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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	Please insert your completed assignment (in word format) here:

1. Short questions:
I. What is assertiveness?
Assertiveness is a communication skill which enables you to express your opinion and persuade others in a positive and appropriate way without getting emotional or upsetting your audience. It implies self—confidence, trustworthiness and appropriate self-control. 
  
II. Define dichotomies, giving examples.
Oxford dictionary defines dichotomy as “a division or contrast between two things that are or are represented as being opposed or entirely different”.
In communication dichotomies are mainly used to describe different personality types or communication styles. For instance, a person can be individualistic or team-oriented, pessimistic or optimistic assertive or passive etc. 
Apparently they cannot have the same qualities at the same time. 

III. What is a frame of reference in communication? 
In communication a frame f reference could be described as a set of criteria or stated values in relation to which measurements or judgements can be made. It is usually based on cultural beliefs or familial stereotypes. A frame of reference being in direct influence of our mood, biases and stress levels is so deeply embedded that needs active effort to practice suspending it on a regular basis. 

Q2. What are the different ways of expressing “NO” effectively? 
There are many effective ways of expressing NO in an assertive manner. First, we need to express our NO calmly and firmly followed by a straightforward explanation of our alternative intentions or solutions to the issue. It is important to give your alternative solution so that you show your willingness to meet the request but taking into consideration your resources in terms of time and turns.  Moreover, we need to clarify the reasons we disagree or oppose to the other person’s requests after making an empathetic listening statement showing your interest and understanding. 
Similarly, the persistent response is repeating the same expressions, sentences or even body-language whatever the person says. This is another effective and assertive way of saying NO. 

Q3. What is persuasion? Describe Roger Dawson’s thirty ways of persuasion. 

According to the Oxford dictionary persuasion is 
a. the action or process of persuading someone or of being persuaded to do or believe something.
b.  A belief or set of beliefs, especially religious or political ones. 

In communication Roger Dawson has suggested thirty ways of persuasion in order to convince the other part about your statements and intentions. 
First you need to learn to link and connect with individuals, demonstrate your expertise and knowledge and think fair/fair not win/lose in order to gain their trust. 
Similarly, you need to be consistent and predictable and make sure integrity is reflected in your standards, values and behaviour.
You should never assume they understand you nor they believe you. 
You make sure you know when to be silent and always tell the truth. 
It is better if you use exact numbers because people believe in them. 
Moreover, you need to show you have nothing to gain and flush out problems assertively. 
You need to present with written confirmation of your agreement or engagement because people believe written words over verbal words, creating an obligation for one or both parties and proceeding a bit at a time, from inconsequential points into major areas. 
Similarly, you need to practise diffusion and show that you are out for the same things. 
It is important you remember names, do not patronize, give sincere compliments, use humour as appropriate, smile before you start a conversation and play with innocent questions such as “why would you want to do that? You should also remember that all clients are important and always leave a way out to them; never corner people. 
Furthermore, it is good practice to give two options that are both acceptable to you, so that you win regardless of the choice. 
On the other hand, you should never accept an invitation to attack, since it creates a trust issue. 
Always be childlike, meaning, open and transparent. You can do this by expanding your centre of interests to include others and explore the talents of others. 
Finally, always remember that difficult people don’t play the same rules and practise strategic apologising. 







Student Statement:

By submitting this assignment, I confirm that this is my own work.



	Student Signature
	[bookmark: _GoBack][image: C:\Users\Patra\Desktop\signature.jpg]
	Date
	17/08/2018




For Tutor / Assessor Use Only
	Total Marks
	

	Marks Obtained
	

	Percentage / Grade
	













image1.png
ﬁ
o R




image2.jpeg




