗focus the hearer‘s 

attention on aspects of meaning, expressed by a clause, a sentence, a paragraph or an 

entire idea‘ (ibid: 101). In the following extract, adopted from O‘Keeffe et al., (2011: 54) 

the discourse deictic this (in bold) is used by Speaker A while chatting to one of her 

female friends to refer to an extended narrative, not a single noun phrase, e.g. 

 

A: Jeanette‘s house is the funniest house I‘ve ever been in. Listen to this. I remember 

when I was in first year of college Jeanette‘s mother was having a surprise 

eighteenth birthday party for her right. Jacinta and Mandy couldn‘t go right. They‘d 

invited the three of us to go right. You must have been invited too but I don‘t know 

why you didn‘t go. Anyway and typical me I thought I better go you know and 

represent like. 

B: Represent. 

Speaker A‘s use of this in Listen to this anticipates the full story of her journey to 

a friend‘s eighteenth birthday party that follows. The mentioned extract exemplifies the 

use of a demonstrative this (in bold) with a focus on the illocutionary force of an 

utterance.  
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Figure 6.4. Discourse Deixis 

 

 

1.5. Social deixis 

 

Social deixis refers to ‗those aspects of language structure that encode the social 

identities of participants (properly, incumbents of participant-roles) or the social 

relationship between them, or between one of them and persons or entities referred to‘ 

(Levinson, 1983: 89). For example, as already mentioned, many European languages 

contain the tu/vous distinction. Hence, social deixis can contain information about the 

conversational participants such as age, sex, kin relationship, social class or ethnic group. 

For this reason, terms of address are often included as a common way of realizing social 

deixis (especially in English, which, in comparison to many other languages, has a 

relative paucity of linguistic devices which convey social deixis). The following extract 

features the use of a kinship term (in bold) by a father: 

 

A: Hurry up baby son all the boys is finished their breakfast. 

 

This kinship term baby son encodes a range of social information about the 

conversational participants. Obviously, it points towards the age (baby), sex (male) and 

kin relationship (son) of the speaker being addressed by the father. However, less obvious 

is the ethnic identity contained within these kinship terms. 

 

 

 

1.6. Emphatic deixis 

 

The notion of empathetic deixis was first posited by Lyons (1977), based on a 

speaker‘s choice of this rather than that, here rather than there or now rather than then, 

‗when the speaker is personally involved with the entity, situation or place to which he is 
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referring or is identifying himself with the attitude or viewpoint of the addressee‘ (p. 

677). Rühlemann (2007: 192) maintains that empathetic deixis ‗seems to involve 

preference of deictics that are characterized by being, literally or metaphorically, nearer 

to the deictic origo (here being nearer than there, now being nearer than then etc.)‘. 

Therefore, when a speaker makes a choice of that rather than this, for example, he/she is 

signaling his/her emotional relationship with the propositional content of the utterance. In 

the following extract the use of that (in bold) demonstrates the affective implications of 

the choice of the demonstrative: 

 

A: Yeah exactly. She still has that bike of hers. 

B: Does she? 

A: Yeah. 

 

Rühlemann (2007) notes that little study has been devoted to empathetic deixis 

and he concludes that ‗empirical research based on corpus data might potentially advance 

the already existing knowledge on this intriguing type of deixis substantially‘ 

(Rühlemann, 2007: 222). 

 

 

Summary 

 

Thus, we have tried to illustrate the importance of studying the phenomenon of 

deixis in communication. We have presented the basic distinctions for person, spatial, 

and temporal deixis and attempted to figure out that the interpretation of deictic 

expressions depends on the context, the speaker‘s intention, and the expression of relative 

distance. Deictic expressions are characterized by extremely wide range of possible uses 

and they always express more than is said. 

 

 

Questions for self-control 

 

11. Define the origin of the term deixis. 

12. Figure out the linguistic expressions that are employed typically as deictics. 

13. Exemplify the usage of deictic/non-deictic expressions in the context. 

14. Identify the principal characteristics of the deictic centre. 

15. What basic categories of deictic expressions can you name? 

16. Present the linguistic system of person deixis. 

17. Account for the difference between proximal and distal deictic expressions 

of place. 

18. Determine the peculiarities of time deixis. 

19. Explain the difference between social and emphatic deixis. 

20. What does discourse deixis focus on? 

 

 

 

Tests: review of theory 
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I. True/False: write „T‟ for true or „F‟ for false beside each of the following statement. 

1. Deixis is directly concerned with the relationship between the structure of a 

language and the context in which the language is used. 

2. The term ‗deixis‘ is derived from Latin verb meaning ‗pointing‘, ‗indicating‘, or 

‗showing‘. 

3. Not all the languages contain deictic terms, because a language without deictics 

can serve the communicative needs. 

4. Personal pronouns, demonstratives (both pronouns and determiners) and 

adverbs of space and time can be used both deictically and non-deictically. 

5. There when used deictically is an adverb of space indicating position. 

6. Deictics cannot allow the interlocutors to ‗point‘ to something in the context.  

7. The demonstrative this and its plural form these, when used deictically, often 

refer to things that are distant in space or time. 

8. The deictic centre is typically organized around an ‗I–there–now‘ axis. 

9. Proximal terms are typically interpreted in terms of the speaker‘s location, or the 

deictic center. 

10. Distal terms are generally understood as referring to some point or period in time 

that has the time of the speaker‘s utterance at its center. 

 

II. Multiple choice: select the best response on each of the following 

questions/statements. 

1. The deictic centre, or origo refers to a perceived _________ organization of 

the deictic system. 

A egocentric 

B anthropocentric  

C central 

 

2. The deictic centre is associated with the current ___________. 

A addressee 

B speaker 

C listener 

 

3. Deixis is traditionally subdivided into a number of categories: 

__________________ deixis. 

A person, place and time 

B person, place and discourse 

C person, place and spatial 

 

4. Person deixis clearly operates on a basic _________ division. 

A two-part 

B three-part 

C five-part 
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5. ____________ is primarily concerned with the location of people or objects 

relative to the deictic centre. 

A Time deixis 

B Person deixis 

C Place deixis 

 

6. _____________ ‗is concerned with the encoding of temporal points and 

spans relative to the time at which the utterance is produced‘. 

A Time deixis 

B Person deixis 

C Place deixis 

 

7. ____________ can be used to ‗focus the hearer‘s attention on aspects of 

meaning, expressed by a clause, a sentence, a paragraph or an entire idea‘. 

A Time deictics 

B Discourse deictics 

C Place deictics 

 

8. ___________ refers to ‗those aspects of language structure that encode the 

social identities of participants.  

A Time deixis 

B Person deixis 

C Social deixis 

 

9.  _____________ relates to signaling speaker‘s emotional relationship with 

the propositional content of the utterance.  

A Empathetic deixis 

B Person deixis 

C Social deixis 

 

10. There when used _____________ is an adverb of space indicating position. 

A non-deictically 

B deictically 

C pragmatically 

 

III. Matching: match each of the following linguistic terms with the correct meaning. 

1. The word deixis comes from –  

2. Deixis is –  

3. Personal deixis is –  

4. Spatial deixis refers –  

5. Temporal deixis refers – 

6. Personal deixis can mark –  

7. Spatial deixis is the marking –  

8. Temporal deixis can be marked –  

9. Personal deixis frequently reflects –  

10. The speaker is –  
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A – the marking of the orientation or position of entities and events 

with respect to certain points of reference. 

B – the Greek adjective deiktikos meaning ‗pointing, indicative‘. 

C – refers to orientation in space: here versus there and this versus 

that. 

D – commonly conveyed through personal pronouns: I versus you 

versus he or she. 

E – a number of overlapping distinctions: person, gender, number, and 

social relations. 

F– to orientation in time, as in present versus past. 

G – through tense, encoded on the verb with affixes, or expressed in 

an independent morpheme. 

H– of the orientation or position in space of the referent of a linguistic 

expression. 

I – a basic point of reference for spatial deixis. 

J– the social status of referents. 

 

 

SEMINAR5 

 

Aims: 

 watch the video films pertaining to Self-Study 2; i.e., deixis and pragmatics; 

 cognize and apprehend information from the given films; 

 take the computer (e-learning system) tests, based on them; 

 amend and refine your listening comprehension skills and abilities. 

 

 

1. Video films (either on CD or You Tube) 

 

 

Pragmatics- Deixis 

http://www.youtube.com/watch?v~aal9VSPkf5s 

Deixis 

http://www.youtube.com/watch?v~aal9VSPkf5s 

 

Suggested reading: 

1. Biber, D., Johansson, S., Leech, G., Conrad, S. and Finegan, E. (1999). The Longman 

Grammar of Spoken and Written English. London: Longman. P. 333–350.  

2. Cutting, J. (2008). Pragmatics and Discourse. London: Routledge. P. 3–11. 

3. Diessel, H. (1999). Demonstratives: Form, Function and Grammaticalization. 

Amsterdam: John Benjamins. P. 100–103.  

4. Fillmore, C. (1997). Lectures on Deixis. Stanford, CA: CSLI Publications. P. 61. 

5. Huang, Y. (2007). Pragmatics. Oxford: Oxford University Press. P. 169–220. 

http://www.youtube.com/watch?v=aal9VSPkf5s
http://www.youtube.com/watch?v=aal9VSPkf5s


93 
 

6. Levinson, S.C. (1983). Pragmatics. Cambridge: Cambridge University Press. P. 54–

96. 

7. Lyons, J. (1977). Semantics. Cambridge: Cambridge University Press. P. 579–677. 

8. O‘Keeffe, A., Clancy, B., Adolphs, S. (2011). Introducing pragmatics in use. London 

&New York: Routledge. P. 37–58. 

9. Rühlemann, C. (2007). Conversation in Context: A Corpus-Driven Approach. London: 

Continuum. P. 66–69; 222. 

10. Verschueren, J. (1999). Understanding Pragmatics. London: Arnold /New York: 

Oxford University Press. P. 18–22. 

11. Yule, G. (1996). Pragmatics. Oxford: Oxford University Press. P. 8–17. 

 

 

 

2. Computer tests in e-learning system (Moodle):  

Multiple choice: select the best response on each of the 

following questions / statements. 

 

 

_______________ means pointing via language, the linguistic forms called deictic 

expressions or indexicals { 

~Deixis 

~Reference 

~Inference 

} 

 

There are three categories of deixis: _______________ { 

~person, space, time 

~person, space, mind 

~person, space, speech 

} 

 

Deixis depends on the ________, shared by the speaker and the hearer { 

~context 

~semantics 

~pragmatics 

} 

 

Deictic expressions can be either near the ______ or away from the_____ { 

~speaker speaker 

~hearer hearer 

~addressee addressee 

} 

 

Deictic expressions that are near the speaker are called _______ terms { 

~proximal 

~distal 

~pragmatic 
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} 

 

Deictic expressions that are away from the speaker are called _______ terms { 

~distal 

~proximal 

~pragmatic 

} 

 

Demonstratives and adverbs of place are by no means the only categories that have 

___________ deictic meaning { 

~spatial 

~temporal 

~pragmatic 

} 

 

The directional verbs go and come also carry ____________ information as do bring 

and take { 

~deictic  

~temporal 

~pragmatic 

} 

 

_____________________ – speakers are able to project themselves into other 

locations { 

~Deictic projection 

~Semantic projection 

~Syntactic projection 

} 

 

____________________ of spatial deixis is actually known as psychological distance 

{ 

~Pragmatic basis 

~Semantic basis 

~Syntactic basis 

} 

 

The demonstrative system of English distinguishes only between this 

(______________ – close to the speaker) and that (__________ – relatively distant 

from the speaker { 

~proximate, remote 

~remote, proximate 

~remote, distant 

} 

 

In all languages the demonstrative system treats the _________ as a point of 

reference { 

~speaker 

~hearer 
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~listener 

} 

 

The basic distinction between first person and second person is found in all 

languages and appears to be a basic _________ category in all deictic systems { 

~semantic 

~pragmatic 

~syntactic 

} 

 

Now is considered to be a ________ term, that means near the speaker { 

~proximal 

~distal 

~conventional  

} 

 

Then is considered to be a ________ term, that means away from the speaker { 

~distal 

~proximal 

~conventional  

} 

 

The proximal form refers to the __________ tense { 

~present 

~past 

~future 

} 

 

Then is in contrast to now, it can be applied to both – ______ and _____ { 

~past future 

~present past 

~present future 

} 

 

The proximal form ________ can indicate either the time of speaker‘s making an 

utterance or the time of listener‘s hearing the utterance { 

~now 

~then 

~that 

} 

 

___________ consists of three semantic notions, all related to the orientation or 

position of events or entities in the real world { 

~Deixis 

~Relation 

~Reference 

} 
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The __________ deixis is used to point at people via language { 

~personal 

~temporal 

~spatial 

} 

 

The most basic opposition in personal-deixis systems is that between _________ (I or 

me) and ____________ (you) { 

~speaker addressee 

~speaker addresser 

~speaker sender 

} 

 

There are two special forms of ________ deixis: social deixis and honorifics { 

~personal 

~spatial 

~temporal 

} 

 

The use of deictic devices to reflect facts about the social relationship of the 

participants is a distinct type of deixis, commonly referred to as ________ deixis { 

~social 

~discourse 

~emphatic 

} 

 

____________ are expressions of titles that mark that the addressee is of higher 

status { 

~Honorifics 

~Significants 

~Declarations 

} 

 

The 3
rd

 person form communicates _________ and non-familiarity { 

~distance 

~closeness 

~proposition 

} 

 

The 3
rd

 person form can have an _________, humorous touch as in the question 

―Would his highness like some tea?‖ { 

~ironic 

~highly-contextualized 

~highly-idealized 

} 

The 3
rd

 person form is also used in ____________ like ―Somebody did not clean 

up!‖ { 

~accusations 
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~compliments  

~praises 

} 

Identify the indexicals for spatial deixis: ―Who‘s there? It‘s me. Are you already 

there? Yes, we are here‖ { 

~there, there, here 

~there, me, we 

~there, you, already 

} 

Identify the indexicals for temporal deixis: ―Are you already there? No, but we‘re 

going to do it soon. Okay, then see you later‖ { 

~already, soon, later 

~already, you, later 

~already, soon, you 

} 

Identify the indexicals for personal deixis: ―Who‘s there? It‘s me. Are you already 

there? Yes, we are here‖ { 

~me, you, we 

~me, there, we 

~me, you, already 

} 
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Aims: 

 define the category of reference;  

 figure out the basic types of reference; 

 illustrate reference by examples. 

 

Points for discussion: 

 

Introduction  

1. The definition of reference 

2. Types of reference 

3. The role of co-text 

4. Anaphoric reference 

Summary 

Questions for self-control 

 

Key-terms to know: 

 

 

reference proper name 

referring (referential) expressions definite reference 

referent indefinite reference 

semantic definition (naïve theory) generic reference 

denotation propositional attitude 

co-text anaphoric reference 

 

Suggested reading: 

1. Bach, K. (2004). ‗Pragmatics and Philosophy of Language‘, in L. Horn and G. 

Ward (eds), The Handbook on Pragmatics. Oxford: Blackwell.  

P. 463–487.  

2. Carlson, G. (2004). ‗Reference‘, in L. Horn and G. Ward (eds), The Handbook on 

Pragmatics. Oxford: Blackwell. P. 463–487.  

3. Finegan, E. (1999). Language. Its Structure and Use. The USA: Harcourt Brace 

College Publishers. P. 230–272. 

4. Huang, Y. (2007). Pragmatics. Oxford: Oxford University Press.  

P. 224–264. 

5. Levinson, S.C. (2004). ‗Deixis‘, in L. Horn and G. Ward (eds), The Handbook on 

Pragmatics. Oxford: Blackwell. P. 97–121.  

6. Lyons, J. (1977). Semantics. Cambridge: Cambridge University Press. P. 579–677. 

7. Yule, G. (1996). Pragmatics. Oxford: Oxford University Press. P. 17–24. 

 

 

LECTURE6. REFERENCE 
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Introduction 

We have already discussed deixis which is defined as the marking of the 

orientation or position of entities and events with respect to certain points of reference. 

From an ontogenetic point of view, deixis is in general considered to be primary to 

anaphora and reference (Lyons, 1977). 

We will try to figure out the types and categories of definite, indefinite, and 

generic reference in everyday conversation, define the notion of successful reference 

(Yule, 1996: 24), id est the ability of interlocutors immediately recognize their intentions, 

via inference, indicating a kind of shared knowledge and social connection. 

 

 

1. The definition of reference 

 

 

Reference is a relation that involves speakers, linguistic expressions, and the 

object, or the set of objects that these linguistic expressions stand for, or that is picked out 

by a speaker in using these linguistic expressions (Huang, 2007: 224). For example, if 

John said (Peter found the original manuscript inside the safe), he used the referring 

expressions Peter, the original manuscript, and the safe to refer to or pick out, or enable 

his addressee to refer to or pick out, a particular person, a particular manuscript, and a 

particular safe in the outside world (ibid). What is picked out or referred to can be called 

a referent.  

Reference is concerned with designating things, activities, properties, and 

relationships and so on in the outside world by means of linguistic items. The relationship 

between word and a class of entities it stands for is often called denotation. A number of 

semanticists (Lyons, 1977; Carlson, 2004; Bach, 2004; Huang, 2007; Levinson, 2004), 

make a distinction in the terminology between two terms, where denotation is used for 

the relationship between expressions and classes of entities in the world and reference 

labels the activity of peaking out the precise things of reference in the world on some 

specific occasion.  

 

 

2. Types of reference 

 

 

The following types of reference can be identified: definite, indefinite, and 

generic reference.  

Definite reference is an act of identifying entities through linguistic expression 

which is characterized by the following properties. Here is an example: The doctor sent it 

to her. The NP the doctor can be uniquely identified by the speaker and the listener even 

though they may not have full information about the referential target. But they both 

implicitly assume that it is enough to pick out the intended referent. The set of referring 

expressions can be seen in figure 3.1. 
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Figure 7.1. Referring expressions in Modern English 

 

According to Huang (2007: 231) an indefinite description is a subtype of an 

indefinite NP that is marked by an indefinite article or its equivalent of a kind in a 

language like English, e.g. a (certain) musician; A young lady was here looking for you a 

few minutes ago. 

An indefinite description is used to establish indefinite reference, that is, 

reference to an object or a set off objects, the identification of which may not be known 

to the addressee.  

In instances of indefinite reference the success of an act of reference does not 

depend on the individual features of a referent – only on the features of the class, to 

which a referent belongs to, are relevant. Here is the same example, slightly modified. A 

doctor sent it to her. The NP a doctor is necessarily identifiable neither by the speaker 

nor by the hearer. In fact, the identity of the reference is not relevant to the message. To 

understand the speaker – the hearer does not have to know which doctor is involved. It is 

not relevant whether either speaker or the hearer are actually able to uniquely identify the 

referent, so it‘s just any sort of doctor. 

Indefinite reference can be signaled by the following examples in PDE. 
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Figure 7.2. Indefinite expressions in Modern English 

 

It has been argued that only when an object is the current focus of attention of both 

the speaker and the addressee can reference be made to it with an indefinite expression 

(Bach, 2004). 

 

A young lady was here looking for you a few minutes ago – do you know who she 

is?  

 

Note that an indefinite description like a top American university is considered to 

be ambiguous by some linguists: on a particular occasion of use, if the speaker has a 

particular top American university in mind, the indefinite description is used as a 

referring expression; otherwise it is not. On the other hand, if the word certain is added, 

the indefinite description is usually used as a referring expression, e.g.: Hans wants to 

attend a top American university. Hans wants to attend a certain top American 

university. 

Often an indefinite description is used to introduce a new object into a discourse, 

and a definite expression will then be deployed to refer to it. This is illustrated in the 

following example: A spy hid in the bush. The spy/He kept watch on the house. In other 

words, an indefinite description frequently initiates a „chain of reference‟ (Huang, 2007: 

231). 

A generic NP is one that can be used to make a generic reference, id est, 

reference to an entire class of entities rather than to a specific or non-specific member of 

that class. Expressions like giant pandas, the giant panda, or a giant panda have a 

generic reference. The sentences (a. Giant pandas live on bamboo shoots. b. The giant 

panda lives on bamboo shoots. c. A giant panda lives on bamboo shoots.) constitute 

generic statements or express generic propositions. 

Sentences involving generic reference may make statements about the whole class 

of referents – then it is called collective reading; and they may make statements about 

each member of a particular class – then it is called distributive reading. 
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Figure 7.3. Examples of generic reference in Modern English 

 

 

3. The role of co-text 

 

 

According to Yule (1996: 21–24) our ability to identify intended referents has 

actually depended on more than our understanding of the referring expression. It has been 

aided by the linguistic material, or co-text, accompanying the referring expression. The 

referring expression actually provides a range of reference, that is, a number of possible 

referents. Of course, co-text is just a linguistic part of the environment in which a referring 

expression is used. The physical environment, or context, is perhaps more easily 

recognized as having a powerful impact on how referring expressions are to be 

interpreted.  

 

Reference is not simply a relationship between the meaning of a word or phrase 

and an object or person in the world. It is a social act, in which the speaker assumes that 

the word or phrase chosen to identify an object or person will be interpreted as the 

speaker intended. 

 

The social dimension of reference may also be tied to the effect of collaboration. 

The immediate recognition of an intended referent, even when a minimal referring 

expression (for example, a pronoun) is used, represents something shared, something in 

common, and hence social closeness. Successful reference means that an intention was 

recognized, via inference, indicating a kind of shared knowledge and hence social 

connection. The assumption of shared knowledge is also crucially involved in the study 

of presupposition. 

 

 

4. Anaphoric reference 
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So far our discussion has been concerned with single acts of reference. After the 

initial introduction of some entity, speakers will use various expressions to maintain 

reference, as in the following example, adopted from Yule (1996: 22): 

 

E.g. In the film, a man and a woman were trying to wash a cat. The man was 

holding the cat while the woman poured water on it. He said something to her 

and they started laughing. 

 

In English, initial reference, or introductory mention, is often indefinite (‗a man‘, 

‗a woman‘, ‗a cat‘). The definite noun phrases (‗the man‘, ‗the cat‘, ‗the woman‘) and 

the pronouns (‗it‘, ‗he‘, ‗her‘, ‗they‘) are examples of subsequent reference to already 

introduced referents, generally known as anaphoric reference, or anaphora. In 

technical terms, the second or subsequent expression is the anaphor and the initial 

expression is the antecedent.  

 

Anaphora is defined as a relation between two or more linguistic 

expressions, where in the interpretation of one (called an anaphoric expression) is in 

some way determined by the interpretation of the other (called an antecedent) 

(Huang, 2007: 235). 

 

There is a range of expressions which are used for anaphoric reference in English. 

The most typical forms are pronouns, such as ‗it‘ but definite noun phrases are also used, 

for example, ‗the slices‘ as in example 3. 

a. Peel an onion and slice it. 

b. Drop the slices into hot oil. 

c. Cook for three minutes. 

The interpretation requires us to identify an entity, as in ‗Cook (?) for three 

minutes‘, in (c) and no linguistic expression is present, it is called zero anaphora, or 

ellipsis. The use of zero anaphora as a means of maintaining reference clearly creates an 

expectation that the listener will be able to infer who or what the speaker intends to 

identify. It is also another obvious case of more being communicated than is said (Yule, 

1996: 23). 

Yule (1996: 24) states that successful reference does not depend on some strictly 

literal, or grammatically ‗correct‘, relationship between the properties of the referent and 

the referring expression chosen. The key to making sense of reference is that pragmatic 

process whereby speakers select linguistic expressions with the intention of identifying 

certain entities and with the assumption that listeners will collaborate and interpret those 

expressions as the speaker intended. 

 

 

 

Summary 

 

 

Thus, we have tried to illustrate the importance of studying the referential 

expressions in communication. The importance of the reference distinction was most 
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influentially demonstrated by the German philosopher Gottlob Frege (1918). By means 

of reference a speaker indicates which things in the world (including persons) are being 

talked about. We have presented the basic types and categories of reference and 

accounted for that the interpretation of referring expressions depends on the context. 

 

 

Questions for self-control 

 

 

1. Can different expressions have the same referent? Exemplify. 

2. Can the same expression have different referents? Exemplify. 

3. Exemplify different expressions having one referent. 

4. Exemplify expressions having no reference. 

5. Exemplify expressions having variable reference. 

6. Exemplify expressions having constant reference. 

7. Account for the notion of ‗reference‘. 

8. Account for the notion of ‗referring expression‘. 

9. Identify anaphoric reference. 

10. Define the types and categories of reference. 

 

Tests: review of theory 

 

I. True/False: write „T‟ for true or „F‟ for false beside each of the following statement. 

1. Reference is a relation that involves speakers, linguistic expressions, and the object, 

or the set of objects that these linguistic expressions stand for.  

2. The following types of reference can be identified: definite and indefinite.  

3. Definite reference is characterized by indefinite determiners and indefinite pronouns.  

4. Generic reference is characterized as reference to an entire class of entities rather 

than to a specific or non-specific member of that class. 

5. Indefinite reference is characterized by definite determiners and definite pronouns.  

6. Sentences involving generic reference may make statements about the whole class of 

referents – then it is called distributive reading. 

7. Sentences involving generic reference may make statements about the each member 

of a particular class – then it is called collective reading. 

8. Anaphora is defined as a relation between two or more linguistic expressions; where 

in the interpretation of one (an anaphoric expression) is in some way determined by 

the interpretation of the other (an antecedent). 

9. Co-text is just a communicative part of the environment in which a referring expression 

is used. 

10. Successful reference means that an intention was recognized, via inference, 

indicating a kind of shared knowledge and hence social connection. 

 

II. Multiple choice: select the best response on each of the following 

questions/statements. 

1. A ____________________ is any expression in an utterance to refer to something 

or someone, i.e. used with a particular referent in mind. 
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A referring expression 

B anthropocentric expression 

C central expression 

 

2. When a _____________ is used in an utterance, it may or may not have a 

corresponding entity in the real world.  

A speaker phrase 

B noun phrase 

C listener phrase 

 

3. The ____________phrases have referents in the real world. 

A deictic 

B linguistic 

C referential 

 

4. In a sentence ‗I read a new biography of William Shakespeare last weekend‘, the 

expressions I and a new biography of William Shakespeare refer to ____________ 

entities.  

A linguistic 

B real-world 

C communicative 

 

5. Identify whether the following sentence ‗Can you recommend a good teacher of 

English for my daughter‘ is _____________. 

A referential 

B nonreferential 

C deictic 

 

6. Identify whether the following sentence ‗I met my teacher of English on Saturday‘ 

is _____________. 

A referential 

B nonreferential 

C deictic 

 

7. She would buy a new Old English dictionary if she found one on sale. 

A deictic 

B nonreferential  

C referential 

 

8. She used a new Old English dictionary while translating ‗Beowulf‘ in original.  

A referential 

B nonreferential 

C deictic 

 

9.  I‘m searching for the best Italian restaurant in the city.  

A deictic 

B nonreferential  

C referential 
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10. Yesterday I visited the best Italian restaurant in the city.  

A deictic 

B nonreferential  

C referential 

 

III. Matching: match each of the following linguistic terms with the correct meaning. 

1. The word reference concerns –  

2. Definite reference is an act –  

3. Indefinite reference –  

4. Generic reference –  

5. The social dimension of reference –  

6. Examples of subsequent reference to already introduced referents, generally 

known as –  

7. The second or subsequent expression is the anaphor and the initial expression is 

the –  
8. The use of zero anaphora as a means of maintaining reference –  

9. The same expression can be a referring expression or not, –  

10. The basic definition of reference is –  

A – reference to an entire class of entities rather than to a specific or 

non-specific member of that class. 

B – anaphoric reference. 

C – the ability of linguistic expressions to refer to real-world entities. 

D – antecedent. 

E – of identifying entities through linguistic expression which is 

characterized by the definite determiners.  

F– may also be tied to the effect of collaboration. 

G – clearly creates an expectation that the listener will be able to infer 

who or what the speaker intends to identify. 

H– is a subtype of an indefinite NP that is marked by an indefinite 

determiners.  

I – a relationship between part of an utterance and a thing in the 

world. 

J– depending on the context. 

 

SEMINAR6 

 

Aims: 

 watch the video films pertaining to self-study 3; i.e., reference and pragmatics; 

 cognize and apprehend information from the given films; 

 amend and refine your listening comprehension skills and abilities. 

 

 

3. Video films (either on CD or You Tube) 
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7. Pragmatics – Reference and Inference 

http://www.youtube.com/watch?v~aal9VSPkf5s 
8. Reference 

http://www.youtube.com/watch?v~aal9VSPkf5s 

Suggested reading: 

1. Bach, K. (2004). ‗Pragmatics and Philosophy of Language‘, in L. Horn and G. Ward 

(eds), The Handbook on Pragmatics. Oxford: Blackwell.  

P. 463–487.  

2. Carlson, G. (2004). ‗Reference‘, in L. Horn and G. Ward (eds), The Handbook on 

Pragmatics. Oxford: Blackwell. P. 463–487.  

3. Finegan, E. (1999). Language. Its Structure and Use. The USA: Harcourt Brace 

College Publishers. P. 230–272. 

4. Huang, Y. (2007). Pragmatics. Oxford: Oxford University Press.  

P. 224–264. 

5. Levinson, S.C. (2004). ‗Deixis‘, in L. Horn and G. Ward (eds), The Handbook on 

Pragmatics. Oxford: Blackwell. P. 97–121.  

6. Lyons, J. (1977). Semantics. Cambridge: Cambridge University Press. P. 579–677. 

7. Yule, G. (1996). Pragmatics. Oxford: Oxford University Press. P. 17–24. 

 

 

4. Computer tests in e-learning system (Moodle):  

Multiple choice: select the best response on each of the 

following questions / statements. 

 

 

Reference is an important component of ___________________ { 

~pragmatics 

~grammar 

~syntax 

} 

 

Proper nouns, noun phrases, indefinites, pronouns are called _________ { 

~referring expressions 

~linguistic expressions 

~personal expressions 

} 

 

Exemplify expressions that always have constant reference { 

~the sun, Ukraine 

~this page, his car 

~and, if 

} 

 

Exemplify different expressions having one referent { 

~the Morning Star, the Evening Star 

~England, moon 

http://www.youtube.com/watch?v=aal9VSPkf5s
http://www.youtube.com/watch?v=aal9VSPkf5s


108 
 

~addressee addressee 

} 

 

In the utterance ‗A man in here looking for last night‘ is a man being used to refer to 

a particular man? { 

~yes 

~no 

~uncertain 

} 

 

In the utterance ‗A man in here looking for last night‘ is a man a referring 

expression? { 

~yes 

~no 

~uncertain 

} 

 

A young lady was here looking for you a few minutes ago – is an example of 

________________ reference { 

~indefinite 

~definite 

~pragmatic 

} 

 

A domestic cat lives in a house – is an example of ____________ reference { 

~generic 

~definite 

~pragmatic 

} 

 

That is a ravenous dog – is an example of ____________ reference { 

~demonstrative 

~indefinite 

~pragmatic 

} 

 

The choice of the _______________ is based on what the speaker assumes the 

listener already knows, otherwise the listener is not able to identify the entity behind 

the word, or it would be, at least, more difficult { 

~referring expression  

~semantic expression 

~syntactic expression  

} 

 

Reference is a part of ____________ which seeks to explain how words express 

meaning { 

~semantics 

~grammar 
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~syntax 

} 

 

In all languages the demonstrative system treats the _________ as a point of 

reference { 

~speaker 

~hearer 

~listener 

} 

 

_______________ constitutes an act of identifying entities through linguistic 

expressions through their properties { 

~Definite reference 

~Indefinite reference 

~Generic reference 

} 

 

The florist delivered flowers to her – is an example of _________ reference { 

~definite 

~indefinite 

~pragmatic 

} 

 

Locative adverbs _____________ are the distinguishing elements of definite 

reference { 

~here, there 

~anywhere, nowhere 

~here, anywhere  

} 

 

Temporal adverbs _____________ are the distinguishing elements of definite 

reference { 

~now, yesterday 

~now, sometime 

~now, tomorrow 

} 

 

In _____________ reference the success of the act of reference does not depend on 

the individual features { 

~indefinite 

~definite 

~generic 

} 

 

A florist delivered flowers to her – is an example of _________ reference { 

~indefinite 

~definite 

~pragmatic 
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} 

 

Locative and temporal adverbs _____________ are the distinguishing elements of 

indefinite reference { 

~anywhere, sometime 

~anywhere, yesterday 

~anywhere, now 

} 

 

In ___________ reference nouns do not pick out a particular entity but a general 

class { 

~generic 

~definite 

~pragmatic 

} 

 

Airplanes are a safe mode of transportation – is an example of ____________ 

reference { 

~generic 

~definite 

~pragmatic 

} 

 

The principle of ____________ in language means that we conceive a similarity 

between a form of language and the thing it stands for { 

~iconicity 

~temporality 

~indexicality 

} 

 

The principle of ____________ in language means that we can ‗point‘ to things in 

our scope of attention { 

~indexicality 

~temporality 

~iconicity 

} 

 

The principle of ____________ refers to the conventional pairing of form and 

meaning, as is typically found in the word stock of a language { 

~symbolicity 

~temporality 

~indexicality 

} 

 

The notion of ____________ may be understood as a ‗person‘s idea of what 

something in the world is like‘ { 

~concept 

~discourse 
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~emphatic 

} 

 

The _______________ member or most prominent member of a category is the 

subtype that first comes to mind when we think of that category { 

~prototypical 

~linguistic 

~conventional 

} 

 

Conceptual categories which are laid down in a language are __________ categories 

{ 

~linguistic 

~grammatical 

~figurative 

} 

 

_______________ relates to some entity in our experienced world { 

~concept 

~discourse 

~emphatic 

} 

 

Sign depicting falling rocks – is an example of ____________ sign { 

~iconic 

~symbolic  

~indexical 

} 

 

Morse signs – is an example of ____________ sign { 

~symbolic 

~iconic  

~indexical 

} 

 

Dog wagging its tale – is an example of ____________ sign { 

~indexical 

~symbolic  

~iconic 

} 

 

Animal drawings in cave dwellings – is an example of ____________ sign { 

~iconic 

~symbolic  

~indexical 

} 

Inverted triangle as a road sign – is an example of ____________ sign { 

~symbolic 
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~iconic  

~indexical 

} 

___________________ – whatever is moving towards the speaker or whatever is 

closer to the speaker { 

~Egocentricity 

~Anthropocentricity 

~Iconicity 

} 

 

In _______________ principle people come before other things { 

~anthropocentricity 

~egocentricity 

~reference 

} 

 

The top part of the body which has eyes, mouth, brain, etc. can be identified as the 

________________ sense of head { 

~prototypical 

~iconic 

~indexical 
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Aims: 

 define the notion of presupposition;  

 figure out the basic types of presupposition; 

 illustrate presupposition by examples. 

Points for discussion: 

 

 

Introduction  

1. The definition of presupposition 

2. Types of presupposition 

3. The projection problem 

4. Presupposition-triggers 

Summary 

Questions for self-control 

 

 

Key-terms to know: 

 

presupposition structural trigger 

semantic presupposition factive 

pragmatic presupposition defeasibility 

presupposition trigger negation 

projection problem metalinguistic negation 

lexical trigger entailment 

 

Suggested reading: 

1. Grundy, P. (2008). Doing Pragmatics, 3
rd

 edn. London: Hodder Education. P. 119–144. 

2. Huang, Y. (2007). Pragmatics. Oxford: Oxford University Press. P. 85–113. 

3. Levinson, S.C. (2004). ‗Deixis‘, in L. Horn and G. Ward (eds), The Handbook on 

Pragmatics. Oxford: Blackwell. P. 167–125.  

4. Yule, G. (1996). Pragmatics. Oxford: Oxford University Press. P. 25–34. 

 

 

Introduction 

 

In the previous seminar we discussed reference as a special kind of pragmatic 

inference, based on the idea that speakers assume certain information has already been 

known by their listeners. Today we will turn to another kind of pragmatic inference, 

namely presupposition. We will discuss the general phenomenon of presupposition, 

covering the types, the projection problem and presupposition-triggers. 

LECTURE7. PRESUPPOSITION 
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1. The definition of presupposition 

 

 

According to Yule (1996: 25–26) a presupposition is something the speaker 

assumes to be the case prior to making an utterance. Speakers, not sentences, have 

presuppositions.  

An entailment is something that logically follows from what is asserted in the 

utterance. Sentences, not speakers, have entailments. We can identify some of the 

potentially assumed information that would be associated with the utterance of e.g. Mary's 

brother bought three horses. In producing this utterance, the speaker will normally be 

expected to have the presuppositions that a person called Mary exists and that she has a 

brother. The speaker may also hold the more specific presuppositions that Mary has only 

one brother and that he has a lot of money. The sentence can be treated as having the 

entailments that Mary's brother bought three horses, bought one horse, and many other 

similar logical consequences. These entailments follow from the sentence, regardless of 

whether the speaker's beliefs are right or wrong, in fact. They are communicated without 

being said. 

 

Presupposition can be defined as a piece of information or a proposition whose truth 

is taken for granted in the utterance of a sentence (Huang, 2007: 85). 

 

The main function of presupposition is to act as a precondition of some sort for the 

appropriate use of that sentence. 

Grundy (2008: 119) asserts that presupposition is about the existing knowledge 

common to speaker and hearer. This presupposed knowledge is then taken together with 

the propositions asserted in the utterance and the addressee‘s knowledge of the world as 

the basis on which an inference is drawn as to implied meaning, or implicature, that the 

utterance conveys. Thus in an utterance like I enjoyed working with Anne when she was 

setting assignments I presuppose that there is such a person as Anne and that she set 

assignments, and assert that it was at that time that I enjoyed working with her. In fact, 

temporal clauses introduced by when, give rise to presuppositions. By contrast, real 

conditionals introduced by if give rise to implicatures (Grundy, 2008: 119). 

 

 

2. The types of presupposition 

 

 

The following conceptions of presupposition can be identified: semantic 

presupposition, pragmatic presupposition, semantico-pragmatic presupposition (Huang, 

2007: 85–86).  

 

semantic presupposition pragmatic presupposition semantico-pragmatic 

presupposition 

Presupposition is definable 

as a relation between 

sentences or statements. 

Presupposition can by 

contrast be defined as a 

belief a speaker a speaker 

Presupposition can 

involve both linguistic 

forms (sentences) and 
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Semantic presupposition is 

also called conventional; 

sentence, or statement 

presupposition. The 

conception of semantic 

presupposition is usually 

attributed to the British 

philosopher Peter 

Strawson, though it may 

be traced back to Frege 

(1892).  

takes for granted in 

making an assertion. On 

this view, a speaker 

presupposes in uttering a 

sentence rather than a 

sentence itself 

presupposes. This is a 

concept of pragmatic 

presupposition, also 

known as conversational, 

speaker, or utterance 

presupposition. The 

author of this pragmatic 

approach to presupposition 

is the American 

philosopher Robert 

Stalnaker  

language users (speakers). 

This semantico-

pragmatic concept of 

presupposition, also called 

„utterance 

presupposition‟, is put 

forward by Kattunen 

(1973) and Soames (1982). 

 

Yule (1996: 27–29) defines such potential presuppositions as: existential, factive, 

non-factive, lexical, structural, and counterfactual. 

 

The possessive constructions in English are associated with a presupposition of 

existence. The existential presupposition is not only assumed to be present in possessive 

constructions (for example, ‗your car‘ >> ‗you have a car‘), but more generally in any 

definite noun phrase. By using such expressions, the speaker is assumed to be 

committed to the existence of the entities named, e.g. the Queen of Great Britain, the 

dog, the girl next door.  

Existential – pertaining to what exists, and is thus known by experience rather 

than reason; empirical as opposed to theoretical. 

 

The presupposed information following a verb like ‗know‘ can be treated as a fact, 

and is described as a factive presupposition. A number of other verbs, such as „realize‟ 

and „regret‟, as well as phrases involving „be‟ with „aware‟, „odd‟, and „glad‟ have 

factive presuppositions. 

 

Factive – giving rise to the presupposition that a sentence occurring in that context 

is true, as John regrets that Mary did not attend. 

 

Examples 1–5, adopted from Yule (1996: 27–29) demonstrate the type of factive 

presupposition. 

 

factive presupposition 

1.  She didn‘t realize he was ill. (>>He was ill) 

2.  We regret telling him. (>>We told him) 

3.  I wasn‘t aware that she was married. (>>She was married) 
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4.  It isn‘t odd that he left early. (>>He left early) 

5.  I‘m glad that it‘s over. (>>It‘s over) 

 

There are also a number of other forms which may be treated as the source of 

lexical presuppositions. In lexical presupposition, the use of one form with its asserted 

meaning is conventionally interpreted with the presupposition that another (non-asserted) 

meaning is understood. When we say that someone „managed‟ to do something, the 

asserted meaning is that the person succeeded in some way. When we say that someone 

„didn't manage‟, the asserted meaning is that the person did not succeed. In both cases, 

however, there is a presupposition (non-asserted) that the person ‗tried‘ to do that 

something. So, „managed‟ is conventionally interpreted as asserting „succeeded‟ and 

presupposing „tried‟. Other examples, involving the lexical items, „stop‟, „start‟, and 

„again‟, are presented, with their presuppositions, in [6–8] (Yule, 1996: 28). 

lexical presupposition 

6.  He stopped smoking. (>>He used to smoke) 

7.  They started complaining. (>>They weren‘t complaining 

before) 

8.  You‘re late again. (>>You were late before) 

 

In the case of lexical presupposition, the speaker's use of a particular expression is 

taken to presuppose another (unstated) concept, whereas in the case of a factive 

presupposition, the use of a particular expression is taken to presuppose the truth of the 

information that is stated after it. 

In addition to presuppositions which are associated with the use of certain words 

and phrases, there are also structural presuppositions. In this case, certain sentence 

structures have been analyzed as conventionally and regularly presupposing that part of the 

structure is already assumed to be true  

(Yule, 1996): 28). Structural presuppositions are connected with wh-question (‗When‘ and 

‗Where‘) constructions (Yule, 1996): 29), e.g.  

 

When did he leave? (>>He left) 

Where did you buy the bike? (>>He bought the bike) 

 

So far, we have only considered contexts in which presuppositions are assumed to 

be true. There are, however, examples of non-factive presuppositions associated with a 

number of verbs in English. A non-factive presupposition is one that is assumed not to be 

true. Verbs like ‗dream‘, ‗imagine‘, and ‗pretend‘, are used with the presupposition that 

what follows is not true (Yule, 1996): 29), e.g. 

 

I dreamed that I was rich. (>>I was not rich) 

We imagined we were in Hawaii. (>>We were not in Hawaii) 

He pretends to be ill. (>>He is not ill) 
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This type of structure creates a counter-factual presupposition, meaning that what 

is presupposed is not only not true, but is the opposite of what is true, or ‗contrary to 

facts‘. A conditional structure generally called a counterfactual conditional, presupposes 

that the information in the that-clause is not true at the time of utterance. 

The existence of non-factive presuppositions is part of an interesting problem 

for the analysis of utterances with complex structures, generally known as „the 

projection problem‟. 

 

Indicators of potential presuppositions discussed so far are summarized in 

Table 4.1. (Yule, 1996): 29): 

 

Type  Example Presupposition 

existential the X >>X exists 

factive I regret leaving >>I left 

non-factive He pretended to be happy >>He wasn‘t happy 

lexical  He managed to escape >>He tried to escape 

structural When did she die? >>She died 

counterfactual If I weren‘t ill,  >>I am ill 

Table 1. Potential presuppositions after (Yule, 1996: 29) 

 

 

3. The projection problem 

 

 

It is in general expected that the presupposition of a simple sentence will 

continue to be true when that simple sentence becomes part of a more complex 

sentence. This is one version of the general idea that the meaning of the whole sentence 

is a combination of the meaning of its parts. However, the meaning of some 

presuppositions (as ‗parts‘) doesn‘t survive to become the meaning of some complex 

sentences (as ‗wholes‘). This is known as the projection problem (Huang, 2007: 95; 

Levinson, 1983: 186; Yule, 1996: 30).  

The projection problem manifests itself in two opposite directions. On the one 

side, the presuppositions of a component sentence may fail to be projected onto, and hence 

inherited by, the whole complex sentence. On the other side, the presuppositions of a 

component sentence may be preserved when that constituent sentence becomes part of a 

more complex sentence  

(Huang, 2007: 95).  

Peter Grundy (2008) asserts that there are three classes of expression with 

different abilities to create presuppositions:  

 

1) those that are presupposition creating such as factives 
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I (do not) regret that I want to murder my neighbour 

2) those that are not presupposition creating, including non-factives as 

I believe my neighbour is going deaf 

3) and those that sometimes are and sometimes are not, such as  

I don’t know that my wife fancies the milkman (which sometimes seems to 

presuppose that my wife fancies the milkman and sometimes does not). 

 

So these examples may be embedded under predicates that do not create 

presuppositions, or only sometimes allow them, as in 

 

I believe he regrets wanting to murder his neighbour 

and 

I don’t know that he regrets wanting to murder his neighbour 

 

In practice, determining whether these sentences allow the presupposition that the 

person referred to wants to murder his neighbour seems to be a matter of speaker belief 

based on encyclopedic knowledge of the world and expectations about the role of 

utterance in its discourse context (Grundy, 2008: 137–138). 

 

 

4. Presupposition-triggers 

 

 

Presupposition is usually generated by the use of particular lexical items and/or 

linguistic constructions. Lexical items and linguistic constructions that engender 

presuppositions are called presupposition-triggers (Huang,  

2007: 86–86; Levinson, 1983: 181–183). Karttunen and Peters (1979) have collected 

thirty-one kinds of such triggers. The symbol >> stands for ‗presupposes‘. The positive 

and negative versions of sentences are separated by /; the presupposition triggers 

themselves are italicized: 

1. Definite descriptions (Strawson, 1950, 1952): 

John saw/didn‘t see the man with two heads 

>> there exists a man with two heads 

2. Factive verbs (Kiparsky & Kiparsky, 1971): 

Martha regrets/doesn‘t regret drinking John‘s home brew 

>> Martha drank John‘s home brew 

John realized/didn‘t realize that he was in debt 

>> John was in debt 

3. Implicative verbs (Karttunen, 1971): 

John managed/didn‘t manage to open the door 

>> John tried to open the door 

4. Change of state verbs (Sellars, 1954; Karttunen, 1973): 
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John stopped/didn‘t stop beating his wife 

>> John had been beating his wife 

5. Iteratives: 

The flying saucer came/didn‘t again 

>> The flying saucer came before 

further iterative: another time; to come back; restore; repeat.  

6. Verbs of judging (Fillmore, 1971): 

Agatha accused/didn‘t accuse Ian of plagiarism 

>> (Agatha thinks) plagiarism is bad 

Ian criticized/didn‘t criticize Agatha for running away 

>> (Ian thinks) Agatha ran away 

7. Temporal clauses (Frege, 1892 (1952): 

Before Strawson was even born, Frege noticed/didn‘t notice presuppositions 

>> Strawson was born 

While Chomsky was revolutionizing linguistics, the rest of social science 

was/wasn‘t asleep 

>> Chomsky was revolutionizing linguistics 

Since Churchill died, we‘ve lacked/we haven‘t lacked a leader 

>> Churchill died 

further temporal clause constructors: after, during, whenever, as (Levinson, 1983: 

181–185). 

 

 

Summary 

 

 

Thus, we have tried to illustrate the importance of perceiving the notion of 

presupposition. We have figured out the basic types of presupposition and tried to define 

the indicators of potential presuppositions. Presupposition has originated from the 

philosophy of language. The German mathematician, logician, and philosopher Gottlob 

Frege is generally recognized as the first scholar who identified the notion of 

presupposition (1892). But it is acknowledged that the notion of presupposition may be 

referred to the medieval philosopher Petrus Hispanus (Horn 1996). Also we have 

presented the basic types of known presupposition-triggers. 

 

 

Questions for self-control 

 

 

1. Identify the notion of presupposition. Exemplify. 

2. Account for the notion of semantic presupposition. 

3. Account for the notion of pragmatic presupposition. 

4. Exemplify the type of existential presupposition. 

5. Exemplify the type of factive presupposition. 

6. Exemplify the type of non-factive presupposition. 

7. Exemplify the type of lexical presupposition. 

8. Exemplify the type of structural presupposition. 
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9. Exemplify the type of counterfactual presupposition. 

10. Define the some presupposition-triggers. 

 

 

Tests: review of theory 

 

 

I. True/False: write „T‟ for true or „F‟ for false beside each of the following statement. 

1. Presupposition is something the speaker assumes to be the case posterior to 

making an utterance. Speakers, not sentences, have presuppositions.  

2. Presupposition coincides with the existing knowledge common to speaker and 

hearer. 

3. The following conceptions of presupposition can be identified: semantic 

presupposition and pragmatic presupposition.  

4. Semantic presupposition is also called communicational; sentence, or statement 

presupposition.  

5. This is a concept of pragmatic presupposition, also known as conversational, 

speaker, or utterance presupposition.  

6. Presupposition can involve both linguistic forms (sentences) and language users 

(speakers).  

7. Existential presupposition pertains to what exists, and is thus known by 

experience rather than reason; ontological as opposed to theoretical.  

8. Factive presupposition concerns the presupposition that a sentence occurring in 

that context is false, as John regrets that Mary did not attend.  

9. A conditional structure generally called a counterfactual conditional, presupposes 

that the information in the that-clause is true at the time of utterance.  

10. A non-factive presupposition is one that is assumed not to be true.  

 

II. Multiple choice: select the best response on each of the following 

questions/statements. 

10. A piece of information whose truth is taken for granted in the utterance of a 

sentence is known as ____________________ 

A presupposition 

B reference 

C content 

11. ____________________ is something that logically follows from what is asserted 

in the utterance. 

A Proposition 

B Entailment  

C Presupposition 

12. The conception of semantic presupposition is usually attributed to the British 

philosopher ___________________ 

A John Austin 

B Peter Strawson  

C Robert Stalnaker 
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13. The author of this pragmatic approach to presupposition is the American 

philosopher ______________________ 

A John Austin 

B Peter Strawson  

C Robert Stalnaker 

 

14. The semantico-pragmatic concept of presupposition, also called 

_________________________ 

A utterance presupposition 

B statement presupposition 

C pragmatic presupposition 

 

15. The _______________________ is not only assumed to be present in possessive 

constructions, but more generally in any definite noun phrase. 

A utterance presupposition 

B existential presupposition 

C pragmatic presupposition 

 

16.  The presupposed information following the verbs, such as „realize‟, „know‟, 

„regret‟, as well as phrases involving „be‟ with „aware‟, „odd‟, and „glad‟ can 

be treated as a fact and are presented, with their ______________ presuppositions. 

A lexical 

B structural 

C factive 

 

17. Lexical items „manage‟, succeed‟, „stop‟, „start‟, and „again‟, are presented, with 

their ______________ presuppositions. 

A lexical 

B structural 

C factive 

 

18. In the case of _____________ presupposition, the speaker's use of a particular 

expression is taken to presuppose another (unstated) concept. 

A lexical 

B structural 

C factive 

 

19. In the case of a ____________ presupposition, the use of a particular expression is 

taken to presuppose the truth of the information that is stated after it. 

 

A lexical 

B structural 

C factive 

 

III. Matching: match each of the following linguistic terms with the correct meaning. 

11. The word presupposition can be defined as –  

12. The concept of pragmatic presupposition is also known –  

13. Semantic presupposition is also called –  
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14. The semantico-pragmatic concept of presupposition –  

15. Examples of lexical items and linguistic constructions that engender 

presuppositions are called –  

16. Examples of non-factive presuppositions are associated with a number of 

verbs like –  

17. Structural presuppositions are connected with –  

18. The presupposed information following a verb like ‗know‘ can be treated 

as –  

19. Existential presupposition –  

20. In lexical presupposition –  

 

A – conventional, sentence, or statement presupposition. 

B – as conversational, speaker, or utterance presupposition. 

C – „dream‟, „imagine‟, „pretend‟, i.e. that what follows is not true. 

D – a piece of information or a proposition whose truth is taken for 

granted in the utterance of a sentence. 

E – presupposition-triggers.  

F– wh-question (‗When‘ and ‗Where‘) constructions. 

G – involves both linguistic forms (sentences) and language users 

(speakers). This concept of presupposition is also called 

„utterance presupposition‘. 

H– the use of one form with its asserted meaning is conventionally 

interpreted with the presupposition that another (non-asserted) 

meaning is understood.  

I – pertaining to what exists, and is thus known by experience 

rather than reason; empirical as opposed to theoretical. 

J– a fact, and is described as a factive presupposition. 

 

 

 

 

5. Computer tests in e-learning system (Moodle):  

Multiple choice: select the best response on each of the 

following questions / statements. 

 

 

The burglar realized that he had been filmed on candid camera { 

~The burglar had been filmed 

~The burglar hadn‘t been filmed 

~The burglar had filmed 

} 

 

Mike forgot to close the door { 

~Mike ought to have closed the door 

~Mike oughtn‘t to close the door 

~Mike didn‘t intend to close the door 

} 
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Andrew hasn‘t driven a car since he had the accident { 

~Andrew had the accident 

~Andrew didn‘t have an accident 

~Andrew didn‘t realize that he had an accident 

} 

 

Professor Crystal was glad that he had solved one of the linguistic enigmas { 

~Professor Crystal had solved one of the linguistic enigmas 

~Professor Crystal was glad to solve one of the linguistic enigmas 

~Professor Crystal was glad to have solved one of the linguistic enigmas 

} 

 

John isn‘t off cigarettes again { 

~John was off cigarettes before 

~John wasn‘t off cigarettes before 

~John is off cigarettes again 

} 

 

It wasn‘t Helen who moved to Italy { 

~Someone moved to Italy 

~Helen moved to Italy 

~Helen didn‘t move to Italy 

} 

 

Mary discovered that her husband was having an affair { 

~Mary‘s husband was having an affair 

~Mary‘s husband wasn‘t having an affair 

~Mary‘s husband was having an affair before 

} 

 

Helen started emptying the shopping bags { 

~Helen wasn‘t emptying the shopping bag before  

~Helen wasn‘t emptying the shopping bag again 

~Helen wasn‘t emptying the shopping bags  

} 

 

It‘s odd that Mike doesn‘t know how to use an iPad { 

~Mike doesn‘t know how to use an iPad 

~Mike doesn‘t know how to use an iPad again 

~Mike doesn‘t know how to use an iPad before 

} 

 

If John hadn‘t missed the interview he would have got a job { 

~John missed the interview 

~John missed the interview again 

~John missed the interview before 

} 
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John hasn‘t found out that his brother used all the printer paper { 

~John‘s brother used all the printer paper 

~John‘s brother used all the printer paper again 

~John‘s brother used all the printer paper before 

} 

 

The poet wasn‘t Thomas S. Eliot { 

~Thomas S. Eliot existed 

~Thomas S. Eliot existed before 

~Thomas S. Eliot existed again 

} 

 

She gave me a rose { 

~Someone gave me a rose 

~Someone gave me a rose before 

~Someone gave me a rose again 

} 

 

Helen has fed every cat { 

~There are cats 

~There are cats again 

~There were cats before 

} 

 

Helen has been cruel to her cousin { 

~Helen has a cousin 

~Helen has a cousin again 

~Helen had a cousin before 

} 

 

John pretended that he was a professional footballer { 

~John wasn‘t a professional footballer 

~John wasn‘t a professional footballer again 

~John wasn‘t a professional footballer before 

} 

 

John accused Bill of cheating in the final exam { 

~Bill cheated in the final exam 

~Bill cheated in the final exam again 

~Bill cheated in the final exam before 

} 

 

That John hadn‘t had a bath for more than two weeks bothered Helen { 

~John hadn‘t had a bath for two weeks 

~John hadn‘t had a bath for two weeks again 

~John hadn‘t had a bath for two weeks before  

} 
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John isn‘t as rich as Peter { 

~Peter is rich 

~Peter is rich again 

~Peter was rich before 

} 

 

Mike criticized Mary for wearing a fur coat { 

~Mary was wearing a fur coat 

~Mary was wearing a fur coat again 

~Mary was wearing a fur coat before 

} 

 

Andrew walked slowly into the study { 

~Andrew walked into the study 

~Andrew walked into the study again 

~Andrew walked into the study before 

} 

 

Mary is a far more successful lawyer than Helen { 

~Mary is a lawyer and Helen is a lawyer 

~Mary is a lawyer and Helen is a lawyer again 

~Mary is a lawyer and Helen was a lawyer before 

} 

 

The king of France is bald { 

~There is a king of France 

~There is a king of France again 

~There was a king of France before 

} 

 

John knows/doesn‘t know that Baird invented television { 

~Baird invented television 

~Baird invented television again 

~Baird invented television before 

} 

 

John regrets that he has said the unsayable { 

~John has said the unsayable 

~John has said the unsayable again 

~John said the unsayable before 

} 

 

John managed to give up smoking { 

~John tried to give up smoking 

~John tried to give up smoking before 

~John tries to give up smoking again 

} 
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Mary returned to Cambridge { 

~Mary was in Cambridge before 

~Mary wasn‘t in Cambridge before 

~Mary was in Cambridge  

} 

 

Jane remarried { 

~Jane married before 

~Jane married again 

~Jane married  

} 

 

The police came to the realization that a ladder had been placed by the burglars { 

~A ladder had been placed by the burglars  

~A ladder had been placed by the burglars before 

~A ladder had been placed by the burglars again 

} 

 

The committee interviewed all the candidates for the post { 

~There were candidates 

~There were candidates again 

~There were candidates before 

} 

 

 

Text 4. Read text 4. Identify the main idea and comment on the main postulates of it 

 

Readings 4 

 

 

Although it is normally inappropriate because unnecessary for me to assert something 

that each of us assumes the other already believes, my assertions will of course 

always have consequences which are part of the common background. For 

example, in a context where we both know that my neighbor is an adult male, I 

say 'My neighbor is a bachelor,' which, let us suppose, entails that he is adult and 

male. I might just as well have said 'my neighbor is unmarried.' The same 

information would have been conveyed (although the nuances might not have 

been exactly the same). That is, the increment of information, or of content, 

conveyed by the first statement is the same as that conveyed by the second. If the 

asserted proposition were accepted, and added to the common background, 

the resulting situation would be the same as if the second assertion were accepted 

and added to the background. 

This notion of common background belief is the first approximation to the notion of 

pragmatic presupposition that I want to use. A proposition P is a pragmatic 
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presupposition of a speaker in a given context just in case the speaker assumes or 

believes that P, assumes or believes that his addressee assumes or believes that P, 

and assumes or believes that his addressee recognizes that he is making these 

assumptions, or has these beliefs. 

(Robert C. Stalnaker. Pragmatic Presupposition. Semantics and Philosophy. New 

York University Press, 1974. P. 199–200. 
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Aims: 

 define the notion of cooperation;  

 identify the terms of conventional and conversational implicatures;  

 account for the four conversational maxims. 

Points for discussion: 

 

 

Introduction  

1. The Cooperative Principle 

2. The four Conversational Maxims 

3. Conventional implicatures 

4. Conversational implicatures 

Summary 

Questions for self-control 

 

 

Key-terms to know: 

 

 

cooperation Manner 

conversational implicature Relation 

conventional implicatures flouting a maxim 

The Cooperative Principle violating a maxim 

conversational maxims infringing a maxim 

Quantity opting out of a maxim 

Quality suspending a maxim 

 

Suggested reading: 

1. Grundy, P. (2008). Doing Pragmatics, 3
rd

 edn. London: Hodder Education. P. 72–

118. 

2. Huang, Y. (2007). Pragmatics. Oxford: Oxford University Press. P. 29–83. 

3. Leech, G. (1982). Principles of Pragmatics. London and New York: Longman. P. 

97–166. 

4. Levinson, S.C. (1983). Pragmatics. Cambridge: Cambridge University Press. P. 79–

103.  

5. Thomas, J (2013). Meaning in interaction: an introduction to pragmatics. London 

and New York: Routledge. P. 55–84. 

6. Yule, G. (1996). Pragmatics. Oxford: Oxford University Press. P. 36–47. 

 

 

Introduction 

 

LECTURE8. COOPERATION AND IMPLICATURE 
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In the previous seminar we discussed the notion of presupposition as a special kind 

of pragmatic inference, based on the idea that speakers assume certain information to be 

the case prior to making an utterance. We have identified the general phenomenon of 

presupposition, covering its main types, the projection problem and presupposition-

triggers. 

Today we will try to perceive how speakers and listeners involved in a 

conversation are generally cooperating with each other and how they communicate more 

than they say.  

 

 

1. The Cooperative Principle 

 

 

In order to explain the mechanisms by which people interpret 

conversational implicature, in ‘Logic and conversation’ (1975) H. P. 

Grice introduced four conversational maxims and the Cooperative 

Principle (CP).  

The Cooperative Principle runs as follows: 

 

 
 

H.P. Grice held positions at Oxford University and, after 1967, at 

the University of California, Berkeley. Grice is best known for his 

work in the philosophy of language, in particular, his analysis of 

speaker's meaning, his conception of conversational implicature, and 

his project of intention-based semantics.  
Like Austin before him, Grice was invited to give the William James lectures at 

Harvard University, and it was there in 1967 that he first outlined his theory of 

implicature (a shorter version of which was published in 1975 in a paper ‗Logic and 

conversation‘).  

In papers published in 1978 and 1981 Grice expanded upon this earlier work, but 

he never fully developed his theory – there are many gaps and several inconsistencies in 

his writings. Nevertheless it is this work – sketchy, in many ways problematical and 

frequently misunderstood – which has proved to be one of the most influential theories in 

Make your conversational 

contribution such as required, at the 

stage [of the talk exchange] at which 

it occurs 

H.P. Grice (1975:45–46)  
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the development of pragmatics. Grice's theory is an attempt at explaining how a hearer 

gets from what is said to what is meant, from the level of expressed meaning to the level 

of implied meaning (Thomas, 2013: 55–56). 

Major works are:  

 “Meaning”, (1957); 

“Utterer's Meaning, Sentence-Meaning and Word-Meaning”, 

(1968); 

“Utterer's Meaning and Intentions,” (1969).  

 
 

2. The four Conversational Maxims 

 

 

The use of the imperative form does not mean that speakers must do all this, but 

that these are the internalized rules for cooperative interaction. Within this guiding 

principle, Grice (1975: 45–46) establishes four specific sub principles, which he takes to 

govern all rational interaction.  

Grice argues that without the assumption that the speaker is operating according to 

the CP, there is no mechanism to prompt someone to seek for another level of 

interpretation. The observation that the speaker has said something which is manifestly 

untrue, combined with the assumption that the CP is in operation sets in motion the 

search for an implicature. The four Conversational Maxims help us establish what that 

implicature might be (Thomas, 2013: 63). 

In ‗Logic and conversation‘ Grice proposed four maxims, the maxims of Quantity, 

Quality, Relation and Manner, which were formulated as follows: 

 

Quality: Try to make your contribution one that is true. 

 Do not say what you believe to be false. 

 Do not say that for which you lack evidence. 

Quantity: Make your contribution as informative as is required (for 

the current purposes of the exchange). 

 Do not make your contribution more informative than is 

required. 

Relevance: Be relevant. 

Manner: Be perspicuous (transparent and clear). 

 Avoid obscurity of expression. 

 Avoid ambiguity. 

 Be brief (avoid unnecessary prolixity). 

 Be orderly. 

Table 1. Four Conversational Maxims 

 

The first is the maxim of quality. It requires that we only give information for 

which we have evidence. Suppose we ask for the result of a sports contest, e.g. Do you 

happen to know who won yesterday? and our conversational partner does not know the 

result and gives one of the following answers: 
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A. No, I don‘t. 

B. I bet Chelsea did. 

C. Chelsea did. 

 

In the first answer, our partner is ‗truthful‘ since he says he does not have the 

information. In the second answer, our partner is still ‗truthful‘, since by using bet he 

indicates indirectly that he does not know the answer, but that he has good grounds to 

‗assume‘ that Chelsea won. Only in the third answer is our partner not being truthful, 

since he presents things as if he has the correct information himself. Note that he is not 

necessarily lying, but only asserting something to be the case for which he has no 

evidence (Cognitive Exploration of Language and Linguistics, p. 163–165). 

The most interesting case is when a speaker observes all the maxims as in the 

following example: 

Husband: Where are the car keys? 

 

Wife: They're on the table in the hall. 

  

 

The wife has answered clearly (Manner) truthfully (Quality), has given just the 

right amount of information (Quantity) and has directly addressed her husband's goal in 

asking the question (Relation). She has said precisely what she meant, no more and no 

less, and has generated no implicature (i.e. there is no distinction to be made here 

between what she says and what she means, there is no additional level of meaning) 

(Thomas, 2013: 63–64). 

Rene Dirven states that cooperative principle and conversation ‗rules‘ may be 

realized in very culture-specific ways, it is probable that the cooperative principle can be 

regarded as a universal principle and that the maxims of conversation constitute some 

fundamental pragmatic or interpersonal universals (Cognitive Exploration of Language 

and Linguistics, p. 165–167). 

 

 

3. Conventional implicatures 

 

 

Grice distinguished two different sorts of implicature: conventional implicature 

and conversational implicature. They have in common the property that they both 

convey an additional level of meaning, beyond the semantic meaning of the words 

uttered. They differ in that in the case of conventional implicature the same implicature is 

always conveyed, regardless of context, whereas in the case of conversational 

implicature, what is implied varies according to the context of utterance (Thomas, 2013: 

57). 



132 
 

There are comparatively few examples of conventional implicatures; Levinson (1983: 

127) lists four: but, even, therefore and yet (to these we might add some uses of for, as 

in: She plays chess well, for a girl).  

Example 1. ... she was cursed with a stammer, unmarried but far from stupid. Although it 

is not actually asserted that unmarried people (or, perhaps, people who stammer) are 

stupid, the word but definitely implies that this is the case. The word but carries the 

implicature that what follows will run counter to expectations — this sense of the word 

but always carries this implicature, regardless of the context in which it occurs (‗My 

friends were poor, but honest‘; ‗He is small, but perfectly formed‘). And, in everyday 

life, people readily respond to such conventional implicatures, as the following extract 

illustrates: 

Example 2 

The American actress, Kathleen Turner, was discussing perception of women in 

the film industry: ‗I get breakdowns from the studios of the scripts that they're 

developing ... and I got one that I sent back furious to the studio that said ‗The 

main character was thirty-seven but still attractive‘. I circled the but in red ink and 

I sent it back.  

 

 

1. Computer tests in e-learning system (Moodle):  
Multiple choice: select the best response on each of the 

following questions / statements. 

 

 

I. True/False: write „T‟ for true or „F‟ for false beside each of the following statement. 

 ‗I fire you!‘ is a … { 

~declaration 

~assertive 

~ commissive 

} 

 

‗I will return the book to you soon.‘ is a … { 

~commissive 

~assertive 

~ declaration 

} 

 

‗Do not say what you believe to be false‘ is a maxim of … { 

~quality 

~quantity 

~ relation 

} 

 

 ‗Be brief‘ belongs to the maxim of … { 

~manner 

~quantity 

~ relation 
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} 

 

‗Make your contribution as informative as required (for the current purpose of the 

exchange)‘ belongs to the maxim of … { 

~quantity 

~ relation 

~ manner 

} 

 

B‘s reply violates the maxim of … in the dialogue below: A: Where do you live? 

B: In South China Normal University { 

~quantity 

~ relation 

~ manner 

} 

 

… is regarded as the founder of modern linguistics { 

~F. de Saussure 

~W. Caxton   

~G. Chaucer  

} 

 

 … refers to the abstract linguistic system shared by all the members of a speech 

community { 

~Langue 

~Speech 

~Writing 

} 

 

… refers to the realization of langue in actual use. It is the concrete use of the 

conventions or the naturally occurring language events { 

~Parole 

~Langue 

~Writing 

} 

 

_________ is an American linguist, who is famous for his syntactic studies all over the 

world, and who focuses on the ideal user‘s knowledge of the rules of his language { 

~Noam Chomsky 

~John Austin  

~John Searle   

} 

 

Sound changes tend to be ….{ 

~ systematic 

~ arbitrary 

~drastic  

} 
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The word ‗home‘ was written as ‗hām‘ in ….{ 

~Old English 

~ Middle English 

~ Early Modern English  

} 

 

The word ‗mice‘, which is pronounced as [mais], was pronounced as [mi:s] in ….{ 

~Middle English 

~ Old English 

~ Early Modern English  

} 

 

In Chaucer‘s ―The Canterbury Tales‖, we can find ‗his‘ to replace ‗…‘ in Modern 

English, as in ‗Whan that Aprille with his shoures sooth‘. This reflects the change in the 

‗agreement‘ rule { 

~ it  

~ he 

~ him 

} 

 

‗I love thee not.‘ before the 16th century, has now become ‗I do not love you.‘ This 

means the change in … rule { 

~ negation 

~affirmative  

~ interrogative 

} 

 

The recent trends of the English language include moving towards greater informality, 

the influence of …, and the influence of science and technology { 

~American English 

~ Black English 

~ British English  

} 

 

My head was full of strange thoughts { 

~metonymy 

~homonymy 

~metaphor 

} 

 

This book goes over my head { 

~metaphor 

~metonymy 

~synonymy 

} 

 

We asked the head for permission { 
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~metaphor 

~metonymy 

~antonyms 

} 

 

Write your name at the head of each page { 

~metaphor 

~metonymy 

~polysemy 

} 

 

Keep one‘s head cool { 

~metaphor 

~metonymy 

~polysemy 

} 

 

We paid ten pounds ahead for the meal { 

~metonymy 

~antonyms 

~metaphor 

} 

 

Skirts of a forest, hill or village etc.: the outside edge of a forest etc. { 

~metaphor 

~metonymy 

~polysemy 

} 

 

A new road skirting the suburb { 

~metaphor 

~metonymy 

~antonyms 

} 

 

They skirted round the bus { 

~metaphor 

~metonymy 

~polysemy 

} 

 

The examination consisted of two 3hour papers. { 

~metonymy 

~metaphor 

~shift 

} 

 

The word ‗predigestion‘ is composed of … morphemes. ‒ { 
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~three 

~two 

~four 

} 

 

Pronouns belong to … class words. { 

~closed 

~open 

~mixed 

} 

 

The word ‗unacceptability‘ has … morphemes. ‒ { 

~four 

~two 

~three 

} 

 

The word ‗boy‘ is a … morpheme. ‒ { 

~free 

~ bound 

~inflectional 

} 

 

The word ‗fridge‘ is a … word. { 

~ clipped 

~loan 

~blend 

} 

 

The word ‗walkman‘ is a blend. { 

~ coined 

~clipped 

~ blend 

} 

 

The word ‗mike‘ is a … word. { 

~clipped 

~coined 

~ blend 

} 

 

The word ‗videophone‘ is an … . { 

~blend 

~ coined 

~ clipped 

} 

 

The word ‗meat‘ we use now has gone through the … of meaning. { 
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~narrowing 

~ widening 

~ shift  

} 

 

The word ‗holiday‘ has gone through the … of meaning. { 

~widening 

~ narrowing 

~ shift   

} 

 

NP refers to ....{ 

~noun phrase 

~ verb phrase 

~prepositional phrase 

} 

 

Do insertion is the way to form a yes-no { 

~question 

~statement 

~deep structure 

} 

 

The sentence ‗Kim is the one who did it.‘ illustrates … { 

~being schema 

~happening schema 

~doing schema 

} 

 

‗The window broke.‘ is an example of a …. { 

~happening schema 

~doing schema 

~being schema 

} 

 

The event schema of ‗Kim broke the window‘ is as follows: { 

~doing schema 

~happening schema 

~being schema 

} 

The sentence ‗Kim felt angry and tried to hit Bruce‘ is a kind of …. { 

~experiencing schema +doing schema 

~experiencing schema +being schema 

~experiencing schema +happening schema 

} 
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1. accent The stress or emphasis placed on a syllable when it is pronounced. 

2. acceptance speech A speech in which the speaker accepts an award or honor of 

some kind and attempts to place the award in some kind of context. 

3. accommodation The process of adjusting your communication patterns to those 

with whom you‘re interacting. Accommodate to the speaking style of your listeners 

in moderation; too much mirroring of the other‘s style may appear manipulative. 

4. acculturation The processes by which a person‘s culture is modified or changed 

through contact with or exposure to another culture. 

5. active listening A process of putting together into some meaningful whole the 

listener‘s understanding of the speaker‘s total message— the verbal and the 

nonverbal, the content and the feelings. If you wish to listen actively, paraphrase 

the speaker‘s meaning, express understanding of the speaker‘s feelings, and ask 

questions when you need something clarified. 

6. adaptors Nonverbal behaviors that satisfy some personal need and usually occur 

without awareness; for example, scratching to relieve an itch or moistening your 

lips to relieve dryness. Three types of adaptors are often distinguished: self-

adaptors, alteradaptors, and object-adaptors. adjustment The principle of 

verbal interaction that claims that communication takes place only to the extent that 

the parties communicating share the same system of signals. 

7. advantages and disadvantages of relationships In evaluating your own 

relationship choices, consider both the advantages and the disadvantages of your 

relationships in general and of your specific relationships. 

8. affect displays Movements of the facial area that convey emotional meaning—for 

example, expressions showing anger, fear, or surprise. 

9. affiliative cues Verbal or nonverbal signals that show love for another person. 

10. affinity-seeking strategies Behaviors designed to increase our interpersonal 

attractiveness. Use in moderation. 

11. affirmation The communication of support and approval. 

12. agape A type of love that is compassionate, egoless, and self-giving. 

13. ageism Discrimination based on age, usually against the elderly. Avoid it. 

14. agenda A list of the items that a small group must deal with in the order in which 

they should be covered. As a leader or member, keep focused on the agenda. 

15. agenda-setting A persuasive technique in which the speaker states or implies that 

XYZ is the issue and that all others are unimportant. 

16. allness A language distortion; the assumption that all can be known or is known 

about a given person, issue, object, or event. Avoid allness statements (for 

LINGUISTIC TERMS 
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example, statements containing such words as all, never, or always); they 

invariably misstate the reality and will often offend the other person. 

17. alter-adaptors Body movements you make in response to your current 

interactions; for example, crossing your arms over your chest when someone 

unpleasant approaches or moving closer to someone you like. 

18. altercasting Placing the listener in a specific role for a specific purpose and asking 

that the listener approach a question or problem from the perspective of this 

specific role. 

19. ambiguity Uncertainty of meaning; the possibility of interpreting a message in 

more than one way. Recognize that all messages are potentially ambiguous so 

clarify as necessary. 

20. ambiguity tolerance A cultural orientation concerned with the degree of 

discomfort with uncertainty. 

21. amount of change principle A principle of persuasion stating that the greater and 

more important the change desired by the speaker, the more difficult its 

achievement will be. 

22. analogy, reasoning from A type of reasoning in which you compare like things 

and conclude that since they are alike in so many respects that they are also alike in 

some previously unknown respect. 

23. anecdotal evidence A fallacious persuasive tactic in which the speaker offers 

specific examples or illustrations as ―proof.‖ 

24. anger management The methods and techniques by which anger is controlled and 

managed. Calm down as best you can; then consider your communication options 

and the relevant communication skills for expressing your feelings. 

25. antithesis A figure of speech in which contrary ideas are presented in parallel 

form, as in Charles Dickens‘s opening lines in A Tale of Two Cities: ―It was the 

best of times, it was the worst of times.‖ 

26. antithetical sentences A type of sentence patterning in which contrasting ideas are 

placed together in parallel style. 

27. apology A type of excuse in which you acknowledge responsibility for your 

behavior, generally ask forgiveness, and claim that this behavior will not happen 

again. 

28. backchanneling cues Listener responses to a speaker that do not ask for the 

speaking role. 

29. bandwagon A persuasive technique in which the speaker tries to gain compliance 

by saying that ―everyone is doing it‖ and urging listeners to jump on the 

bandwagon. 

30. barriers to communication Factors (physical or psychological) that prevent or 

hinder effective communication. 

31. behavioral synchrony The similarity in the behavior, usually nonverbal, of two 

persons. Generally, it is taken as an index of mutual liking. 

32. belief Confidence in the existence or truth of something; conviction. 

33. beltlining An unproductive conflict strategy in which one person hits at the level 

at which the other person cannot withstand the blow. Avoid it; beltlining is likely to 

cause resentment that may extend well beyond the argument itself. 

34. blame An unproductive conflict strategy in which we attribute the cause of the 

conflict to the other person or devote our energies to discovering who is the cause 
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and avoid talking about the issues causing the conflict. Focus on resolving the 

conflict rather than affixing blame. 

35. blind self The self that contains knowledge about you that others have but that you 

do not. 

36. boundary marker An object that divides one person‘s territory from another‘s—

for example, a fence. 

37. brainstorming A technique for generating ideas either alone or, more usually, in a 

small group. Follow these general rules: Avoid negative criticism, strive for 

quantity, combine and extend the contributions of others, and contribute as wild 

ideas as possible. Appropriately re-stimulate a brainstorming group that has lost 

its steam by asking for additional contributions or for further extensions of 

previously contributed ideas. 

38. breadth In the social penetration theory of interpersonal relationships, the 

number of topics about which individuals in a relationship communicate. 

39. communication apprehension Fear or anxiety over communicating; may be ―trait 

apprehension‖ (fear of communication generally, regardless of the specific 

situation) or ―state apprehension‖ (fear that is specific to a given communication 

situation). Acquire communication skills and experiences, focus on your prior 

successes, reduce unpredictability, and put apprehension in perspective. 

40. communication competence A knowledge of the rules and skills of 

communication; the term often refers to the qualities that make for effectiveness in 

communication. 

41. communication network The pathways of messages; the organizational structure 

through which messages are sent and received. 

42. communicology The study of communication, particularly the subsection 

concerned with human communication. 

43. comparison and contrast A pattern for organizing a speech in which you compare 

and contrast two different items. 

44. comparison level A general idea of the profits you feel you should get from a 

relationship. 

45. competence A person‘s ability and knowledge; one of the qualities that contribute 

to credibility. 

46. complementarity A principle of attraction stating that we are attracted by 

qualities that we do not possess or that we wish to possess and to people who are 

opposite or different from ourselves; opposed to similarity. 

47. complementary relationship A relationship in which the behavior of one person 

(e.g., energetic activity) serves as the stimulus for the complementary behavior of 

the other (e.g., laziness); in complementary relationships behavioral differences are 

maximized. 

48. compliance-gaining strategies Behaviors that are directed toward gaining the 

agreement of others; behaviors designed to persuade others to do as we wish. 

49. compliance-resisting strategies Behaviors directed at resisting the persuasive 

attempts of others. 

50. compliment A message of praise, flattery, or congratulations. computer-mediated 

communication A general term denoting all forms of communication between 

people that take place through some computer, electronic, or Internet connection. 

51. conclusions Conclusions to speeches should summarize the main points and bring 

the speech to a crisp close. 
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52. confidence A quality of interpersonal effectiveness; a comfortable, at-ease feeling 

in interpersonal communication situations. 

53. confirmation A communication pattern that acknowledges another person‘s 

presence.  

54. conversational maxims Principles that are followed in conversation to ensure that 

the goal of the conversation is achieved. Follow (generally) the basic maxims of 

conversation, such as the maxims of quantity, quality, relations, manner, and 

politeness. 

55. conversational turns The process of exchanging the speaker and listener roles 

during conversation. Maintain relatively short conversational turns and then pass 

the speaker‘s turn to another person nonverbally or verbally. 

56. cooperation An interpersonal process by which individuals work together for a 

common end; the pooling of efforts to produce a mutually desired outcome. In 

communication, an implicit agreement that calls for speaker and listener to work 

together to achieve mutual comprehension. 

57. credibility The degree to which a speaker is perceived to be believable; 

58. competence, character, and charisma (dynamism) are its major dimensions. 

59. credibility appeals Seek to establish credibility by displaying 

60. competence, high moral character, and dynamism or charisma. 

61. critical analysis Critically analyze reasoning from specific instances to 

generalizations, causes and effects, and sign. 

62. critical thinking The process of logically evaluating reasons and evidence and 

reaching a judgment on the basis of this analysis. 

63. critical thinking hats technique Technique developed by Edward de Bono in 

which a problem or issue is viewed from six distinct perspectives: facts, feelings, 

negative arguments, positive benefits, creative new ideas, and control of thinking. 

64. criticism The reasoned judgment of some work; although often equated with fault 

finding, criticism can involve both positive or negative evaluations. 

65. cultural display Signs that communicate a person‘s cultural identification, for 

example, clothing or religious jewelry.  

66. cultural rules Rules that are specific to a given cultural group. Increase your 

sensitivity to these rules by learning about different cultures, recognizing and 

facing your own fears of intercultural interaction, recognizing differences between 

yourself and others, and becoming conscious of the cultural rules and customs of 

other cultures. 

67. cultural time The perspective on time shared by members of a particular culture. 

68. culture The relatively specialized lifestyle of a group of people— consisting of 

their values, beliefs, artifacts, ways of behaving, and ways of communicating—that 

is passed on from one generation to the next. 

69. culture shock The psychological reaction we experience at being placed in a 

culture very different from our own or from what we are used to. 

70. decoder Something that takes a message in one form (for example, sound waves) 

and translates it into another form (for example, nerve impulses) from which 

meaning can be formulated (for example, in vocal–auditory communication). In 

human communication the decoder is the auditory mechanism; in electronic 

communication the decoder is, for example, the telephone earpiece. See also 

encoder. 
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71. decoding The process of extracting a message from a code—for example, 

translating speech sounds into nerve impulses. See also encoding. 

72. dedication speech A special occasion speech in which you commemorate the 

opening or start of a project. 

73. definition A statement explaining the meaning of a term or concept. 

74. defensiveness An attitude of an individual or an atmosphere in a group 

characterized by threats, fear, and domination; messages evidencing evaluation, 

control, strategy, neutrality, superiority, and certainty are assumed to lead to 

defensiveness; opposed to supportiveness. 

75. delayed reactions Reactions that are consciously delayed while a situation is 

analyzed. 

76. delegating style A style of leadership in which the leader observes but doesn‘t 

provide much direction or support. 

77. delivery outline The outline the speaker brings to the public speaking situation and 

refers to during the speech. 

78. Delphi method A type of problem-solving group in which questionnaires are used 

to poll members (who don‘t interact among themselves) on several occasions so as 

to arrive at a group decision on, for example, the most important problems a 

company faces or activities a group might undertake. Use the Delphi method to 

solve problems when group members are separated geographically. 

79. democratic leader A group leader who stimulates self-direction and self-

actualization on the part of the group members. 

80. denial One of the obstacles to the expression of emotion; the process by which we 

deny our emotions to ourselves or to others. Become mindful of the reasons for 

denial and the negative impact this generally has on communication. 

81. denotation Referential meaning; the objective or descriptive meaning of a word. 

See also connotation. 

82. depenetration A reversal of penetration; a condition in which the breadth and 

depth of a relationship decrease. See social penetration theory. 

83. depth In social penetration theory of interpersonal relationships, the degree to 

which the inner personality—the inner core—of an individual is penetrated in 

interpersonal interaction. 

84. determinism The principle of verbal interaction that holds that all verbalizations 

are to some extent purposeful—that there is a reason for every verbalization. 

85. dialogue A form of communication in which each person is both speaker and 

listener; communication characterized by involvement, concern, and respect for the 

other person. Treat conversation as a dialogue rather than a monologue; show 

concern for the other person, and for the relationship between you, with other-

orientation. Opposed to monologue. 

86. direct message Speech in which the speaker states his or her intentions clearly and 

forthrightly. 

87. earmarker A physical sign that identifies an item as belonging to a specific 

person—for example, a nameplate on a desk or initials on an attachй case. Use 

earmarkers with a consideration for the rights of others as well as your own. 

88. effect The outcome or consequence of an action or behavior; communication is 

assumed always to have some effect.  
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89. emblems Nonverbal behaviors that directly translate words or phrases—for 

example, the signs for ―OK‖ and ―peace.‖ Use these with an awareness of the great 

cultural differences in the meanings given to various emblems. 

90. emergent leader A leader who is not appointed but rather ―emerges‖ during the 

group process. 

91. emotional appeals Persuasive strategies designed to influence the emotions of the 

audience. In persuasive speaking use emotional appeals— for example, appeals to 

fear; power, control, and influence; safety; achievement; and financial gain—as 

appropriate to the speech and the audience. 

92. emotional communication To communicate emotions effectively, (1) describe 

feelings, (2) identify the reasons for the feelings, (3) anchor feelings to the present, 

and (4) own your feelings and messages. 

93. emotional display Express your emotions and interpret the emotions of others in 

light of the cultural rules dictating what is and what isn‘t ―appropriate‖ emotional 

expression. 

94. face-attacking conflict strategies Strategies that attack a person‘s positive face or 

self-esteem or a person‘s negative face or need for autonomy and independence. 

Avoid these. 

95. face-enhancing conflict strategies Strategies that support and confirm a person‘s 

positive face or self-esteem or a person‘s negative face or need for autonomy. Use 

these when appropriate. 

96. face-saving Maintaining a positive public self-image in the minds of others. In 

conflict use face-saving strategies to allow your opponent to save face; avoid 

beltlining, or hitting your opponent with attacks that he or she will have difficulty 

absorbing and will resent. 

97. flirting A type of communication in which you signal romantic interest. 

98. focus group A group designed to explore the feelings and attitudes of its individual 

members; usually follows a question-and answer format. 

99. foot-in-the-door technique A persuasive strategy in which the speaker first asks 

for something small (to get a foot in the door) and then, once a pattern of 

agreement has been achieved, follows with the real and larger request. 

100. force An unproductive conflict strategy in which a person attempts to win an 

argument by physical force or threats of force. 

101. forum A small group format in which members of the group answer questions 

from the audience; often follows a symposium. 

102. free information Information that is revealed implicitly and that may be used as 

a basis for opening or pursuing conversations. 

103. friendship An interpersonal relationship between two persons that is mutually 

productive, established and maintained through perceived mutual free choice, and 

characterized by mutual positive regard. Establish friendships to help serve such 

needs as utility, ego support, stimulation, and security. At the same time, seek to 

serve similar needs that your friends have. 

104. fundamental attribution error The tendency to attribute a person‘s behavior to 

the kind of person he or she is (to the person‘s personality, perhaps) and to give too 

little importance to the situation the person is in. Avoid the fundamental attribution 

error by mindfully focusing on the possible influence of situational forces. 

105. game A simulation of some situation with rules governing the behaviors of the 

participants and with some payoff for winning; in transactional analysis, ―game‖ 
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refers to a series of ulterior transactions that lead to a payoff; the term also refers to 

a basically dishonest kind of transaction in which participants hide their true 

feelings. 

106. gender The socially constructed roles and behaviors for males and females that 

society teaches as appropriate. Distinguished from sex which refers to biological 

qualities of men and women. 

107. general semantics The study of the relationships among language, thought, and 

behavior. 

108. glittering generality Attempt by a speaker to gain listeners‘ acceptance of an 

idea by associating it with things they value highly; the opposite of name calling. 

109. gobbledygook Overly complex language that overwhelms the listener instead of 

communicating meaning. Simplify your own language and ask for clarification 

when in doubt. 

110. goodwill speech A special occasion speech in which the speaker seeks to make 

the image of a person, product, or company more positive. 

111. gossip Communication about someone not present, some third party; usually 

concerns matters that are private to this third party. 

112. grapevine The informal lines through which messages in an organization may 

travel; these informal routes resemble a physical grapevine, with its twists and 

turns and its unpredictable pattern of branches. To deal with the office grapevine, 

understand the variety of purposes the grapevine serves and listen to it carefully, 

treat grapevine information. 

113. idea-generation group A group whose purpose is to generate ideas. See also 

brainstorming. 

114. identification A principle of persuasion in which a speaker demonstrates a 

similarity with the audience (identifying with who they are and what they believe). 

115. idioms Expressions that are unique to a specific language and whose meaning 

cannot be deduced simply from an analysis of the individual words 

116. illustration A relatively long and more detailed example. 

117. illustrators Nonverbal behaviors that accompany and literally illustrate verbal 

messages—for example, an upward gesture accompanying the verbalization ―It‘s 

up there.‖ 

118. I-messages Messages in which the speaker accepts responsibility for his or her 

own thoughts and behaviors; messages in which the speaker‘s point of view is 

acknowledged explicitly. Use I-messages when communicating your feelings; take 

responsibility for your own feelings (as in ―I get angry when you . . .‖) rather than 

attributing them to others (as in ―you make me angry‖). Opposed to you-

messages. 

119. immediacy A quality of interpersonal effectiveness that creates a sense of 

contact and togetherness and conveys interest in and liking for the other person. 

Maintain nonverbal immediacy through close physical distances, eye contact, and 

smiling; maintain verbal immediacy by using the other person‘s name and focusing 

on the other‘s remarks. 

120. implicit personality theory A theory of personality, complete with rules or 

systems, that each individual maintains and through which the individual perceives 

others. Bring to your mindful state your implicit personality theory to subject your 

perceptions and conclusions to logical analysis. 

121. impression formation The processes involved in forming impressions of others. 
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122. impression management The processes you go through to communicate the 

impression you want others to have of you. 

123. impromptu speech A speech given without any explicit prior preparation. 

124. name-calling A persuasive tactic in which the speaker gives an idea a derogatory 

name. 

125. narrative A long example presented in the form of an anecdote or short story, 

for example, Aesop‘s fables. 

126. negative face need The need and desire to be autonomous, to have the right to 

do as one wishes. 

127. negative feedback Feedback that serves a corrective function by informing the 

source that his or her message is not being received in the way intended. Negative 

feedback serves to redirect the source‘s behavior. Looks of boredom, shouts of 

disagreement, letters critical of newspaper policy, and teachers‘ instructions on 

how better to approach a problem are examples of negative feedback. See also 

positive feedback. 

128. negative social proof A generally ineffective persuasive technique in which 

examples of other people doing what the speaker does not want the audience to do 

are presented. 

129. negatives and positives of conflict Approach conflict to minimize negative 

outcomes and to maximize the positive benefits of conflict and its resolution. 

130. netiquette The rules for polite communication over the Internet. Learn what 

these are and follow them. 

131. network convergence The process by which persons who are connected share 

their other connections. 

132. networking A broad process of enlisting the aid of other people to help you 

solve a problem or offer insights that bear on your problem. Establish a network of 

relationships to provide insights into issues relevant to your personal and 

professional life, and be willing to lend your expertise to the networks of others. 

133. noise Anything that interferes with a person‘s receiving a message as the source 

intended the message to be received. Noise is present in a communication system 

to the extent that the message received is not the message sent. Reduce the 

influence of physical, physiological, psychological, and semantic noise to the 

extent that you can; use repetition and restatement and, when in doubt, ask if 

you‘re being clear. 

134. nominal group A collection of individuals who record their thoughts and 

opinions, which are then distributed to others. Without direct interaction, the 

thoughts and opinions are gradually pared down until a manageable list (of 

solutions or decisions) is produced. When this occurs, the nominal group (a group 

in name only) may restructure itself into a problem-solving group that analyzes the 

final list. Use the nominal group technique to solve problems when anonymity in 

suggesting ideas may be desirable. 

135. nonallness An attitude or point of view in which it is recognized that one can 

never know all about anything and that what we know, say, or hear is only a part of 

what there is to know, say, or hear. 

136. nonnegotiation An unproductive conflict strategy in which an individual refuses 

to discuss the conflict or to listen to the other person. 
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137. nonverbal communication Communication without words; communication by 

means of space, gestures, facial expressions, touching, vocal variation, and silence, 

for example. 

138. nonverbal dominance Nonverbal behavior through which one person exercises 

psychological dominance over another. norm See group norms. 

139. object-adaptors Movements that involve manipulation of some object; for 

example, punching holes in or drawing on a Styrofoam coffee cup, clicking a 

ballpoint pen, or chewing on a pencil. 

140. olfactory communication Communication by smell.  

141. openness A quality of interpersonal effectiveness encompassing (1) willingness 

to interact openly with others, to self-disclose as appropriate; (2) willingness to 

react honestly to incoming stimuli; and (3) willingness to own our own feelings 

and thoughts. 

142. open self That self that is known by others and  by yourself. 

143. quality circle Group of workers whose task it is to investigate and make 

recommendations for improving the quality of some organizational function. Use 

the quality circle technique to improve organizational functions. 

144. questions of fact Questions concerned with what is or is not true, what does or 

does not exist, what did or did not happen. 

145. questions of policy Questions concerning what should be or should not be done 

(or what policy should be adopted). 

146. questions of value Issues focused on what is good or bad, just or unjust. 

147. quid pro quo harassment A form of workplace sexual harassment in which 

employment opportunities (as in hiring and promotion) are made dependent on the 

granting of sexual favors. 

148. quotes An extensional device to emphasize that a word or phrase is being used 

in a special sense and should therefore be given special attention. 

149. racist language Language that denigrates or is derogatory toward members of a 

particular racial or ethnic group. 

150. rate The speed with which you speak, generally measured in words per minute. 

151. reasoning from causes and effects See causes and effects. 

152. reasoning from sign See sign. 

153. reasoning from specific instances See specific instances. 

S 

154. schemata Mental templates or structures that help us organize the millions of 

items of information we come into contact with every day (singular: schema). 

155. script A general idea of how an event should unfold; a rule governing the 

sequence of occurrences in some activity. A type of schema. 

156. secondary source A summary or interpretation of information, for example, a 

newspaper‘s summary of a research study. See primary source. 

157. secondary territories Areas that do not belong to a particular person but that 

have been occupied by that person and are therefore associated with her or him—

for example, the seat you normally take in class. 

158. taboo Forbidden; culturally censored. Taboo language is language that is 

frowned on by ―polite society.‖ Topics and specific words may be considered 

taboo—for example, death, sex, certain forms of illness, and various words 

denoting sexual activities and excretory functions. Generally, avoid violating any 
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cultural taboo; the more formal the situation, the more important it is to avoid such 

taboos. 

159. tag questions Questions that ask for another‘s agreement and often signal 

weakness or uncertainty, for example, ―That dinner was fine, don‘t you think?‖ 

Avoid these when you want your speech to have power. 

160. team A particular kind of small group that is constructed for a specific task, 

whose members have clearly defined roles, are committed to achieving the same 

goal, and content focused. 

161. telling style A style of leadership that focuses almost exclusively on the task. 

162. template outline An outline in which the essential parts of the speech are 

identified with spaces for these essential parts to be filled in; a learning device for 

developing speeches. 

163. temporal communication The messages communicated by a person‘s time 

orientation and treatment of time. 

164. temporal pattern A public speech organizational pattern in which points are 

ordered in a time sequence, usually past-present-future. 

165. territoriality A possessive or ownership reaction to an area of space or to 

particular objects. 

166. testimonial A persuasive tactic in which the speaker tries to use the authority or 

image of some positively evaluated person to gain your approval—or the image of 

some negatively evaluated person to gain your rejection. 

167. testimony A form of supporting material consisting of an experts‘ opinions or 

witnesses‘ accounts and may add an authoritative tone to your arguments. 

168. theory A general statement or principle applicable to related phenomena. 

169. thesis The main assertion of a message—for example, the theme of a public 

speech. 

170. thin entering wedge A persuasive fallacy in which a speaker argues against a 

position on the grounds that it is a thin entering wedge that will open the floodgates 

to all sorts of catastrophes, though there is no evidence to support such results. 

171. toast A brief speech designed to celebrate a person or an occasion. 

172. topical pattern An organizational pattern for a public speech in which the topic 

is organized into its subtopics or component parts. 

173. topoi A system for analyzing a topic according to a pre-established set of 

categories. 

174. touch avoidance The tendency to avoid touching and being touched by others. 

Respect the touch-avoidance tendencies of others. 
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