Student Name Amal Aldossari
Students I.D

=3

@151l oron)l dooly
EVERYONE 'S SMART UNIVERSITY

Everyone’s Smart University

Assignment 1 (Spring 2021)

Section

Bachelor

.......................................... Clall assl

20212028560, eeeeeeeeeeeeeeeeereeneecereesesoseenennes PEPAEN P
Date Course Code
18/02/2021 (CMM201)

COMMUNICATION SKILLS

Instructions:

ploe @ debludl olai (8 Gule V Y) a5 ) 1) GBlay

Sla € e ‘;Lu g Jgw a4l
A 600 e 2 Y 548400 oo DLl e Jui Y
Aol L Al lallaaall () 65 Gl Ble ) e e A padl ARl 5l 4 5alasy) NG Aalia LlaY)

Lol Can gl s 5 el i By e AT jaiae of e AlaY) e B T il

Jagall e Aad )5 nl gl (e el 2as pdf dapa Al Y) aay Calall 138 Jy 238 55 a2

Instructor's Name: Dr. Merna Emad



Read the story below and, as you evaluate the passage below,
consider whether this behavior is appropriate for this
professional context.

Mark is a top-performing salesperson at a pharmaceutical supply
company. As a reward for his performance, he is treated to a trip to the
corporate office in California to meet the chief executive officer, Ms.
Mills. Ms.

Muills is known around the office as the “Wicked Witch of the West”
because of her short and sometimes abrasive demeanor. Mark’s
coworkers share “horror stories” of their encounters with her, stating that
she rarely makes eye contact, never smiles, and dislikes being
approached unless she initiates the conversation.

Although he is excited to travel, he is also nervous about what he and
Ms. Mills might talk about. He prepares by thinking about how he can
share his sales strategies and techniques. On the day of the meeting, he
waits patiently for Ms. Mills’s assistant to call him into her office. When
he 1s escorted in to meet her, he 1s shocked to see a petite woman behind
the large desk smiling back at him with kind eyes. He approaches,
shakes her hand, and waits for her permission to sit. Ms. Mills is nothing
like the horrible person they made her out to be. Ms. Mills asks Mark
several thoughtful questions about why he is successful, ways the staff
can be supported, and how the company fits in with his professional
goals. Mark feels more and more comfortable as she leans forward to
listen intently to what he is saying. Mark loosens his tie, crosses his legs,
and begins sharing stories of how he feels his immediate supervisor has
dropped the ball on more than one occasion and that the team would be
better if more money were allocated to incentives and bonuses. Mark
immediately sees Ms. Mills’s eyes begin to squint and her brow furrow.



She stands up abruptly and says in a gruff voice that their time is up and
that her assistant will show him out.

Answer the following question accordingly:

1. Given the professional context, what would you have done the
same and/or differently if you were in Mark’s position?

2. Do you think Mark accurately evaluated the context? Why or why
not?

3. What communication factors led to the change in the chief
executive officer’s disposition?

4. How could the KEYS process help Mark improve his
communication skills?
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B Knowing how to prepare for an interview.
B Anticipating questions.
B Dressing appropriately.
B Providing credible and effective answers, and following up
after an interview are all critical aspects of being a
competent interview participant.
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To express emotion. ¢« jecliall (e Hnaill W
To convey interpersonal attitudes. <irasill e gall Jo3 W
To accompany verbal communication. « il Jual 5l 438/ . W
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B know yourself: define the types of nonverbal cues you display
to other. This can be difficult, but try to be aware even of the
small, unconscious nonverbal cues you create.

B Evaluate the professional context: Assess what nonverbal
signals are considered acceptable in your workplace. Are your
meetings informal, or is there a set decorum on how people
interact? Notice how both your coworkers and superiors
convey nonverbal cues line up with those of others in your
company.

B Your communication interaction: Define How do you react to
your partner’s nonverbal signals? How does he or she react to
yours? Think about what sets you at ease when communicating
with others, employees, or superiors. The more open people
feel when talking with you, the more likely they are to disclose
information more honestly and comfortably.

B Step back and reflect: Analyze your communication after the
interaction has ended. Did you walk away feeling satisfied with
your nonverbal communication?




