=B

@51l oron)ldeoly
EVERYONE'S SMART UNIVERSITY

Everyone’s Smart University

Assignment 1 (Spring 2021)

Student Name ...Fahad Algahmdi.. .......ccccoeeviiiiiiiiieee, lUall ol
Students I.D  ....... 2021203190.....c... e EEPEN Y
Section Date Course Code
Bachelor 18 /02 /2021 (CMM201)
COMMUNICATION SKILLS
Instructions:

Slae 3 Aol ala (8 (ujle ) (Y a5l 1) Bl

RGHENGUR VRPN LSNPS | WRWEN A
AdS 600 o= 25 Y 54618400 e ClalSl) aae Y
Aol GG dalall cilallaaall (685 () le ] e pa A jadl Al f 4 Salas) 2l dalic 4laY)

Lol canl gl i o e ) s s e | AT o (ol (e Ala ) o B Laie il

Jasall e Gad 5 canl gl e elgiV) 2o pdf s A AlaY) 2xy i) 138 i 5235 ) 5 a2 2

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.

Mills 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 is escorted in to meet her, he is 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 KEY'S process help Mark improve his
communication skills?
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First | would do the same in preparing by thinking about how | can share my sales
strategies and techniques .What | would differently is | wouldn't go in the office
shake her hand until she calls me, and waits for her permission to sit and keeping a
professional attitude throughout the meeting. | will Keep the tie tight and set
without crossing my leg as not to be rude and to not judge the situation quickly and
to pay attention to the non-verbal communication. | would follow the principle of
communication by giving a clear information to how I was successful and give
correct information about my accomplishment. Also to give concrete information
to how the staff can be more successful. | would be courteous, polite, sincere and
enthusiastic while addressing my superior and not to talk about my colleges
shortcomings. | would use the principle of KEY'S first to know myself and what
cues | am giving. Evaluate the context is it formal or non-formal meeting. | should
define her reaction to my cues. Finally | should reflect on the meeting to see was it
satisfying or no. Mark did not read the non-verbal communication properly and
change his attitude without giving the conversation enough time to get more verbal
and non-verbal cues. He made a premature evaluation and jumped to the
conclusions directly and formed judgments without considering all the aspects of
information which is a psychological barriers because he was impatient. He did not
consider the organizational barriers there are from two different organizational
level. He should have used relational communication to balance small talk and
self-disclosure. He did not notice that the Chief is using making as to hide her true
emption. The thing that made the chief's disposition was Mark using non-verbal
communication by loosening his tie and the way he set and verbal communication
of Cultivating a Hostile Workplace by talking ill of his supervisor. Mark should
have used KEYS to his advantage. He should know himself and notice the non-
verbal cues he was giving to the Chief and evaluate and consider the acceptable
nonverbal cues during workplace interactions and he should the communication
interaction the Chief was open in talking to him. The more open people feel when
talking with you, the more likely they are to disclose information more honestly
and comfortably. He should step back and reflect on the meeting and analyze
afterward to do better next time meeting someone.



