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ABSTRACT

This paper discusses the necessary
communication skills for a successful VE process and
new strategies and techniques for maximizing the
communication of the VE process. Although the
skills and strategies presented apply throughout the
execution of a VE Job Plan, they are presented here
in the context of the communications during the phase
of marketing VE to potential clients.

INTRODUCTION

Function and Form

The most important question in VE is "What is
the function?" This question serves the customer
well once the VE process is underway. However,
many VE consultants must ask a question that applies
directly to themselves and to their success. That
question is "What is the form that will put me in the
position to do VE effectively for my client?”

The communication field has traditionally divided
communications into a dichotomy of "function" and
"form".! Like VE, identifying "function”--in this
case the use of language--is a critical step. Functions
in communication include making requests, asking
questions, acquiring information, sharing information,
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taking turns, and building relationships. The concept
of "form" in communications refers to the delivery
mechanics of a given message; i.e., “how” the
function is performed. This includes tone of voice,
sentence  structure, word choice, nonverbal
communication, degree of directness, clarity, style,
and timing. Research has shown that form-related
communicative behaviors comprise up to 93% of a
message and the actual wording has only 7% impact
for the listener.” Knowing how to manage issues
related to good form in communicating often
determines the consultant’s success in marketing and
executing VE.

Communication and VE

VE consultants have communication as one of
their primary tools. Little in the VE process can be
demonstrated or executed without communications.
The process is delineated verbally, opportunities are
identified and often evaluated verbally, and
recommendations are decided upon by the group
through discussion and debate. For these reasons,
VE consultants would greatly benefit by examining
the functions and forms of communication, to
improve the key elements of this major tool:
language, talking, and writing.

Underlying the VE process are two important
principles based on communication:
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The potential client must perceive that the VE






