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 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. 
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1.
exchange theory in economics can be defined as the following – if you are going to work with another person and put effort into that working relationship consider or establish the following – are your efforts going to wasted or rewarded, are your efforts are going to be equal, and are the rewards whether it be results driven or financial, will it cost you more than you get out of working relationship or deal.

 Il.

We can make reciprocity  work for us in several different scenarios , for example if you have a sales team and you treat them fairly and with kindness , then your sales teams result’s could be positively affected

We could help others by sharing our talents with those who need it most, for example if a colleague needed help to close a deal or meet a sales quota then offer your support or help. 
Treat others with respect and kindness just like you would like to be treated yourself.

									

 
Define the theory of Responsibility Assumption. 

This can be defined as follows – as in the words of dale Carnegie – your actions are responsible for what you get in life and a example of this could simply be if you attend school and put no effort what so ever and gain poor grades in your exams, then you would not expect to apply for well paid jobs that required excellent grades in your exams – so in reality you are a product of your own effort.

Iv – consultative selling can be described or explained as the following – where a company takes a real interest in their potential client & builds a positive rapport with them, learning about their needs and helping overcome any challenges they may have, whilst promoting a positive attitude and energy towards your clients – as usually a client will buy of someone or company that they like or have warmed too. And if your client feels special every time you speak to or meet them then that will reinforce their confidence in your services.

V.The definition of disclosure. The idea here is to be true to yourself (be authentic) don’t try to be something that you are not. Be prepared to disclose information about yourself to colleagues and client with the likelihood is that you will develop stronger relationships with them. Do not be afraid to share information about with others that are appropriate about you.

My interpretation of the two significant ways of becoming more self aware are as follows.

Having a clear understanding of your thought process and how you react to certain situation’s if we can master or gain a better understanding of how this can help or build a stronger personality, and then the probability of us managing and building, personal and professional relationships is more likely to happen.

Secondly how do critique ourselves, how or who do we ask for honest feedback and in what format many of us will not ask a friend , relative or even a work colleague to tell us how they see you and their reaction to our behavior.

research (https://warwick.ac.uk/services/counselling/informationpages/selfawareness) and also studying the course work  

Q: 2:
What influences people in the way the form relationships?

There are many factors that can help build or weaken a relationship with others.

Let’s look at our working environment, the better you are or more comfortable you are at connecting with people then the rewards can be limitless not only with results but also with the positive environment it creates, but be prepared to put in time and effort into a relationship whether it be personal or professional as you” reap what you sow”.

Other factors to consider when forming a relationship are appearance, similarity,complimentary,reciprocity and also competence.

Your appearance can impact your forming of a relationship as first impressions always  go a long way , it would also  suggest that if your appearance is good or bad it telegraphs or communicates that you take pride in yourself and your work especially if you are a professional salesperson an example I would like to use for myself personally is “ if I am wearing a suit then I always make sure my shoes are spotless as these compliment what I am wearing and show that I am self aware of my appearance and how serious I am about making a positive first impression when I meet someone ”.

When people feel they have a connection it is usually down to a common interest they share for example  could also be called a similarity, again this helps build  or lead to relationship becoming stronger as there are natural talking points , for example if a sales person and a potential client share an interest in football or sport in general  then that relationship can be deemed to be in  a  positive position to succeed or have more chance of succeeding as to having two people that having nothing in common an initial discussion could be difficult to start.

Some other way’s of forming a relationship could be when you provide a service or product that another person needs at a particular time , or if they require a salesperson with a certain talent for example your talent could be that your are a specialist in generating new leads or that you are very successful at closing a deal out  and you have that talent then your services create a need this is also called complementarily.

And finally if you want to go that extra mile and take pride in building long standing professional relationships , then you could send birthday cards to clients , invite them to functions or parties particularly if they have invited you to an event , or you could offer your time or services for a good cause maybe and not expect anything in return for me the bottom line is treat others exactly how you like to be treated with kindness and respect , the above is summarized as a form of reciprocity.

Q:3:
The Johari window concept or technique.
 
The Johari window is a technique that helps people better understand their relationship between  themselves and others so for example it could be used by management and a sales team to understand and develop better self awareness . It was created by psychologists Joseph Luft and Harrington Ingham in 1955 is displayed by way of a diagram and with the concept broken down by way of explanation.

                                      Known to others                           not known to others 

	Know to oneself 

	Open
1
	Partially open
2

	Not now to oneslf 

	Partially open 
3
	Hidden 
5


 
The Johari Window can be looked at from many angles and provides four basic forms of the Self (the Known, Hidden, Blind, and Unknown Self).



Open – This area corresponds to information about the individual that is open to the public and the individual is aware of. This is known as the ‘public self’ and an example may be that the individual has strong technical knowledge.
: which could allow the individual to be more confident and showing a very strong self awareness when speaking about or being asked questions about the particular technical knowledge, by his or hers peers employers or clients.
Blind – This area corresponds to information that other team members are aware of but the individual does not know. Intuitively this may seem unusual, however many habits and traits may be picked up on by team members.
:without the individual realizing they are doing it for example they may always open a sales pitch with the same intro or respond to a question in certain way. 
Hidden – This area corresponds to the ‘private self’. This is information that the individual is aware of but the rest of the team are not. This may be because the individual is choosing to keep it to themselves or simply because it has not come up.
:this could be where the individual is to proud or even afraid to ask for help or may think that if they disclose this information then it could be viewed as weakness or lack of confidence or even a lack of knowledge about a particular product or subject, where as it could be viewed by their superiors for example as simply a point to improve on. 
Unknown – This area corresponds to information that the individual and the team are not aware of. This could be in the form of memories or potential, for example. 
The model is not static or rigid I would view or comment that there. Various methods and it  can be used to enhance the areas in order to improve levels of communication, self awareness and transparency amongst the group or groups. 
In my research to gain a better understanding of this model it is not uncommon for this model to be used in different formats some quit in depth with information and other’s giving what I would call a flavor of the concept, whilst striving for the same outcome “to improve relationships and increasing a better more valuable self awareness.

My research for this was through the following link.  

https://www.businessballs.com/leading-teams/the-johari-window-4229/
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