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Introduction

All Praise is for Allah, Lord of the Worlds. May blessings and peace be upon our
Prophet Muhammad and his family and companions. As for what follows:

Presentation and Delivery involve exchanging information between the speaker and
the audience within the appropriate social context and cues. This interaction allows
the transmission of ideas, information, and stimuli about a particular issue, abstract

meaning, or reality.

To become a proficient public speaker, one must utilize certain mental, epistemic,
cultural, and psychological features of presenting. It is also important to use a
diverse variety of presentation methods that establish rapport and avoid methods
that create a communication gap. This will make the presentation more effective and
engaging for the audience.

During public speaking or presenting, it is crucial to be situational awareness by
paying attention to the audience’s body language. This will help you determine
whether to continue or pause the conversation. Awareness of the situation will also
help you determine the appropriate responses to use when presenting.

Success in presentation skills depends on the presence of a set of general and
technical qualities and characteristics. These qualities are combined in the narration
mentioned by Al-Bukhari on the authority of Ali (may Allah be pleased with Him),
who said, “Inform the people at a level they comprehend. Do you want Allah and
His Messenger to be rejected?”

Osoul Center, in collaboration with the Pathways of Excellence Training Center,
have prepared a training module entitled Presentation and Delivery. The training
module helps non-profit workers communicate effectively with the public, directly

> or indirectly.

and Deliver
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Detailed objectives
By the end of this training unit, the trainee will be able to:

B Identify the definition of communication in theory.

B Sense the importance of utilizing communication in Da’'wah.
B Participate with communication techniques used for Da’wah
4]

Cooperate in presenting the ideal Da'iyah that holds general and
technical skills in the field of Da’'wah.
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Communications Definition

Hofland’s Definition

(Communicationis the process by which the communicating individual
transmits stimuli). This definition is also agreed upon by (Redfield)
who states that communication is “The wide field for exchanging
facts, experiences, opinions, and information among members of the
human community.”

(Jihan Ahmad Rushti’s) Definition

— Communication is “the process by which the receiver and sender of a
A Mmessage interact in certain social contexts. In this interaction, ideas,
— Information, and stimuli are transferred between individuals about a

c specific issue, abstract meaning, or specific reality”.
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(Zain-ul-Abideen Al Rakbani’s) Definition

Communication is “the humanitarian effort to establish a connection
with people or improve a connection on an ideological, professional,
or interest-based basis.” This is confirmed by Allah’s statement:

{And We have [repeatedly] conveyed to them the Qur’an that they
might be reminded.} [28:51]
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Communication Dynamics

Mind-based
Activities

Because both sides will
remember the word:
Hello.

Psych-based

Activities

Because the
exchanging of
greetings is social
reaction.

63

Knowledge-based
Activities

Because both sides
know the word and its
meaning

Culture-based

Activities

Because both sides
use language, and that
particular language is
an integral part of their



Communication Methods

@ Methods

The Aggressive Blaming Method

A person who uses this method tends to interact with others
in a demanding tone and has been likened to a camera that
constantly depicts the mistakes of others and criticizes them.
The ultimate goal of this blaming person is always to achieve
victory and control in his relationships.

Bl The Appeasing Non-Assertive Method
People who adopt this method try to please others, deny
themselves, and seldom refuse anything. This method of
appeasement is characterized by the fact that one cannot
decide on a specific issue or decide on something.

B The Mentality Method

This method depends on mental processing and requires
calm, sobriety, and balance. They often hide their feelings.
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B The Depraved Monopolistic Method

This method is characterized by a lack of integration

into situations and achieving self-fulfillment by avoiding
uncomfortable situations. If this is not attained, they resort to
depravity.

H The Clear Direct Method

This method is characterized by expressing personal views in
different situations, even if those views differ. People who employ
this method depend on the principle of respect. They bypass the
intended differences for the sake of being different.
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Elements of Communication
Bl The Sender

This is the message’s originator; it may be one or more people
who do this simultaneously, and the sender may turn into a
receiver and vice versa.

H The Receiver

The receiver analyzes and interprets the messages by translating
them into specific meanings. The receiver may be an individual,
a group, or even a large organization. The receiver’s task is
summed up in three things: receiving the message, decoding it,
converting it into meanings, and responding to it.

B The Message

This is the content and idea intended to be communicated
to the recipient, and it is the essence of the communication
process. It must be formulated in a way that the recipient
understands and can decipher easily, and this requires
studying the audience and identifying its experiences
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and needs. It must contain information appropriate to the
message’s subject and answer the recipient’s questions.

B The Medium or Channel that Carries the Message

The Medium is the way by which the message is relayed between
the sender and the receiver.

H Echoing

It is the reaction shown by the recipient in response to the
information the sender has sent, which helps control the
subsequent communication. It is a return communication from
the receiver to the sender, and it allows the sender to obtain
information about the extent of the recipient’s interaction with
the symbols that he sent.

B Interference

Interference is any adverse action that harms the message or
contributes to its deterioration or failure to reach the receiver
ultimately, and it may occur on the part of the sender, the
receiver, or the message itself.

The Communication Environment and the Context in Which

it Takes Place

This is the general atmosphere represented in the
psychological and physical surroundings where
communication occurs. The environment includes attitudes,
feelings, perceptions, relationships between communicators,
and characteristics of the place, such as its capacity, facets,
arrangements, and conditions.
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Key Considerations in Effective
Communication

5

Know

In communication skills, there will always be a better phrase, a more
beautiful word, and a more appropriate expression; “Our agreement
will depend on how sophisticated we are.” Just as fish can only live in
water and birds can only fly in the sky, humans need to communicate.
Therefore, it is a must that we learn better communication skills so
that we are harmonious with others and at peace with ourselves. And,
by the grace of Allah, we are doers.

The importance of morals in Islam

Islam has paid great attention to morals. There is nothing more evident
o to prove this than the Noble Quran. The Quran consists of over 6,000
0O verses, a quarter of which are about morals. You will find 1504 verses
© proving the encouragement of morals and manners.
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Presentation

@ Another indicator of the importance of ethics/morals is a study by
Edward Bigham from Harvard University. He mentions how over 4000
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employees were laid off. He met, sat with, and asked them about their
respective terminations and found that only 10% were laid off due to
poor performance, whereas the rest, who numbered 3600, were all
laid off due to poor communication skills.

Pause

Whoever seeks a comprehensive course in communication skills with
an emphasis on (Dawah) — Calling to the way of Allah, winning the
hearts of the people must follow Muhammad’s brilliant and eloquent
method (peace and blessings be upon him). How not? When his Lord
says { So by mercy from Allah, [O Muhammad], you were lenient
with them. And if you had been rude [in speech] and harsh in heart,
they would have disbanded from about you. So pardon them and ask
forgiveness for them and consult them in the matter. And when you
have decided, then rely upon Allah. Indeed, Allah loves those who
rely [upon Him].} [Quran 3:159].

“They would have disbanded from about you” despite you being the
best human, most eloquent orator, and most merciful heart?

Yes, they will “disband from about you” if you were rude and harsh
in your approach. Despite you speaking the best words uttered - the
speech of Allah-people will still disperse from around you because of
this skill - communicating and dealing with others.

Remember

O brother, O caller to Allah, you will not have anyone left around
you if you cannot master the art of treating people well. If distances
are measured in meters, weights in grams, and earthquakes on the
Richter scale, then morals are measured by Muhammad #&. Whoever
is upon his methodology, then it is the purest, the most pious, and
the most sublime methodology ever. Whoever turns away from his
methodology is the lowest of the low, and the more distance and
divergence a person has from it, the more evil and deviation there is.

:
=
=)
@
S
S
=i
=

0—o0
ooo - -

uonedIuNwWwod

Presentation

p—
\O

Oy [i

01 UONINPOAU|

and Delivery



Your Number One Reference in the Art of Communication

The bestreference ada’iyah hasin communication skills is Muhammad
. Allah the Exalted praised him in his statement {And indeed, you
are of a great moral character.} [Quran 68:4]. Muhammad was a
man whose enemies bore witness to him before even his followers.
Muhammad #& is a man who used to walk in Madinah and sit amongst
his companions anonymously. A person would enter upon him asking:
“Which of you is Muhammad?” as there was no difference between
him and the people he was sitting with. Muhammad would say, | sit on
the ground the way a servant should. Muhammad, who was always
in service to his family, was the one who would prolong his prayer
for the sake of a child, would shorten it for the sake of another, and
would descend the pulpit for the sake of a child. This is Muhammad
L. When the great Imam Ibn-ul-Qayim was asked: “What is religion?”
he said it is “the worship of Allah the Exalted in oneness and the good
treatment of others.”
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The Negative Consequences of Bad Manners

On the Day of Judgment, and in the contest between dealings/
interactions on one side and worship on the other, transactions
and exchanges win. A person could come with good deeds the
size of mountains, all of which could dissipate. He treated people
erroneously; he lied to so and so, robbed, backbit, and slandered. So
all those mountains of good deeds were shattered.

Our Prophet #& says: (The most evil of people on the Day of
Resurrection is a person who people stayed away from because of
his evil), narrated Bukhari. For this reason, you find that most people’s
suffering is at the hands of others.
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Group exercises

Group exercise 1

Choose one of the general da'iyah characteristics, and from
your personal da’'wah experience show the effect this particular
characteristic had on the ones you called.

Knowledge
Forbear-
ance
Role
@ model

Group exercise 2

Communication skills have psychological, cultural, cognitive and
mental characteristics: use one or more of these characteristics to
show an effective da’'wah communication dialogue.

Group exercise 3

Presentation
and Delivery

Books of Seerah are filled with many stories about sincerity, whether
in regards to knowledge or deeds. Share a story that highlights the
devotion to Allah among the salaf.

22




Evaluation

Select the correct answer:

El Thecommunicationmethodthatis characterized by the expression
of personal views in different situations while respecting the views
of others is called:

B The Aggressive Blaming Method

[ The Appeasing Non-Assertive Method
B The Mental Method

El The Clear and Direct Method

EH The communication method that is focused on mental healing
through kindness, sobriety and adherence while feelings are
hidden is called:

A The Aggressive Blaming Method
[ The Appeasing Non-Assertive Method

B The Mental Method
Bl The Clear and Direct Method
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EJ The communication component that shows the response of the
recipient in accordance to what the sender has sent of information
is known as

B The message

B The Sender

B Echoing

B Communication channel

] The communication component that the message passes through
between sender and receiver is called:
B The message
B The receiver
B Echoing
El Communication Channel
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Detailed objectives
By the end of the training unit, the trainee should be able to:

B Distinguish between types of feedback in the communication
process.

B Enhance the ability to communicate with different cultures.

Participate in solving message barriers detrimental to calling to
Allah.

A Pose guestions that aid in improving communication barriers.
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Communication Barriers and Improvements

First: Receiver’s Barriers

Psychological Barriers:

Psychological factors can significantly affect the success or failure
of communication. For example, when there are certain emotional
changes, such as severe sadness, it becomes challenging for the
receiver to understand the message. This is exemplified in a narration
from Bukhari and Muslim , where Anas ibn Malik said: The Prophet
&€ passed by a woman crying at a grave so he said: “Fear Allah and
be patient.” She replied: “Go away; you have not been afflicted by
my affliction, and you don’t understand it.” She was told: It is the
Prophet £&, so she came to the door of the Prophet £ and didn’t
find a gatekeeper at his door. She said: “I didn’t know it was you,” to
which the Prophet replied: “Patience is only [considered] during the
first instance of shock.” (Agreed upon hadith).

This demonstrates that what prevented her from comprehending the
communication was extreme sadness.

@




Bl Social Barriers:

Social anxiety or fear can lead the receiver to decline an invitation
or message. This is seen in the example of Abu Talib, who refrained
from accepting the Prophet’s £ invitation due to fear of the Quraysh.
In this context, the Prophet advised his uncle to say, “There is no god
but Allah, Allah. | bear witness to it for you on the Day of Resurrection.”
He replied: “If the Quraysh would not taunted me, saying, ‘It was only
fear that made him do that,” | would grant coolness to your eyes with
it.” Allah then revealed: {Indeed, you do not guide whom you love, but
God guides whom He wills}. (Sahih Muslim).
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B Environmental Barriers:

The environment in which the receiver grew up can influence their
acceptance or rejection of the message. This is illustrated by the
hadith stating that every child is born on the natural disposition, but
their parents may later influence their beliefs. Thus, the environment
shapes the individual's identity and personality.

B Mockery and Ridicule:

If the receiver mocks the sender or their message, it becomes difficult
for them to understand the sender’s perspective. Ridicule acts as a
barrier, preventing the message from being received correctly.

=
=4
=,
=)
(@
S
=,
=
N

0—!
oono

B Argumentation and Conflict:

Engaging in endless arguments can obstruct proper understanding
of a message. Prolonged disputes can lead to resentment and
stubbornness, making it difficult for the receiver to absorb the
message. The hadith mentioned by Abu Umamah al-Bahili shows that
after guidance has been made clear, arguing only leads to disputes.




B Doubt:

Unjustified doubt has negative consequences for the receiver.
Instead of understanding the message, they focus on questioning
the sender’s motives and intentions. This results in a lack of trust and
breeds suspicion, hindering their ability to benefit from the message.

Secondly: Message Barriers
Kl Linguistic Barriers:

Communication problems arise when the language used in
communication is unclear or not understandable. This can lead to the
recipient (the receiver) being reluctant to understand the message.
The caller should use language that matches the recipient and
ensure that the recipient understands the linguistic intent. It has been
narrated in the Sunnah that a lack of understanding of the language of
communication led to the killing of people in the time of the Prophet &2
and the Prophet was angered at that. On the authority of Abdullah bin
Umar (may Allah be pleased with them both) who said: “The Prophet
£¢ sent Khalid bin Al-Walid to the Banu Jadhima tribe, inviting them
to Islam. They did not respond with the word ‘Aslamna’ (we have
embraced Islam), but instead they said ‘Saba’na’ (we have become
Sabians). Khalid began to kill and capture them. He handed over
each one of us to a man until one day Khalid ordered that each of
us Kill his captive. | said, ‘By Allah, | will not kill my captive, and no
man from my companions shall kill his captive’. When we came to
the Prophet &€, we mentioned the matter to him, and the Prophet &
raised his hands and said, ‘O Allah, | am free from what Khalid has

done twice™.
E Verbal Prolixity and Message Length:

Excessive verbosity and unnecessary details hinderthe understanding
of the message. The main idea can be lost in a sea of excessive and
irrelevant information. It is important for the caller to choose concise
language that conveys the intended message and achieves the
goal. Prolixity in speech and digression can lead to errors. Aishah
(may Allah be pleased with her) narrated that the Prophet £ used to
narrate a hadith and if the listeners counted it, they would be able to
remember it accurately.
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B Lack of Information in the Message:

The absence of necessary information in the message impedes its
clear transmission to the recipient (i.e., the receiver). This can lead
to confused questions in the recipient’'s mind and may cause them
to disengage from the communication or appear interested while
actually wanting to end the conversation.

B Inappropriate Timing in the Message:

Choosing the right time to deliver a message helps in engaging the
recipient (i.e., the receiver) with the message. Conversely, poor timing
can lead to the recipient’s disinterest or distraction. The caller should
carefully consider the appropriate timing for communicating with
the recipients, whether it's the timing of the message itself, religious
occasions, or business-related commitments. Such as the instance
of the Bedouin who came to ask about the Day of Judgement, initially
the Prophet didn’t respond to him because of the timing, later he
answered him.
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B Lack of Coherence Between Message Parts and Weak Content:

The lack of coherence between different parts of the message and
weak content can confuse the recipient and prevent them from
focusing on the message’s key points.

)
S
a
3

©
>4
o
<
®
3
@
=]
~+
(%]

M
o
3
=
c
3.
o
Q
g
o
=
®)
o
A
s
Q
o
M
s

Thirdly: Barriers for the Sender
Bl Arrogance and Pride of the Sender:

Arrogance and pride of the sender can be a significant barrier to
effective communication. A person who is filled with pride may not
be open to receiving feedback or alternative viewpoints, hindering
the communication process. Abdullah ibn Mas'ud narrated that the
Prophet £€ said: “He who has in his heart the weight of a mustard
seed of pride shall not enter Paradise”.

Bl The Psychological State of the Sender:

The psychological state of the sender can also impact communication.
The Prophet £2, when he first received revelation from Angel Gabriel
in his true form, returned home trembling and scared. This emotional
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state can affect the sender’s ability to communicate effectively,
especially in the early stages of conveying a message.

HE Failure to Address the Recipient in Their Language:

It's essential to communicate with the recipient in a language they
understand. Speaking in a language that the recipient does not
comprehend can hinder effective communication. Ali ibn Abi Talib
(may Allah be pleased with him) said, “You should not tell people
that which that their minds cannot comprehend, as it may become a
cause of trial for some of them.”

B Lack of eloquence in speaking or writing:

Abdullah ibn Abbas (may Allah be pleased with them both) said:
A man said to the Prophet &2, “Whatever Allah wills and you will.”
The Prophet responded, “Do you make me an equal with Allah? Say,
‘Whatever Allah alone wills.” (Reported by Imam Ahmad).

H Hiding intentions:

Allah the Almighty said: “Say [O Prophet]: Even if you were to remain
in your homes, those among you who were destined to be killed
would have met the same fate. Through this, Allah tests what is within
you and purifies what is in your hearts. And Allah knows best what is
(hidden) in the heart.” (Ale-Imran:154)

B Speaking about that which is of no concern:

Imam Al-Tirmidhi said: Ahmad bin Nusayr Al-Naysaburi and more than
one person told us: Abu Mushar told us, on the authority of Ismail bin
Abdullah bin Sama’ah, on the authority of Al-Awza'i, on the authority
of Qurra, on the authority of Al-Zuhri, on the authority of Abu Hurairah,
who said: The Messenger of God, peace and blessings be upon him,
said: (Part of a person’s good Islam is that he abandons what does
not concern him).

Foul language:

Imam Al-Tirmidhi said: Muhammad bin Yahya Al-Azdi told us, he said:
Bin Sabiqg told us, on the authority of Israel, on the authority of Al-
A’mash, on the authority of lbrahim, on the authority of Algamah, on
the authority of Abdullah, who said: Allah’'s Messenger £ said: The

xoxo

sjuswanoidw) pue

S3[PL1SCO (UONEIIUNWWOD)

Presentation

|58}
W

# z Mun bugupe,

O :

and Delivery



believer does not stab, nor one who curses, nor one who is obscene,
nor one who is saucy.

Fourthly: Barriers Concerning the Medium:

Physical Interference That Hampers Timely Transmission of
Messages:

Narrated by Imam Al-Bukhari: The Prophet £ said to Jarir bin Abdullah

during the Farewell Hajj: “Say to the people, ‘Be quiet and listen’. He

then said: “Do not return as disbelievers after I'm gone, striking each

other’'s necks.”
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B Surveillance of Communication Channels That Prevent the
Message from Reaching the Public:

This can be seen in the Prophet's &£ secret communication with
individuals, as well as their gatherings in Dar Al-Argam and the
secrecy surrounding it. All of this was to avoid the watchful eyes
of the Quraysh, which sought to exert control over them, making it
impossible for them to deliver an open message to all segments of
the public. The story of Hatib bin Abi Balta’ah also illustrates this, as
his attempt to deliver a message was thwarted by surveillance.
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B Lack of Communication Medium:

The breakdown of communication between Noah #& and his son
occurred when they were separated by the waves. In this case, the
medium of communication was lost.
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B Failure to Consider the Nature of the Audience When Using the
Medium:
Khalid bin Al-Walid, when he started killing prisoners, failed to consider

the nature of the audience and the possibility of a language barrier,
as they were from a different tribe.
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Considerations in
Effective Communication

Every communication process has components and a set of elements:
a sender, a recipient, and between them is a message. The message
is transmitted from the sender to the recipient through a channel or
medium. The recipient then receives it and is affected by it. This effect
is noticed by the sender, who then builds an effect based on it as well.

Examples of Communication Issues

The prosecutor was very agitated, and the judge tried to extract some
information from him, but the communication process was disrupted
due to his emotional state.

A husband sent a message to his wife via mobile phone instructing
her to prepare coffee for the guests, but the wife didn’t notice this
message, leading to a problem later on. The issue here was that it
was a mobile message that the wife didn’t pay attention to.

Someone was listening attentively to you, and suddenly, their phone
rang. They took out their phone and glanced at it secretly, then showed
signs of wanting to leave. The problem here was with the recipient’s

internal emotional state.
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Sender’s Communication Issues

Emotional state: |s the sender fearful, tense, or angry”? Does he bear
ill feelings towards us or accept us? Sometimes, the sender’s physical
condition, such as being hungry or anxious, can affect the clarity and
lucidity of the message.

Belief in the idea: The clarity of the message often depends on the
sender’s beliefs about the idea being conveyed. Is the sender a
believer in it, and does he have evidence to support it?

Style: Some people dislike listening to someone even if they speak
the truth if their style is not good.

=
=4
=,
=)
(@
S
=,
=
N

0—!
oon

Message Communication Issues

oxo-
ooo- |9

Sometimes, the message does not suit the other party, either because
itis not important, not needed, or because its language is too complex
for them to understand.

Contradictions within the message: If a person says one thing and
its opposite, it creates confusion in the recipient’s mind, causing a
breakdown in communication with the sender.

Losing the objective: Sometimes, there is too much talking and too
many details, making the message unclear.

Medium Communication Issues
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The medium may not suit the other party, either because they do not
like it, do not want it, or do not prefer it and do not pay attention to it.

The topic may not suit the medium; sometimes, the chosen medium
does not align with the clarity of the message.

The mediumis disruptive: Ifthe topicisimportant, butitis presented too
~. quickly,notmatchingtheaccuracyoftheinformationanditsimportance.

Recipient’s Communication Issues

e Psychological state: How does the recipient feel?

e \What are their beliefs about the sender?

e Previous thoughts about the previous conversation with him.
e Physical and physiological condition.

e Neglect and disinterest.
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External Factors Affecting the Communication Process:

1.

Timing of Idea Presentation: The timing of presenting an idea
can be crucial. Presenting an idea at the beginning of a meeting
when people are attentive may vyield different results than
presenting it at the end when people are preparing to leave.

Location: What is said in a mosque may not be said in a market,
and what is said in an office may not be said in other settings. It
is essential to consider the appropriateness of the place.

. Surrounding Environment: Factors such as safety,

temperature, ventilation, odors, noise, and tranquility can affect
the communication process.

Events Preceding the Communication Process.
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Internal Factors Affecting the Communication Process:

Language: Both parties need to understand each other’s
language well.

. Multiple interpretations: Not knowing the body language of the

speaker or the listener can lead to communication failure.

. Interests: Each party focuses on what they see as suitable and

leaves aside what they don’t care about.
Listening and not listening.




Group Exercises

Group Exercise 1

Choose one of the barriers for the recipient: Social Barriers,
Environmental Barriers, Psychological Barriers. Mocking,
Argumentation and Doubit.

Group Exercise 2

Based on your da'wah experience, mention the most common sender
barriers in your da’'wah environment:

Group Exercise 3

Basedonyour da’'wah experience, suggestappropriate improvements
to the da'wah message you deliver:
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28 Choose the correct answer:

(3D S HB The Prophet #& sent Khalid bin Al-Waleed (may Allah be pleased

o O with him) to the Banu Jadhima, and they did not say, ‘We have

& o embraced Islam’. Instead, they said, ‘We have become Sabians.
| We have become Sabians’. So, Khalid began to kill and capture
9’; them. Reported by Al-Bukhari. The obstacle in understanding the
® message involves:

H Interference
[ Lack of presence and means of communication

A Inappropriateness of the means of communication for the
target audience

Bl Presence of supervision of the means of communication.
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A Jarir bin Abdullah (may Allah be pleased with him) said: The

Messenger of Allah #£& said to me during the Farewell Pilgrimage:
“Say to the people, ‘Be quiet and listen””. He then said: “Do
not return as disbelievers after I'm gone, striking each other’s
necks”.” Reported by Al-Bukhari. The obstacle in understanding
the message involves:

A Interference
[ Lack of presence and means of communication

B Inappropriateness of the means of communication for the
target audience

Bl Supervision of the means of communication

Thetypeofresponsefromthebelieversinthe Allah’sverse, “Indeed,
those who said, ‘Our Lord is Allah, and then remained upright,
there is no fear upon them and nor will they grieve” is called a:

B Tangible response
[ Marginal response
B Incongruent response
Bl Genuine response.

External factors that influence the communication processinclude:

B The type of means use

[ Events preceding the communication process
B The type of message recipient

Bl The language used
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Training Unit 3

Body Language
and)’:he Dgawgh
Dialogue



Detailed objectives
By the end of the training unit, the trainee should be able to:
B |dentify non-verbal behaviors and how to deal with them.

B Understand the significance of body language in conveying the
Dawah message.

B Engage in Dawah dialogues that demonstrate the power of body
language in inviting to Allah.

A Extract instances from biographies that illustrate the impact of
body language on dialogues.
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) The degree of the message’s impact depends on the
O% recipient as follows

o

5 5% Body language and facial expressions

3 5% Tone of voice

1 0% Choice of words and meanings
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H Reading Non-Verbal Messages

The Da’iyah should pay attention to body language and examine it
carefully. Broad generalizations about body language are common.
Just because someone, for example, has crossed their legs does not
necessarily mean they are closed off or reserved; it could simply mean
they are comfortable resting one leg on the other. So, be cautious
about generalizing in this way. Instead, consider the information you
glean from body language as part of the equation. Here are some
common interpretations of body movements. You will notice that
some interpretations are contradictory.
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Body Language Interpretations Table:

Uncrossed legs.

Scratching the head.

Firm ear-pulling.

Touching the nose or chin.

Open palm rest.
Hands on lips.

Hands on knees and leaning
forward.

Wrist-grabbing.
Hands in pockets.

Shoulder shrug.

Hands behind the back.
Looking downwards.

Extending fingers.

Interlocking fingers.

Eye contact.

Openness, agreement, and joy.

Surprise, nervousness,
impatience.

Readiness for interruption or
active listening.

Doubt and contemplation.
Generosity, openness, disbelief.

Impatience, silence, deep
thought.

Readiness, stretching,
attentiveness.

Strength, anger, control.

Concealing meaning, relaxation,
cold climate.

Skepticism, negativity.
Authority, humility, service.

Deep thought, boredom,
suppressing emotions.

Confidence, boredom, inquisition.
Sadness, anticipation, trust.

Interest, anger, boredom, lack of
trust.



Non-verbal behaviors and how to deal with them:

Non-verbal how to deal with them
behaviors

e Smiling.

eNodding in
agreement.

¢ | eaning forward.

e Eye contact.

Enthusiasm.
Understanding.

® Yawning.

¢ Blank stare.

¢ oot tapping.

¢ | eaning back on
the seat.

e Checking the time.

Boredom.

e Frowning.
® Head scratching. Misunderstanding.
* | ip biting.
Secondly: The Dawah Dialogue:

Dialogue:

Continue and make a note
that your dialogue has been
well-received.

Try to give a break,
speed up, or review your
conversation to ensure that
listeners are engaged in the
dialogue.

Ask listeners about
the parts they didn’t
understand, provide
clarifications with
examples, or rephrase the
information.

Reviewing logic and speech in addressing the stubborn, supported
by evidence that removes doubts and clarifies the truth.

Dialogue in Terminology:

It is the mutual exchange of words between two parties in a non-

confrontational manner.

Da’wah:

It is guiding people to Islam, which is a mercy for all of humanity, as
stated in the Quran: “We have not sent you [O Prophet] except as
a mercy to the worlds” (Quran 21:107). His mission, peace be upon
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him, was a mercy to the entire world because it involves realizing the
interests of the people in their affairs (both worldly and those of the
hereafter), and preventing harm and damage to them.

Definition of Da’wah Dialogue:

The specific discourse between two parties in understanding the truth
and guiding people to Islam. It includes the willingness to submit to
the results of dialogue. And from that is the statement of Allah the
Almighty (Say O people of the book, lets come to a common word
between ourselves). This verse serves as a complete methodology
of dialogue and it alludes to the most important element of dialogue
which is the readiness to accept the conclusions which are reached.
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Smart Dialogue Strategies:

To be a successful and distinguished communicator, a da’iyah (caller
to Islam) must adhere to smart dialogue strategies and use these
strategies appropriately during the dialogue. Some of these strategies
include:

Kl Express Yourself as “I” Rather Than “You”:

a8en8ue Apog

When expressing your opinion, it's less likely to provoke the other
party if you speak about yourself instead of them.

an3dojelq yemeQq ayl pue

B Reframe “I” and “You” to “We”’:

The word “we” represents a new level of cooperation between the two
parties, focusingtheirattentiontogetheroncommoninterestsandgoals.

H Make the Other Party Feel the Idea Is Theirs:

By doing this, the other party is more likely to support the idea
passionately, feeling that it stems from within them.

B Embrace Flexibility and Wisdom:

This means dealing with others with some flexibility and wisdom,
sometimestighteningand sometimes loosening. If both partiesinsiston
theiropinionswithoutcompromise,itcanleadtothefailureofthedialogue.
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H Closing the Discussion:

This is the most challenging part of the dialogue and requires skill.
When a discussion becomes a waste of time and effort, it is advisable
to close it gracefully so that others feel that you have not withdrawn.

H Being a Role Model:

The da’iyah should be a good example of what they are inviting others
to believe in and practice, as this can have a significant impact on
others.

Impactful Conclusion:
The da’iyah summarizesthe key points of the topic, calls for action while
arousing emotional feelings, and expresses gratitude to the listeners.

H Choose the Right Moment:

It is advisable for the da'iyah to take a moment to assess the situation
before engaging in any dialogue. If it seems suitable, they should
seek Allah’s assistance and start; otherwise, they should remain silent
and wait.

B Self-Monitoring and Evaluation:

Are you a good listener? Is your voice appropriate? Are you adhering
to the ideas you have prepared? Have you observed the etiquette of
dialogue? A wise da’iyah should monitor themselves with the same
vigilance and attentiveness with which they monitor others.

[ Cultivate the Habit of Smiling:

Make it a habit not to let go of your smile during your dialogue with
others. How pleased the invitees are when they see their da’iyah
always smiling.

Bl Focus on the Argument, Not the Person:

The da’iyah should focus on the argument and disagreement,
regardless of the person presenting them. If the dialogue is respectful,
personal attacks are avoided.




Key Considerations in

Effective Communication

Supporting Skills for Successful Communication

H Knowledge Base:

A person should have a knowledge base of culture and thought.
The purpose of this knowledge is to connect with different people
and their interests. People should have a specialization they work
in and a general culture through which they can build bridges of
communication with others. An expert fisherman uses as bait that
which the fish likes and not that which he likes.

H Situational Awareness:

It means trying to observe the body language of the person in front of
you and the surrounding indicators, then deciding whether to continue
the dialogue or pause it based on these observations. Examples from
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the Prophet’s Sunnah include his interaction with people based on
their body language.

In one example, Sa’b ibn Juthama, may Allah be pleased with him,
comes and catches a wild donkey, slaughters it, and cooks it. He
then presents it to the Prophet, peace be upon him, who does not
eat from it. Sa’b says that when the Prophet Peace and Blessings be
upon him saw my distasteful expression, and the Prophet explains
that they did not eat from it because they were in the state of Ihram.

Aisha comes to the Prophet, peace be upon him, and he says to her,
‘O Aisha, | know when you are angry and when you are pleased.”
She asks, “How is that, O Messenger of Allah?” He explains that when
she is pleased, she says, “No, by the Lord of Muhammad,” and when
she is angry, she says, “No, by the Lord of Ibrahim.” She agrees with
this observation.
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Group Exercises

Group Exercise 1

Based on your knowledge of effective body language, choose three
names of da’iyahs (callers to Islam) you know and highlight their key
strengths.

Da’iyah’s Name

Key Strengths

Group Exercise 2

Books of biographies are filled with examples which showcase the
importance of body language in conveying the message. Such as the
saying of the Prophet Peace and Blessings be upon him the meaning
of which is that you smiling to your brother is Sadagah. Mention a
story of hadith in which body language is showcased.

Group Exercise 3

Through your dawah experience, share a dawah dialogue or story
that emphasizes the importance of body language.
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Choose the correct answer:
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= = B The percentage that body language and facial expressions
o 2 should account for is:

s 8 B 10%

o @ 35%

5 B 55%.

0Q

5 Bl 25%

B When you find a listener looking at the clock, this is likely to be:

B Boredom.

B Enthusiasm

B Understanding
B Attentive/Active

B When you find a listener scratching their head, this is likely to be:

B Boredom

[ Lack of understanding.
B Understanding

Bl Enthusiasm
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Successful Dialogue
Techniques



Detailed Objectives
By the end of this training unit, the trainee will be able to:

B Show a preference for using persuasive dialogue skills in their
Da’'wah.

B Demonstrate proficiency in verbal skills within the field of Da’'wah.
B Avoid factors leading to the failure of dialogue during Da’'wah.

i UM Bujuie,

|njsse92dng

sanbiuyds] anbojeiq

Presentation
and Delivery

9)}
N



¥ Mun Bujuel

[njssa3dng

sanbiuyda] anbojeiq

Presentation
and Delivery

)]
o

Training Presentation

\

|
Key Skills for Successful Dialogue

........

Key
Skills for
Successful
Dialogue

.....
-----

Non-Verbal
Skills




~ R}

Firstly: Listening

Listening is one of the essential skills in any dialogue session involving
multiple participants, and it affects the listener in five ways:

1.

Ignoring: This involves not paying attention to what the speaker
is saying, such as being preoccupied with something else, like a
phone, reading a magazine, or something happening outside the
dialogue room.

Pretending: It is not genuine listening or clearly ignoring but rather
the appearance of expressions on a person that indicate they are
listening, while their thoughts are focused on other things unrelated
to the dialogue topic.

Selective Attention: It is the act of choosing a specific part of the
dialogue and focusing on it. The listener selects what matters to
them in the dialogue and disregards other elements or topics
because they are looking for something relevant to them in the
Da'’iyah’s words.
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4. Paying Attention: It is complete listening to all of the Daei’s words,
understanding their content fully, and it does not necessarily mean
that the listener agrees with it.

5. Interaction: It is not merely paying attention, but actively engaging
with the Da’iyah, attempting to discuss and understand their
perspective, especially in cases where there is a difference of
opinion between the listener and the Da’iyah.
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The use of certain phrases and actions by the Da’iyah can enhance
the listener’s feeling that the Da’iyah is attentive to their words.
Some of these phrases and actions include:

Nodding or gesturing: This is a sign of interest and engagement

Silence while looking at the listener with eagerness and interest,
approaching them, or slightly leaning forward.

Passing remarks such as: “Yes”,” that's right”, “really”, “true”,
amazing”

Echoing: Itinvolves repeating the speaker’s last words or phrases.

Mirroring, such as saying:” | sense from your words that you feel
like” or “ | sense you want to say” etc.

1]

Paraphrasing, like saying: “You mentioned this and that”,
said during your talk”

you

Writing down some important statements made by the speaker,
which makesthe person you are giving Da'wah to feel appreciated.

Listening Errors

Focusing on the

Finishing the  ypgerestimating  closed-ended

Not giving the

Prejudgments person you are Frequent

negatives calling comfort interruptions
Emotional . Failure to
. Excessive Lack of
reactions and - e ponder the
argumentation objectivity ,
anger speaker’s words

DEEEE]E Negatl\_le Shyness Self-promotion

statements assumptions

Controversial/

speaker’s the speaker’s resTere Provocative

sentences words statements
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Secondly: Verbal Skills

These are the fundamental skills of dialogue that contribute to making
it impactful on the listeners. Some of the most important of these skills
include:

= Consideration in dialogue
= Focusing on key words during the dialogue

= Ensuring the use of diverse methods in reiterating ideas during
the dialogue

= Varying the tone of voice while speaking

= Gradually changing the pace of dialogue, and pausing before
and after discussing important ideas

= Avoiding raising one’s voice (shouting)

Thirdly: Non-Verbal Skills

= [hey are a set of skills divided into three influential components,
which are:

= Facial Expressions
= Visual Communication
= Hand Gestures/Movements

Fourthly: Ethics

Itis a quality that focuses on the observance of dialogue etiquette and
is considered a fundamental factor in the progress and continuity of
the discussion in a proper manner. Therefore, it is essential to avoid
certain things that do not align with the ethical principles of dialogue,
including:
= Not issuing commands or using words containing mandatory
expressions

Not eating or drinking during the dialogue except when it is part
of a meal.

Avoiding distractions fromthe dialogue due to externalinfluences,
suchasreceiving phone calls.




Factors Leading to Dialogue Failure

E CQEQQO0Q0QR

Evaluating the speaker’s words.

Focusing on mistakes or passing judgment.
Over-generalizing.

Ridicule and mockery.

Being preoccupied with oneself during the dialogue.
Excessive anger.

Speaking in a judgmental manner.

Lacking persuasive factors.

The speaker not being convinced in what they are presenting to
others.

External environmental factors such as interference, weak
transmission, and poor performance.
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Communication
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Relationships go through four stages, which are:

1.

w N

P

The First Impression Stage: This initial impression creates
an internal decision, determining whether the relationship will
continue or not. It can lead to continued communication, flattening
the relationship, or ending it altogether.

The Attraction or Inclination Stage.

The Disclosure and Getting to Know Each Other Stage: This
stage begins with questions and evaluation.

The Unmasking Stage: It involves a deep understanding of
the parties involved, which can result in either the easing of the
relationship, cutting it off, or continuing the relationship.




Philosophy of First Impressions:

Thefirstimpressionisasnapshotthroughwhich othersmake judgments
aboutourpersonalitiesandformexpectationsaboutourfuture behavior.
The first impression is the gateway to getting to know someone.

Methods to Improve First Impressions:

EJ Self-perception: You should have a positive self-perception.
A person who despises themselves will struggle to market
themselves in the social acceptance arena and will have difficulty
interacting with others effectively.

B Your perception of others: \When you view others as insignificant,
bad, dangerous, kind, wonderful, profound, serious, or fun —
regardless of the nature of this perception — you should set it aside.
This means that when you meet someone, you should suspend
judgment. If you judge them immediately based on their name,
title, city, gender, and enter the interaction with a preconceived
mindset, your perception of them will be distorted, and they will
likely form a negative impression of you.

El Your perception of others’ perception of you: If someone enters
a place believing that those there do not like them, they will behave
in a way that reflects this belief. Similarly, if they think others hold
them in contempt, that perception will manifest in their behavior.
Conversely, if they believe others will appreciate or treat them
kindly, their actions will also reflect that belief. In essence, your
perception of how others perceive you can significantly influence
your behavior and the impression you leave on them.

N %

Your
perception
of others'
perception
of you

Methods to Improve First Impressions
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‘Group Exercises
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i’ c Group Exercise 1
al Through your own Da’wah experience, apply the fundamental skills of
=) dialogue in Calling to Allah:
O
S Kl Listening
v Bl Verbal Skills
B Non-Verbal Skills
B Ethics

Group Exercise 2

Through your Da'wah experience, mention the most common listening
mistakes that a Da’iyah can make:

Group Exercise 3

Presentation
and Delivery

Based on your Da’'wah experience, clarify the essential priorities of
persuasive dialogue necessary for engaging in Da’wah fields.
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Evaluation
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c & Choose the Correct Answer:

M

— = | From the mistakes of listening:

= B Focusing on negatives

g- [@ Having a positive opinion about the speaker
S A Silence

(V]

Bl Looking at the speaker

E Varying the tone of voice while speaking is considered a part of:

A Listening

@ Verbal Skills

B Non-Verbal Skills
B Ethics
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BJ Visual Communication is considered part of:

B Listening

B Verbal Skills

B Non-Verbal Skills
B Ethics

n The final stage inthe stages of relationship formation is the stage of:

B Attraction & Inclination

B First Impressions

B Unmasking

Bl Disclosure and getting to know each other
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Personality Types in
Communication











































































































































































































































































