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Introduction

India is predicted to be the youngest

country in the world by 2022 with an av-

erage age of 29 (Nayar, 2013). It becomes

obvious that this new huge, powerful, and

overwhelming force of millennials will

dominate the business scene in India and

they can wield immense influence on the

way businesses are run. Thus, it becomes

imperative to have a more nuanced un-

derstanding of Indian millennials in order

to deal with them more effectively and

productively.

Post globalization, India, witnessed

some changes at social, economic and

cultural levels. A new generation of In-

dian millennial youth is emerging who are

seen to be different in their habits, choices,

mindsets, expectations etc. from the older

generations (Mahajan, 2017). Strauss and

Howe (1991) in their Generational Theory

explain that the era in which a person was

born affects the development of his view

about the world and his value systems are

shaped by observing the working pattern

of his immediate previous generation.

Thus, the radical   change that we wit-

ness today in New Indian Millennials could

be attributed to the technological revolu-

Post globalization, India, wit-

nessed some changes at social,

economic and cultural levels re-

sulting in the emergence of a

new generation of Indian

millennial youth who shares

many common traits with

millennials from other parts of

the world. The purpose of this

study is to investigate the inter-

personal assertive communica-

tion behavior of these millen-

nials. The findings reveal that

new Millennials have taken a

radical departure from their im-

mediate predecessor ’s belief

system as is evident in their in-

terpersonal communication be-

havior. They are more assertive,

honest, upfront, and forthright

as compared to older generation

who continue to respect the

power differentials, thereby, sus-

taining high power distance cul-

ture in India.
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tion that occurred throughout their youth

and helped them to connect with the wider

world and are exposed to better educa-

tion and more new opportunities. Indian

millennials share many common traits

with the millennials from other parts of

the world. They too, are assumed to be

more evolved, more liberal and unlike

their predecessors are not driven by older

values. They are also seen to be gender

sensitive. They treat women at par, have

no hassles in working with women col-

leagues, share a comfort level with

women employees and are ready to ac-

knowledge their contribution at work-

place.  This set of millennials are open to

the idea of double income at home, and

also very supportive of their wives push-

ing their careers. Gupta (2016) in his

analysis based on the recent Morgan

Stanley report on its Alpha Wise survey,

commented, “The youth of this genera-

tion are better educated, better connected

to information, and better connected to

the world than their predecessors in prior

generations. Indian Millennials could be-

come the largest disruptive force in In-

dia for years to come, and this trend is

still in its nascent stages.”

Different Styles of Communication

There is a stereotypical view of

millennials that characterizes them as

technologically sophisticated multitaskers,

capable of significant contributions to

tomorrow’s organizations, yet deficient in

communication skills (Hartman &

McCambridge, 2011). Indian corpora-

tions have been increasingly, expressing

their concern on poor communication

skills in English among the fresh recruits

whom they feel have become as ‘corpo-

rate burdens’ (Agarwal & Chitranshi,

2013). Their responses could vary from

avoidance and accommodation to com-

petition and aggression in various events.

When people are seen to display cour-

age to stand up and speak out for their

own positions against the other person’s

view, he is defined as an assertive per-

son. Similarly when a person let others

dominate him/her, impose their will on

them, they are labelled as submissive and

the person who intrudes into the personal

space of others is defined as aggressive.

Thus, the interpersonal communication

style is categorized into three: aggressive,

passive and assertive with each behavior

having its own characteristic behavioral

and verbal signs. Generally, people con-

verse in one or a combination of these

three types of communication.  The ef-

fectiveness of interpersonal relations de-

pends to a great extent on the effective-

ness of our interpersonal communication

behavior which is supposedly known to

play a role in stress management, conflict

resolution and developing a positive self-

concept. It can be used as an instrument

for initiating and maintaining socially sup-

portive relationships and hence enjoying

better emotional well-being (Eskin, 2003;

Ames & Wazlawek, 2014). Having the

right touch with interpersonal asserti-

veness is not only meaningful but it is a

big challenge to acquire this skill (Ames,

2008; Ames & Wazlawek, 2014).

Indian Millennials could become

the largest disruptive force in In-

dia for years to come, and this

trend is still in its nascent stages.”
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Influence of National Culture

India is a high power distance cul-

ture where powerful people receive dis-

proportionately larger gains than the less

powerful persons (Hofsteade, 1980). “A

boss, a father, and a teacher are not to

be questioned and their authority is not

to be challenged” (Sinha, 2008: 40). Jun-

iors and subordinates go the extra mile

to show their submissiveness and loyalty

to their seniors and superiors (Sinha,

1990).  They are not supposed to retort

to a senior even if they are wrong, or try

to undermine the senior’s authority. It is

generally a norm for the Gen. X and the

baby boomers in India to accept the

power differentials and submit to the au-

thority of people who are seniors in posi-

tion or status. Thus, in view of the new

millennials in India, who have an expo-

sure to the Western world which thrives

on the principles of equanimity, liberal-

ism and transparency, it is observed that

they have taken a   departure from the

traditional mindset of sub servility.

Nilekani (2008) anticipates that the Indi-

ans growing up in post –liberalization In-

dia would not be interested in living with

the legacy of the past and they will rather

forge new paths.  Kalpathi (2016), too,

admits to the changes happening amongst

the   new Indian millennials but the change

is gradual. According to him, internet has

limited penetration in India, hence, its

benefits could not have reached and  been

availed by the rural youth as well. Be-

sides, he opines that the Indian students

are not as yet, willing to take the big leap

out of the comfort of their parental sup-

port system. They, according to him con-

tinue to be the prisoners to the expecta-

tions of their parents. Thus, there is a

change but it is gradual and not radical.

Relevance & Objective of the Study

It is obvious that there has been a

generational swap /shift in India, but the

question arises: has this generational shift

impacted their interpersonal communica-

tion behavior as well. Has the new life

experiences impacted their choice of com-

munication style? Has the new genera-

tion of millennials broken away from their

traditional role models who were majorly

from their large families, or replaced by

role models from their workplace and pro-

fessional world? Do they stand up for their

rights and privileges like their counterparts

in the West or do they continue to follow

the model behavior of their predecessors?

Does it lead to some kind of generational

diversity characterizing Indian organiza-

tions? There is a need to seek answers to

these queries as it has been established

that interpersonal communication asser-

tive behavior of people leads to effective

working relationships of employees as the

wellbeing of the self.  Thus, the objective

of the present study is primarily, to inves-

tigate the generational differences (be-

tween the older generation and the new

Millennials) with respect to their interper-

sonal assertive communication behavior.

Concept of Generations & the

Generational Classification

“A generation is defined as an ‘iden-

tifiable group that shares birth years, age

location, and significant life events at

critical developmental stages”

(Kupperschmidt, 2000: 66). This implies
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that generations are classified into differ-

ent categories based on their socio-cul-

tural beliefs and attitudes, and the histori-

cal events that individuals witness in their

growing-up years.  Earlier, approximately

around twenty years were considered as

a difference in age for the generation shift,

but now, this gap is reduced further as

these days, one can get to taste differ-

ence of opinion within generations which

are as less as five years apart. There have

been many attempts made by research-

ers and, practioners etc. to identify these

generations like silent generation; genera-

tion baby boomer, Gen.X or gen.Y etc.

(Cekada, 2012; Dwyer, 2009; Lester et

al., 2012). There have been studies spe-

cific to Indian context also, related to clas-

sification of generations (Ghosh &

Chaudhari, 2009; Ericson, 2009; Singh,

2013). Some have used the historical con-

text and others economic liberalization as

the base point. The present study uses the

concept of generation as identified by

Dokadia (2015)  who categorized the gen-

erations into three broad categories includ-

ing senior (born in 1969 or earlier), middle

(born in 1970–1984) and young (born in

1985or later).  The present study chose

to use Dokadia’s (2015) study as the base

for classifying the generations in India

since this study is the most recent classi-

fication of generations in India.

 Assertiveness as a Concept

Assertiveness, broadly speaking, is

defined   as standing up for one’s personal

rights and communicating thoughts, feel-

ings, and beliefs in a sincere, straightfor-

ward, and appropriate manner without vio-

lating others’ rights (Lange & Jakubowski,

1976). Assertive communication involves

respect for the boundaries of oneself and

others. It also presumes an interest in the

fulfillment of needs and wants through co-

operation (Gottman, 2000).

Vagos and Pereira (2010) attributes

people’s assertive and non-assertive behav-

ior to their cognitive filters or emotions that

interprets social cues differently. For in-

stance,  non-assertive behavior  is linked

to  certain affective personality variables

such as  low-self-esteem; inhibitory anxi-

ety; social anxiety or fear of disapproval;

self-depreciation; low sense of worth, ex-

cessive interpersonal anxiety, fear of nega-

tive evaluation or shyness (Wolpe,1976;

Rich & Schroeder,1976; Galassi et al., 1974;

Lefevre & West,1981; Orenstein,

Orenstein & Carr,1975; Watson &

Friend,1969; Kirk, 2011). Simultaneously,

other studies have revealed direct and posi-

tive relationship between assertiveness and

high self-esteem, extraversion, openness to

experience, and conscientiousness (Kirk,

2011; Lefevre & West, 1981).  It is also,

indicated that assertive individuals are likely

to have greater socially supportive relation-

ships and hence enjoy better emotional well-

being (Alberti & Emmons, 1970; Eskin,

2003). However, Eskin (2003) also points

out that assertiveness may be the sought

after interpersonal behavior, but the other

two styles of communication behavior like,

submissive and aggressive behavior, also,

have its relevance in specific situations. She

further reveals that at times, people may

Assertive individuals are likely to

have greater socially supportive

relationships



Interpersonal Assertive Communication Behavior

The Indian Journal of Industrial Relations, Vol. 55, No. 2, October 2019 325

not appreciate frankness or open behavior

of people as it can sometime lead to some

conflicts with the needs of the social envi-

ronment. Thus, interpersonal communica-

tion was more effective and comprehen-

sive when people were able to control their

spontaneous expressions instead of proc-

lamation of all emotions (Romek, 2003;

Stepanov , 2006 ; Stein , 2006). Assertive-

ness is seen as “the behavioral middle

ground, lying between ineffective passive

and aggressive responses” (O’ Donohue

& Fisher, 2008).

A considerable amount of research

has examined gender dynamics in

assertiveness, and has found that women

by asserting themselves enjoy certain

edge or favors in conflict and negotia-

tion. One of these involves integrating

displays of warmth and friendliness into

assertive overtures (Diekman, 2007;

Kray, Locke & Van Zant, 2012). This

approach may reduce a counterpart’s

feeling of threat or the sense that a

woman is violating gender roles. Overtly

signaling relational concerns may also be

helpful for women, such as stressing the

value they place on relationships (Bowles

& Babcock, 2013) and framing them-

selves as negotiating on behalf of others

(Amanatullah & Tinsley, 2013). Women

may also benefit from addressing their

own cognitive barriers about their nego-

tiation capabilities by adopting a growth

mindset (Kennedy & Kray, 2015).

Indian Studies on Interpersonal

Assertive Communication

The number of studies on

assertiveness in the Indian context ap-

pears to be miniscule compared to large

size of population that resides in India.

There have been qualitative inquiries to

explore if women in India exhibit

assertiveness when confronted with chal-

lenging situations.  From the study of

Acharya, Sharma and Nair (2016), the

three key themes emerged from the

analysis of the data are: perceptions of

others to one being assertive, sense of

freedom after having expressed one’s

emotions assertively and consequences

of being assertive appeared to be major

concerns in being assertive. Mehra

(2018) assesses three communication

styles of doctors-directive expressive,

relational and thinker/analytical, and their

impact on patient satisfaction in primary

care centers in India. The results reveal

that patients’ satisfaction with the

healthcare was associated positively with

both the directive/expressive and rela-

tional communication styles.  Some stud-

ies  in the Indian context also  showed

that assertive competencies were ac-

quired after assertion training was im-

parted to  nursing students, adolescents ,

alcoholics,  people suffering from low

self-esteem or people having problem in

saying “ No” ( Soni & Srinivisan, 2017;

Shanmugam & Kathyayini, 2017; Dave,

2011). Devanesan and Saral (2016) re-

vealed that women who have studied sci-

ence subjects are highly assertive when

compared to other women. It is sug-

gested that science subject develops in a

person open mindedness, problem solv-

ing skills and personality traits. Results

indicated significant difference in the

assertive behavior of Indian and Serbian

samples apart from significant relation-

ship between personality and
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assertiveness. Parray and Kumar (2016)

examined the assertiveness level of un-

dergraduate students with reference to

their gender and the findings reveal that

there is no significant difference between

students in their level of assertiveness

with respect to gender. There have been

other studies that have investigated the

influence of cultural factors on the com-

munication styles. Lather, Jain and

Shukla (2010)  aimed at finding out the

differences and  the  similarities which

existed  across different cultures (Asian,

America  &  Australian) as far  as re-

solving  interpersonal conflict was con-

cerned  and  how  cultural factors played

a role  in choosing  different styles to

conflict resolution. Based on the review,

the following broad conclusions emerge:

• There is a positive relationship be-

tween age and assertiveness

• There is a positive relationship be-

tween gender and assertiveness

• The native culture influences the com-

munication style of people

• Assertiveness is the ideal communi-

cation behavior but submissiveness

as well as aggressiveness too have

their relevance in certain situations

• Assertive behavior helps to establish

harmonious social relationships and

emotional well being

• Women science students are more

assertive as it is found that science

subject develops in a person open

mindedness, problem solving skills

and personality traits

Research Hypothesis

The foregone studies have well es-

tablished the fact that interpersonal as-

sertive communication behavior is an

important communication skill that im-

pacts our interpersonal relations and helps

us maintain socially supportive and har-

monious relationships (Eskin, 2003).

Thus, based on the related research find-

ings, the following hypothesis is framed

to check the difference:

Hypothesis 1: There is a direct rela-

tionship between age of respondents and

assertiveness they possess.

Hypothesis 2: There is significant dif-

ference among gender as far as

assertiveness is concerned

Hypothesis 3: There is significant dif-

ference on assertiveness between older

generation and the New Millennials

across gender.

Interpersonal assertive communi-

cation behavior is an important

communication skill that impacts

our interpersonal relations and

helps us maintain socially support-

ive and harmonious relationships.

Participants

In order to test the interpersonal as-

sertive communication behavior of people

in India across different age groups and

gender, two sets of samples were col-

lected. The purpose was to study which

group is more assertive i.e. whether there
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is any difference on assertiveness among

Generation Senior and Generation Young.

One group consisted of the students pur-

suing their MBA programme in different

colleges in the NCR region and they were

in the age group of 20-28 representing

the Young group. The other group con-

stituted of people falling in the age group

of 35-55 and above, representative of

Senior group as per the classification by

Dakodia (2015). The Senior group were

all employees working in different sec-

tors of the industry including FMCG;

Manufacturing, IT and ITeS and majorly

they were from the mid-management

section. The population falling in the age

group of 20 and 28 were put in one group

where as the population falling in the age

group of 35 and above were placed in

another group.  The younger group was

labelled as New Millennials (since they

were closer to them in their behavior) and

the second group was used as the older

generation majorly for the convenience

of differentiating between two groups.

The researcher through personal con-

tacts approached people in industry per-

sonally and telephonically and requested

them to fill up the questionnaire sent

online. A total of 210 questionnaires were

sent to people working at different mana-

gerial levels in different corporate sectors.

Only 50 filled in questionnaires were re-

turned.  300 questionnaires were sent

online to three Business Management

Schools in the NCR region. The faculty

in these colleges were requested to allow

students to fill up the questionnaires. A total

of 98 questionnaires were collected from

the student population in the NCR region.

However, out of 98 responses, only 52

were found to be complete and fit to be

tested. Rest were rejected. Thus, the to-

tal sample constituted of 102. Gender-wise

distribution of respondents is given in

Table 1. There are 49% males and 51%

females. Age of the respondents varies

from 20 years to 60 years. Average age

of the respondents is 30 years.

Table 1 Gender-Wise Distribution of Respondents

Male Female Total

N % N % N %

50 49.0 52 51.0 102 100.0

Tools Used

A questionnaire on assertiveness was

developed taking help from related litera-

ture to test the ability of the section of

Indian population to formulate and com-

municate one’s own thoughts, opinions

and wishes in a clear, direct and non-ag-

gressive way (Appendix I ). It was a

scale having nine opinion (questions)

statements using the Likerat’s scale of

four options: Frequently; Sometime; Few

Times and Never. The items were found

to be comprehensive enough to meet the

objectives of the study. For validation of

the tool, the items were rated by four-

teen students (doing MBA) and fourteen

managers from different industries on a

three-point rating scale viz. (1) most rel-

evant (2) relevant (3) least relevant.

Kendall’s Coefficient of Concordance

was used to check the extent of agree-
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ment between the students and the man-

agers. Value of chi square (132.20) was

found to be significant at .01 level indi-

cating that there was an agreement be-

tween the students and the managers

from the industry confirming that the

items were representative of the

assertiveness and measured what these

were intended to measure. Further, to

ascertain the reliability of the scale, Co-

efficient Cronbach Alpha (found to be

high at 0.73) was calculated.  The result

indicate that the internal consistency of

the scale was found to be high and reli-

able. A section of the scale was related

to their demographic information which

included questions about gender, age,

educational level and employment status.

Results & Analysis

The collected data was analysed us-

ing SPSS statistical software to assess

assertiveness in relation to gender and

age.

Hypothesis 1a: There is direct rela-

tionship between age of respondents and

assertiveness they possess.

Table 2 Coefficient Cronbach Alpha. Reliabil-

ity on Scale of Assertiveness

                           Reliability Statistics

Cronbach’s Alpha N of Items

.73 9

Table 3 Correlation between Assertiveness & Age of the Respondent

Assertiveness Age of the respondent

Assertiveness Pearson Correlation 1 -.563**

Sig. (2-tailed) .000

N 102 102

Age of the respondent Pearson Correlation -.563 1

Sig. (2-tailed) .000

N 102 102

** Correlation is significant at the 0.01 level (2-tailed).

The Pearson Correlation -.563 indi-

cates that there is strong correlation be-

tween the age of the respondents and the

assertiveness. The negative sign indi-

cates that assertiveness is inversely pro-

portional to the age, it means that as the

age increases, the assertiveness de-

creases. This is clear from the scatter

plot between age and assertiveness (Fig.

1).

The inventory score was computed

simply by adding the responses of 9 ques-

tions. This inventory score is known as

assertiveness. To test the above hypoth-

esis correlation between age of the re-

spondent and their assertiveness is ap-

plied. It is found that Pearson Correla-

tion Coefficient is -.563

The Pearson Correlation indicates

that there is strong correlation be-

tween the age of the respondents

and the assertiveness.
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Fig. 1 Scatter Plot of Assertiveness vs Age of Respondents

Hypothesis 1b: There is   significant

difference among respondents belonging

to New Generation of Millennials (Be-

low 30 years) and the Older Generation

(More than or equal to 30 years).

To test the above hypothesis t-test is

applied and the mean value and standard

deviations of assertiveness for Older

Generation and New Millennials are given

in Table 3. There are 41 respondents

belonging to Older Generation and 61

belonging to New Millennials.

Table 3 Test of Significance on Assertiveness among Age-Group (t-Test)

Age Group N Mean Std. Deviation t-Value

Generation New Millennials (Belo 30 Years) 61 15.4754 2.90176 8.004**

Generation Older (Above 30 Years) 41 11.8049 .51086

** Significant at p-value .05

The mean value of assertiveness of

the respondents belonging to Generation

New Millennials is 15.4754 and that of

Older Generation is 11.8049. The Stan-

dard Deviation of assertiveness of the

two groups is 2.90176 and 0.51086 re-

spectively. That means the respondents

belonging to Generation of New

Millennials are more assertive. In other

words, younger generation is more as-

sertive. The t-value is 8.004 indicating

that the difference of assertiveness is

The difference of assertiveness is

highly significant between Genera-

tion New Millennials and Older

Generation.
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highly significant at (p-value > .01) be-

tween Generation New Millennials and

Older Generation.

Our next objective is to check

whether males are more assertive or the

females. To look at it, following hypoth-

esis is framed and t-test for independent

sample is applied to answer the above

question.

Hypothesis 2: There is significant dif-

ference among gender as far as

assertiveness is concerned:

The result of the t-test is presented

in Table 4 below. The mean value of

assertiveness of Male and Female is

14.5800 and 13.4423 respectively and the

Standard Deviation is 3.11736 and

2.56991 respectively.

Table 4 Test of Significance on Assertiveness among Gender (t-Test)

Gender of the respondent N Mean Std. Deviation t-Value

Male 50 14.5800 3.11736 2.014*

Female 52 13.4423 2.56991

* Significant at p-value .05

This indicates that Males are more

assertive as compared to Females. The

last column of the Table 4 shows the t-

value is 2.014 indicating that there is a

significant difference on assertiveness

between male and female.

Hypothesis 3: There is significant dif-

ference on assertiveness among Older Gen-

eration and New Millennials across gender.

The mean value and standard devia-

tions of assertiveness for Older Genera-

tion and New Millennials  separately for

males and females are given in Table 5.

It is clear that Assertiveness for the two

generations of males and females is al-

most the same and younger generation

is more assertive than the older one irre-

spective of the gender. The difference

on assertiveness across generation is

highly significant irrespective of the gen-

der (t-value for males is 3.904 and for

females is 7.739)

Males are more assertive as com-

pared to Females.

Table 5 Test of Significance (t-Test) on Assertiveness among Age-Group Separately for Males

& Females

Gender of the respondent Age Group N Mean Std. Deviation

t-Value

Male Generation ‘X’ 39 15.3846 3.07464 3.904**

Generation ‘Y’ 11 11.7273 .46710

Female Generation ‘X’ 22 15.6364 2.62851 7.739**

Generation ‘Y’ 30 11.8333 .53067

** Significant at p-value .01
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Discussion

The above results reveal that self-

assertiveness among the New Millennials

is seen more pronounced than in the older

generation of people in India.  This can

further be interpreted as the New

Millennials are more confident and more

assured. The results reveal whenever

new Millennials are threatened physically,

mentally or emotionally by some control-

ling, toxic or aggressive personalities,

they generally do not expend themselves

in trying to grapple with them or react to

them. They would rather prefer to re-

main disengaged or denunciated with

these kinds of people who are negatively

entrenched. They look to avoid behav-

iors that create unease such as conde-

scension or people being ironical. How-

ever, at the same time, the results indi-

cate that if they find themselves stuck

with a very difficult person, and there’s

no way out, they will not hesitate to stand

down the person without sounding abu-

sive or attacking. Further, if they disagree

with something, they say it directly.  They

do voice their opinions even if it is against

the opposite person’s point of view.  They

are usually able to tell people how they

feel, even when others disagree with

them. They do not sacrifice their identity

to avoid contradictions. People around

them cannot force them to do things

which go against their interest or need.

They can refuse to oblige or say “no”

without feeling guilty about it. This shows

that they are conscious and protective

about their fundamental rights and at the

same time they respect other peoples’

rights.  Besides, the results also, indicate

that the New Millennials like it when their

opinion is sought by others implying that

they like to feel important. They are not

shy and do not suffer from low self-es-

teem. Besides, the New Millennials also

show confidence to connect and commu-

nicate effectively with people they think

are important. They do not hesitate or

shy away from seeking help, support or

some clarification of things that are not

clear to them. These findings corrobo-

rate the observations made by Nilekani

(2008) and Kalapathi (2016) that this

generation has carved its own distinct

identity from the new situational cues.

They are not shy and do not suffer

from low self-esteem.

 The older generation on the other

hand, seems to still carrying the baggage

of old Indian high power distance culture.

The results indicate that they seem to be

more passive and less confident. The

older generation, may typically prefer to

resort to “avoid confrontation mode”

when confronted with an offensive or

insulting person. It could be inferred from

the results that they would rather avoid

direct confrontation and show low resis-

tance to yielding to save on the situation.

They do not have the courage or guts to

say no to work or task which is not of

their liking.  Subsequently, many people

from the older generation agree that they

will not be able to muster courage to ar-

ticulate or put forward their opinion es-

pecially if they know it is against the

popular view. This could be attributed to

the fact that since they have emerged

from the collectivistic culture where

people are generally taught and advised
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to suppress their true and real expres-

sions and hide their angry feelings when

in public. They are perhaps afraid that

the support they seek may be denied or

they fear their seniors or powerful ones

may reprimand or feel offended by ap-

proaching them. During their upbringing,

they are seen to be highly susceptible to

social pressure from their parents, close

relatives and the society to be good and

respectful to others especially the seniors

in age or position. Thus, it is their cul-

tural perceptions and expectations that

monitors their desire with which they

seek to avoid these situations. However,

surprisingly, there is one similarity re-

ported between the New Millennials and

the Older generation that they both dis-

play similar response behavior as custom-

ers in a shop or in a restaurant. They

would both not hesitate in expressing their

displeasure when not satisfied with the

service or the product. This could be in-

terpreted as perhaps the Older genera-

tion feels more comfortable in voicing

their opinions in non-threatening or neu-

tral social situations where as they find

it difficult to cope with stressful or com-

petitive interpersonal situations.

It is also implied that women in

India are less assertive as com-

pared to men.

 From the results given above, it is

also implied that women in India are less

assertive as compared to men. Women

will be more compromising and accom-

modative than men when caught in some

conflict situation. They may take a back

seat than confront the person with injus-

tice or inequality meted out to them. They

would prefer to seal their lips than voice

their views in public. This lends support

to the theory of social constructionism

which highlights that gender inequality

exists in the form of socially constructed,

predefined gender roles which are firmly

anchored in India’s sociocultural fabric

that has deep cultural and historical roots.

It used to be and continues to be in prac-

tice in some parts of India where men

enjoy certain privileges and women are

delegated to secondary position. Also,

there are many dos and don’ts prescribed

for women as they cannot raise their

voice before men especially before the

elders of the family. They have to follow

certain code of conduct; adhere to a strict

level of decency, when it comes to dress-

ing up or speaking up.

Conclusions

It is evident from the outcome of this

study that there exists a clear chasm be-

tween the older generation, the women

and the New Millennials when it comes

to their interpersonal assertive commu-

nication skills. This proves that some shift

in belief system has taken place that re-

sults in the radical departure of the New

Millennials from their immediate prede-

cessors in relation to their interpersonal

communication skills. They have evolved

from a socio-economic culture that

makes them different from generations

before them. They are more assertive,

honest, optimistic, independent and forth-

right as compared to older generation.

They do not practice or subscribe to the

inconsistent communication behavior,

their predecessors are associated with.
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Their communication behavior is driven

more by their own personal convictions

and belief system than being conformist.

They do not change their interpersonal

communication behavior because of cer-

tain social or cultural norms. They are

not ready to change their identity what-

ever may be the configuration of social

or other cultural frames. They are what

they are under all situations unlike their

predecessors. These findings are sub-

stantiated by other studies (Carolyn A.

Martin, 2005; Carina & Sue, 2010; Howe

& Strauss, 2000; Sue Shaw, 2010; Alsop,

2008). Older women are found to be less

assertive and less vocal compared to men

in their communication behavior though,

younger women like to assert themselves

wherever the situation demands. This

finding is supported by other studies like

Devanesan and Saral (2016) and  Parray

and kumar (2016).

Theoretical & Managerial

Implications

The outcome of this study could be

justified by taking the support of the fol-

lowing theories including communication

accommodation theory as developed by

Giles & Ogay (2007) that concerns: (1)

the behavioral changes that people make

to attune their communication to their

partner, and (2) the extent to which

people perceive their partner as appro-

priately attuning to them. The results do

indicate the older generation and the

women in India when they feel power-

less and or up against some toxic per-

sonality would often try to adjust or ac-

commodate their communication styles to

others for social approval. Similarly,

Bandura’s (1977) social learning theory

posits that human behavior can be shaped

by continuous reciprocal interaction be-

tween cognitive, behavioral and environ-

mental influences. Thus, the change in

behavior amongst the New Millennials in

India could be traced to the change in

the   socio-economic and cultural envi-

ronment in India from which they have

emerged.  Albeit, the findings of the cur-

rent study could be traced to these two

theories which are rooted in western

thought, but there is need to study these

outcomes beyond the scope of these two

theories as it restricts the reader from

having a correct assessment of the real-

ity.  According to Sinha (1980), the be-

havioral pattern especially, of the older

generation and the women in India who

appear to be diffident, shy and more ac-

commodating in one situation may appear

to be the opposite of this under different

circumstances. The same set of individu-

als may appear to be more confident and

more assertive in a new set up. They do

not consistently have one identifiable

behavior. “The discrepant thoughts, feel-

ings and behavior of Indians have their

source in the way Indian construe a situ-

ation and respond to it”(Sinha,1980:48;

Hughes, 2002). Sinha (1980:47), at-

tributes it   to “the joint function of the

diversity in the components of the Indian

mind-set and the high context sensitivity

of Indians”, which implies that the Indi-

ans are flexible and they change or ma-

Their communication behavior is

driven more by their own personal

convictions and belief system than

being conformist.
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noeuvre a new configuration of thoughts,

feelings and actions as the context

changes. He, further explains that the

Indian mindset which is the amalgamation

of “different values, beliefs, norms, and

action” (drawn from the influence of dif-

ferent cultures) and their “high context

sensitivity determines which of the di-

verse components should be configured

to respond effectively to specific con-

texts. Indians are propelled not so much

by internally driven personality disposi-

tions than by the compelling contextual,

demands. They behave differently in dif-

ferent contexts with different persons and

with the same persons at the same place,

but at different points in time” (Sinha,

1980: 47). “ Indians are reported to be

capable of living simultaneously and ef-

fortlessly on two mutually opposed planes

and can make quantum leap from one

epoch to another without showing any

strain’ (Varma, 2004:143). Thus these

theories together throw some  light on

the fact  that the older men and women

in India have diverse mindsets which re-

spond to different stimuli differently de-

pending upon  their perception  of the situ-

ation while as the New Millennials like

their counterparts in the West, are hon-

est  and straightforward in their conduct

and avoid being discrepant.

The outcome of the study should ben-

efit the Indian corporate, specially, by

having an understanding of the dynam-

ics of the generational differences in in-

terpersonal assertive communication be-

havior as it will help them channelize and

manage the diversity accordingly and to

their advantage. Further, it should    sen-

sitize them and make them recognize the

importance of assertiveness in maintain-

ing equitable relationships in a culture of

high-power distancing. The findings may

also provide important guidelines and in-

sights to various organizations in this glo-

balized world.

Acknowledgements

The infrastructural support provided

by FORE School of Management, New-

Delhi in completing this paper is grate-

fully acknowledged’

References

Acharya, V; Sharma, P.S.V.N & Nair, S. (2016),

“Assertiveness in Indian Context: Perspectives

of Women Coastal Karnataka,” Online Jour-

nal of Health and Allied Sciences, 15 (2): 5

Agarwal, S & Chitranshi, J. (2013), “Readiness

of New Recruits on Contemporary Trends

in Workplace Communication”,  Interna-

tional Journal of Indian Culture and Busi-

ness Management ,  6 (4) : 5-21

Alberti, R. E. & Emmons, M. L. (2008), Your

Perfect Right: Assertiveness and Equality

in Your Life and Relationships, 9th ed.,

Impact Publishers, Atascadero, CA.

Alsop, R. (2008), The Trophy Kids Group Up:

How the Millennial Generation Is Shaping

up the Workplace,  San Francisco: Jossey-

Bass.

Amanatullaha, E.T & Tinsley, C.H. (2013), “Pun-

ishing Female Negotiators for Asserting

Too Much…or Not Enough: Exploring

Why Advocacy Moderates Backlash

Against Assertive Female Negotiators”,

Organizational Behavior and Human De-

cision Processes, 120 (1): 110-22.

Ames, D.R. (2008), “In Search of the Right Touch

Interpersonal Assertiveness in Organiza-

tional Life”, Association for Psychological

Science, 17 (6): 381-85



Interpersonal Assertive Communication Behavior

The Indian Journal of Industrial Relations, Vol. 55, No. 2, October 2019 335

Ames. D.R., Lee, A. & Wazlawek (2014), “Inter-

personal Assertiveness: Inside the Balanc-

ing Act”, Social and Personality: Psychol-

ogy Compass,11 (6): 775-90

Ames, D R. & Wazlawek, A.S (2014), “Pushing

in the Dark: Causes and Consequences of

Limited Self-Awareness for Interpersonal

Assertiveness”, Personality and Social

Psychology Bulletin , 40 (6): 775-90.

Bandura, A. (1977), Social Learning Theory,

Englewood Cliffs, NJ: Prentice Hall.

Bowles, H. R. & Babcock, L. (2013), “How Can

Women Escape the Compensation Nego-

tiation Dilemma? Relational Accounts Are

One Answer “, Psychology of Women Quar-

terly, 37 (10): 80–96.

Carolyn A. Martin, (2005), “From High Mainte-

nance to High Productivity: What Manag-

ers Need to Know about Generation Y”,

Industrial and Commercial Training, 37

(1):39-44

Cekada, T.L. (2012), “Training a Multigenera-

tional Workforce: Understanding Key

Needs and Learning Styles”, Professional

Safety, 57(3):40–44.

Dave, D.G. (2011),  “A Descriptive Study To

Assess The Level of Assertiveness   among

Alcoholics Residing in  a Selected Commu-

nity at Bangalore”, Dissertation Proposal,

Consulting and Clinical Psychology, 33(4):

448-57. doi:10.1037/h0027806,

Devanesam., J & Sara, L. (2016), “A Study on

Assertiveness of Women in India”, Lan-

guage in India ,16 (2), www.languagein

india.com

Diekman, A. B. (2007), “Negotiating the Double

Bind: Interpersonal and Instrumental

Evaluations of Dominance”, Sex Roles, 56

(9-10): 551–61.

Dokadia, A. (2015), Exploring Multi-generational

Perspectives of Career, Learning, and Lead-

ership”, Unpublished Doctoral Thesis, Tata

Institute of Social Sciences, Mumbai

Dwyer, R.J. (2009), “Prepare for the Impact of

the Multi-generational Workforce! Trans-

forming Government: People,” Process and

Policy, 3(2): 101–10

Erickson, T. (2009), “Generational Differences

between India and the US”, retrieved on

23rd Oct. 2018 from http://blogs. harvard

business.org/erickson/2009/02/global_

generations_focus_on_in.html

Eskin, M. (2003), “Self-reported Assertiveness

in Swedish and Turkish Adolescents: A

Cross-cultural Comparison”, Scandinavian

Journal of Psychology, 44: 7–12.

Galassi, J. P., DeLo, J. S., Galassi, M. D. &

Bastien, S. (1974), “The College Self-Ex-

pression Scale: A Measure of Asserti-

veness”, Behavior Therapy, 5 (2): 165-

71.ht tp: / /dx.doi .org/10.1016/S0005-

7894(74)80131-0

Ghosh, R. & Chaudhuri, S. (2009), “Inter-gen-

erational Differences in Individualism/Col-

lectivism Orientations:Implications for

Outlook Towards HRD/HRM Practices in

India and the United States”, New Hori-

zons in Adult Education and Human Re-

source Development ,  23(4):5–21.

doi:10.1002/nha3.10356.

Giles, H; Ogay, T. (2007), “Communication Ac-

commodation Theory”, in Whaley, Bryan

B., Samter, Wendy, Explaining Communi-

cation: Contemporary Theories and Exem-

plars, Mahwah, NJ: Lawrence Erlbaum.

Gupta, P. (2016), “India, the Land of Millennials,”

retrieved on 12th Dec. 2018 from https://

www.morganstanley.com/ideas/india-land-

of-millennials.html

Hartman, J. L. & McCambridge, J. (2011), “Op-

timizing Millennials’ Communication

Styles”, Business Communication Quar-

terly,74 (1) :22–44. https://doi.org/10.1177/

1080569910395564

Hofstede,G. (1980), Culture’s Consequences: In-

ternational Differences in Work Related

Values, Sage, Beverely Hills, CA.



Reeta Raina

336 The Indian Journal of Industrial Relations, Vol. 55,  No. 2, October 2019

Howe, N. & Strauss, W. (1991), Generations: The

History of America’s Future, 1584 to 2069,

New York, William Morrow & Company.

Hughes, M.L.(2002), A Theoretical and Empiri-

cal Analysis of Chinese and Indian Negoti-

ating Behavior , Unpublished thesis, The

Aarhus School of Business, Aarhus.

Jakubowski, P and Lange, A. (1976), “Respon-

sible Assertive Behavior: Cognitive Behav-

ioral Procedures for Trainers, Champaign,

Illinois: Research Press.

Kalapathi, S.S.(2016), The Millennials: Explor-

ing the World of the Largest Living Genera-

tion”, ND: Penguin Random House.

Kennedy, J. A. & Kray, L. J. (2015), “A Pawn in

Someone Else’s Game? The Cognitive,

Motivational, and Paradigmatic Barriers to

Women’s Excelling in Negotiation”, Re-

search in Organizational Behavior, 35: 3–

28.

Kirst,.L.K. (2011), Investigating the Relationship

between Assertiveness and Personality

Characteristics, Thesis Submitted In Par-

tial Fulfillment Of The Requirements For

The Honors in Psychology, The College of

Sciences and in The Burnett Honors Col-

lege at The University Of Central Florida,

Orlando.

Kray, L. J., Locke, C. C.& Van Zant, A. B. (2012),

“Feminine Charm: An Experimental Analy-

sis of Its Costs and Benefits in Negotia-

tions”, Personality and Social Psychology

Bulletin, 38:1343–57.

Kupperschmidt, B. (2000), “Multi-generational

Employees: Strategies for Effective Man-

agement”, Health Care Manager, 19: 65–

76.

Lather, A.S, Jain, S & Shukla, A.D. (2010), “Cross

Cultural Conflict Resolution Styles: An

Extensive Literature Review”, Asian  Jour-

nal of Management Research, retrieved on

25 th May 2018, http://ipublishing.co.in/

a j m r v o l 1 n o 1 / s p e d 1 2 0 1 1 /

AJMRSP1011.pdf.

Lefevre,  E. R. & West,  M. L. (1981),

“Assertiveness: Correlations with Self-es-

teem Locus of Control, Interpersonal Anxi-

ety, Fear of Disapproval, and Depression”,

Psychiatric Journal of the University of

Ottawa, 6(4): 247-51

Mahajan, Y.D. (2017),  “A Study of E-retailing:

Analyzing the Factors and Perceptions of

Indian Millennials for Online Retailers”,

Indian Management Review, 11 (1): 59-66

Mehra, P. (2018), “Influence of Socio-demo-

graphic Factors in Doctor-patient Commu-

nication in India”, International Journal of

Indian Culture and Business Management,

8 (3): 387-412

Nayar, V. (2013), “Handing the Keys to Gen Y”,

Harvard Business Review, Retrieved on

14th Nov. 2018 from http://hbr.org/2013/05/

handing-the-keys-to-gen-y/ar/1

Nilekani, N. (2008), “Imagining India: Ideas for

the New Century”, Penguin Books India,

Allen Lane.

O’Donohue, William (2003), “Psychological

Skills Training: Issues and Controversies”,

The Behavior Analyst Today, 4 (3): 331–

35. doi:10.1037/h0100021

Orenstein, H., Orenstein, E. & Carr, J. E. (1975),

“Assertiveness and Anxiety: A Correla-

tional Study”, Journal of Behavior Therapy

and Experimental Psychiatry, 6 (3):203-07.

doi:10.1016/0005-7916(75)90100-7

Parry & Kumar, S. (2016), “Assertiveness among

Undergraduate Students of the University”,

The International Journal of Indian Psy-

chology,4(1): 284-91

Rich, A. R. & Schroeder, H. E. (1976), “Research

Issues in Assertiveness Training”, Psycho-

logical Bulletin, 83 (6): 1081-96. http://

dx.doi.org/10.1037/h0078049

Romek, V. G. (2003), “Training of Confidence in

Interpersonal Relations”, Sankt-Petersburg:

Retrieved from http://www.klex.ru/809

Shanmugam V.& Kathyayini B.V. (2017),

“Assertiveness and Self-esteem in Indian



Interpersonal Assertive Communication Behavior

The Indian Journal of Industrial Relations, Vol. 55, No. 2, October 2019 337

Adolescents”, Galore International Jour-

nal of Health Sciences & Research, 2 (4):

8-13.

Shaw, S.R. & Fairhurst, D. (2008), “Engaging a

New Generation of Graduates”, Education

and Training ,  50 (5), DOI: 10.1108/

00400910810889057

Sinha, J.B.P. (1990), Work Culture in the Indian

Context, Sage, New Delhi.

Sinha, J.B.P. (2008), Culture and Organizational

Behavior, Sage, New Delhi.

Singh, V. (2013), “Exploring the Concept of Work

across Generations”, Journal of Intergen-

erational Relationships, 11 (3): 272–85.

Soni, R & Srinivasan, H.K. (2017), “A Pre- ex-

perimental  Study on the Effect  of

‘Assertiveness Training Program among

Nursing Students of a Selected Colleges of

Nursing”, International Journal of Applied

Research, 3(5): 533-38

Stein, S. & Book, H. (2006), The EQ Edge: Emo-

tional Intelligence and Your Success, 2nd

ed., Toronto, Jossey-Bass.

Stepanov, S. S. (2006), “Mify i tupiki pop-

psihologii [Myths and blind alleys of pop

psychology],” Dubna: Feniks+. Retrieved

from http://www.klex.ru/ash

Vagos, P & Pereira, A. (2010), “A Proposal for

Evaluating Cognition in Assertiveness,”

Psychological Assessment, 22 (3): 657

Varma, P.K. (2004), Being Indian: The Truth

about Why the 21st Century will be India’s,

Viking, New Delhi.

Watson, D. & Friend, R. (1969), “Measurement

of Social-evaluative Anxiety”, Journal of

Consulting and Clinical Psychology,33(4):

448-57.

Wolpe, J. (1990), Pergamon General Psychology

Series, 1 The Practice of Behavior Therapy,

4th ed., Elmsford, NY, US: Pergamon Press



Reeta Raina

338 The Indian Journal of Industrial Relations, Vol. 55,  No. 2, October 2019

Appendix  1

Questionnaire on Interpersonal Assertive Communication

The attached scale consists of 09 statements. Against each statement, there are four response cat-

egory namely,

•  Frequently

•  Sometimes

•  Few Times

•  Never

Please read each statement carefully and put a tick mark ( ) the one answer that best corresponds

to your agreement and disagreement.

Please do not leave any item unmarked. You may kindly be assured that this information will be

used only for research purpose and the same will remain confidential.

SNO Item Frequently Sometimes Few Times Never

1 I am able to speak with confidence at

a difficult meeting which is charged

with an  uncomfortable atmosphere

2 I can get a person to understand that

he or she is being aggressive or unfair

if he or she points out my failures

due to a misunderstanding.

3 I can respond to people without

being aggressive when they try to

upset or intimidate me by ridicule

or sarcasm.

4 If I believe someone is being abusive

or annoying, I am able to denunciate

it without disturbing myself.

5 I feel it is all right to ask for what

I want or to explain how I feel.

6 I can say’ No’ easily to people

without feeling guilty when people

ask me to do things that I do not like.

7 I feel good when people seek my

opinion which may be opposite to

what they think.

8 I do not feel shy or diffident in

approaching people who are

important and are invested with

authority

9 I can communicate with  people with

respectful tone,  when I find defects in

their product or service in a shop or

restaurant

Name:

Age:

Gender:

Working / Student / Not Working

Position in the company:
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