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THE  SENDER-RECE IVER  MODEL  

 

The  sende r - rece i ve r  mode l  i s  t he  s imp les t  commun ica t ion  mode l

and  unde rp in s  mos t  o the r s .  The  sende r  has  an  idea  o r  concept

he/she  wan t s  t he  rece i ve r  to  app rec ia te .  Be fo re  any  u se fu l

ou tcome  can  be  ach ieved  f rom the  commun ica t ion ,  t he  rece i ve r

mus t  accu ra te l y  unde r s tand  the  sende r ’ s  i dea .  Th i s  means  t he

message  has  to  be  e f fec t i ve  i n  t he  rece i ve r ’  s  space ;  i f  t he

message  does  no t  engage  the  rece i ve r ,  t he  sende r  i s  was t i ng

h i s/he r  t ime .

The following are always determined for effective communication:

1. Identify the Message: What information needs to be communicated and why?

2. Target the Audience: Who needs this information?

3. Decide on the Timing: When is the information needed by the receiver for the

best effect?

4. Determine the Format: What is the best way to communicate the information?

5. Communicate and Review: Do the communication and review to see if it            

worked.
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SOURCE: THE SENDER-RECEIVER MODEL, DAVID BERLO, 1960.
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G  –  i s  fo r  g o a l  se t t i ng  as  a  f i r s t  s tep .   Wh i l e  t h i s  may  seem

coun te r - i n tu i t i ve ,  mos t  peop le  t ha t  you  w i l l  coach  know

what  t hey  wan t .   They  have  a  goa l  fo r  t hemse l ves  i n  m ind

bu t  no  pa th  to  ge t  t he re .

R  –  i s  fo r  r e a l i t y .  What  i s  t he  rea l i t y  o f  t he  cu r ren t

s i t ua t ion?  What  ac t ions  have  a l ready  been  taken?  What  i s

s topp ing/b lock i ng  you  f rom ach iev i ng  you r  goa l?  

O  –  i s  fo r  o p t i o n s .  What  a re  t he  pos s ib i l i t i e s ,  s t ra teg ie s

and  a l te rna t i ve s?  What  can  you  b ra i n s to rm  wh ich  wou ld

he lp  you  move  fo rward?  

W  –  i s  fo r  what  you  w i l l  do  to  de te rm ine  a  cou r se  o f  ac t ion .

What  a re  t he  obs tac le s  and  how commi t ted  a re  you?  What

way  fo rward  w i l l  you  p ic k  and  how w i l l  you  know you ’ ve

succeeded?  
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