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ABSTRACT 

This investigation represents a study in the effec t o f 

incorporating nonverbal elements of communication in 

developing listening skills of the audience. Three 

different treatments are tested and compared : an audio 

record i ng , a talking head v i deotape presentation and a 

med i um s ho t v i deo t ape pre s e ntat ion . Three groups of college 
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Chapter 1 

Introduc t i on 

"Lis t eni ng i s receiving with nothing to prove. " 

(A. Jann Davi s, 19 84 

Wha t pr oof do we have that we actually understand a 

me s sage just by listening? Do we respond based on what we 

understand or do we simply react to a situation according to 

our experiences? Through the years many studies have been 

conducted on the definition and aspects of listening. 

Through these attempts, so many variables have been 

identified that we find it difficult to articulate a single 

precise definition. 

What is listening? Is it a physical response? Is it a 

psychological attitude or is it a necessity for proper 

development as humans? There are many definitions. 

Listening has been defined as an art. In his book The Art 

of Listening. Dominick A. Barbara (1966) explained that 

"Listening is an art. To be well performed, it requires 

more than just letting sound waves enter passively into the 

ear. Good listening is an alive process demanding alert and 

active participation." If we take into consideration this 

definition, then we could say that not everyone listens 

properly. Good listeners must know how to select what they 

want to listen to so that it may be useful and constructive. 

A bad listener will hear everything without really paying 

much attention to the ideas or message inherent in the 

communication process . In order for listening to be 
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effective as an art, it requires the full attention of all 

people involved in the conversation. For the communication 

process to be effective it requires a logical organization 

of thoughts and ideas related to the main subject and common 

to both speaker and listener. Sometimes this communication 

process can be obstructed or misguided either by a poor 

choice of words by the speaker or improper use of nonverbal 

elements in expressing ideas. 

There is also a clear distinction between hearing and 

listening. When you hear, you are fulfilling a human and 

physical function. You hear sound waves and noises. You 

hear a baby cry. You hear your teacher giving instructions. 

When you listen, you go beyond the physical aspect of 

hearing. You analyze each sound and noise and interpret its 

meaning. The baby's cry turns into a cry for hunger, fear 

or pain. Your teacher's instructions suddenly become orders 

that need to be followed. When we fail to understand the 

instructions given, could it be that we are actually just 

hearing and not listening? Perhaps the answer is not within 

ourselves but with the environment. 

Many times people want to be polite and listen to 

others as they speak. There are times however, when no 

matter how hard you try, you can not hear the speaker. For 

instance, if during a public meeting the speaker has a low 

voice and/or the public address system is not working 

properly, you may be unable to understand the message at 
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all. Your listeni ng abil i t y is limited to the di stance 

between you and the s pe aker . The s ame barriers arise if you 

are too close t o a person and the i r voice is too loud. You 

will certainly hear the message, but the volume or tone o f 

t he voice may become a barrier to keep you from "listening. " 

You become more concerned with you welfare than with the 

content of the message. 

There is great importance in understanding nonverbal 

communication as it relates to effective listening skills. 

People who have a greater awareness of the significance of 

nonverbal actions can insure accurate expression of their 

own feelings. They can also be more successful in their 

intimate relationships, in artistic endeavors such as acting 

or in work that involves the persuasion, leadership and 

organization of others. 

When we talk about body language, we do not mean that 

we really carry on conversations through our bodies about 

any topic. There is more to conversation than an audio tape 

or a typescript of the words could tell us. What it really 

means is that people express themselves in all sorts of 

ways, sometimes adding to and sometimes altering or negating 

what they are saying in words. There is a lot of truth in 

the notion that people communicate in many different ways; 

by words, by tone of voice, by facial expressions, by body 

movements, by the use of physical space between one person 

and another and other psychological responses. 



Statement of the Problem and the Study's Purpose 

The purpose of this study is to investigate, test, and 

analyze the reason or reasons why students at Austin Peay 

State University may be victims of a "communication gap" in 

their everyday classes. It is the intention of this study 

to confirm three research questions (RQ): 

RQl: Do college students listen and understand a 

lecture more effectively because of the topic or 

because of the way the topic is presented? 

RQ2: Do nonverbal elements such as hand gestures, 

facial expressions or body movements contribute 

to the flow of ideas and the retention of 

information or can they be distracting? 

RQ3: Is the initial level of interest in a particular 

subject what really determines how much a 

listener really listens and how much is just 

simply heard? 

4 

The results from this study will originate benefits not 

only to the subjects involved in the research process but 

also to other students and educators as well. By 

understanding the common barriers to effective listening, 

lecturers can anticipate problems and distractions among 



college students. This study will attempt to prove the 

following hypothesis: 

HYPOTHESIS: The amount of nonverbal communication 

utilized by a lecturer contributes to 

improvement in listening effectiveness of 

the audience. 

Justification for the Study 

5 

University students have various learning styles and 

abilities. This diversity in the learning process is 

influenced by differences in social, economic and cultural 

backgrounds. As they proceed through their scholastic life, 

their instructors become a common factor in proper 

development as students. Generally, it is the instructor's 

responsibility to analyze, evaluate and present the 

information to students in the best and most comprehensive 

way possible. However, there are many occasions when 

instructors do their best to introduce new ideas and 

concepts but the students seem unable to comprehend or 

assimilate the material. This may be due to numerous 

distractions during the communication process. 

Instructors play a significant role in the 

communication process as speakers. They must be 

knowledgeable and effective in different instructional 

techniques. The students represent the audience, in this 



case the receivers. They also play a major function in the 

communication process because through feedback, the speaker 

is capable of determining how effectively a message was 

transmitted and received. If the message is interesting to 

the audience, this may require less effort from the 

instructor i n the method o f presentation. But, if the 

message is of no part i cu l ar i nte r e st to the audience, the 

speaker will nee d to rely o n various r e sources i n order to 

cre ate a nd ma intain an interest in the topic . These 

r esources are intended mainly to help the student "lis ten " 

a nd understa nd the message , not just simply hear it . 

6 

One of these resources is known as nonverbal 

communicatio n or body language. Therefore, this study i s 

justified by the ne d for instructors to understand the 

basic characteristics of effective listening skills and how 

prope r us e of no nverb l communication can contribute t o 

improve listening effectiveness during a lecture . 

The results from this rese rch can assist instructors 

in understa nd ing b tter how students learn and how they can 

be h lp din d v loping eff ctive listening skills . 

D finition of T nns 

The following list of terms represents the voca.bulary 

upon wh ic h this study was conducted . A clear understanding 

of eac h definition will provi e the reader with the required 

knowl edge to comprehend the i eas presented i n this 

investigation . Some tenns and efinitions were conceived by 



the author as they relate to the experimental research. 

Academic year - This term relates to the scholastic 

year at which the subjects are enrolled at the ti.me of the 

experimentation (e.g. sophomore, junior, etc). 

Aesthetic - "A branch of philosophy dealing with the 

nature of beauty, art, and taste and with the creation and 

appreciation of beauty " (Mi sh, 1986 ) . 

Audio track - For purposes of th i s study, this term 

represents the a ud io section o f a v i deo t ape wh i ch contains 

the r e corde d sound of the lecture r's voice . 

Commun icatio n gap - The po i nt at whic h the me s sage in 

the commun ication process ca n be i nt e rrupted between a 

s peake r a nd the a udience . 

Grade - point - a ver g ( GPA) - "The ave r age o btained by 

d i v id i ng the t o t al numb r of gr de points e arned by the 

to t al numbe r of credits attempted - called al s o quality 

po i n t a v r ge· ( Mis h, 1986 ) . for purposes of this study, 

t he gra d e - poi n t - ver g ill represent a n estimate of t he 

sub ject' s ac demic st tus . 

I nstruc t io nal mod - I n h ' s · nvestigation , th i s term 

r efe r s t o t h instructio n chniques preferred by the 

s u b jec ts (e . g . form l lecture , vi eo presenta t io n , etc ) . 

RQ - R search qu s i o n . 

Treatme n t titles - In this study , there are three 

tre atm nt titles utilize . They are efi ned a s fol lows : 

1 - Audio recor ing - A testing s i tuatio n whe re 

7 
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the subj ec ts are exposed to the sound or audio track of a 

v i deo recorded lecture without a visual image of the 

lecturer (also referred to as Group A). 

2 - Talking head - For purposes of this study this 

term refers to a testing situation where the subjects are 

exposed to a video recorded lecture where only the 

lecturer's face can be seen (also referred to as Group B). 

3 - Medium shot - A testing situation where the 

subjects are exposed to a video recorded lecture where the 

lecturer can be seen from the top of the head down to waist 

level (also referred to as Group C). 

Video monitor - A television set where the subjects 

will see and/or head the video recorded lecture. 

Listening Skills Research 

With the initial identification of a research topic and 

the study's purpose, a justification for the study is 

submitted in the introductory chapter. Following this, 

chapter two represents a review of related literature in 

relation to basic characteristics of effective listening and 

barriers to listening. It also includes additional 

researches conducted in the relationship between nonverbal 

elements of communication and listening. Next, chapter 

three explains the methodology to be followed during the 

investigation and experimentation along with a description 

of the subjects involved. After this, chapter four 

introduces the results generated from the experiment. 
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Finally, the thesis is concluded in chapter five with a 

summary of the analyzed data and recommendations for future 

research. 



CHAPTER 2 

Rev i ew of Related Literature 

Effective Listening Skills 

An approach in defining listening with a hi gher l evel 

of credibility , is the scientific definition as found in 

Wolvin and Coakley's book Listening (1982): "The hearing 

process is complicated by the intricacies of the hearing 

mechanism. Sound waves are received by the ear and 

transmitted to the brain." Since this is a natural process, 

it must then be natural for everyone to understand a two-way 

communication process. We must however, question if this 

holds true when communicating with deaf individuals? "The 

complex process of hearing, which may never be fully 

understood by scientists, is made all the more complicated 

with malfunctions to the hearing mechanism" (Wolvin, et al., 

1982). So the common denominator here is the message, 

regardless of the kind of channel through which the message 

is sent or received. 

One reason an individual may be unable to listen 

effectively, could be lack of intelligence. The Bible has 

many stories and parables which requires a certain level of 

intelligence and knowledge to understand. At one time, 

Jesus Christ explained how everyone may not have the ability 

to listen. In Matthew 13:9, we find a request from Jesus 

Christ: "He who has ears to hear, let him hear." Not 

everyone could understand His words, but only those with the 

10 
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right attitude. He indicates this when talking with His 

disciples about the rest of the people, "Because it has 

been given to you to know the mysteries of the kingdom of 

heaven, but to them it has not been given" (Matthew 13:11). 

Eastwood Atwater (1981), professor of psychology, 

developed a nine question test to find out how effectively a 

person listens. He pointed out that in order for this test 

to be valid, it must be performed while listening to a 

conversation. The next time someone begins a conversation, 

you must ask yourself the following questions. When someone 

talks, are you: 

1 - easily distracted by other events? 

2 - faking attention or acting polite? 

3 - reacting to emotional words? 

4 - interrupting frequently? 

5 - tuning out uninteresting topics? 

6 - day dreaming, if the speaker is slow? 

7 - jumping to conclusions? 

8 - finding fault with the message? 

9 - thinking of what you want to say? 

Your grade level as a listener is related to the number of 

questions you answer with "yes." The higher your score in 

the number of affirmative answers, the less you are really 

listening. This test proves that we are only humans and as 

such, subject to errors. 

When psychologists ask their clients questions, they 
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should ask in a neutral tone of voice. They try to gain 

information, recording what is seen and heard in terms of 

emotions and physical actions in order to avoid 

misinterpretations. When you listen to someone, you must be 

careful not to add, change the feelings, or modify the 

behavior of the speaker. In a book edited by James Raney 

(1984), Dr. Theodore L. Dorpat states, "The question-and­

answer pattern of communication is made of an interaction 

that both partners contribute to and participate in." He 

explained that in this interaction process, you must try to 

receive the information as pure as possible, with its 

original feelings and ideas. The moment you start 

sympathizing or consoling the speaker, you may loose a 

neutral attitude in listening. Facts could become less 

important as soon as feelings take over. 

There are eight barriers to effective listening listed 

in a book by Ronald B. Adler and Neal Towne (1984). 

Message Overload - Adler and Towne indicate that the 

amount of listening a person may be required to do everyday 

can limit the attention necessary in order to choose 

listening topics. 

Preoccupation - As we go through life, we set 

priorities which may interfere or keep the mind busy when 

trying to listen to someone. "It's hard to pay attention to 

someone else when you are anticipating an upcoming test or 

thinking about the wonderful time you had last night with a 
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good friend" (Adler, et al., 1984). 

Rapid Thought - Normally, people can think faster than 

they can talk. It is important to be aware of this and not 

"daydream" because the speaker is slow, boring or difficult 

to understand. It is imperative to put all efforts into 

understanding other people's ideas. 

Physical Noise - As discussed before, not only distance 

but also the environment will influence our ability to 

listen. People may be willing to listen but if they feel 

physically uncomfortable in any way, their welfare will 

become their priority. 

Hearing Problems - This case is not shared by everyone 

but it is credited with many misinterpretations in the 

communication process. When individuals are aware of this 

condition, they will put more effort into listening. When 

they are not aware or do not suspect a hearing problem, they 

can be judged as disrespectful or with having a lack of 

interest. People need to know their limit or receive 

training in this area. Professional medical advice is 

highly recommended. 

Faulty Assumptions - There is almost always something 

new to be said about any subject. People may think that 

they are too intelligent to listen to what someone else has 

to say because the speaker begins talking about a familiar 

subject. Familiarity with the topic does not mean that the 

listener will already know everything that is to be said. 
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It is important to listen carefully to other's opinions 

before deciding whether a particular subject is of any 

importance or not. It may not be intriguing to you but it 

may be revealing to others. 

Talking Has More Apparent Advantages - We are living in 

a communication era and people have a desire to express 

their ideas about anything and everything. If someone does 

absolutely nothing but listen, the rest of the people may 

assume that they are deaf, do not know the language, are 

extremely shy, not i ntelligent e nough to converse, or are 

antisocial. The need t o be accepted by othe rs makes a lot 

of people talk when t he y really shou ld be listening. 

We Are Not Trai ned To Listen Well - "The truth i s that 

listening is a s k ill muc h like speaking ; vi r tual l y everybody 

does it, though few people do it well " (Adler , et al.,1984). 

For someone to be a good listener , they must fir s t know the 

barriers that e x i s t in listening and how to avoid gett i ng 

trappe d in any of t hose barriers. Not everyone i s born with 

listening skil ls bu t they can practice and develop these 

skills which are s o important in a conversation. 

The proc e ss of listening can not be effective un l ess 

people understand the barriers and limits of listening as 

well as their own a b ilities. "Before people c an listen 

objectively, the y mus t know themselve s so that their values, 

judgements, and nee ds a re not impo s ed o n t he c l ient, (in our 

case the speaker ) and no t hing within them gets i n the way of 
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what the client s hares " (Davi s, 1984). 

Everyone i s d i fferent, with different life-styles and 

interests . People often develop their own particular style 

of l istening, each adjusting to a specific type of 

listening. Dr. Ralph G. Nichols and Dr. Thomas R. Lewis 

(1954) defined three types of listening, with the first type 

being known as appreciative listening. Appreciative 

listening occurs when an individual is stimulated through 

the senses. Someone or something such as music, mass media, 

an aggressive speech or theatrical activities "grabs" the 

listener's attention. "Appreciative listening is the highly 

individualized process of listening in order to obtain 

sensory stimulation or enjoyment through the works and 

experiences of others" (Wolvin, et al., 1982). 

Dr. Nichols, et al., (1954) also explained five methods 

which listeners can follow to increase their appreciative 

listening skills: 

1) Identify the things you like most. 

2) Verify why you like those things. 

3) Observe how those things you like most affect 

others. 

4) Broaden your horizons by searching for new 

aesthetic expressions. 

5) After locating a new aesthetic expression, study 

it, discuss it with others, and return to it for 

new insights. 
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Good appreciative listening does not develop overnight. 

"Appreciative listening, then, depends chiefly upon our 

willingness to learn " (Wolvin, et al., 1982). 

The second type of listening described by Nichols and 

Lewis (1954) is critical listening. The purpose of this 

type of listening i s to evaluate a speaker's argument and 

evidence. "Listening to the tone o f a person's voice 

probably gives as precise a compact s et of (coded) 

information as there i s available i n a un i t package 

(miniatur i zed c i rcuitry ) t o c ollec t about the other person's 

state of mind " (Er ns t , 1973) . The critic al listener 

encounte rs the d e c i s ion to accept or reject the mes s a ge . 

Thi s d e c i s i on cou l d be based on personal knowledge , pas t 

exper ienc e or a combination of both . Andrew D. Wo lvin a nd 

Caro l yn Gwynn Coakley (1982) made the following r eferenc e 

concern i ng t he importance of becoming critical listene rs: 

As spe a kers , men have become schooled in the arts of 

pe rsuas ion, a nd without the counter- art of listen i ng a 

ma n can be persuaded - even by his own words - to e at 

foods t hat ruin his liver, to abstain from killing 

flies , to vote away his right to vote , and to murder 

h i s fellows in the name of righteousness. The art of 

l i steni ng holds for us the desperate hope of 

wi thstand i ng the spreading ravages of commercial, 

nat i onali s tic and ideological persuas ion. 
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Statements may sound very convincing but actually be 

generated from unreliable sources. "As listeners, we are 

also influenced by the profession of a speaker. In a 

February 1979, Harris poll, interviewers found that more 

than twice as many Americans had a great deal of confidence 

in television news, higher educational institutions, and 

medicine than they had in law firms, the White House, and 

organized labor" (Wolv i n, et al., 1982 ) . 

Allan Monroe (1955) deve l ope d t he f o llowi ng f ive step 

process known as the "mot i v a t ed sequenc e . " The s e s t eps as 

modif i ed and interpre t e d below may be u sed t o a ss i st in 

develop i ng good critical listening skills. 

Attent i on Ste p - Is the speaker taking advan t age o f my 

emotions to gain atten tion? Is the speaker "hypno t i zing " 

the aud i ence fo r h is own benefit? 

Need Step - Do I listen to the speaker becau s e I want 

to or bec a use I have to? Is the speaker's message 

address i ng my need s? 

Satisfact ion Step - Is the message fulfilling my needs ? 

Is the spe ake r presenting enough evidence to support h i s 

argument ? 

Vi sualizat ion Step - Is the speaker presenting a clear 

idea of the conseque nce s involving the argument? Are these 

ideas c l ear in my mi nd? 

Act i on Ste p - Wha t can I say in order t o challenge the 

speaker's evidence ? Am I mo t ivated to continue listeni ng? 
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It is important to note that the development of 

critical listening skills requires a great deal of research 

and practice. The act of listening could be jeopardized by 

concentrating too much on all the other aspects associated 

with listening. 

Di scriminative listening is the third type of listening 

reported by Nichols and Lewis (1954) . " Its purpose is for 

comprehension - and perhaps later utilization - of the ideas 

and information of the speaker " (Nichols , et al. , 1954). 

In other words, the basis for analyzing the effec tiveness of 

discriminative listening would be determined by how much you 

learn just by listening. This type of listening skill is 

very useful not o n ly i n e v ryd y life , but in school and 

business as we ll. It is b sic lly thew y babies learn how 

to associate the sounds they her with th me ning of words 

and phrases. They are ble to distinguish t en important 

sounds and e nvironmental sounds . When b bies grow to school 

age, they are able to distinguish th ir other's voice over 

other voices . To n inf nt , other sounds are jus t noises in 

the environment ; they are not me ningfu . Contrary to this, 

the mother's voice has many meanings; love , respect , 

guidance and protectio n. As chil ren get older, they learn 

how words can differ in pitch, tone and intensity. They 

begin to recognize differences in patterns and meanings as 

well as proper word and sentence structure. "When we are 

quite young, we begin to develop many of the essential 
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aud i t ory skills that are undeveloped " (Wolvin , et al ., 

1982) • I t i s important to e xpand disc rimi nat i ve listening 

skills i n all areas so that people may be aware of their 

surroundings as they relate to t hem. As adul ts, i t is also 

impor t ant to enhance di scrimi native l i stening skills so that 

he l p c an be offered t o those whose skills are not yet ful l y 

developed . 

Nume rous authors have expressed their definition of 

lis t ening and why listening is so important. However, 

others such as Ronald B. Adler and Neal Towne (1984) have 

a l so classified different types of non-listening situations. 

There are times when listeners may have to ask speakers to 

repeat what they have said because they (the listeners) were 

not paying attention. Other times, listeners may appear 

interested in the subject, but are really thinking of 

something else. These events are also referred to as types 

of non-listening behavior. 

Pseudolistening - "Whatever the reason, the significant 

f act i s that pseudolistening is really counterfeit 

communication " (Adler, et al., 1984). Pseudolisteners are 

the type o f people that pretend to be listening when in 

reality they are not . They could be considered actors, 

playing the i r part as listeners in a one-way communication 

process. 

Stage-hogging - "They are interested in express i ng 

their ideas and don't care about what anyone else has to 
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say" (Adler, et al., 1984). This is another example of a 

one-way conversation in which the listener is virtually 

limited to listening to a speech. "Stage-hogging" speakers 

will not allow you to express your opinion unless they know 

that it is either short or that they can use it to their own 

benefit. 

Selective Listening - This type of attitude is closely 

related to "stage-hogging." These individuals listen to 

only those topics that interests them. Unless speakers know 

ahead of time what subject stimulates their listening 

audience, they may have problems drawing their attention. 

Insulated Listening - "Whenever a topic arises that 

they would rather not deal with, insulated listeners simply 

fail to hear or acknowledge it " (Adler, et al., 1984). This 

type of listener can be found at controversial, political 

and religious meetings. At times, they may even be a 

combination of all three prior types of non-listeners. 

Defensive Listening - These people are always ready to 

answer any question or intrigue the speaker, but only for 

their own benefit. They could also be called "speech 

lawyers." They wait for a key word or a key phrase you may 

make in order for them to defend their position. They do 

not really care about evidence you may present, because they 

will always be right (Adler, et al., 1984). 

Ambushing - Different from the "speech lawyers" of 

defensive listening, "ambushers" will take whatever you say 
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and utilize i t against you. As Adler, et al. (1984) 

explain , "these are the 'prosecution attorneys' of the art 

of l istening. If you are not aware of your words, they can 

turn them against you." 

Insensitive Listening - These listeners are so involved 

with their own thoughts that the message is heard but the 

meaning is not interpreted or is lost. If an insensitive 

listener asks you about your family and you comment that 

they are all dead, the insensitive listener may respond 

with, "That's Good!" He is not so concerned about your role 

in a two-way communication process or the message involved. 

He is more worried about how he performs as a speaker 

(Adler, et al., 1984). 

As we have discussed so far, effective listening skills 

are an important part of our everyday life. They allow us 

to take control over social activities. These skills also 

gives us a greater awareness of the environment. You may 

also be thinking that listening is not one of the easiest 

tasks to carry off successfully. Retention is another 

problem as it relates to effective listening. Studies have 

shown that people do not continuously concentrate on one 

subject. "Scientists have found that you must break 

concentration or focus every two to five seconds" (Raney, 

1984). 

Effective listening may also be an essential tool in 

many organizations and corporations. "When you are 
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motivated to listen better you 1.· nc h of rease your c ances 

becoming a more effective manager. When you work at 

becomi ng an effective manager you listen better. Whichever 

way you go, you stand to gain" (Reed, 1985). In the 

business world, listening has become an important managerial 

skill. Good listening skills can help managers avoid 

workplace problems. A study by Clinton o. Longenecker and 

Patrick R. Liverpool (1988) revealed four managerial 

listening habits that often irritate employees: 

1) Continuously looking at the time or out the window 

during discussions. 

2) Turning away from employees who are talking. 

3) Fidgeting during conversations. 

4) Interrupting with questions or comments. 

A number of guidelines are also offered for managers wanting 

to increase their listening skills. A different approach by 

Ted Karger (1988) describes the way proactive listening can 

expand the role of corporate researchers. Five listening 

formats are presented: observational, measurement, dialogue-

in-depth, question-answer, and focus groups discussion. 

To increase or modify the level of listening of an 

audience, Reed (1985) suggests three important aspects that 

you as a speaker must consider: eye contact, body language, 

and spoken language. The first aspect that needs attention 

is your eye contact. In the case of meetings, attenders 

t end to listen more attentively when they believe the 
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speaker is i nterested in them. According to Reed (1985) one 

way o f i nc reasing eye contact is by focusing on one person 

in the audience. Later on, you can shift from person to 

person. This creates a sense of importance to the audience 

and a desire to keep listening. When a speaker continually 

focuses on the floor or some other inanimate object, hardly 

ever looking at the audience, the results may often be lost 

communication and disinterest. 

The second important aspect of increasing listening as 

explained by Reed (1985) is the use of body language. 

"Speakers can not afford to neglect the significance of 

their posture and bodily movements as a means of gaining and 

keeping the audience interested in the subject" (Reed, 

1985). 

According to Reed's research (1985) the last aspect 

involves the very essence of a speech; the language. He 

explained that, as a speaker, you may keep eye contact all 

the time or have excellent body language, but, if your 

spoken words are not appropriate, you will lose the 

audience. Speakers should also be wary of using words that 

may trigger negative responses. The use of "non-words such 

as 'and - a' used as stopgap hesitations before proceeding 

to a new thought, also get in the way of a speaker's 

effectiveness and lose the audience" (Reed, 1985). 

In 1977, John E. Baird indicated that total listening 

requires virtually all the senses plus a great deal of 
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m n al ac ivity . On use fu l tec hn i que in test i ng your 

listening s kill s , he says , is by par aphrasing. This is wha 

you shou l d do if a r e not s ure of the message you rece i ved . 

"Paraphrasing goes beyond simply r estating the message or 

putting i t i n d i fferent words ; it requires telling the 

speake r what the message meant to you " (Baird, 1977). He 

a l s o made reference to what is known as t he "Ten 

Commandment s for Good Listeni ng " i n hi s book, The Dynamics 

of Organi zat i onal Communication. 

Stop talking - Obvi ously, you can not listen to others 

if you are cons t ant l y tal king. Give them an opportunity to 

express their i deas whi le you listen. 

Put the speaker at ease - Try not to intimidate the 

speaker. A comfortable and open minded environment will 

allow speakers to express their ideas more freely. 

Show t he speaker that you want to listen - By showing 

interest i n the speech, you will encourage the speaker to 

continue e xposing new ideas to the argument. 

Remove d i stractions - Environmental distractions might 

be unavoidable a t times. Personal distractions such as 

worries, debts, thought s or the imaginat i on of other thi ngs 

should be avoided . Good listening r equi res f ull attention . 

Empathize with the speaker - This does not mean that 

you have to accept the other person_'s point of v iew. It 

means to see t hi ngs from a different perspective. 

Be pat i ent - At some particular po i nt, you wil l have 
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time to express your opinion or refute their argument. 

Avoid forcing the speaker into saying things out of context 

or out of time. Let the flow of ideas follow its course. 

Give the speaker time. 

Hold your temper - This is easier said than done . Only 

practice and a high sense of self-awareness will help you in 

controlling your emotions. Do not change the subject in the 

middle of the conversation just because you disagree with 

what is being said. Allow the speake r t o fi n i sh and then 

ask for evidence. 

Go easy on argume nt and critic ism - Remember t hat 

everyone has their own opi n ion . What you conside r to be 

right can be seen a s wro ng by others and vice- versa. Try 

not to be seen as o ffe nsive to others or you may r is k t he 

neutrality of the d iscus sion. 

Ask questions - Reme.mber to paraphrase if you a r e not 

quite sure o f the i nte ntions of the speaker . Neve r be 

afra i d of asking questions . People often hesitate t o a s k 

questions, fear i ng t hat their question may sound "stupid ". 

The on l y "stupid " question is the question you have and f a il 

to ask . 

Stop talking - Once you are given the opportun i ty to 

ask quest i ons or expos e your point of view , stop ta l king 

again. Remember, your mai n purpose is to listen. 

The way we l i sten to s ome one ma y al s o depend on 

situational f actors, suc h as whe ther we are o n t he job or at 
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"Body language, eye contact and paying attention are 

all aids to good listening, but they are used in different 

ways by each of us. Just as there are individual styles of 

walking , talking , and looking, so are there individual 

styles of listening " (Atwater , 1981 ) . In many instances, 

our characteristic listening style i s a ffected by sex-role 

differences. Studies i n th i s s ub ject h ve demonstrated that 

while men tend to co nc e nt r te more o n th content of the 

conversation, wome n te nd top y mo r 

process (McGre gor , 1986 ) . 
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Poor listening ski l l s can a l s o cause great loss of 

money . "Former Univers i ty o f Minne s ota as sistant rhetoric 

pr ofessor Dr. Lyman Steil e s timates that faulty listening 

costs U. S . busine s ses $1 bi l l i on annually · ( International 

Toastmi s tress Clubs , 1987 ) . Another s t udy by Michael J. 

Papa and Ethel C. Glenn (19 88) presented in the Journa l of 

Bus i ness Commu nicat ion supports the h thesis t hat 

"d iffer e nc e s i n employee listening bility account fo r a 

s i gn i f i cant var iance in mp oy r o nc h new 

t echno logy , a nd th t mploy 8 ho p r ici p t in 
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Effec ts of Nonver o n Process 

Acc o rd ing to a res rcher, · non er communication 

f a lls into three categorie s ; s ign anguage , action l a nguage 
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and object language" (Heslin, et al., 1982). 

Sign Language - This includes all those forms of 

expressions in which words, numbers and s i gns have been 

substituted by gestures (e .g. hitc h hiker's s i gn, language 

of the deaf) . 

Body Moveme nts - Thi s inc l udes a ll movements that a re 

not used e xclusively as signa l s . The y norma lly have a dual 

funct i on. On one hand they se rve r son l n ds nd on the 

other t he y constitute st t m nts t o thos ho y r ceive 

them at a ny give n t i.m . g . w l i ng , r i n ing). 

Object Langu g - Thi 8 n ntion l nd 
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participants i n a communication relationship. "Nonverbal 

communication take on prime importance in situations where 

words fail completely" (Rosenthal, et al., 1979). 

In the communication process the message is not limited 

to the spoken word only. Body language has been defined as 

nonverbal communication: the gestures and mannerism by which 

a person communicates with others (Ekman, et al., 1969). It 

involves all other channels of communication not expressed 

by words. Our use of space, and numerous other signals play 

a crucial role in communication. These signals include the 

use of silence and the body rhythm of our movements 

(Mehrabian, 1971). Without a clear understanding of the 

relationship between these nonverbal elements and good 

listening skills, the transmission of messages from sender 

to receiver can be hindered. 

The overwhelming majority of organizations in the 

United States include individuals with a variety of multi­

cultural backgrounds. "People are generally discouraged 

from an overt (linguistic) expression of their feelings, so 

they convey them in less consensual and less easily 

recognizable forms" (Mehrabian, 1971). These forms are 

known as body language or nonverbal communication. 

According to Nichols, et al., (1954) nonverbal behavior 

refers to actions as distinct from speech. In their 

research, they defined two principal modes of communication, 

digi tal and analogic. They explained that digital 
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communication takes pl ace i n discrete step intervals, 

principally via language. This is the area of communication 

t hat i nvolves written or spoken words and numbers sequenced 

one after another. They also explained that this type of 

communication is conducted basically on the level of 

consciousness. They affirmed that the study of body 

language must concentrate on the analogic mode. It involves 

symbols or actions which in their proportions or relations 

bear a similarity to a thing, idea, feeling or event. 

Nichols, et al. (1954) indicated that body language takes 

place in an unconscious level of communication. The 

combination of these two modes (analogic and digital) 

creates our every day communication. 

Cultural barriers such as geographical areas, or a 

different language may influence our means of communication 

(Ekman, et al., 1969). Each culture has developed specific 

patterns of behavior for each of the channels of 

interpersonal communication. Other writers and researchers 

also include behaviorally relevant attributes such as 

physical appearance, body odor and artifactual cues. 

"Artifactual cues include items such as clothing, glasses or 

jewelry" (Patterson, 1983) . 

Another important consideration deals with mass 

communication. A lecturer capable of recognizing their own 

strengths and weakness in both verbal and nonverbal 

communi cation, can select the proper medium for delivering 
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a message to the masses. "A politician relying more heavily 

on his gestures and facial expressions than on his tone of 

voice may make a good showing on television, but may be less 

effective on radio" (Benthall, et al., 1975). The 

contribution of our actions rather than our speech is 

especially significant since it is inseparable from the 

feelings that we knowingly or inadvertently project. 

Albert Mehrabian (1971) conducted studies based on a 

research by Ekman and Friesen (i969) in which they proposed 

five major categories of nonverbal behavior. The first 

category is known as EMBLEM. According to his findings this 

refers to the small class of nonverbal acts that can be 

accurately translated into words. Some examples of these 

acts can be a smile, a hand shake or shaking a fist at 

someone. 

The second category is known as ILLUSTRATOR. This 

category is related to speech and serves the function of 

emphasis. The concept behind this kind of nonverbal 

communication as explained in his research, is to facilitate 

the understanding of the main idea in the message. A turn 

of the head, pointing with the hand or tracing the contour 

of an object are examples of this type of behavior. They 

add punctuation to the object or the person referred to 

verbally. The third category deals with feelings and is 

known as AFFECT DISPLAY. These are emotions that can be 

distinguished and understood by the majority of people. 
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Such emotions include happiness anger s · f , , urprise, ear, 

disgust a nd sadness among others. 

The fourth category is known as REGULATOR. This kind 

of nonverbal communication refers to acts that help to 

initiate and terminate the speech of participants in a 

social situation. This may also suggest the speaker should 

keep talking. 

The fifth category is known as ADAPTOR. This type of 

behavior refers to the acts that are related to the 

satisfaction of bodily needs such as moving into a more 

comfortable position or scratching. 

In studies involving the gender of participants, 

investigators found that females generally had more eye 

contact with each other during a conversation than did males 

(Westlake, 1969). They also found that members of both sexes 

had less eye contact with one another when the interaction 

was adverse. Another discovery was that males had a 

tendency to decrease their eye contact over a period of time 

and females tended to increase it. Other researchers 

explained that the degree of eye contact decreased as the 

distance between subjects decreased (Siegman, et al., 1978). 

Based on these premises, it should not be surprising to find 

that cultures having the greatest preference for physical 

closeness also show less preference for more eye contact. 

Study results have also indicated that eye contact can 

be significantly related to status differences (Ruben, 
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1975) • It was determined that eye contact is moderate with a 

very high-status addressee, at a maximum with a moderately 

hi gh-status addressee and at a minimum with a very low­

status addressee. Although the amount of eye contact varies 

from individual to individual and culture to culture, it is 

still a strong element in nonverbal communication. 

Facial expressions and gestures are an important part 

of the effort to explain an idea or to convey a feeling. 

Even when speakers know that their facial expressions are 

not available to their listeners, (e.g. radio broadcaster), 

they do not stop using them or automatically start using 

other behaviors to compensate for their absence. 

In a study conducted by Mehrabian (1971) the subjects 

were asked to produce sarcastic messages that were to be 

audio recorded. Many subjects who tried to be sarcastic 

consistently relied on their facial expressions. When the 

recordings were heard, they were found to be totally lacking 

in sarcasm. It was proven that body language is not only an 

effective way to communicate, but an unconscious way to 

communicate. 

Nonverbal communication is often conducted through 

three prominent channels; audible, visible and body movement 

(Dittmann, 1974). These are systems or forms of expression 

by which we communicate with others. They can also be 

channels of emotional messages. A study by Dittmann (1974) 

expl ains the importance of these communication channels 
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normally used by individual s. H 1 · es i n , et a l ., (1982) go 

beyond this study i n an attempt to define each individual 

channe l . 

Audible channels include information from speech other 

than that derived from the words which are spoken. It 

includes what is ordinarily called "tone of voice." 

Sometimes you can tell that someone is angry by the way he 

talks to you or answers a question. People's attitudes can 

be reflected in nonverbal behavior (Heslin, et al., 1982). 

Many facial expressions such as smiles and frowns make 

up the content of messages transmitted over visible 

channels. Heslin, et al., (1982) indicated that "using 

techniques such as live, videotaped or photographic 

presentation of natural or role played emotions have 

generally indicated considerable accuracy in judging 

emotional states from facial expressions." The study of 

body movement is very complicated. There are many body 

areas to be moved to begin with, and in many circumstances 

they can be moved quite independently. Several body 

movements have been treated as discrete categorical events 

in research. There are head nods, gaze direction and 

combination of body positions. Many variables have been 

studied in the body movement channel (Heslin, et al., 1982). 

One of these variables is known as body orientation; how 

squarely one person faces another. Another variable is body 

accessibil i ty; whether the body is kept covered by the arms 
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with legs close together or relatively open (Reed, 1985). 

Heslin, et al., (1982) explained that "action language 

is the principal way in which emotions are expressed". 

Imagine that during an argument a person slams his fist upon 

a table. This action, along with other signs of tension and 

frustration, is well understood by others. The combination 

of verbal and nonverbal communication can enlighten but also 

can obscure issues in a conversation. Many words can be 

used to conceal forthcoming actions. Contradictory 

expressions may be used to create confusion as well. 

An example given by Heslin and Patterson (1982) 

involves American and Javanese business men at a cocktail 

party in Java. The American was seeking to develop a 

business relationship with a prominent Javanese and seemed 

to be doing very well. Yet, when the cocktail party ended, 

so apparently did a promising beginning. The result was 

that the American spent nearly six months trying to arrange 

a second meeting. He finally learned, through pitying 

intermediaries, that at the cocktail party he had 

momentarily placed his arm on the shoulder of the Javanese 

in the presence of other people. This act, in Javanese 

tradition, is considered humiliating. A complete knowledge 

of the language of another culture does not prepare a person 

for the behavioral differences. 

There are many functions for nonverbal behavior in 

human-relations workshops. "Nonverbal behavior can help 
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ay " (Knapp , e t a l . , 1985 ) . There are ma ny assumpt i ons 

underly ing the use of nonve rba l be havi or as a centra l focus 

in human-rel a tions t r a i ni ng. According to Siegman, et a l . 

(1 978 ) one of these assumptions is that "facilitating a 

comfortable experience with nonverbal intimacy in a training 

group should generalize to situations outside of that 

group. " Another assumption by Weitz (1974) is that "the 

openness and honesty stimulated by nonverbal behavior should 

transfer to verbal behavior." However, Siegman, et al. 

( 1978) expressed that it is possible for nonverbal behavior 

to be deliberately managed to represent reactions not 

genuinely felt: "From languages using body movements as 

their medium to 'body language' as the term is used so often 

today, is a long step." 

Summary 

In short, people communicate by making statements. 

These statements are signals that are coded in various 

prearranged ways. When they refer to earlier impressions, 

they become signs. These signs, exist only in the minds of 

people, because their interpretation is based upon prior 

agreements. A statement becomes a message when it has been 

perce i ved and interpreted by another person. When sender 

and r eceiver can consensually validate an interpretation of 

the digital mode (words) and the analogic mode (gestures), 

then the process of communi cation is complete and 
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successful. When lecturers are aware of the different kinds 

of nonverbal communication and their relationship, they may 

use them for their advantage when presenting a particular 

speech. A proper knowledge of nonverbal communication, its 

characteristics and relationship to effective listening 

skills can increase the possibilities of greater attention 

from the audience. 

We are constantly reading each other or trying to using 

all the information we can get from sources other than just 

the words that pass between us. An attractive feature of 

nonverbal communication as a research area is that it can 

capture the interest of different disciplinary backgrounds 

(e.g. linguists, psychiatrists, sociologists). 

This work is only a minor abstract of the many studies 

related to listening and nonverbal communication. A 

particular definition for listening may never be found 

because the act itself is as unique as people. Many are 

simple definitions, others are quite complex, but a 

definition is important. Good listening skills do not 

develop overnight. It takes practice and assistance from 

professionals or experienced people to understand the 

different kinds of listening. It is also important to be 

aware of barriers to listening. These barriers can easily 

obstruct the communication process. However, knowing them 

and their consequences can assist the speaker in 

communicating effectively. The types of listening are many 
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and so are the types of non-listening. They are different, 

yet, they can be found in combinations and disrupt the 

speaker's message. To improve our listening skills, it is 

wise to follow the rules and guidelines set by experts in 

the subject. 

The ability to listen correctly will increase in 

proportion to a person's desire for improvement. Future 

researches and investigations will bring new light to this 

intriguing and variable subject. At the end, they will all 

concur in one thing; responsible listening is everyone's 

duty, but to listen or not to listen, is everyone's choice. 

Conclusion 

The following chapter includes the methodology applied 

during the experiment of this research. The intent is to 

examine the relationship between the use of nonverbal 

elements of communication and the improvement of effective 

listening of the audience. 



CHAPTER 3 

Methodology 

Desi n of the Ex eriment a l 

Subjects . Thi s study involved the use of seventy-five 

college stude nts as experimenta l sub jects and one college 

pr ofessor as a lecturer ; all vo l unteers . The sub j ects were 

selected from three separate class sessions in the 

Department of Speech, Communication and Theatre at Austin 

Peay State University. The data were collected from 

student s that ranged in academic standing from freshmen to 

seniors including some nontraditional students. Students 

wi th an academic major other than mathematics were chosen 

due to the nature of the research and the content of the 

l ecture . To insure the legitimacy of the research and to 

avoid a biased answer, student candidates were presented 

with an initial questionnaire (see Appendix A) several days 

before the actual test to verify they fulfilled the 

following requirements: 

1. Student does not recognize the lecturer - This 

allowed the researcher to avoid any student who would have 

gi ven more attention to the lecture because of familiarity 

with the l ecturer . 

2. Student is not interested in the subject - If the 

students are interested in the subject, they are more likely 

to retain the information. This study, however, was not 

i ntended to test and compare memory capabilities. 

39 
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3 . Student ' s grade point average - To i nsure a 

di vers ity of grade levels among the subjects. 

4. Student's academic year - To insure a variety of 

academic levels among the subjects. 

5. Student's preferred instructional mode - To provide 

a heterogeneous grouping of instructional preferences. 

Permission Forms 

In accordance with requirements for conducting the 

research, two different permission forms were required. An 

experimental proposal including a completed checklist for 

research involving human subject was forwarded and approved 

by the Human Research Review Committee (see Appendix B). A 

statement of informed consent was signed and collected from 

all subject involved in the experiment (see Appendix C). 

Finally, a letter of approval was signed by the 

lecturer in order to utilize the content of the lecture for 

the experiment (see Appendix D). Additional authorization 

was granted without the need of written statements for the 

use of various technical facilities such as video cameras, 

the television studio and the use of computer programs. 

Description of the Experimental Instruments 

Experimental Apparatus. A lecture of approximately 

fourteen minutes was recorded and videotaped. The lecturer 

was given a checklist (several weeks before the actual 

recording of the lecture [see Appendix E]) to take into 

consideration when preparing the lecture . The main topic 
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selected for the experiment was a lect · · l of ure on pr1nc1p es 

statistical inference. Th' · is topic was selected because the 

majority of the subjects that were pretested placed 

mathematics as their least preferred subject when compared 

to nine other academic subjects (see Appendix A). 

The recording section of the lecture was made with the 

use of two video cameras simultaneously. This insured that 

each of the groups would receive exactly the same amount of 

information. Each camera videotaped the lecturer from the 

same angle but from a different perspective. A copy of the 

audio track from one of the videotapes was edited onto 

another videotape. 

There were three copies of the recorded lecture. Copy 

#1 consisted of the recorded message of the lecture without 

a visual image of the lecturer . This copy was presented to 

the subjects with the use of a video tape recorder and a 

video monitor with no image of the lecturer . For purposes 

of identification, this copy was referred to as · audio 

recording." Copy 12 consisted of the recorded message of 

the lecture and included a visual image or video shot of the 

lecturer's face only. This copy was presented to the 

subjects with the use of a video monitor. For purposes of 

identification, this copy was referred to as · talking head." 

Copy #3 also included the recorded message of the lecture 

but a different visual image which consisted of a video shot 

of the lecturer from the waist up. This copy was also 
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presented to the subjects wi th for the use o f a video 

monitor. For purposes of i dentific a tion, thi s copy was 

referred to as "medi um s hot. " 

Evaluation Instrume nts . Three questionnai res were 

developed for this r esearch . The first questionnaire {see 

Append i x A) was created to select adequate candidates fo r 

the e xperiment. This questionna i re consisted of six parts 

wh ic h included questions dealing ith d ogr phic 

info rmation, person l int r ats nd g n r nowl dg Prom 

the results of this questionn r i in th t 

some ch nges w r n in h 0 h i ns ctions . 

It was lso det rmin d th t non n C nd t 

recogniz d th l ctur r . t 

thre e xp rim nt l grou B l 

r quir m nt s . Th c o n 0 8 h 

pretest qu stionn ir X ) ' 0 ro 

th i nit i l qu tionn i r 

u stionn ir 0 r co r B 0 

h s ub j cts to m th 0 C 8 o , 

within th s con 8 C on h ch 

i ncl ud d qu stion r r n 0 C n o on . 

This inform tion ul pro n ysis 

and comparison of resu s. T h · r r I 

referred to as th tes u stionn r ( s 

consisted of twe nty- i e uest ons b s on n ormation 

give n by the lecturer . The tot reco r ing t e of the 
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lecture was fourteen minutes, th so ere was an average of two 

questions asked for each minute of i nformat i on. Some of the 

questions were selected from specific instances during the 

recorded lecture when the lecturer ut i lized nonverbal 

elements of communication. The answers for the test 

questionnaire were recorde d on an a ns we r sheet t hat was 

provided to the subjects (see Appendi x H) . 

Limi tations of the Study 

The following limitations of the study are recognized 

by the i nve st i gator as possible influential factors in the 

gathering o f dat a : 

1. Physica l conditions - The i nvest igator had no 

contro l of a ny hearing hand ic p present in ny of the 

s ub jects . A med ical scree n ing was not conducted . 

2 . Emotional conditions - Th investig tor had no 

contro l o f a ny emotional ch nges in the subject occurr i ng 

before or d uring the actual test which may have i nf luenced 

the res u lts . 

3. Grade - point-average informat i on (GPA ) - The 

inves t igator had no control ove r the ccuracy of the answers 

to this d e mogr aph ic section of the questionn ires . 

results will be analyzed and presented based o n the 

i n f ormat ion g i v e n by the sub jects. 

The 

4. Env i ro nme ntal conditions - Al though the experiment 

took place in a closed classroom environment, the 

· l any pos s ible e x t erna l investigator had no c ontro ove r 
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distrac t i ons such as loud no1· ses h. h w ic may have influenced 
t he results. 

5. Technical diff i culties - All equipment was 

pretested to insure proper operation during the experiment . 

The investigator had no control over possible malfunctions 

during the actual test; however, there were no technical 

difficulties reported. 

6. Recognition of the lecturer - The subjects were 

pretested with the initial questionnaire several weeks 

before the actual test to avoid this situation. The 

investigator had no control over the possibility of an 

interaction between the subjects and the lecturer from that 

date to the date of the actual test. 

7. Familiarity with the lecture - When recording the 

lecture, the investigator had no control over familiarity of 

the subjects with the content of the lecture. 

Procedure 

The total time required for the experiment was thirty 

minutes including viewing or listening to the recorded 

lecture and answering the pretest and test questionnaires. 

The students were divided into three equal groups 

of twenty one students each. For the analysis of the 

results, the original number of subjects (25) was modified 

due to various reasons. In the first group (group A), two 

subjects did not participate in the experiment and two 

subjects filled out the questionnaire incorrectly. The 
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result wa s a total of only twenty-one subjects available 

from this group. In the third group (group C), four 

subjects terminated their participation during the actual 

experimentation. This action also resulted in the 

availability of only twenty-one subjects. In the second 

group (group B), however, all subjects participated in the 

experiment. The investigator then decided to select only 

twenty-one subjects from a total of twenty-five. Each 

answer sheet from this group was given a number (1-25) which 

was also written on strips of paper placed inside a bag. 

The appropriate number of subjects (21) were randomly drawn 

from the bag and the rest eliminated from analysis. 

The three groups were named groups A, Band C. Group A 

was presented the recorded lecture without a visual image of 

the lecturer (copy #1, audio recording) . Group B was 

presented the recorded lecture which included the lecturer's 

face only (copy #2, talking head). Group C was presented 

the recorded lecture which included the lecturer's hands and 

arms (copy #3, medium shot). 

Although there were no foreseeable risks involved in 

this research, a statement of informed consent was signed 

and collected from the subjects (see Appendix C). The 

subjects were informed about their anonymity and freedom of 

Ch · · The general concept of the oice to participate. 

· · d to the subJ·ects but the specific investigation was explaine 

h test This prevented the purpose was explained after t e · 
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subjects from trying to memori ze t he lecture as it was 

presented. 

Each group completed the pretest questionnaire prior to 

initiating the actual test. The subjects were asked to keep 

thi s quest i onnaire until the end of the video/audio 

presentation. Each group was tested at a different ti.me and 

day. As soon as each individual tape/videotape ended, the 

subjects were administered the test questionnaire which they 

also completed anonymously. Upon completion of this third 

questionnaire, the subjects were fully apprised of the 

specific purpose of the experiment and the potential 

benefits that could be generated. The data collected were 

coded and evaluated with the help of a computer program for 

statistical analysis research. 

Method of Statistical Analysis 

A statistical analysis of covariance (ANCOVA) was 

utilized to evaluate the results from the experiment. This 

method was selected because it "enables one to statistically 

extract variance from the dependent variable that is 

accounted for by one or more measured control variables 

before assessing the effects of the various experimental 

factors on the dependent variable" (Stempel III, 1989). The 

l.·nterested in was the level variable this investigator was 

of interest toward the subject matter. 

ANCOVA assisted in the comparison of test scores 

between the audi o recording, the medium shot and the talking 
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head as they rela t ed to conditions prior to the test. Thi s 

method of ana l ys i s allowed the investigator to determine the 

f ollowi ng: 

1 - If a topic presentation is effective to an audience 

due to the way it is presented or to its content. 

2 - If nonverbal elements enhance the flow of ideas in 

the connnunication process or not. 

The statistical hypothesis known as the null hypothesis 

was considered in the analysis of covariance. "This 

hypothesis assumes that there is no significant difference 

between the mean results of the treatments. That is, that 

the differences which did occur were due to chance" 

(Lamond,1987). It was the intention of this study to reject 

the null hypothesis. In the analysis of the results, the 

investigator will agree or disagree with the research 

hypothesis. 

A second method of statistical analysis known as the 

product moment correlation coefficient (Pearson r) was also 

utilized. This method ·of statistical analysis measures the 

strength of the relationship between two variables. This 

test provided grounds to determine if there was a 

relationship between the initial level of interest of the 

subjects and the test scores. 

The interpretation of the Pearson r correlation 

coefficient was based on guidelines provided by Guilford and 

Wil l iams (Stempel III, 1989). These guidelines determined 
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the strength of the correlation between the two variables. 

Finally, the results of a Scheffe test are included for 

multiple comparison of the means of the treatment groups. 

This test was applied for comparison involving one or more 

means averaged together (e.g., treatment of group A compared 

to the average of groups Band C respectively). All tests 

and the analysis of the data were calculated with the use of 

a computerized program at the 0.05 level of significance. 

In the following chapter, the analysis of the study 

results are examined. After this, the summary of the 

analysis and the recommendations for future research are 

presented in chapter 5. 



CHAPTER 4 

Analysis of the Study Results 

The results of the questionnaire and the 

experimentation were computed based on the analysis of 

covariance (ANCOVA) as described in chapter three. In 

addition, two other tests (Pearson rand Scheffe) were also 

utilized in the comparison of the tests scores. These 

results provided the supporting material needed in order to 

effectively evaluate the following: 

1 - To understand the reason or reasons why some 

students may listen better to a lecturer than 

others. 

2 - To compare the effectiveness of using and not using 

nonverbal elements of communication in the 

presentation of a lecture. 

3 - To investigate if there is a relationship between 

the initial level of interest of the audience to a 

particular topic and the level of listening skills. 

Table 1 indicates the overall effect of the treatments 

on the scores. It was determined that the type of treatment 

utilized to represent the lecture to the subjects had a 

significant difference in answering the test questionnaire 

correctly. The results concluded that a figure of F = 14.95 

with a probability of 0.0001 is a significant score. This 

indicated that there is a significant effect of treatment on 

scores. 
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Table 1 so 

Anal ysis o f Covariance of the Effect of Treatment on Scores 
with Conditions Prior to the Test 

Source 
variation 
Groups A-B-C 
Estimated 

Between 
254.58 

Within 
17.03 

Total 

F-Ratio = 

Probability= 

Adjusted SS 

509.17 

1004.63 

1513.80 

14.95 

0.0001 

df 

2 

59 

61 



In order to effectively understand the results of the 

study, the data we re analyzed independently and compared. 

The res ults f rom the initial questionnaire were coded and 

t abul ated i n °rder to record the initial level of interest 

to mathematics and the preferred instructional mode. As 
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indicated in Table 2, the percentage of students that placed 

mathematics as their least preferred subject for a lecture 

was forty-two percent. However, the total percentage of 

students that placed mathematics within the five least 

preferred subjects for a lecture was eighty-one percent. 

This was indicative that the majority of the subjects tested 

were not interested in the subject of the lecture. This 

condition also fulfilled one of the requirements for 

selecting the appropriate subjects for testing. 

Table 3 represents the percentage of students that 

selected a videotaped presentation as their most preferred 

instructional mode. It was determined that from a total of 

sixty-three subjects, only six percent selected a videotaped 

presentation as their favorite instructional mode. It is 

interesting to note that the majority of the students, 

eighty-four percent, selected group discussions as their 

d W.l'th only four subJ'ects preferred instructional mo e. 

selecting a videotaped presentation as their preferred mode 

for a lecture, it could be determined that the subjects were 

not necessarily inclined to listen to the recorded lecture 

because of the way it was presented. 



Table 2 

student s Marking Mathematic Five or Higher as Their Least 
preferred Subject 

Groups A-B-C 

Number of 
Answers 

Percentage 

5 

1 

2% 

6 

3 

5% 

7 

3 

5% 

8 

6 

10% 

9 

11 

17% 

10 Total 

27 51 

42% 81% 

1 2 3 4 5 6 7 8 9 10 
Most Least 
Desirable Desirable 
Subject<---------------------------> Subject 
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Table 3 

student Preference of Instructional Mode 

Groups A-B-C 

Videotaped 
Presentation 

Group 
Discussion 

Most Least Other 
Desirable Desirable 

4 
(6%) 

53 
(84%) 

0 
( 0%) 

5 
( 8%) 

59 
(94%) 

5 
(8%) 

53 

Total 

63 
(100%) 

63 
(100%) 

t. 
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Each of the parts from th e pret es t quest i onnaire (see 

Appendix F), was coded wi th numbers in order to analyze the 

data. Part one was coded with numbe r s from one to s i x . 

Part two was also coded wi th number s f rom one to s i x . Part 

three was coded wi th numbers from one to ten and part four 

wi th numbers f r om one t o five. 

The fi rs t two parts , which i nc l uded the demographic 

i n f ormation of the subjects, were not used for analysis of 

t he t e s t s cores but rather to fu lfill one of the 

requirements of select i ng a heterogeneous groupi ng of 

subjects as presente d i n chapter one . The r esults from the 

second quest i onna i r e we r e tabulated by assigning one point 

for each correct ans wer adding t o a poss i bility of twenty­

f i ve points for eac h test . The t ot 1 score s from the t hree 

groups were ca l cu lated in order t o obta i n a mean for the 

scores and the ave r age of the highe st score and the lowest 

score . Tabl e 4 descr i bes the findings from this 

calcu l ation . It was found that f r om sample size of sixty-

three subjects ava ilable and a twe nty- fi ve qu estion test , 

the mean f or co r rect answers was 3.54 i th a standard 

d · · f 5 04 The h1.· ghest score r ecorded was 24 f r om ev1.at1.on o ± . . 

group c . The l owes t score r ecorded as 3 from group B. 

In Tables, the a nalysis of covariance a l so provided 

The t he ad justed mean of s co r es fo r each group tested . 

adjusted mean of group A was 13 . 01 . For group 8 , the 

adjusted mean was l0 . 32 and group C recorded a n adj usted 



Table 4 

Analysis of the Mean of Total Scores 

sample Size 

Mean 

Standard Deviation 

High Score 

Low Score 

63 

13. 54 

5.04 

24 

3 
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Table 5 

Analysis of the Mean of the Effect of Treatment on Scores 
with Conditions Prior to the Test 

Group 

A 

B 

C 

Group 

A 

B 

C 

Covariate 
Mean 

3852.52 

8241. 81 

5027.67 

Covariate 
Standard 
Deviation 

828.41 

12522.14 

8540.96 

Group A - Audio Recording 

Group B - Talking Head 

Group C - Medium Shot 

Dependent 
Mean 

13.14 

10.14 

17.33 

Dependent 
Standard 
Deviation 

3.92 

4.39 

4.10 

Adjusted 
Mean 

13. 01 

10.32 

17.29 

Sample 
Size 

21 

21 

21 

56 
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mean of 17 · 29 · The group with the highest scores in the 

test was group C (medium shot) followed by group A (audio 

recording) and finally, group B (talking head). 

In order to determine if a truly significant difference 

exists between the three groups, a multiple comparisons 

Scheffe test was conducted. The resu l ts f rom this test are 

presented in table 6 at the 0.05 l eve l o f s i gnif icance. 

It was found that between group A and group B there was 

no significant difference in the tre a tments recorded at the 

probability of 0.0714. However, between group A a nd gr oup 

c, there was a significant difference recorded at 0 . 071 . 

The highest signi f i cant difference recorded was between 

groups Band C with a pr obability of 0 . 0001 . This e xplains 

the difference in the r esults of the tests scores based i n 

the different trea tme nts. 

Wi th this ana l ys is , the study hypothesis, which 

indicated that the amount of nonverbal communication 

utilized by a lecturer contributes to improvement in 

listening skills o f t he audience , was strongly supported . 

The students in group C scored higher a f t e r v i ewing the 

' d · that i·ncluded the ma j ority of the vi eotaped presentat ion 

nonverbal elements . 

h i·ntent i· on of this study to verify if It was also t e 
· h ' between the i ni t i al there was any signi fi cant re l at ions ip 

and the listening l eve l. I n 
level of interest i n a t opic 

Order l eve l O f s trength of these two 
to determine t he 



Table 6 

bnalysis of Multiple Groups Comparisons (Scheffe ) 

Matrix of Probabilities* 

A B 

A 1.0000 0 . 0714 

B 0.07 14 1. 0000 

C 0.007 1 0 . 0001 

• o.05 level of signi fic ance 

Group A - Audio Record i ng 

Group B - Talking Head 

Group C - Med i um Shot 

C 

0.00 71 

0 . 0001 

1 . 0000 

58 



59 

variables , t he data were analyzed using the product moment 

correl at i on coefficient test (Pearson r). Table 7 

represents the results of this analysis. In order to 

interpret the results, the guidelines provided by Guilford 

and Williams (Stempel III, 1989) were utilized. 

A correlation coefficient of 0.2333 is indicative of a 

low correlation or small relationship between the initial 

level of interest and the test scores. It was determined 

that the initial level of interest of the subjects was not a 

determining factor in deciding how effectively the subjects 

listened to the lecture. 

Conclusion 

The final analysis of the results allowed the 

investigator to reject the null hypothesis and agree with 

the study hypothesis. The fact that eighty-four percent of 

the subjects tested were not interested in mathematics, and 

that there was a significant difference in tests scores 

between the groups, answers the third research question. 

The majority of the subjects from all three groups were 

not interested in the topic itself, however, the 

presentation including the nonverbal elements was more 

effective. In the second research question, it was 

suspected that the use of nonverbal elements could be 

d . · the i'nformation to an audience. istracting in presenting 

With a total average score of 13 correct answers from a 25 

question test, the second research question was also 



Table 7 

Ana l ys i s of the Correlation 
Interest and Test Scores Between the Initial Level of 

Item 

Sample Size 

Mean 

Standard Deviation 

Correlation 

Probability 
One-Tailed 

less than .20 

* .20 - .40 

.40 - .70 

.70 - .90 

more than .90 

Score 1 

63 

6.25 

2.42 

0.2333 * 

0.0658 

Score 2 

63 

13.54 

5.04 

slight correlation; almost 
negligible relationship 

low correlation; definite 
but small relationship 

moderate correlation; 
substantial relationship 

high correlation; marked 
relationship 

very high correlation; very 
dependable relationship 

Guidelines Provided by Guilford and Williams for 
Interpreting the Strength of a Pearson Correlation 

Coefficient (Stempel III, 1989). 

60 
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answered. Not only was the total average score higher than 

fifty percent of the total questions, but the highest scores 

occurred with group C, the group viewing the videotape with 

the nonverbal elements. 

Finally, the first research question which dealt with 

the instructional mode of presentation itself was also 

answered. The subjects in group C apparently listened to 

the lecture more effectively because of the way it was 

presented thus giving more evidence for supporting the study 

hypothesis. The following chapter represents a summary of 

the analyzed results along with recommendations for future 

research. 



CHAPTERS 

Summary of Analysis and Recommendat ions 

sis 

This study represents an attempt to understand the 

effectivene ss of using nonve rba l e l ements of communi cation 

in the improvement of l istening skills of an audience . 

Through an experimentation process, sixty-three university 

students were t ested in order to verify the research 

hypothesis . It was the intention of this investigation to 

confirm that the proper use of effective nonverbal elements 

by a l ecturer contributes to improvement in listening skills 

i n the audience. 

Although the main purpose of this research was directed 

toward the audience as listeners, speakers may find the 

results useful in planning speeches as well. The analysis 

of the data gathered and the results from the analysis 

confirmed the study's hypothesis and concluded that the 

amount of nonverbal elements utilized by a lecturer allows 

for a significant difference in how much an audience really 

listens and how much is just simply heard. 

· l sect1.·on of this research, three For the experi.menta 

di f ferent t r eatments were considered: 

1 - Gr oup A (audio recording) 

2 - Group B (talki ng head) 

3 - Group C (medi um shot) 

af ter viewing and/or l i stening to It was predicted that 

62 
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a videotaped lecture, the students from group C would answer 

a post-test questionnaire mo 
re accurately than the students 

in groups A or B. This prediction was supported in the 

final results. 

When first deciding on the experimentation, the 

investigator wanted to find out if a group of students would 

listen more effectively to a lecture because of the topic or 

because of the way it was presented. It was determined that 

it is possible to increase listening effectiveness even in 

subjects with low audience interest. In order to study this 

factor a lecture was presented in the three different forms 

of communication mentioned before but containing exactly the 

same information. If the way a lecture is presented is a 

significant factor then there was to be a difference between 

the three groups. If the way a lecture is presented is not 

a significant factor, then all three groups should have 

scored evenly in the final questionnaire. 

The results demonstrated that students who were exposed 

to the videotaped presentations which included the majority 

of the nonverbal elements (group C), had better scores than 

the other two groups. One reason for this could be that the 

h d d . d make a difference in how way t e lecture was presente i 

attentive the audience was. However, it was necessary to 

determine if these students were more attentive because of 

the mode of presentation or because the topic was 

interesting. An interest in the topic to be presented could 



create a disadvantage within the d 
mo es of presentation. 

Therefore, a pretest screening was conducted in order to 

obtain the best candidates. It was necessary to find a 

general topic that all subject (or at least a majority) 

would find uninteresting or unappealing. The pretest 

screening resulted in select· h ing mat ematics as a common 

topic for testing. 

A second prediction for the test was that if the 

student's initial interest in a topic was great, then they 

would be more attentive no matter how the lecture was 

presented. The results would probably have been the same 

for all three groups. 
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It was concluded that the subjects were tested with a 

very low initial interest in the topic of the lecture. 

Therefore, when group C scored better that the other groups 

in this section, it was determined that the key factor was 

not the content of the lecture, but the way the lecture was 

presented. 

When conducting the initial research for this 

investigation, it was brought to this investigator's 

attention that perhaps nonverbal elements could be 

distracting in the communication process. Thus, this 

· f' thi's by comparing the final investigator decided to con irm 

. If such elements are results of the questionnaires. 

be the group with the least distracting, then group C would 

correct answers. The results were actually to the contrary. 
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As explained before, this group was the one that scored best 

followed by the audio recording and the talking head last. 

Nonverbal elements such as hand t ges ures, facial expressions 

and body movements contributed to the flow of ideas even 

when the audience was not interested in the topic or the way 

it was presented (in this case a videotaped presentation) 

In conclusion, this research indicated that the amount 

of nonverbal elements of communication utilized by a 

lecturer does have a significant effect in the listening 

level of the audience. It is important to note that this 

research represents only one of the many variables that 

influence the improvement of listening skills. There are 

many different factors that could be considered, and provide 

a basis for future research. 

Recommendations for Future Research 

This study was successful in demonstrating the 

importance of nonverbal elements in the communication 

process. Nevertheless, the study of the results here 

presented can lead to a number of alternative researches. 

According to Roper (1979), "Television has clearly 

established itself as a major news medium in the United 

S Years, television has become an important tates." For many 

part of our society. and t urn on the television, We wake up 

and we fall asleep watching 
we watch television while eating 

television. Some university students receive their news, 

h ·r daily activities based 
are entertained and even plant ei 
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on television programming schedules. 

With such a strong 
influence, it would be interest1.·ng to 

examine and compare if 

the results from this study were due to a fascination of 

college students with television. Perhaps the reason why 

group C scored better was because of the similarity of the 

videotaped presentation to an everyday television program. 

Another variable that may be studied could be the 

influence of age in the results of the test. It would be 

interesting to investigate if differences in age and 

television viewing behavior could be a determining factor in 

information retention of a test similar to the one conducted 

in this research. 

Finally, a study by Rubin, et al. (1980) indicated that 

"environmental context is more influential than 

chronological age in determining viewing motivation. " 

Although all three groups were tested in the same 

environment (classroom), a study focusing on the effects of 

environmental changes could be very revealing in how people 

listen. A study on the effects of gender and vocal quality 

l · h some students would of the speaker could also exp ain w Y 

choose to listen to one lecturer over other lecturers. 

Selected was male, maybe some Since the lecturer 

h videotaped presentation students paid more attention tote 

of similarity to a than to the audio recording because 

newscaster. . t · ng research by Hutchinson However, an interes i 

(198 "the more equal two competing 1) suggested that 
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newscasters are in their news ability, the more likely it is 

that nonverbal communication will play a role in determining 

which newscaster the viewer will select." All of these 

variables provide for numerous researches in the area of 

listening. 

conclusion 

Due to the limited resources of this study, it is 

important to note that the results from this research 

constitute only a minor comparison of a particular number of 

students. Although this study was conducted according to 

scientific principles of research, the results should not be 

considered representative of the total student population of 

Austin Peay State University. A much larger number of 

experimental subjects and a greater number of comparisons 

will be required in order to reach a more satisfactory 

conclusion. 
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SURVEY OUEST!ON NAIR E 
DATE ________ _ 
TIME ________ _ 

:>.GC: 

The ?Urpose of this quest i onnaire i s t o c.e •,e l oo a:1 · ns r lL-nen t 
of analysis for a research ?ro j ec t. You r - :esoonses are 
CONFIDENTIAL_. At no time ·.;i l you ::ie i ci ent it :.ed :1o r ~i a ny one 
~ther than the investiga t ors have ac c es s to you r :es?onses. ! he 
information collected wi __ be sed QJL.Y. fo r pu r po ses a t ana ysis. 

Your participation is comp ete y vo n t ar y . and you a re f:ee to 
terminate your participation at an y time ~1thout an y ?ena ty. 

?lease. answer the Eo ll o1,1ing quest:. ons t o t:1 e ::ies t o f you 
abil i ty and as quick l y as ?Oss i b l e . i : c.e o r ~::.te t he cor: ec t 
answe:. 

1 . ~hich of the : al ow~ng : e p re s en s ::i est yo : academi c yea : 
l eve l ? ( Circ l e the ette r ) 

A. ?reshmen. 
3 . Sophomore . 
C. Junior. 
D. Senior . 
- . Gr a duate Scho o l. 
?. Other. EX? ai :1: 

l 0 
.. 1· ng rep r esen s ::iest y o r g : ad e ?Ol:1t 

2. Which of the fa w 

a verage (G?A ) ? ( :. r c _e the : e t : e r ' 

:\. 4. 00 - .J . 90 
a. 3 .8 9 - J. 50 
C . 3 .4 9 - 3. 00 
D. 2.9 9 - 2 . 50 
E . 2 .49 - 2 . 00 
.. 1. 9 9 - below 

3 . ? l ace the : a l owing su j :ec ::.s :. :1 ~ o: ·e r 

one ( 1 ) to ten 0 ). 

1 2 3 
~os t 
Desi ra b l e <- ---- - - -

_ _ _ :-l isto : ::r 

Sc :. e nc e s (3io lo gy . 

Languages 

___ So c ia l sc :.ence s 

5 
8 

:,eas::. 

;: ~ : :.::. cs ---
: :> :'.'.::',\: ;; :.Ca ::.:. :; ;; S -

-----·- -
::: ;: ·ca::. o:-. -



~- -,.. h::.c:':. 
you a 

A. Dr. 

3 . Hs . 

C. Dr. 

D. Dr. 

E . Dr. 

F. Dr . 

G. Hs . 

H. Dr . 

I. Hs. 

J. Dr. 

K. Dr . 

Paul D. Shaffer 

Yvonne Prather 

Rae Hansberry 

Reece Elliott 

Chin-Zue Chen 

Ell en Kanervo 

I risbel Aguayo 

John D. Foote 

Jeri L. Lee 

George Bratton 

Hike Gotcher 

?::- ofessor.s ci ::­

t:le l ett~:- o :-

5. Which of the Professors or Instruc tors of quest ion ~4 
you DO NOT recogniz e? ( Circ le the name or names ) 

6. P l ace the fo l l owing instructional .node s i:1 vour orde r of 
preference for a l ec tu re. 

1 2 3 4 5 
Host Least 
Desirable <----------- - --------------- - ------- > Desirable 

___ Audio Recording ( Tape recorde d and heaci?hones ) 

___ Formal Lectur e ( Professor witi studen~s in c.assroom ) 

___ Gro up Di s cuss ion ( Classroom e~vi ::- onme~t ) 

· · v_;deccasset~e ) ___ Vid eotape ( TV monitor a~a 

___ ?i lm ( ?::. lm production ) 

YOU FOR YOUR COOP ~~ATIO~ THA.t'!K 

.., r 
' :J 
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The sis 

I am submitting here~i th a p: oposal by 

app r op r:.ate to :::ie ;,urs uance of \!2.s::e :- o : .:.:-:s 

(cepa::::ie nc ) 

J e have read and ap p:oveci 
:his ;,roposal :" 
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(course :1uc1 i:i er ) 
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--··-.-.•·· _,.._ 1...,,:-::,.._, ., L .. .::. ~ 

ski!.ls 

?i.iNDI)lG SOUcl.C: Juan '.·I . .;guayo 

s ?C NS o R ( if s cud enc :: es ea:: ch) _::_r_. __ :::_2._l_e_n __ :.::_a_r_._e_r_v_o_, _!)_:::_. _?,_e_e_c_e __ :::_l_l_:._· o_:t..:'::..:'_:D:.:.r..:·_:?..:a:.u.:·.:.l S :,a=:: , 

l . Give a brief desc::ipcion n oucli:ie oE :1our ::esearc:i ?roce~ ci res as c:1ey 
:elace :o ::1e use of huoan sujjeccs. :his should include a iesc::iocion 
of ::1e sub j ec:s c:1e~selves, insc::uc:ions ~iven :o t~eo, ac:ivicies · in 
~hie:,. ::1ey engage, special i~cancives, and :as:s and ~ues:i~ nnai::es. 
~ew or ~on-s:a:iciarci :escs or ~uesc:.onnai=es a:e ~s~ d , cop i !s shou:d je 
accacheci :o ::::1is :v:-:n. ~~ak.e :-,.ocac:.or. :.: ::\e SL!b j ac~s ~re ::,.!.:iors o r 
11 vulne:-abl.e 11 ( :..c. c:\ilC::en, ?::sone=s, ::en:a.l : y er ?hysically :.nfi:7.1. , 
acc. ) . The purpose of t~is scudy is to investigate, '::esc, and ana ly ze 
'::~e :::eason o r :::easons ~hy studencs ac ~us: i n ?eay State ~niversi:y 
:!lay i:le victims of a "communication gap" in ::i.e:.r everyday classes . 
T:i.is studv involves a :::esearcj ~hic:i :.~c2. udes :je use of sevencv-::i ve ( 7~ 
college s~uden~s as exper~~encal su~ j eccs and one (1) co l lege ?~ofessor 
as a lec::.ur-2:::; a2.2. vo lun t:eers . . :. :..ac-.:u:::e o f ap!?roxi;:,.a:2 ly c·,1enc:: ( 2 0) 
minu~es ~1i~! ~e =eco=~ed and ·;~t eoc aoed. ~~ e st~te~:s ~ i-~ je divide ~ i~ t 
Three (3) e~ual c;-:::oU?S- :::ach ;:::cu;: ·.-1 l.:.:.. l.:.sca~. an / or see : ;,. e :.ac : ·-1 :::e _i n 
one of :hree ~a v s: ~2corc.ed :.acc~:::e cn:.. v, ~.:.ceoca?e of che :..ec-.:ur e ::: ::::om 
:~e ·,,aisc ;.;::i , -✓~c.eo c.a::ie o : :::e :..ec: '.l rar ~ s ::e~c o:: l::, (c lo se- •.1 ;: l . . \ .::e r eac 
.:.ndi v ic.ual ;resencac..:.~n , aach c:::o~o ~i:..:. je ;iven a ~~esc~on nai:::2 : o 
answe=. ~he- to~a l exoer~~entai · ~~~~ , ~ ~c- ud~ ~~ f i ~:~~~ cu~ tje 
cr~estionnaire s hou l d-~oc :a~e ~ore ::1a n t h:.: :y ( 3~ ) ~inuces. : :1e ~a:a ~ _ 
~ollectec. -,.,,il l be ana lv zec ·,1i t :1 t :1 e ::e l ;:, o f. a :::oi".'c ?Ucer- ;:,rosra.:: U'.Ci _.:1e t . .-oC'. 
O F -esearc~ ~conv 0 ; ~:'le c uestionna.:.:::e ~i l l ~e incl uded ~:.-.: :1 t :1 e_ ::.nal 

- - - " - " ' - - . , • - 1 · · o J ec • s report . A writ:e;-consenc scace~enc wil: be co l -ec:ea ==0 ~ a __ 5
- -

or.:.or an•1 ::irocedures . (See a: : ached ?=osiosa ll 
- .. .. . · 1 s,. .:l ~ ~ _ ,. s k - o :,s vc ;'l i c , :ega:. , ?h~ s:.ca l , o r 

Joes ::his -:esearc:1 enca:.. ?0 5 - · - - --- ~ . · · · - .. -eos ;., ave ~e!:1 : a~e~. 
- . - · . . ~s ' ~' ease ~xo~a:.~. ~nae s~ . .. social :.ar.n co . :1 e suo Jec .. · - - . . · . . ~ _ ce -0 ::. :-. su::= ::"..;: 

co ~ini~i=e :hese ::.s ks ? ·,,-:-.a.c ?:-o v:.s:.ons :i a i e .. ee~~~:ss~;, :o:- ::--.e :1 ea~: '.; 

appropriaca ~ac~ l ~:ies a~c ?ro~~-:~:~~::~=a~~:n~~~: je ~~::::ec . 
and safecy of ::".e s~ jj : c : s a::e 

?her-a a re ~o : o r e see~~l e 
: :1 ;::~is st ·Jc',::_;. 



6.. ~Jil l legal!.:., ef£ec:::,e, ::..:-.:o:-:::ed c~ nser,.c je oOca::..~e.:i ::::-. al!. su.":ijec:s 
o r :~ei= legal~y aucho~ized =epresenc ac~~e ? 

::es . (See attached info r:ned conse:\t ::or:;i ) 

5. :,.;ill c:1e confide:u::..al::..::i·/a:10r1.77-.:_cy oE al~ s~b j ec:s ·Je i::.a:. :i.c2.i:"L ed? C:ow -=> 

chis accor.i;,lis:\eci? ( If nae, ':,, as a. : ocma l :- e.!.ease ·:,ee~ oO: a::.:i.eci? .! .. c:ac:1 . ) 
( a ) r.: ciai:a ·,1:.ll '=>e sco:-e:i ~y elecc:o,,..:.::: ~ec::..a, ·.:ha.c sc~,;is ·.::.:. .!. ·Je :a~en 
co assure con£:.denc:.al:.cy/ar:ony-n::.cy 7 (bl _: ~aca ·.·:..:. .!. , e s,o ~a <i , y 
no n-e l ec:s:.:.c :1edia. 1 ·.;hac s~eps ·.1 :i.l: ·J e :o.~er. :o as s u::a c~n£~C.en c:.a1 :..c1/ 
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anonymicy? Confide:1t:.ial.:.tv and a::on vm.:.::: ·, ·.-1il2. :Je :;-,ai:1:::ained on al2. su:Ojects . 
. l. seoarate li st: o f :1ames ·,;ill :ie ~e:H:

0 

:.:i C?.se o: a c:ia nce :.n '::!~ :11.!r.lber 
of sUb j ects :.o =:e uti li ze d. ;..11 C. a-:a ·,111 :.. ::e =e tai:-.eci b~ 1 trh ~ 11"?r.l! ... ;c1.?a.!. 
investigator. 

Do c~e daca co be collecceci : e2.a ce :o ~!:!gal acc~~: :~ es? - · yes, ex?lai~ . 

No 

7. 
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-- -~· ~ ' : ~ = : ::i s e :: o ~ . ~ ~ 1 ~ s i , 1 ' I e s t i S c. t i o n i s .. -
er :ec~ , 1 ._ .. ::::.:)s 0 1 C i 7Te: 2 ;1:, ;,.,... ,.... ;T"l -~ .... o comp c. re th e 

' ._, , i,, s '....;: I ,....,...,:"'!"I""" ' 1 .: ' ' l ect •...1rer. -~ ..... . ..,n ,ca-c1on s for a 

Y o u r r e s p o n s e s 2. r e c Cl N = 1 o :: ~! 1 1 A I A .. .. • • 

t o ycu r resp on ses . Tr:e in ,,or.,..,_.:.. ; ~- - : '-- no 1..1me '.'11 11 you :ie 
I "" "'- '- 1vn c- 11 -..- '- e d ·1 1 b ' ---n v :' o r Qi.: r'"' o ses o c c:: -. -' . : v "' -'-- Wi e usec :::c-- ' '"' I _, , c-. 1 / S , S . You r --.-r'- ;c ; ' . ' 

~:"""\ 1 0~-"1v vo 1 .1.. • • ~c. L, \ i :>2. t io n i s CO:i, c.. : - 1.. ::: . ,u n 1.. 2.r y , 2. nc Y O'J ;::r::, C -- .. '- . . ' . . ' . ' . . - · - : r e: ::: .... o 1.. er :-ni nc.t."' your 
;:i a r -: i c ; p 2. t : o n a t. a n y t ; r:i e "' ~ t ·.., 0 u t - 1 .. . :.. " · , :-. d .:: " .. 1.. . · : pe n c. c. /. 1he -c ot.a l t ime r ec; ui re : 1..,; r 1.. 1: e rese2.rc h w ·- 1 , nor .. _,_ . . . 

. .:..cs T~ ~s r ,:,se::: . ..- c: ·.'"', , , ' ~ .... c. " e mo re t. han thi rt y ( 30) 
minUc. - · - - - ,ep r ese n:s no ri s ks or d i sc om :: or '-s '" o 
you or an yone i nvo lv e d . Tn e res '1'-- .: "h' It '-- " . , . . _ , • - u 1.. S O : t ; s ;- ese2.rc h wi 1 
pr ov1 ae v a lu ao l e inro r ~at ~o n =o r : ~e c ove 1o -~ .:.. = _.::: __ .:.. · , .. · l. . . - ' ,.,, .. en c. O : ::: 1, c:1... .. 1v e 
eauca .... iona t ecnn 1cues . The s c o pe o f t he "' r o "e .. · 1 be 

l ' d - ' l '"' J c .... Wl exp a 1n e _ru : Y upo ~ yo ur como l eted part icip ation. Th e 
resu l ts w1 l l be a va il ab l e f o r pub li c ana v_s s · · 1.. n t. :1 e 

a gre e t o part i c i pate ·n the pr e se nt s tud y be · ng 
co nducted un cier t he s up er vi s i on of a fac u i t y member of th e 
Depar t ment of Speec h , Co~mun ~c at ion a nci Theatr e 2. t Austin 
Pea y State Un iv ers i t y . 

h ave b e en in for med, e i t n er ora i ly or in wr i t i ng or 
both , c. bo l.! t t h e oro ced ur e s to be fc ; 1owed an c about an y 
di scomf o r ts o r r\ s ks whi ch ma y be inv c ved . Th e inv e s t i ga tor 
hc.s offered to answer a ny fu rt her i nqui r i es I may ave 
r esar~ i ng the pr o ced u res . . .... 

: ~~ cers t c. nd th at : 2.m fr e e to : e r~~ nat e my part ; c:pac. .on 
a~ any t i me without p e na l t y or prejudice. I 2. i so understand 
t~a t 2. ii c: 2.ta o bt2. i:l e C -= ,on :T. e •,1i 1 ·:ie sec :.1 red and t iii : ed 

0 n l V 
-:::;--y +- " o : n v c - .. : - - '- - ,.. - · n v :) ·, '/ e c ~ r. : :, e r e s e a r ch . : h a v e 

___ ',..; ,.d; ._ I ._..::,.._ , ':::) c, ..., 1,,,., , .::, 

' ' .. I - I - · ~ -- +-r'i_, _= ~ l...,r.2 '/ ,.._ PS ' 1 t fro i'n ;Tl \.' :ieen t. ol a ar a ny □ e;;e r ; ~ ~ M ~ - - ~ ' 

p2.r tici p2.t ~0 :; . 

S'.gn at ure 
S i gn a t ure 

D- - .:, 
C. \,,, --
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DE?A.RT~ENT Q i:' SP~E__,S EAitCH ?ROJECT 
• "i:.Cn ~OH.! 

AU ST I N -2.:i..i s\A HUNICAT ION A!ID THEATRE 
- TE UNIVERSITY 

I NFORHED CONSENT STATEMENT 

The purp ose of t h · 
i s investigation is to compare the 

eff ectiv eness of di ff erent forms of comm . . 
unications for a lecturer. 

The information col l ected will be 
used .2n.l..Y. for purposes of 

ana lysis . This research represents no risks or discomforts to you 

The results of this research will provide or anyone involved. 

va l uab l e informati on for t he development of effective educational 

t echniques. The scope of the · proJect will be explained fully upon 

your completed participation. The results will be available for 

public analysis in the library . 

I, George Bratton, professor of mathematics at Austin Peay 
State University, agree to participate in the present study being 
conducted under the supervision of a faculty member of the 
Department of Speech , Communication and Theatre at Austin Peay 
State University. I have been informed, either orally or in wri t ing 
or both, about the procedures to be followed and about any 
discomforts or risks which may be involved. The investigator has 
offered to answer any further inquiries I may have regarding the 
investigation. I also understand that all data obtained from me 
will be secured and utilized 2.!ll.Y. by the investigators involved in 
the research. I have been told of any benefits that may result 
fr om my participat i on. I authorize the researche~s to util i ze the 
content of the videotaped material onl y for experimental purposes . 

¢ ignatu# · /' '-

/; /2t /,; 1) 
Da t e/ I 

~ 1 C?: ~ c. (J C./Oto·ri 
witness (?lease Prin t ) 

I :r?~ il-:~ 
S.-1g.na t ur e 

'..) 

Date 

THANK YOU FOR YOUR COOPERATI ON 

-
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mi :rntes 

* A 
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ages ( ::,e ., ::: re 
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ua t e _____ _ 
r:iir.,e 

.\ge ___ ___ _ 

The purpose of this questionnai re is t o devel op an instr~~ent 
of analysis for a research pro j ect . Your resoonses are 
coNFIDE:NTIAL . At no time ·.;i ll yo u ':Je i dent i:ie6. no r ;:.i ll anyone 
other than the investigators have a ccess to 1our resoonses . The 
information collected wil l be used only f or ?.U r? oses ·of anal ysis. 

Your oarticioation is comolete lY vol untar Y. and you are f ree t o 
terminate- your p-articipation ·at any t i me •.; ithout a~y pena lty . 

Please, answer t he f ol l owi nq c ue s tions to ':.he be s t o f y ou 
ability and as quick l y as poss i ~l e: Circ le or ~r it e the co rrec t 
answer . 

1 . which of the following represents bes t your academic year 
level? (Circle the letter ) 

A. . Freshmen. 
3. Sophomore . 
C. Junior. 
D. Senior . 
E. Graduate School. 
F . Ot her . Explain : 

· reoresents ':Jest you: grade point 
2 . Which of the f o llow1ng . 

average (GPA ) ? ( Ci r cle tie ette: ) 

A. 4 . 00 - 3 .90 

3. 3 .89 - 3 . 50 

C. 3.4 9 - 3.0 0 

D. 2. 9 9 - 2 . 50 

E:. 2 .49 - 2 . 00 

? . 1. 99 - be lo w 

. sub ects :n order 
3 _ Pl ace t he fo ll ow 1ng 

one t o t en . 

4 5 6 

of ? r ef e rence :r om 

s , 
:, ea s 

10 

l 2 
Hos t 
Des i r abl e 

3 
--- --- ----- -- -- ----> Jesi r ab e 

<------

Scie~ces ( 3io :::;g ::. 

Lanau ages - . 

_ __ s ocial sciences 

_ ?o· : :: cs 

_ : ~~~~~: ca : ~o~s 

-- ·uca t: on 



4. ? lace :he following instructional ~odes : or a ~ec:~re in orde r 
of ~ref e rence from one to : iv e . 

l 2 3 
Host ~east 
Desi r able <- -- ------ - ------ - ------ - ----- ------ > Je s 1rao · e 

4 5 

_____ Audio Recordi ng ( Tape recorded and he aci ?hon es ) 

___ Group Jiscussion ( C~ assr oom envi r onment ) 

___ Videotape ( TV monit o r and ·1 c:eocasse :: e ) 

? lease , i.eep : :us que s t:.onna:. :- e ·.mt:: asi<ed :or. 
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Read the questions carefully ad . , 
.. answ .. . n tnen circ l e l correcv er on 1.ne answer sheet . . on Y the most 

write your answer on the ques'" · proviaed. Pl ease, do not 1.1onna 1re. 

1 . According to the lecturer ht . 
A) Th I w a is s'"atist · l · · e process by which d . : '- ica inrerence? 

situations wh ' , :ci~ions a~e made in 
B) h ere aa1.a is missing 

Te ~~oc~~s by wh i ch decisions are ~ade in 
s, uat1ons where data is analyzed 

C) Thet pro~ess by which people are divided according 
vO different cha~acteristics. 

D) None of the above. 

E) All of the above. 

2. Complete the fol lowing statement made by the lecturer . 
"Statistical Inference. . 

A) is not useful in schools." 
B) is only in mathematica l prob l ems . " 
C) plays a major role i n our l i ves." 
D) plays a major role in a professor's l ife ." 
E) is very difficult." 

3. What was the first example the lecturer used to exp l ain 

4 . 

5. 

the uses of statistical inference? 
A) When a new car goes on t he mar ket. 
B) When a new ship goes on the mar ket . 
C) When a new product goes on the mar ket 
D) When a new drug goes on the mar ket. 
E) None of the above. 

What was the second examp l e used? 
A) When a supplier gets a s h ipment of goods f r om a 

manufacturer. h · . .. .. ~ '"est a hy pot es 1s . B) When a proressor wan1.s vV I. 

) when a student wa nts ~o te st a ;:i~ ob em. 
C . a s h j o. ment of scad s t o a D) When a supp l ier ret ur ns 

manufacturer . 
E) None of the above. 

In the public 
percentage of 

A) 23% 
B) 5 3% 
C ) 43% 
D) 6 3% 
_E ) 7 3% 

. . l l - l "' wh at was t he op1n 1on po exec.mo -, · · t's rating? 
peop l e appro v i ng t he pres1aen 
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·.\ h =. : ':'I c.. s :, :: ~ ! e i:: : 

.-. i : o s es c:.- ~ ":: 2 ~ • . .s c e f ~ :: : - ~ ~ - ~-= 
. · ............ . c:eas. : J ~r ~~r ? 11 

3 ) . o e r ~~ - r · 

C ) 
- - ~ - Cnc :~sion 
10 guess. · 

D) Al l of the abo ve 
E) None of the a bov~. 

7. What _ is_the main s ourc e f 
st a t1st1cal inference? 0 data for problems in 

A) Ma i nly books . 
8) Mainly letters. 
C) Mainly pictures. 
D) Mainly numbers 
E ) None of th e above . 

8 . In the pub li c opinio n po ll exam l e _ 
co u 1 d actua 1 1 y be po 11 ed f ~P : what number or peep l e 
United States ? rom ~he ~ota popu at ·o n of the 

A) 1,000,000 
B) 1,000 
C) 5,000 
D) 2,500 
E ) 1,500 

9. According to th e l ecturer, what s the average popu 
of the United States? 

A) o v er 200 mi 11 io n 
8 ) over 500 mi l li on 
C ) over 300 mi 1 i on 
D) over iOO mi 11 i on 
E ) over 600 mi 1 on 

10 . Which of the following did ~he l ecturer state was a 
difficulty encountered with prob ems of stat i st ·ca l 
infer ence? 

A) Graphics des ig ns 
B) Data gather ·ng 
C ) Prob lem so lv ng tec hn ·ques 
D) Recording the resu t s 
E ) Hypothes i s tes t · ng 

11 . In th e examp l e of an assemb Y e , wnat was t h e 
percentage of defect i ve proc ucts. 

A) 20 % 
B) :.0% 
C ) 10% 
D) 5 0% 
E ) 5% 

at ·on 

In the e xamo le of purc~as i ng a p i ec e 
o f :i1ote 
rate ? 

pr opert y , 
12 . 

. r panc v 
what was the percent ag e oi occu · 

A) 7 5% 
3 ) 9 O~o 
C ) 8 0?6 
D ) 5 0% 
E ) 1 0% 



14. 

15 . 

16. 

1 7 . 

18 . 

19 . 
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~ha: we,~ ~ ; ~ : ~e 

A) .~ ro;:ios e 
3 ) .-- , c ::e ,: '/ 
C) ? urposc 
D) Pu r ch ase 
E) Pro vi de 

In t h e ex ampl e of a s t at i st i ca . 
t · nfer e c e ~rob i em, now ma ny 1mes wa s t h e co i n t o ss ed? ~ 

A ) 1 0 
B ) 20 
C ) 5 0 
D) 100 
E ) 20 0 

Acco r d i ng to t he ec tu r er, what aws are se d of stat i st i ca l i n fe re nc e? 
A) The aw s of data constr ct ·ng. 
B ) Th e laws of re a: j V i : •/ . 
C) Th e laws 0 r . Ch e v s. 
D) Th e law s of nat re. 
E ) Th e laws of probao · t y . 

What two ty pe s of hypo hes s .. . ... . e ect~re 
A) The nu 1 hy po'" hes ~s t e .. er ate 
B ) The nu hy po t es : s .. e pr' a 
C) he tr ue hypo t . es , s -· e • a i s e 
D) A 1 1 of he ab ove . 
E ) None of he aoove. 

Acco r ding t o t h e i ec: r er , t _pe · 
A) When t he data co i ec : e i s o ·: ~a:e 
B) Reject · ng a pr y oo ~es , s e 

nu l ypo :i e s : s ;s t:- ue . 
C) iieject · ns a nu . ypo · es s e 

hypot hes · s s : r ue. 
D) Accept : , 9 a · :- ~e o :~es ' s a c ac 
E) one o f t he aoo e . 

Acc o r ding t o t: h e e c : · rer , " " a: ·s a :.::: e: 
· · e ~\.. v~ : ~es · s . A ) ~e j ect g a ~a s · • 

a ) Accept ng a ~3 i se ~ 
C) Accep:· ,s a : -_e er - :r. 
D) ~ejec: ·ns a :- ue er- ::-. 
:: ) , o ne o f : :,e a::: o e . 

What d . d t h e 
er r o r ?" 

A ) S i mp l e Err or. 
o ) aeta Err o 
C) Alp h a =. rror 
D) Comp e x ~rr o r 
~ ) ~ i r s t Er:-or 

p 0 e s 

e xo 1 i ec ? 
po . es s . 

ypot. es s. 
o : . es , s. 

r 



2 1 . 

22. 

23. 

24. 

25. 
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r'..C::'.)rc in ; :o t ':"\ e ; ec - , ,r"'-
" : y P e 2 er r o r ? " ~ ~ - , ' ·,-in a: i s a n o t r, er '" a:-n e :- o ' ~ 

A) Simple Error 
o ) Complex Error 
C) A 1 pha Error 
D) Beta Error 
E) Second Error 

The l ecturer called which of the fo l lo · "th · t· 1 
1 

" • ~ . . wi ng, e er, ,ca 
va ue 1n prob~ems or statistical i nference? 

A) The point at which we decide to reject rather than 
accept a particular hypothesis. 

B) The point at which we write the resu lt s. 
C) The point at which we deci de to add the numbers of 

the data. 
D) The result of the nul l hy pot hesis. 
E) None of the above. 

What was being tested in the coin-toss i ng e xp er i ment? 
A) Whether or not the co i n was counterfe i t. 
B) Whether or not th e co i n was balanced . 
C) The angle o f the throw. 
D) Whether or not th e coin was heav y . 
E) How man y times th e co i n wou l d l and "heads" fir s t . 

What, according to th e l ec turer, i s t he nature of prob l ems 
in statistical inference? 

A) "We alwa ys will know whet her we are right or 
wrong. 

B) " Nobody ever care wh e t her th ey are r i ght or wr ong . 
C) "We can never kn ow u l t .mate y wh ether we are right 

or wrong . 
D) "it works only wi th numbers." 
E) None of th e above. 

1 t resu l ~s from statist i ca 1 Accord i ng to the ec urer, ~ 

inference prob l ems may in c ucie • 
A) graphics. 
B) mista kes. 
C) fraction numbers. 
D) charts. 
E) t3. b1 es. 

Wh at wa s th e l as t e xamo l e sed by 
A) New drug on th e mar ket . 
B) Mot e l pr opert y . 
C) Shipme nt of Goods. 
D) Coin-toss ing. 
E) No ne of th e above . 

t he ect urer? 
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, _.l u ':: s : -, ::, ;' ;', 2. _;' r =; .l. rs ·,., ~ ...... S':"' ~e -:-. 

c-1rci ~ :. 'n e 2..ns ·(1e r y o u c or,s ~ c e r :. :-1 e [i;Q s :, co r :- ec :.. 

g_u es t i on 

1 . A 8 C D E 

2 . A 8 C D E 

3 . A B C D E 

4. A 8 C D E 

5 . A B C D E 

6 . A B C D E 

7 . A 8 C D E 

8. A B C D E 

9 . A 8 C D E 

10. A B C D E 

1 1 . A B C D E 

12. A 8 C D E 

1 3. A 8 C D E 

14 . A 8 C D E 

15. A 8 C D E 

16 . A 8 C D E 

17 . A 8 C D E 

13 . A B C D E 

19 . A B C D E 

20 . A B C D E 

21 . A 8 C D E 

22 . A B C D E 

23 . A B C D E 

24 . A B C D E 

25 . A B C D 
E 
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Mr. Juan Aguayo 
600 Spruce Dr. 
Clarksville, TN 37042 

Dear Mr. Ag ua yo: 

98 

--LIE AUSTIN _P_E_A_Y 
STATE UNIVERSITY 

Clarksvil le. Tennessee 37044 

College of Graduate ano Proless,onal P,agrams 
P.O. Box 4458 
(615) 6•8-7414 

You r Thesis subject has been appro ved by the Graduate School. 
If, for some reason, there should be a drastic change in your 
Thesis subjec t, a re v ised proposal should be submitted through 
the same channels. 

Please contact this office if you have any problems or feel that 
we can help you in any way. 

S/,infl: 41JJL 
Udu&m H. Ell!: Dean 

Coll ea e of Graduate and 
Professional Programs 

WHE / bls 
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