L 9. Components,Tips,  Steps towards Social skills

Nature has designed us more for human interactions than for dealing with machines. The world, however, is heading towards significantly higher human-machine interactions.
Human-computer interaction is predicted to be high in the near future. The social human brain is not designed for this kind of experience. The symptoms are already evident. We are losing touch with the skills related to dealing with people.
As we communicate digitally in the form of e-mails, digital platforms and social media, we tend to expend emotions without awareness.
For example, when we are angry, we dispense our emotion by typing furiously and clicking the send button. We are unaware of our amygdala taking control over our emotions. This type of behaviour is termed as cyber-disinhibition. The social brain is disconnected when we are not dealing with people in flesh and blood
This makes social skills important to acquire. It is an intrinsic component of EI that needs to be developed and sustained, Social skills are the nutrition necessary for building and sustaining a healthy society. Absence of this skill can impact our family and social life. It would greatly impact our relationships with the near and dear ones.
Social skills constitute components such as influencing, persuasion, interaction skills, leadership and being liked. These skills help us to build effective and strong personal and professional relationships.
It is unlikely that we could develop social skills in the absence of self-awareness, self-regulation, self-motivation and empathy. Unless we are able to manage our self effectively, it is rather challenging to manage others using empathy and social skills.
Social skills are the ability to understand others and the manner in which they would respond to situations. It is also the ability to get along and influence people to cooperate. The ultimate outcome of social skills is to successfully interact with people, manage and adapt to their emotions and exert the necessary influence to get things done.
The traits of social intelligence are as follows:
· Build and value relationships
· Build trust in others
· Possess interpersonal skills
· Collaborate with others
· Develop the ability to understand others .
· Be empathetic and compassionate
Social skills help us to receive cues from people and make sense out of them. On the basis of these cues, we choose an appropriate behavioural response, simultaneously evaluating the consequences.
Apart from choosing the right response, we must also evaluate the impact it has on others. All of this is interwoven in the form of effective communication.
The nucleus of social skills begins with managing self (self-awareness, self-regulation and self-motivation). These are the components of intrapersonal skills which in turn lead to interpersonal skills or social skills.
Social skills are the catalyst for leading an endearing social life. It is laced with competencies of assertiveness, communication and conflict resolution, People with social skills are liked by others, tend to be less aggressive and are alert to situations around them. Imagine a person whom you consider to be your mentor. When you are faced with a difficult situation, you would most likely reach out to him/her in order to bounce off your thoughts and seek advice. The person whose opinion matters a lot to you must have high El with effective social skills.
THE CASE OF THE CHARMER
An organization involved with high-end consulting, based in India, had clients across the world. Consulting involved high-quality, efficient client relationship management. Servicing clients was a joint effort by the back-end research and sales team. On many occasions, when clients were not satisfied with the progress made by the organization, the charmer Sandesh was brought into rescue.
He had a great relationship with all the organizational functions and departments and, above all, a persuasive communication skill.
He was seldom seen shouting and yelling around, but all the team members would wilfully cooperate with him. His all-round abilities made him the favourite troubleshooter. He would pitch in and charm all stakeholders and solve issues to the satisfaction of customers. He knew when to apply the brake to prevent his emotions from going out of control. Being aware of his thoughts and emotions at all times, he would seamlessly change gears to overcome challenges. He would play by the rule book of communication and effectively steer through in order to get jobs done.
Social skills are not just about being friendly with others. According to Daniel Goleman, it is friendliness with a purpose. It is about developing mutual respect and healthy relationships in order to achieve individual and organizational benefit. Social skills may also be represented as relationship and stakeholder management.
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INFLUENCING
Influencing plays a role in helping others to understand and agree to your point of view without commanding, controlling or forcing upon them. When people do not agree with our point of view, influencing skills help us explain to them in a persuasive manner.
This skill requires us to deeply understand the other person's point of view, to modify our communication to align ourselves with their way of thinking. In order to sustain a healthy relationship, it is important to operate under the principle of mutual benefit.
We must be adaptable in order to be socially intelligent. Influencing is more of a dance against the backdrop of give and take. This skill plays a major role in the world of sales, public speaking. politics and many other professions.
BEING LIKED
In order to develop social skills and build effective relationships, it is important to be liked by others. To achieve the same, we must necessarily understand the perspective of others and modify ourselves suitably.
During a conversation, the focus should be on mutual areas of interest in order to create likability. Particularly when initiating a conversation, it is good to begin with a subject appealing to others around us, rather than being confined to what we wish to talk about.
We could always come around to subjects of our preference after we have comfortably established a rapport.
Genuine appreciation and recognition of others help us connect instantly. Many people are obsessed with themselves and their achievements, narrating them mercilessly to the discomfort of others.
Once we give equal importance to the interest of people around us, we tend to connect better. The right manners and etiquettes displayed during social interactions make us more likeable. Unless people feel respected, they are unlikely to accept our point of view gracefully.
PERSUASION
Persuasion is a well-blended cocktail of rational point of view and emotional feel for the subject. Without either of them, it is hard to be persuasive. More often, it is the emotional component which is miss-ing. Persuasion is displayed through body language, which in turn is generated by genuine intent and integrity of purpose. Telling is not persuading, neither is speaking. Initiating conversations with a pleas ing disposition and a warm and enthusiastic smile is half the battle won.
SOCIAL LEADERSHIP
Being an effective leader in society is significantly more challenging than in a formal organization or institution. Leadership in society is demonstrated devoid of authority or hierarchy with no well-defined roles and responsibilities. The ability to influence thoughts and actions for the attainment of a common goal is no mean achievement.
It comes from influencing and interpersonai skills, team building capabilities and being a role model.
Leadership is a social skill as it deals with influencing minds. The essence of a modern leader, in the 21st century, is 'feminine' by trait. Today's leaders, with an ambition to grow professionally and personally, must-have traits such as flexibility, balance, under-standing, empathy, humility and openness. All these are termed
"feminine' traits according to John Gerzema, the author of The Athena Doctrine. These traits stem from EI replacing traits that were popular in earlier centuries, such as aggressiveness, command and control approach.
COMMUNICATION
The art of communication is the binding glue for all social skills.
Social traits cannot be translated into action in the absence of good communication. Be it influencing, being liked, persuasion or social leadership, none of these can be exercised in the absence of effective communication
The essential part of communication is listening, body language, tone of voice, facial expression and choice of words. Body language is the fuel that drives effective communication. It is but natural for people to be attracted to good communicators, who effortlessly exercise all components of social skills.
STEPS TOWARDS SOCIAL INTERACTION
Each interaction is an opportunity to build and nurture a relationship with others. The process of social interaction could be broken into stages for better understanding and demonstration.

Steps towards Social Interactions
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The first step towards social. interaction is to listen with genuine intent in order to understand. Listening is the component commonly missing in social skills. The ability to listen to other people without interruption, offering advice and prescribe remedies only after deeply understanding their situation and point of view plays a major role.
As Dr Stephen Covey puts it, the one who listens does more work.
Without a doubt, listening is the first step towards building social interaction.
Mirror the Behaviour
This is a form of psychological dance performed to build relationships. The method is to adapt to the behaviour of the person we are interacting with. The trick is to mirror their behaviour in order to win their interest. The premise in action here is that people love their own behaviour, which has helped them with their achieverents so far. For instance, if the person we are interacting with sends a friendly vibe, we need to reciprocate the same. If the person demonstrates a high level of attention to details, it is good to mirror this attribute.
This enables us to establish connect instantly. This is an important social skill to imbibe.
It does not mean that we have to permanently change our behaviour.
It just implies that we must develop flexibility and ability to adapt in order to bring about an instant connect. This trait is seen in action when sales professionals interact with their clients. They need to adapt quickly to different customer behaviours to build a social connect.
Communicate
The importance of communication has been highlighted earlier.
Once the initial rapport is established with listening and mirroring behaviour, effective communication takes the interaction to a higher plane. If either listening skill or the ability to express oneself is not good enough, it creates an impediment in building social relationships.
Relate
The ultimate aim of social skills is to build rapport with people. It is important to relate to the needs and wishes of the person we are interacting with. Once we establish trust and rapport, it paves the way for building strong relationships. A socially educated person operates purely on the principle of give and take. Social skills, built only with the intent of driving self-interest, cannot be sustained in the long run. All successful social relationships operate under the paradigm of mutual benefit.
LEVELS OF SOCIAL INTERACTION
During social interactions, we tend to build relationships in stages.
Levels of interactions are involved in the process that starts with being a stranger and concludes with achieving an effective social connect. This often can be witnessed when we interact with unknown people at the airport or any other public space. In social interactions, gaining mutual comfort happens gradually.

Levels of Social Interaction
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The levels of social interaction are as follows:
· Warming up: Conversations initially start with an exchange of greetings and pleasantries. It begins with small talk and general enquiries among people and gradually expands to subjects of mutual interest.
· Exchange of information: Subsequent to the exchange of pleasantries, the interaction graduates to sharing of information.
This stage emerges once the initial comfort and trust are established. The interaction tries to find a common ground based on the information shared. This enables further progress towards strengthening the relationship.
· Conversation: Sharing of information further leads to conversation based on the information shared about each other. At this stage, mutual interest and common points of view, likes and dislikes are established. Exchange of opinions becomes more liberal and those who are interacting tend to agree and disagree freely on various points of view. At this juncture, if they do not strike a common ground, the conversation most likely ends.This is the stage where people judge each other. Their judgement determines their willingness to proceed further or end the interaction.
· Emotional connect: Once common ground is achieved, an emotional connect commences. Thase who are interacting start sharing personal experiences and opinions, develop an emotional connect and a liking for each other. Once this stage is reached, there is a very good chance for the relationship to continue.

TIPS FOR SOCIAL SKILLS
The Challenge of Being an 'I' Specialist
People whose focus is on the 'self and I are the I specialists.
With a self-centred approach, I specialists create a distinct barrier in building social relationships. Those who are obsessed with I' syndrome are seldom popular in social circles and are generally avoided. No one wants to listen to people blowing their own trumpets.
I' specialists are generally insecure about themselves due to lack of self-awareness and reduced self-esteem. They have the obsessive need to talk loudly about their achievements, irrespective of people's interest. This has to be avoided by those wishing to master the skill of building effective social relationships. It is about timely 'self-disclosure which is nothing but understanding exactly when to disclose personal information and attainments.
Tolerance towards Dislike
Be it people, food, things or environment, tolerance is an important trait that is needed for being socially intelligent. We might dislike many things around us. It is, however, very important to ignore or accept shortcomings in others, depending on the situation. We must recognize positive aspects in people that will facilitate the building of social skills. Those with strong likes, dislikes and preferences do not connect with athers easily
Use of Humour
The two dimensions of humour are receiving humour gracefully and using humour appropriately. At times, people are good at using humour but not sportive enough to receive the same. Humour is a potent weapon not only to dilute tense situations but also to build comfort and rapport with people around. Self-depreciating humour is often an effective way to build approachability. Of course misplaced and untimely humour is counterproductive.
Being Helpful
Offering a helping hand when others are in need lays a strong foundation in building relationships. If done with no expectation, the act of helping gains more significance and recognition. Most of the times, small gestures go a long way in developing a strong bond with one another. Rendering help to those in need builds a strong emotional connect with people.
Being Inclusive
It is important to connect to a larger number of people in social gather-ings, rather than being confined to a few known people with whom we are comfortable. Instead of creating small groups for interaction, we must be inclusive. Meeting and interacting with new, unfamiliar faces is necessary for achieving more aeceptability in social circles.
Social Human
Imbibing the traits of a social human goes a long way in helping us to achieve success in our lives. Some of the important social human traits that help us build relationships and networks are as follows: thinking of mutual benefit, understanding group dynamics, handling conflicts effectively, persuasive communication, walking the extra mile with people, empathizing with others and willing to celebrate.
Due to the onslaught of technology, we are debilitated in some of the aforementioned traits. In order to effectively demonstrate the social human in us, we need to consciously learn, practise and develop these traits.

Dimensions of Social Skills
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Social interaction starts with ‘warm-up’ conversation and
moves on to the exchange of information and personal
details before establishing an emotional connect.
Focusing on others, rather than being an ‘T" specialist.
Tolerance towards dislike, use of humour, being helpful
and inclusive are tips for improving social skills.
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Salient Points

« Building social skills is important as we are designed more
for human interactions rather than with machines.

« Technological advancement has led to increased human
to machine interactions, leaving us wanting in the area of
social skills.

« Acquiring social skills offers competencies such as the
ability to influence, assertiveness, communicate effectively
and resolve conflicts.

« Social skills allow us to be persuasive and be liked by
others.

« Listening with genuine intent, mirroring behaviour,
communicating with clarity and building a good rapport
with people are vital social interaction skills.





