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Note: 1. Answer any FOUR full ;]%gestg?%s from Q.No.1 to Q.No.7.
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c. | What is 3. CV2Write a CV of Yo u1:’§ in seeking a job from an employer of | 10 | L3 | CO3
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Q.6 | a. | Give the meaning of Plgg&;gmference. 3 |L1|CO3
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Q.7

a. | Define the term Negotiation.
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b. | Explain the stages of Negotiation process. wfg@& ’
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¢. | What is Technology enable Communication? EX §l n the different types of
Technology enabled Communication used in a% rganisation.
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Shilpa Corporatlon [SC] has re @%gl}(»@émbarked on a new kmd“%f training.
The Corporation is teaching n f its Employees — espemﬁy those in
marketing and sales to make decisions on the basis of” non — Verbal
Communication clues. For Nalini Varma, vice President of'SC, focusing on non
— Verbal Communicati »become an important patt ofther inter — personal
dealings, several years arma became interested ifirhow body movements
and mannerisms truly te: ect what an individual is saying continually reading in
this area of study;%Varma has been able to m: decisions about potential
employees and poteﬁﬁlal customers by reﬁ% ng¥them. For example, Varma
believes that b Ey language can give a person cﬁ%npetltlve advantages.
difference when closing the sale or in SC’s case hiring new
Employeés. For example, during inte s Nalini pays constant attention to
the J ob&@w%dldates eye movements{and mannerisms. She believes that she can
correctly predict if the Candidate will be an aggresswé es person while
simultaneously being personab dand friendly. How does
this by looking at their eyes and-the way they presenf themselves.

In one case, a h1r1ng dec came down to the épeople The first Cana?%’ate
never looked Nalini in the €ye, leaned back in %/her chair and %oss‘gd both
his/her legs and arms. The first Candidat fonstrated the Communication
skills that Varma® nd aligned w1t @successﬁxl perfof& in her
Organisation. Nafini Varma is convmcgd 1at/non — Verbal Communication can
play a significant role in helping her Organization achieve.its annual sales goals
he 11as found that it haSthelped quallty cos@m@%for example, even

understandmg thls " Varma is in better
1ves the customer has she
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a. What probwfns can Varma elgcounter by her heavy reliance on non —

Verbal Communication?
b. What Communication @ afice would you give to Varma and Individuals

like her who place antipgrdinately high value on body language? Explain
your position. ¢
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