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Definition of Noise 

WHAT IS NOISE? 

Classification of Barriers 
INTRAPERSONAL BARRIERS 

• Wrong Assumptions 
• Varied Perceptions 
• Differing Backgrounds 
• Wrong Inferences 
• Impervious Categories 
• Categorical Thinking 
INTERPERSONAL BARRIERS 
• Limited Vocabulary 
• Incongruity of Verbal and 

Nonverbal Messages 
• Emotional Outburst 
• Communication Selectivity 
• Cultural Variations 
• Poor Listening Skills 
• Noise in the Channel 
ORGANIZA TIONAL BARRIERS 
• Too Many Transfer Stations 
• Fear of Superiors 
• Negative Tendencies 
• Use of Inappropriate Media 
• Information Overload 

Barriers to 
Communication 

DEFINITION OF NOISE 
Imagine you are a junior executive who has just joined as a 
trainee in an automobile company. You go to meet your boss, 
to seek permission for visiting the automobile exhibition 
being held in Delhi. While you are talking, two of your col­
leagues also arrive to get your boss's signature on some bills. 
You fall silent while he signs the bills. After they leave, you 
resume talking but you find that your boss has not really 
grasped what you have said earlier. You later analyse this 
situation, and realise that your colleagues' intervention led to 
your boss's lack of concentration. As the sender, you had 
patiently tried to express your wish. But because of 'the noise' 
or interruption by your colleagues, the receiver, your boss, 
could not decode your message fully. Hence the communi­
cation process failed. 

All of us have come across such situations while communi­
cating with parents, friends, or colleagues. Just as we realise 
the importance of certain resources only when there is a 
shortage, we become aware of the importance of effective 
communication only when there is a breakdown in the pro­
cess. But with conscientious efforts, we can avoid such failures 
in our communication and make it more effective. The 
discussion in this chapter on various types of communication 
barriers will enable you to identify and understand them. This 
will l'11able you to overcome such barriers and become a better connnunicator. 
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. mrnunicanon IS the omphalos of all the bu . 

Communication is 
effective only if it 
creates the desired 
impact on the 
receiver. 

w that eff ect1ve co . . Sllles., 
We all kno . . Even a slight break m commurucation flow 
. . . f the organizanon. . . . can 

acuv1ues O . f the message. Commurucation IS effective only if . 
d · understanding O • It 

lea to mis . . act on the receiver. It has been found that technua/, 'omtnunicatum 
creates the desired imp . . 0£1 . eral-purpose communuatzon. ten, managers get frustrated 
is as difficult, if not more, as gen . . . 

. d d p saym· g that nobody m the orgamzat10n understands 
in their efforts, an en u . . . . 

M loyees fail to listen attentively dunng meetings, or send mcom. 
them. any emp . . . . 

h 
'bl b · s letters Such situations anse due to madequate communication pre ens1 e usmes · 

skills. 
There are numerous such problems associated with communication. These 

need to be addressed in order to ensure that no hiatus occurs in the communication 

cycle. Problems usually arise because wrong assumptions are made about the 
person to whom the message is being sent and sometimes about du message itself. For 

example, if the sender of the message is talking about a technical proposal he 
would be wrong if he makes assumptions about the level of technical knowledge 
of the receiver. The problem can be resolved to a great extent if the sender of the 
message analyses his message thoroughly and anticipates the likely response before 
sending it. This will considerably reduce the chances of communication failure. 

If you find a communication error in your message, how should you rectify it? 
Try to solve the problem · di t 1 · · ais . _ imme a e y m an appropnate manner. You could o 
thmk about how such errors could be avoided in future. 

If your communication fail t k h • . s O evo e t e desired response, following these five 
steps will set you back on the right path· 
• Identify the problem · 
• Find the cause 

• Work on alternative solutions 
• Opt for the best solution 
• Follow up religiously 

The first step is the . 
th . most difficult-' d tifyi. ali ere IS a problem when d 1 en ng the problem. You first re se 

· d · you o not · 
to 1 entify and analyse th bl receive the desired feedback. Next, in order 
the feedb k v e pro em, it is d al ac · ror example man atory that you carefully an yse 
and until th ' your boss ha k 
r e next month yo h s as ed you to write a bimonthly report 
ior the dela y, u ave not prod 
Th y. ou reply that uced one. The boss reprimands you 

e problem her . you Were asked . th] , 
to you b . e is, to you the t . to produce the report bunon }· 

r oss it rn erm bzmonthl 
that himonthL eant twice in a month L ry meant once in two months, whereas 

ry means • · ater yo 1 k d fi d I laving idc .fi once zn two months ' u 00 up the dictionary an Ul 
nti 1cd th as Well · 

caused it. In tt . . c problem y as twzce a month! 
. n1s s1tu·1 . ' ou come t h h t 
J.S to explore !)< .. ·, 't1011, we could s· . o t e next step of finding out w a 

Jss1ulc: . I . ,ty It wa tJ 
so Ul1ons. In ti . s 1e choice of words. The third step 11s case (he 

' a way out would be to choose 
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Noise here does not 
mean cacophony, but 
a break in the 
communication 
process. 

Barriers to Communication 23 

words which are more specific in their meaning. Be aware of the subtleties of the 
language. After thinking through the alternatives, apply the best solution that not 
only solves the problem, but also does not create any new difficulties. Hence, 
instead of using the troublesome term bimonthly, you can use either twi.ce in a month 
or once in a fortnight. After successfully completing all the four steps, you come to 
the last step, namely following rigorously. This means that you must implement the 
best solution relentlessly. Having once come across a particular communication 
barrier, you should make a conscious effort to never let it crop up again. 

Let us now look in detail at the term noise before going on to consider the 
different barriers to communication. 

What is noise? 

Any interference in the message sent and message received leads to the production 
of 'noise'. The term communication barrier, or that which inhibits or distorts the 
message, is an expansion of the concept of noise. Noise here does not mean 
cacophony, but a break in the communication process. If noise occurs because of 
technological factors, it is a smaller problem as it can be removed by correcting 
the technological faults. However, if the noise is due to human error, the parties 
involved in the communication process need to take corrective measures. 

A barrier acts like a sieve, allowing only a part of the message to filter through; 
as a result, the desired response is not achieved. To communicate smoothly and 
effectively in an organization, irrespective of your position , you need to know 
how the barriers operate, why they cause misunderstandings and how to mitigate 
their negative impact. 

CLASSIFICATION OF BARRIERS 
H ow often have you said, 'I meant to say this and not that'? Even with the best 
intentions, communication barriers crop up and our •,vrinen and spoken messages 
are misunderstood. If we classify these barriers according to the processes of 
message fo rmation and delivery, we ge t them at three levels: 
• lntrapersonal 
• lmerpersonal 
• O rganiza tional 

lntrapersonal Barriers 

l ridividuals arc un ique lwca ust· of tlwir idiosyncracies. This is mainly because of 
difl<·n·r11 <· ., iu t·xperic· 11ce, <' d11 ca tio 11 , va lue, a11d persu11.tl icy. E.1d1 of' us in tl'rpret 
tlw sa,11<- irifor rnati cm i11 dil li-n·nt ways as um thinking varies. Cenain common 
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24 Technlca • d' idual's inbuilt barriers. Let 
nsible for the an m iv • 

causes are rcspo h I d to these intrapersonaJ bamers: 
the causes listed below t a t ea 

• Wrong assumptions 

• Varied perceptions 

• Diff cring background 

• Wrong inferences 

• Impervious categories 
• Categorical thinking 

Wrong Assumptions 

- - -
~ . ~ 

~ r= 
. ~ ~ 

M any barriers stem from wrong assumJ>tioa,_ 
example, when a doctor tells his patient that lie 
take some medicine only 'SOS', without 
whether the patient understands the term 'Q, 
creating a barrier in their communication. H 
doctor has made a wrong assumption about .bi, 
level of knowledge. Wrong assumptions are 
made because the sender or the receiver doe, Di 

adequate knowledge about each other's 
entertains certain false notions, which are fiml i 
mind. Sometimes the speaker does not rem dlll 
grounds, education, and experiences of different 

'Take the medicine only SOS.' can be different. A skilled communicator .kceJM 

Ti issues in mind to prevent them from becoming · o strengthen your skills as a . 
listener Th· . . communicator try to put yourself in the shoes 

· 1s exercise will prev t aki .1.. · 
V: . en m ng Wrong assumptions about 1,111, arted Perceptions 

We all know the story of the . b . 
The elephant is p . SIX lmd men and their description of an 

erce1ved by each rd, 
1 and a tree. None of th bi' man as a fan, a rope, a wall, a SWO 
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To enhance your 

communication skills, 

it is necessary to 

know the background 

of your audience. You 

can accordingly use 

that information to 

construct your 

message. 
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touched by each man was compared with various objects. This is how an individual 

perceives reality. 

Similarly, individuals in an organization also perceive situations in different 

ways. Let us take the case of an altercation between two individuals. If you are 

close to one of them, you are likely to be biased. You may perceive your friend's 

arguments as correct, and hence, may not be able to appreciate his opponent's 

point of view. It is all a matter of perception. The best way to overcome this 

barrier is to step back and take a wider perspective of the issue. 

Differing Backgrounds 

No two persons have a similar background. Even siblings differ in their genetic 

inheritance. People vary in terms of their education, culture, language, environ­

ment, age, sex, financial status, etc. Our background plays a significant role in 

how we interpret the message. At times, something not experienced by you earlier 

will be difficult to interpret or appreciate. Think of a class where the professor 

talks about his rock climbing adventure. Those students who have had the experi­

ence of trekking may be able to appreciate the professor's talk, while others who 

have never been trekking may not find it interesting at all. 

A computer company representative would not make much sense to a group 

of doctors if in his presentation he goes into details about the hardware aspects 

of the computer that he has plans to install. 

To enhance your communication skills, it is necessary to know the background 

of your audience. You can accordingly use that information to construct your 

message. 
Empathy or identification with another person is the solution to this barrier. 

Make an effort to understand where the listener can.find it difficult to comprehend the message 

because of the difference between your background and that of the listener. Use language 

understood by the receiver to avoid ambiguity and reduce multiple meanings in 

your communication. The meaning of the word resides in the mind of speaker; 

therefore, one ought to be cautious while using words. 

,...,_ 
~ 

,., . 
~ . 

'While on a climb ... sunglasses save you from glare ... Jumar helps you to pull yourself ... .' ('"' ':;\' 
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Confusablos 
Common groups of words are sometimes contused or ignored by users. 

At1ility Is a skill that you hRve mastered through study or practice. Capacity refers to innate 
If somethin!~ affects you, it has an effect on you. To effect something however means to make 
happen: 'The new Mnnagement wanted to effect drastic changes, but the unions felt these would 
affoct work1ers.' 

The 1~mlt_ipk me,~ nings of a word increases astronomically the Problia 
nmmnm1rat10n barners. A word can have several connotations and •· 
Tl~c mo'.-e a word is prone to multiple meanings, the greater are the chanc:a 
bcmg m1surnkrstood. A conscientious speaker is careful to e Iain his 
context by rephrasing and repeating words that can be conf':ing. 

When writing or speaking: 

I . Think of your audience How 11 d th 
much do they know abo~1t yow· wl e . ;> o ey understand the language? 

•J c l ogic. 
~. ue ert vour words ",;U1 c . . · ..., a1 e especially t h · al 

to ,·our audience's 1.,, ' kill ec me terms. Words must be 
,, , . · cu1guage S • s . 
..), It you hm,e to use slio-htl diffi 

P
. t' t> Y 1cult or unfamili els · , •"-
,ll't o your conununicati ar wor ' try to explain UP 

+ D , r. on. 
. on t iall into the trap h 

audience could get put o~f ;wever, of oversimplifying your language; 
Feedback serves as ai ffi . you use words that sound babvi~h 

has be < 1 e ecuve bar ,- . 
. en Put across. Ask ili . . ometer to find out if the intended 

questions on ·l e I ece1ver to h 
. ' ' 1at was said E . parap rase the message and alto 

\\ ords merd . · Ven if you h 
clea.rlv , y _to unpress. Rather th ave an extensive vocab~ -

. as possible use em to express y "d ..!.-.If W · our 1 eas as SJl"f'"I 

. rong Inferences 
\ ou ha\' . e t eturned fr 
are absent. They d I 0111 a business trip and 
dr,\w a n i 

1
, 0 not turn up r. , you find that two of vour 

n erence I 101 several d , 
prollloted and , , t lat they have b . ays. Since there is a recessioll°' 
co,!/· · se:nr to een laid off. Th . us1a,,. lt has 

1 
. another de · e fact is that they ha" 

exists . l,1ppenf'd b partment Th. . . 
· '111d What , ecause y C'. • • ts Is an example of 
l11r\' . )ou had ou tailed to d' · . 

. 1 enc\'s ar . assumed t . . lSltngmsh between what 
'>lop,, ~ . t 11lore d o exist. 

Ill g-o .. · rarn• · 
lor >n . . . s,1p a11d r ,lt1c than f; , • 
S) ~:i-11>h ''11>11, d s '"h1•1un,1our to burrreon Iatf~s, and for this reason they gi'/t 

•~ ,11 > I 1 t 11·v . ,:-, · 11 eren 
••11do1l '')~1s, n11rk . . ,111,llysl'nn1•··~ , cessupportedbyfactsare 
f ll'r~ ' (' l111 ,. . ' (:l I,u sol . 
,11 t11,1t I . 11111,1 ,,·ork g S\h'cialists act . ' . 'e problems and plan P 

1 •lt,1 \\' nn , . .· ' ' ' en1se • . · h1•n 
1 

• •1110us pre . rs, archnects, engmeers, 
.l t t'sen . 111 ises and d . 

ting anv int; raw mferences after 
. erence i h _.t. n t e course of your 'lf/UI~ 
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'fi J ' 'd ' •· · · n' to remind yourself could use quah 1ers sue 1 as eVJ ence suggest , or tn my opm10 

and the receiver that this is not yet established as fact. 

lnripervious Categories 
In general, we react positively to information only if it is in consonance with our 

own views and attitudes. Conversely, when we receive information that does not 

conform to our personal views, habits and attitudes, or appears unfavourable 

to us, we tend to react negatively or even disbelieve. Rejection, distortion, and 

avoidance are three common undesirable and negative reactions to unfavourable 
' ' 

information. 
Advances in communication and technologies are so rapid today that many 

people have difficulty in quickly adapting themselves to these developments. 

Instead of taking advantage of these developments that expedite the communi­

cation process, they tend to resist and criticize them. This is a result of having a 

closed mind. Such people are called misoneists. 

They tend to ignore variations and differences, which lead to unreliable con­

clusions. In some people, certain prejudices are so deeply embedded in the psyche 

that these cannot be challenged. 

Similarly, people who are very rigid in their opinions may face problems in 

communicating effectively. For example, one of your fellow students may think 

that only students of science are good in reasoning; another might be of the 

opinion that young executives are more efficient than older ones. Such people fall 

into inlpervious categories, because they may not be able to accept any deviation 

from their points of view. 

Categorical Thinking 

People who feel that they 'know it all' are called pansophists. This type of thinking 

exists in people who feel that they know everything about a particular subject, 

and therefore refuse to accept any further information on that topic. For example, 

in a General Body meeting of your organization, you are to be briefed about 

the annual budget. However, you do not pay attention because you feel you have 

already been briefed about it by your secretary the previous day. Later you 

propose tha t new vehicles have to be bought. Imagine your embarrassm ent 

when you realize that the topic was discussed and a decision had a lready been 

taken in the General Body meeting. This type of thinking can pose a major barrier, 

lc:ading to a failure in communication. In such instances, the rece ivers refuse 
i11 forrna1ion because of their 'know-it-all ' a ltitude. 

T iu- d w· to ddcclin l-{ this harrier in othns a nd omsdws is tht' ust' of words 

lik(· all, alway1, ,v,~yhody, ever_ythi11f!., fll/'(Y ti111r and lhl'ir opposill'S likt' mmr, 11r11rr, nobody, 

and 11olh i11f!. . If' a rr11·ssa l-{t' c·1J11tai11s too 111a11y ol' these wonl~, then tht're is a fair 

chaiwe of' of' tli e c·o1111111mil'atio11 gl'lti11g distt>rtl'd . Tu avoid this barrier, substitute 

l 

It 
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.th hrases like. ·n appear~ . ·e unaware of the rest of tbe 
,,1 p . . admH that )OU a1 
sufficient. It lS berter r~ 

than ,ronewalling. 
rawer : d communicarors should: 
To sum up . .:,oo 
• Be non-judgemental 

• Be emparhecic 

• ;-;or assume anything 

• Stick ro the subject 

• Listen and abO\·e all paraphras~ . . 

H . t remenJber that the generahzat10n does not oweYer, :OU mus 

good in all situations. 

lntE~rpersonal Barriers 

lntrapersonal barriers stem from an individual's attitudes or habit,, 
interpersonal bani.ers occur due to the inappropriate transaction of w 
two or more people. The two broad categories into which this 
classified are: 

• Inefficiency in communication skills 

• ~egative aspect nurturing in the climate 

Interpersonal barriers creep in as a result of the limitations in the 
cation skills of e~coder or decoder, or both. In addition, they may also 
cause of. so~e disturbance in the channel. If there are two people • 
com.mumcat1on, the traits that distinguish th . d' 'd al 
cause f . em as m IVI u s can 

i o a :ommumcation problem. 
In a busmess environment we . • 

we dlo it· h · ' neither attempt to change these 
, owever, we can underst d th 

that lead to commu • . an e role of differences among 
n1cation breakd Th 

personal barriers are: owns. e most common reasc>DI 
• Limited vocabulary 

• Incongruity of verbal d 
~ Ennotiona} outb an nonverbal messages 

C ursts 
• om · 

mun1cation selectivi 
• Cultural var· . ty 
• R . 1ations 

00r listening kill N . s s 
• . o1se in the h 

c annel 

Lintited Vocabu1 
An i1:1a<.1t-q . a.ry 

Uc1te Voc·tb 1 
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.... r,; ,~~~ ii-... ~~ t"tl, Ct\\.,,;~ ~\.Xl f styli? \.'If $j..~lh.il)9 Of \\ Ti tmg 3,..'\.,--...'lf\.illl\,l to th~ <X.-'\.'d:i11.'0. 

o. J..irgon Un.~ss ~'-"-Ir t-1rp~t dlh.i il?J)\_~ is in fhd .._,)\.'I\\ , J--l!~VI ttlt"-1$ to put t'\ff ~~'f'ltJ. AV\)1(1 1tl 

.... New words -A,$t as \\01~~ ffill intl:'I di$u~~ and vanl$h tn.·,n-1 th~ lan!Jlli\!lt'. rww W\inis ~r~ c,111s l,111lly 
~-,; a~--"-.t &'-11<? \\\.'f\::i:s " ill l..'lBt dr'IJ ~"0011:1 " '\~ty U$~t oth~rs ~111 tudt1 .-twdy. w1111i, it 1s i11 h1111:,1111u 
t.:' tr'_, 0'..Jt 1'1<?\\ \\..:'n.1$-.. t'<:~ Wdf) 0f ~ i119 to Svurxi 't:lshivtMl,1~· ~11 tht1 t1111tJ , or J".IU will cmd up hll 11,,11111 

S. ~tence construction L~'lrn h,.,.,w \\\'l f\.is "'-'Ii,,. in B~n~rx~s ~fl..,ra ~'\XI c::tn s tmt lit•wl, 1p111!J y, u1 r 
,.__,','l.t\..,'V~ . 'P.lis \\ ill g~i>tty ~t?fit ~,.."U, ~~~ial~• in writing. 

~- Unoerstand word structure M. .. -lny "\m.is ha\'e t\.'tnllll'fl tiuikling bkx-1,..s'-try tn f1i1u1 tl ,1ut hnw t111~sn 
"~"- .\$0 ~ to ur~rst:md M \\• et.'\f'linx-.n rf't:)fiX~ and sufti,~ are UBt?d in constn11·th111 11,,w w,11,1~. 

10. Enjoy the language! En9liBh is an ama::in9ty c~ative. flt?, ible lnn9ua~1 1:1. C,'\pdl118 of tts:-11n11111 1111 !J 
, .d'X',1$ 1riflL,e~~s and €1-\Pt-e-.,~ng subtletit:'S of thou9ht. As Tlx'lnas C-dr~ le Sclit1. ·s~ n, 1t th~ s l11Vt1 , 1t 
\\\."''-1$._ C\.'l('l't ll?t "'-"'£\18 ~'-are y\.'lt-rather. gt.'!t a hold on them and enjl'IY using th~m in y\)ur sp,1t1l,.111u 
.:l.""J \\:-it>,9 . 

\\\.Wli:: :-.hl'Hld l'<.' .1b$.\,lntdY \·k.1r tl, tlw l'l.''l.'l'in•1: Puri11~ \\111r spc<'l·h. if , ,1u .,rr 
,\I •1 k,~ t~,r \\\ll\k "'Hr \'\ll\\l\Hlt1i,-.Hil,n \\ ill l'c' n·n indlixtin\ and ,·,,11 "ill lt-.,, ,:­
,1 p,.,,r impt'l'.':-.si,,n ,,n the .rndic'l\\'l'. l )n tlw ,,tlwr lu11d, if , , 111 h.wr .1 Y.1 ric•d .111d 
~ub::t.mti.,1 \\,·.,buLln: \\'\I ,·.u, crt'.lh' .u, i11dclihk imp1\·ssi,,11 ,,11 "'"r lis1c·w·rs. 

r\., l\'l\ll'llllx-r .ils,, th.It l\\l't't'IY h,\\'ill~ ., ~,1,1d \\"-'.lb11L11'\' is ,,r Ill\ \IS(' llt1kss 
the• ,-...,mmunic.11,,r \...ill'"~ lll'" ll' IISl' it . l'hn,·1~11,-. ,,iw slll111ld 111.1\...c c,1t1st.1111 
ctl~,ns h' i1i...·l\',IS<' ,,11c's \\l\'.1h11l.1n lw \\'~111.\rh l\',1di11~ ;1 , ·.,rict,· ,,f h,1,1\...s .,nd 
h,1c11m~ ll' n.uin· s1'<.·.1l-.n~ ,,f tlw L111~u.1~t·. 

lncmwTuitv of Yt'rbn.l and Non-\'e:>rbal ~lessn~l'S 
~ . " 

\m.1~itll' ., ,1tu.11i,,11 "hen- , ,,ur t '. Fl) i111n,d111·c·s the· II<'\\ h l\',Tllll('d 1111ddk ln·d 
111.m.1~,·r h' tlw ,1tlwr c111pl,,\\'t'S. \11 .-.. sm.1ll S}'<'('d1, lw r,, 11,,·, -:-. the• 111c•s..-;,1~,· 1h.1t 
ht· b \t' I'\ dch,.:htc'tl to h.1\t· th(' lit'\\ m.111.,~\'I' .1pp,,i11ted in his ,,tli,·c-. l l,1,H'\ ('r, 
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you are asked to address the same employees, you are unable to put your point 

across, as you are flushed with anger. Despite the fact that you are a confident 

public speaker, your communication failed as you were overwhelmed by your 

emotions. 

In most cases, a moderate level of emotional involvement intensifies com­

munication, making it more personal. However, excessive emotional involvement 

can be an obstacle in communication. For example, extreme anger can create 

such an emotionally charged environment that rational discussion is just not 

possible. Likewise, prejudice, stereotyping, and boredom all hinder effective 

communication. Positive emotions like happiness and excitement also interfere 

in communication, but to a lesser extent than negative feelings. 

Emotions are an integral part of our being, whether in business or personal 

encounters. By sharpening self-awareness, intuition, and empathy, emotions can 

help in developing an environment highly conducive to good communication. 

Yet, situations often arise where people react negatively. Depending on 

their nature and the situation, this negative reaction may either be classified 

as hostile or defensive. Hostility can be considered as a move to counter­

attack the threat, whereas defensiveness is resistance to it. Both occur in 

situations where the receiver of the message perceives some kind of threat. 

Both these responses have an extremely negative impact on the communi­

cation. Messages are either misinterpreted, ignored, or overreacted to by 

people displaying such behaviour. Those who witness such behaviour are 

most likely to lower their opinion about the sender of such messages. 

It is important to maintain one's composure in all kinds of communi­

cations. Viewing issues from different perspectives helps develop objectivity 

and rational thinking, which in turn can eliminate many of the causes of 

hostility or defensiveness. 

If you are confronted with such negative behaviour, it is essential that you do 

not retaliate. The person displaying these emotions should be calmed down. He 

should preferably be taken to a quiet place to try and sort out the problem that 

caused his emotions to spin out of control. 

Usually, in such exchanges, the volume of both the sender and receiver 

increases, with stress more on the volume than on the message. Therefore, it is 

important that the situation be checked at the outset, when the volume increases. 

Communication Selectivity 

If you are the receiver in a communication process, and you pay attention only to 

a part of the message, you are imposing a barrier known as communicah'on selectiuity. 

You do this because you are interested only in that part of the message which 

may be of use to you . In such a situation, the sender is not at fault. It is the 

receiver who breaks the flow of communication. 
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Cultural Variations 
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