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MCHS1001 COMMUNICATIVE ENGLISH [2,0,0 ] 

 

 
 
COURSE OBJECTIVE 
 

 
This course is designed to enhance the communication 
skills of MCA students, focusing on the specific needs of 
computer science professionals. The syllabus aims to 
develop proficiency in English for academic, 
professional, and everyday use. 
 

 

     COURSE OUTCOME  

 
CO1 
 

Students will be able to articulate the basic principles and 
processes of communication, identify and overcome 
common barriers, and distinguish between verbal and 
non-verbal communication methods. 
 

 
CO2 

Students will demonstrate improved listening skills 
through active listening techniques, effective 
comprehension, and the ability to engage in clear and 
confident public speaking, group discussions, and role 
plays. 
 

 
CO3 

Students will develop proficiency in writing professional 
documents including emails, memos, business letters, and 
technical reports, ensuring proper format, etiquette, and 
avoidance of plagiarism. 
 

 
CO4 

Students will be capable of preparing and delivering 
effective presentations using appropriate visual aids and 
tools, while also demonstrating a strong grasp of English 
grammar including state and event verbs, tense and 
aspect, and subject-verb agreement. 
 

 
CO5 

Students will understand the dynamics of interpersonal 
communication, the importance of workplace ethics, and 
cross-cultural communication. They will also learn to 
effectively communicate within teams, understand roles 
and responsibilities, and utilize collaborative tools and 
technologies. 
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CO6 

Students will enhance their reading comprehension and 
critical analysis skills for both technical and non-technical 
texts, expand their vocabulary with strategies for learning 
new words and technical terms, and develop skills for 
writing effective blogs, social media posts, and website 
content. 

 

 

MODULE  

               1 BASICS OF COMMUNICATION 
 

               2 PROFESSIONAL COMMUNICATION 
 

               3 INTERPERSONAL SKILLS 
 

               4 ENHANCING LANGUAGE SKILLS 

 

MODULE – 1  BASICS OF COMMUNICATION  

1. Introduction to Communication:  
a. Definition and Process 
b. Types of Communication 
c. Verbal and Non-verbal 
d. Barriers to Effective Communication 

2. Listening Skills:  
a. Active Listening Techniques  
b. Barriers to Effective Listening 
c. Listening Comprehension Exercises 

3. Speaking Skills:  
a. Basics of Pronunciation and Intonation 
b. Public Speaking: Techniques and Practice  
c. Group Discussions and Role Plays 

 
NOTES :  
 
Introduction to Communication  
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Communication is as old as human civilization. Man used to communicate with his 
fellow beings by means of sounds, signals, gestures when there was no language 
developed. Minus communication, human society could not have been as it is today. 
It is communication which has transformed mankind into the most developed 
rational and prosperous group on the earth. Communication is the activity of 
conveying information. The word communication has been derived from the Latin 
word ‘communis’, meaning to share. It basically involves a sender, a message and a 
receiver. Communication is giving, receiving or exchanging ideas, data, information, 
signals or messages through appropriate media, enabling individuals or groups to 
persuade, to seek information, to give information or to express emotions. 
Communication is usually a two-way process. It is not just giving information or 
signaling someone; it also involves  
the comprehension of the information or the signal by the receiver. When the act of 
giving information or sending message reaches the recipient and gets 
comprehended by him/her and the receiver sends feedback as desired by the 
sender, the process of communication is said to be complete. Communication, 
therefore, involves more than one person. Communication is a continuous and 
dynamic process involving more than one person. It is a cyclic process denoting 
continuous flow of information. It essentially involves sender, message and 
recipient. The sender conceives ideas and encodes them into suitable medium 
(facts, figures, pictures), sends them through appropriate channel (email, phone, 
speech) to the recipient. The recipient decodes the message, understands it and 
encodes feedback and sends it to the sender. The process continues. 
 
DEFINITION OF COMMUNICATION  
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1. W. H. Newman and C. F. Summer : “Communication is an exchange of facts, 
ideas, opinions or emotions by two or more persons.” 

Explanation: Communication involves sharing or exchanging information and 
emotions among people to create understanding. 

 2. Keith Davis : “Communication is the process of passing information and 
understanding from one person to anoher.” 

Explanation: Davis emphasizes understanding — communication is complete only 
when the receiver interprets the message as intended. 

3. Peter Little :“Communication is the process by which information is transmitted 
between individuals and/or organizations so that an understanding response 
results.” 

Explanation: Little highlights that communication aims to bring about an 
understanding response — not just transfer of data. 

4. Louis A. Allen : “Communication is the sum total of all the things one person does 
when he wants to create understanding in the mind of another. It involves a 
systematic and continuous process of telling, listening and understanding.” 

Explanation: Allen views communication as a continuous process involving telling, 
listening, and understanding. 

5. Koontz and O'Donnell :“Communication is the transfer of information from one 
person to another with the information being understood by the receiver.” 

Explanation: They stress that understanding by the receiver is essential for 
successful communication. 

6. Allen Louis :“Communication is a bridge of meaning. It involves a systematic and 
continuous process of telling, listening and understanding.” 

Explanation: This definition compares communication to a bridge that connects 
people through meaning and understanding. 

 7. Berelson and Steiner :“Communication is the transmission of information, ideas, 
emotions, skills, etc., by the use of symbols, words, pictures, figures or graphs.” 

Explanation: They focus on the use of symbols and media — showing that 
communication can be visual, verbal, or written. 
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8. C. G. Brown :“Communication is the transfer of information and understanding 
from one person to another. It is a way of reaching others with ideas, facts, thoughts 
and values.” 

Explanation: Brown underlines both information and understanding — showing 
that communication carries values and meaning. 

9. F. G. Moore :“Communication is the art of transmitting information, ideas, and 
attitudes from one person to another.” 

Explanation: Moore adds the artistic side of communication — emphasizing attitude 
and expression. 

 10. American Management Association (AMA) :“Communication is any behavior 
that results in an exchange of meaning.” 

Explanation: AMA’s definition expands communication beyond words — to include 
all behaviors that create shared meaning. 
 
PROCESS OF COMMUNICATION  
 
The communication process is a dynamic framework that describes how a message 
travels between a sender and receiver using various communication channels. Its 
goal is to ensure the receiver decodes the message correctly and can provide 
feedback with ease and speed. This is especially important for larger organizations 
that need to notify people in different areas and time zones about an event, 
problem or change. Technology in the workplace has made this process more 
effective. A message is no longer communicated just through voice or writing; it is 
also shared through audio, video, email and social media. The process of 
communication streamlines the flow of information and takes advantage of multiple 
channels in the best way possible. In business communication, clarity, timeliness, 
and professionalism are important to ensure smooth operations and effective 
collaboration. Poor communication in business settings can lead to  
 
misunderstandings, reduced productivity, and missed opportunities. The exchange 
of information  
needs good management to sustain them in the long-run. Leaders in the workplace 
establish the style, tone and function of communication. If you are in a position of 
authority, it is especially important that you model good communication 
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KEY COMPONENETS IN THE COMMUNICATION PROCESS  

The communication process can be broken down into a series of  essential 
components, each of which serves an integral function in the overall process: 

Context - Communication is affected by the context in which it takes place. This 
context may be physical, social, chronological or cultural. Every communication 
proceeds with context. The sender chooses the message to communicate within a 
context. 

Sender/Encoder - Sender/Encoder is a person who sends the message. A sender 
makes use of symbols (words or graphic or visual aids) to convey the message and 
produce the required response. For instance - a training manager conducting 
training for new batch of employees. 

Sender may be an individual or a group or an organization. The views, background, 
approach, skills, competencies, and knowledge of the sender have a great impact 
on the message. The verbal and non verbal symbols chosen are essential in 
ascertaining interpretation of the message by the recipient in the same terms as 
intended by the sender. 

Message - Message is a key idea that the sender wants to communicate. It is a sign 
that elicits the response of recipient. Communication process begins with deciding 
about the message to be conveyed. It must be ensured that the main objective of 
the message is clear. 
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Medium - Medium is a means used to exchange/transmit the message. The sender 
must choose an appropriate medium for transmitting the message else the 
message might not be conveyed to  

the desired recipients. 

The choice of appropriate medium of communication is essential for making the 
message effective and correctly interpreted by the recipient. This choice of 
communication medium varies depending upon the features of communication. 

For instance - Written medium is chosen when a message has to be conveyed to a 
small group of people, while an oral medium is chosen when spontaneous 
feedback is required from the recipient as misunderstandings are cleared then and 
there. 

Recipient/Decoder - Recipient/Decoder is a person for whom the message is 
intended/aimed/targeted. The degree to which the decoder understands the 
message is dependent upon various factors such as knowledge of recipient, their 
responsiveness to the message, and the reliance of encoder on decoder. 

Feedback - Feedback is the main component of communication process as it 
permits the sender to analyze the efficacy of the message. It helps the sender in 
confirming the correct interpretation of message by the decoder. Feedback may be 
verbal (through words) or non-verbal (in form of smiles, sighs, etc.). It may take 
written form also in form of memos, reports, etc. 

TYPES OF COMMUNICATION  

Communication can be classified in several ways depending on direction, channel, 
organization structure, and purpose. 

1. Based on Direction or Flow 

This refers to how information moves within an organization or between people. 

(a) Upward Communication : Information flows from subordinates to superiors. 

Examples: Reports, feedback, grievances, suggestions. 
Purpose: Helps management understand employee views and improve 
decisions. 

Example: An employee reporting progress to the manager. 

 (b) Downward Communication :Information flows from superiors to subordinates. 
Examples: Instructions, policies, orders, memos. 
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Purpose: To inform, guide, and control employee activities. 

Example: Manager assigning tasks to team members. 

(c) Horizontal or Lateral Communication : Communication takes place between 
employees at the same level in the organization. 
Examples: Coordination between departments or colleagues. 
Purpose: Promotes teamwork and cooperation. 

Example: Discussion between two project leads. 

(d) Diagonal Communication : Communication takes place across different levels 
and departments. 
Example: A software developer communicating directly with the finance officer. 
Purpose: Improves efficiency and reduces delay. 

2. Based on Channel / Medium Used 

 (a) Verbal Communication : Communication using spoken or written words. 
Types: 

 Oral Communication – meetings, phone calls, speeches, interviews. 
 Written Communication – letters, emails, reports, notices. 

Advantages: Clear, permanent (in written form), easy to document. 
Disadvantages: Misinterpretation if tone or wording is unclear. 

 (b) Non-Verbal Communication :Communication without using words — through 
gestures, facial expressions, body language, tone, or symbols. 
Examples: Smile, eye contact, posture, dress code, silence. 
Importance: Reinforces verbal communication and expresses emotions. 

(c) Visual Communication : Communication through visual aids such as charts, 
graphs, pictures, slides, maps, or infographics. 
Used in: Presentations, reports, teaching, advertisements. 
Advantage: Easy to understand and remember. 

3. Based on Formality 

 (a) Formal Communication : Follows official channels and hierarchy. 
Examples: Circulars, official memos, meetings, reports. 
Advantages: Clear authority and accountability. 
Disadvantages: Time-consuming and less flexible. 
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 (b) Informal Communication (Grapevine) :Occurs spontaneously among employees 
without following hierarchy. 
Examples: Friendly talks, rumors, casual discussions. 
Advantages: Builds relationships and boosts morale. 

Disadvantages: May spread misinformation if not controlled. 

4. Based on Purpose 

Type Purpose Example 

Informative 
Communication 

To provide data or facts Notices, circulars 

Persuasive 
Communication 

To influence or convince Advertisements, proposals 

Instructional 
Communication 

To give directions or 
procedures 

Manuals, memos 

Motivational 
Communication 

To inspire and 
encourage 

Speeches, leadership talks 

5. Based on the Number of People Involved 

Type Description Example 

Intrapersonal 
Communication 

Communication within 
oneself (thinking, self-talk) 

Self-analysis 

Interpersonal 
Communication 

Between two or more 
people 

Conversation 

Group Communication 
Within a small team or 
committee 

Group discussion 

Mass Communication To a large audience 
through media 

TV, radio, newspapers, 
social media 

VERBAL COMMUNICATION  
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Verbal communication uses words, spoken or written, to convey messages, while 
nonverbal communication relies on actions like body language, gestures, and facial 
expressions to communicate without words. Both are essential for effective 
communication, often working together, but they can also contradict each other, 
making it crucial to observe both to fully understand a message.  

Verbal communication refers to communication in which a message is transmitted 
using words, spoken or written.  The objective of every piece of communication is to 
have people understand what we are trying to get across. When we talk or write to 
others, it's very easy - and often wrong! - to assume that others understand what 
we are saying because we understand what we are saying.  However, people often 
bring their own attitudes, perceptions, emotions and thoughts to bear on the 
message and it can be easy to be misunderstood, particularly if your body language - 
your nonverbal communication isn't quite right. 

There are generally considered to be four types of verbal communication: 

 

Intrapersonal communication 

 is our internal dialogue. We all do this. Often, 
without realizing it, we talk to ourselves or have 
conversations with others in our head. This type 
of verbal communication is also referred to as 
inner speech, self-talk, internal discourse and 
inner experience. 

 

Interpersonal verbal 
communication 

 involves two parties like speaking one-on-one 
with a friend or colleague. Each party listens when 
the other person is talking to understand what’s 
being said and respond accordingly. 

 This is where more than three people are involved 
in a conversation. There may be more people this 

https://en.wikipedia.org/wiki/Intrapersonal_communication
https://humanfocus.co.uk/blog/interpersonal-communication-skills-improve-relationships/
https://humanfocus.co.uk/blog/interpersonal-communication-skills-improve-relationships/
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Group Verbal Communication 

 

time but the same rules apply as with 
interpersonal communication. Each person has a 
chance to speak, while others listen and respond 
at the right time. 

 

Public Verbal Communication 

 

Public verbal communication can be anything 
from speaking aloud at a school assembly to being 
a keynote speaker at a conference. It’s 
communicating to an audience of people who 
have come to hear what you have to say. This 
form of verbal communication takes some people 
completely out of their comfort zone 

NON VERBAL COMMUNICATION  

Non-verbal communication occurs without using any oral or written word. Instead 
of written or oral words, it relies on various non-verbal cues like physical 
movements, tasks, colours, signs, symbols, signals charts, etc. to express feelings, 
attitudes or information. Although no word is used in non-verbal communication, it 
can effectively communicate many human feelings more accurately than verbal 
methods of communication. 

 

 Types of Nonverbal Communication 

1. Eye contact 
2. Facial expressions  
3.  Gestures  
4.  Posture and body orientation  
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5.  Body Language  
6.  Space and Distance  
7. Proximity  
8. Para-linguistic 
9.  Humor 
10.  Touch  
11.  Silence  
12.  Personal Appearance  
13.  Symbol  
14.  Visual Communication.  

Eye contact: Eye contact is an important channel of interpersonal communication. It 
helps to regulate the flow of communication. And it signals interest in others. 
Furthermore, Eye contact with audiences increases the speaker’s credibility. 
Teachers who make eye contact open the flow of communication and convey 
interest, concern, warmth, and credibility.  

Facial expressions:  The face is an important communicator. It is commonly said that 
the face is the index of the mind. It expresses the type of emotions or feelings such 
as joy, love, interest, sorrow, anger, annoyance, confusion, enthusiasm, fear, hatred 
surprise, and uncertainty. Facial expressions are indicated through the mouth (open, 
wide or closed), eyelids (raised or lowered), nose (wrinkled or relaxed), cheeks 
(drawn up or back) and the forehead (lowered or raised). Within the facial area, 
eyes are especially effective for indicating attention and interest. However, 
interpretations of facial expressions differ from culture to culture. Smiling is a 

powerful cue that transmits: Happiness. ➢ Friendliness. ➢ Warmth. ➢ Liking. ➢ 

Affiliation.  

Gestures: Head nods, a form of gestures, communicate positive reinforcement to 
students and indicate that you are listening. Gestures are movements of the arms, 
legs, hands, and head. Some authors opine that gesture is the deliberate body 
movement because they express specific and intentional meaning. For example; a 
wave of the hand has a specific meaning-“hello” or “good- bye”; a forefinger and a 
thumb touching to form a circle have the meaning - “ok”.  In Europe, raising thumb 
is used to convey that someone has done something excellent while in Bangladesh 
the same gesture means something idiotic.  

Posture and body orientation: We communicate numerous messages by the way 
we walk, talk, stand and sit. Standing erect, but not rigid, and leaning slightly 
forward communicates to students that you are approachable, receptive and 
friendly. Interpersonal closeness results when you and your students face each 
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other. Speaking with your back turned or looking at the floor or ceiling should be 
avoided; it communicates disinterest to your class.  

Body Language:  Body movements can convey meanings and messages. Body 
language may take two forms of unconscious movements and consciously 
controlled movements. For example; When a person is bored, he may gaze around 
the room rather than look at the speaker or he may shift positions frequently. When 
a person is nervous, he may bite his nails or mash hair. These are usually made 
unconsciously. On the other hand, leaning forward toward the speaker to express 
interest is the case of conscious body movements. Space and Distance:  

Space and distance are significant non-verbal tools in the case of organizational 
communication.  A spacious and well-decorated room indicates a person’s position 
in the organization hierarchy and external people get a message about his 
importance and authority only by visiting his room. Distance is another 
communication tool, which expresses the degree of intimacy and individual 
acceptance.  

Proximity: Cultural norms dictate a comfortable distance for interaction with 
students. You should look for signals of discomfort caused by invading students’ 

space. Some of these are: ➢ Rocking ➢ Leg swinging ➢ Tapping ➢ Gaze aversion 

Typically, in large college classes space invasion is not a problem. There is usually 
too much distance. To counteract this, move around the classroom to increase 
interaction with your students.  Increasing proximity enables us to make better eye 
contact and increases the opportunities for students to speak.  

Para-linguistic: This facet of nonverbal communication includes such vocal elements 

as: ➢ Tone ➢ Pitch ➢ Rhythm ➢ Timbre ➢ Loudness ➢ Inflection For 
effectiveness in communication, learn to vary these six elements of your voice. One 
of the major criticisms is of instructors who speak in a monotone. Listeners perceive 
these instructors as boring and dull.  

Humor:  One should develop the ability to laugh at yourself and encourage students 
to do the same. It fosters a friendly environment that facilitates learning. Adequate 
knowledge of the subject matter is crucial to your success; however, it’s not the only 
crucial element. Creating a climate that facilitates learning and retention demands 
good nonverbal and verbal skills.  

  Touch is a widely used form of non-verbal communication tool. By touching, one 
can express a wide range of emotions. However, the accepted modes of touch vary 
depending on the gender, age, relative status, intimacy and cultural background of 
the persons. For example, in the context of our culture, when one touches you from 
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the back of the examination hall, your understanding is that he wants to know 
something. Silence:  

 Silence is a powerful tool for communication. It may have a positive or negative 
meaning. In a classroom, silence indicates that students are listening carefully and 
attentively. In the same way, through silence one can communicate his lack of 
interest or a failure to understand. For example, silence often indicates that a 
person receiving instruction does not understand the action required or sometimes 
silence indicates consent.  

Personal Appearance:  Appearance is also an important non-verbal communication 
tool. Appearance includes dress, hair, jewellery, makeup, belt buckles and so on. 
Appearance indicates the degree of importance or interest a person conveys to an 
occasion. Through uniform, we can identify a student, a doctor, a lawyer, a police 
officer, etc. In an organization, one’s dress is keenly observed to see whether it 
conforms to accepted standards of appearance. As an example, workers may wear 
different clothes when they are on strike than they do when they are working.  

Symbol: A symbol is something that represents an idea, a physical entity or a 
process but is distinct from it. The purpose of a symbol is to communicate meaning. 
For example, a red octagon may be a symbol for “stop”. On a map, a picture of a 
tent might represent a campsite. Numerals are symbols for numbers. Personal 
names are symbols representing individuals. A red rose symbolizes love and 
compassion. 

Visual Communication: When communication occurs using any visual aids, it is 
known as visual communication.  Thus, communication that occurs through facial 
expression, personal appearance, gesture, posture, printed picture, sign, signal, 
symbol, map, poster, slide, chart, diagram, graph, etc. is called visual 
communication. For example, to indicate ‘danger’, we use red sign; to mean 
‘dangerous’, we use a skull placed between two pieces of bone put in crosswise 
fashion; to indicate ‘no smoking’, we use an image showing a lighted cigarette with 
a cross mark on it. 

BARRIER TO EFFECTIVE COMMUNICATION  
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Barriers to effective communication are obstacles like physical issues (noise, 
distance, bad equipment), psychological factors (emotions, stress, biases), language 
differences (jargon, accents), cultural misunderstandings, organizational problems 
(poor structure, information overload), and perceptual differences (different 
viewpoints) that prevent clear message transmission and reception. The factors 
which obstruct the effectiveness of communication is known as Communication 
Barriers. These barriers cause a mismatch between the understanding of the 
message by the sender and the receiver. These barriers can occur at any stage of 
the communication process.  

Types of Communication Barriers 

1. Physical Barriers 

A. Environmental Factors: Loud noise, poor lighting, temperature, and 
physical distance can disrupt communication.  

B. Technology Issues: Outdated equipment, poor signal, or technical 
malfunctions can hinder message delivery.  

2. Cultural Barriers:  

A. Cultural differences: Varying customs, values, and beliefs between people can 
lead to misunderstandings and misinterpretations. 

3. Language Barriers: 

A. Different languages: People who speak different languages will have difficulty 
communicating.  

B. Jargon and slang: Using technical terms or slang that the other person doesn't 
understand can also be a barrier.  

4. Emotional Barriers: 
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A. Negative emotions: Feelings like anger, anxiety, stress, or fear can affect 
one's ability to focus and interpret messages accurately.  

B. Personal attitudes: An individual's biases, prejudices, or ego can prevent 
them from being open to different perspectives, leading to poor 
communication.  

5. Psychological Barriers: 

A. Mental state: Worries, stress, or other personal issues can make it hard to 
concentrate on what is being said.  

B. Distractions: Lack of interest, interruptions, or even internal thoughts can 
prevent someone from being an attentive listener.  

6. Semantic Barriers:  

A. Ambiguous language: Using words with multiple meanings or expressing 
ideas vaguely can lead to confusion. 

7. Organizational Barriers: 

A. Information overload: Too much information at once can make it difficult for 

the receiver to process and understand the message.  

B. Unclear channels: Poorly defined communication channels within an 
organization can hinder the flow of information.  

8. Perceptual Barriers:  

A. Differing perspectives: People may interpret the same information differently 
based on their unique viewpoints and experiences. 

9. Interpersonal Barriers: 

A. Poor listening skills: Not actively listening to what the other person is saying 

is a major barrier.  

B. Lack of feedback: Not providing opportunities for clarification or questions 
can prevent the message from being understood.  
 

To overcome communication barriers, practice active listening by focusing on the 
speaker and providing verbal and non-verbal cues, use clear and simple language 
tailored to the audience, confirm understanding through feedback, be mindful of 
your body language and tone, choose an appropriate time and place for the 
conversation, and cultivate empathy to understand others' perspectives.   

For the Sender 

A. Be clear and organized: Organize your thoughts before communicating to 

ensure your message is coherent and precise.  
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B. Know your audience: Tailor your message's complexity, language, and 
content to the receiver's background and knowledge.  

C. Use simple, understandable language: Avoid jargon, complex sentences, or 
technical terms that might confuse the listener.  

D. Choose the right time and place: Select a time and environment that is free 

from distractions and conducive to clear communication.  

E. Check your non-verbal cues: Be aware of your body language and tone of 
voice, as they convey important messages.  

F. Avoid overwhelming the listener: Don't give too much information at once, 
and focus on a single issue at a time.  

 
For the Receiver 

A. Practice active listening: Give the speaker your full attention, make eye 
contact, nod to show engagement, and avoid interrupting.  

B. Listen for understanding: Focus on deciphering the message's content and 
meaning, not just hearing the words.  

C. Be empathetic: Try to understand the other person's motivations and 

perspective to bridge any differences in understanding.  

D. Minimize distractions: Remove distractions from your environment to better 
focus on the communication. 

  
For Both Sender and Receiver 

A. Seek and provide feedback: Confirm that the message has been understood 

correctly by asking for feedback or summarizing the message.  

B. Be culturally sensitive: Be aware of and respect cultural differences that can 

affect communication styles. 

C. Monitor emotions: Evaluate your emotional state and pause communication 
if emotions are heightened.  

D. Choose appropriate communication channels: Select a communication 
method (e.g., face-to-face, email, phone) that is best for the message and 
audience.  

 

LISTENING SKILLS  

Listening skills involve actively paying attention, understanding, and responding to 

what others are saying, and they are crucial for clear communication and language 
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learning. Key techniques include active listening (paying full attention and showing 

you're engaged), critical listening (analyzing the information), and empathetic 

listening (understanding the speaker's emotions). Effective practices include 

maintaining eye contact, not interrupting, paraphrasing to confirm understanding, 

and using body language to show you are engaged.   

Active listening techniques 

 Pay attention:  

Give the speaker your undivided attention and put away distractions. Maintain eye 

contact and focus on both verbal and non-verbal cues.  

 Show you're listening:  

Use positive body language like nodding, smiling, and having an open posture to 

show you are engaged.  

 Avoid interrupting:  

Allow the speaker to finish their thoughts before responding to avoid frustration 

and ensure you get the full message.  

 Paraphrase and summarize:  

Restate the speaker's main points in your own words to confirm understanding and 

summarize key ideas or action items at the end of a conversation.  

 Ask clarifying questions:  

If you don't understand something, ask open-ended questions to get more 

information without interrupting or judging.  

Other important skills 

 Critical listening: This involves analyzing and evaluating the information 

presented to determine its validity and importance.  

 Empathetic listening: This goes beyond understanding the words to tuning 

into the speaker's emotions and feelings.  

 Appreciative listening: This is listening for enjoyment, such as listening to a 

song or story.  
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Why listening skills are important  

 They help you accurately receive and interpret information, which is essential 

for understanding and responding to messages in any language. 

 Strong listening skills improve your own speaking skills because you start to 

notice how words and phrases are used in real-life conversations. 

 They are a core component of effective communication, helping to build 

stronger relationships and ensure collaborative communication is successful.  

Common types of listening skills include active listening, empathetic listening, 

critical listening, appreciative listening, and comprehensive listening. Each type 

serves a different purpose, from understanding emotions and information to 

evaluating content or enjoying a message.   

Types of listening skills 

 Active listening:  

Involves giving your full attention to the speaker to show you are engaged. This 

often includes nonverbal cues like nodding and making eye contact, as well as verbal 

feedback, such as paraphrasing or summarizing.  

 Appreciative listening:  

Listening for enjoyment or pleasure, such as listening to music, a podcast, or an 

inspiring speech.  

 Comprehensive listening:  

Focuses on understanding the message completely, as in a lecture or a detailed 

explanation.  

 Critical listening:  

Analyzing and evaluating what is being said to judge its validity, importance, or 

logic. This is useful in situations involving debate or persuasive speaking.  

 Discriminative listening:  

Isolating specific sounds or cues to get a particular piece of information, like 

distinguishing between voices or identifying a specific noise.  
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 Empathetic listening:  

Focusing on the speaker's emotions, feelings, and intentions to understand their 

perspective without judgment.  

 Partial/Selective listening:  

A less engaged form where the listener only pays attention to parts of the 

conversation that interest them, often while their mind wanders.  

 Pseudo listening:  

Pretending to listen while not actually paying attention.  

 types of listening skills 

Also includes Empathic Listening (understanding feelings), Appreciative Listening 

(listening for enjoyment), Comprehensive Listening (learning and understanding 

information), and Critical Listening (analyzing and judging). Other types include 

Active Listening, where the listener actively engages with the speaker, 

and Discriminative Listening, which involves distinguishing sounds and their 

meanings to understand the speaker's message.   

Types of Listening Skills 

 Empathic Listening:  

The goal is to understand the speaker's feelings and perspective.  

 Example: A therapist listening to a client's struggles, focusing on their 

emotional state to offer support.  

 Appreciative Listening:  

Listening for pleasure or enjoyment.  

 Example: Tuning into a favorite podcast during your commute or 

enjoying a live music performance.  

 Comprehensive Listening:  

Focuses on understanding and retaining information from the speaker.  

 Example: Taking detailed notes in a business meeting to grasp the main 

points and structure of a presentation.  
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 Critical Listening:  

Involves analyzing, evaluating, and forming judgments about the information being 

presented.  

 Example: Attending a political debate and evaluating the arguments to 

form your own opinion.  

 Discriminative Listening:  

The ability to distinguish sounds and non-verbal cues to interpret the message 

accurately.  

 Example: Recognizing the difference between a genuine cry for help 

and a sarcastic remark by considering tone and context.  

 Active Listening:  

Involves full concentration, responsiveness, and engagement with the speaker.  

 Example: Summarizing what a friend has said and asking clarifying 

follow-up questions to show you are engaged.  

 Informational Listening:  

The primary goal is to gain and remember specific information.  

 Example: Listening to a lecture to learn new concepts or to remember 

instructions for a task.  

 Relational Listening:  

Focuses on building relationships by offering support and showing empathy.  

 Example: Listening to a friend or family member's concerns to provide 

emotional support and strengthen your bond.  

Barriers to listening skills  

include external distractions like noise, internal distractions like preoccupation and 

bias, and message-related issues such as jargon or complexity. Other common 

barriers are psychological factors like lack of interest or emotional states, and poor 

listening practices such as interrupting or being an aggressive or narcissistic listener.  

External Barriers 
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 Distractions:  

External stimuli in the environment, such as noise, phones, or visual interruptions.  

 Physical discomfort:  

Uncomfortable seating, temperature, or other physical discomforts can make it hard 

to focus.  

 Speaker issues:  

A speaker's speed, accent, tone of voice, or delivery can be a barrier to 

understanding.  

 Language differences:  

Jargon, complex vocabulary, or a language barrier between speakers.  

Internal Barriers 

 Preoccupation: Having a busy mind filled with worries or thoughts about 

what to say next.  

 Bias and prejudice: Prejudging the speaker or topic can lead to selective 

listening or misinterpretation.  

 Emotional state: Strong emotions like anger or sadness can interfere with 

your ability to listen objectively.  

 Lack of interest: Boredom or a general lack of interest in the topic can make it 

difficult to stay engaged.  

 Information overload: Feeling overwhelmed by too much information at 

once.  

Poor listening practices 

 Pseudo-listening: Pretending to listen but not actually paying attention.  

 Interrupting: Cutting the speaker off before they have finished.  

 Aggressive listening: Listening only to find something to attack in the 

speaker's message.  

 Narcissistic listening: Constantly turning the conversation back to yourself.  
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 Selective listening: Only hearing what you want to hear.  

 

To overcome listening barriers, minimize distractions, practice active listening by 

focusing, nodding, and asking clarifying questions, and develop empathy by 

considering the speaker's perspective. Other strategies include putting away 

electronics, maintaining eye contact, showing interest, and giving constructive 

feedback. 

Minimize Distractions  

 Control your environment:  

Choose a quiet space and put away electronic devices like your phone to show 

respect and undivided attention.  

 Focus your mind:  

Practice mindfulness and relaxation to improve concentration on the speaker's 

message.  

Practice Active Listening  

 Be present:  

Give the speaker your full attention and focus on their message, rather than just 

hearing their words.  

 Show interest:  

Use nonverbal cues like eye contact and leaning in slightly to signal you are 

engaged.  

 Ask clarifying questions:  

Seek clarification to ensure you understand the speaker's points and to show you 

are invested in the conversation.  

 Paraphrase and summarize:  

Repeat what you've heard in your own words to confirm understanding and give 

feedback.  

Show Empathy  
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 Understand their perspective: Try to see things from the speaker's point of 

view, which can help neutralize negative emotions and foster a more 

productive conversation.  

 Avoid judgment: Listen to the message without prejudging the speaker or 

their words.  

Provide Constructive Feedback 

 Give timely feedback:  

Provide feedback at the appropriate moment to reinforce your understanding.  

 Encourage feedback:  

Make it a two-way conversation by inviting the speaker to offer their own thoughts 

and questions.  

Strategies to overcoming barriers to effective listening: 

 Practice mindfulness – be focused and present in the moment. 

 Remove distractions – create an environment conducive to listening. 

 Avoid passive listening – it should not be a one-sided conversation. 

 Seek clarification – ask questions if something is unclear. 

 Show empathy and respect – be understanding of the other person’s feelings 

and perspective. 

 Be genuine – this fosters trust and open communication. 

 Reserve judgment – set aside personal prejudices. 

 Take notes – this will help with information retention. 

 Process non-verbal cues – observe facial expressions, posture and gestures. 

 Show engagement – use positive body language such as making eye contact 

and nodding. 

 Self-awareness – reflect on and assess our listening skills. 

We can harness the power of effective listening by recognizing and actively 

addressing these barriers. Effective listening is a fundamental skill that can lead to 
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better decision making, conflict resolution, and relationships in both our personal 

and professional lives.  

The advantages of listening include improved communication, stronger 

relationships, and enhanced learning, while disadvantages can be a lack of a record, 

potential for misunderstanding, and emotional fatigue. Active listening can help 

build trust, resolve conflict, and lead to better problem-solving, but it can also be 

mentally draining and may lead to misunderstandings if biases are present or if the 

listener is not focused.  

Advantages of listening 

 Improved communication:  

Effective listening helps ensure messages are understood, reducing confusion and 

misaligned goals.  

 Stronger relationships:  

It builds trust and rapport by showing you value others' thoughts and opinions, 

leading to deeper connections.  

 Enhanced learning:  

Listening allows you to absorb new information, perspectives, and ideas, which 

supports personal growth and continuous development.  

 Conflict resolution:  

It helps de-escalate conflicts by allowing you to understand different viewpoints and 

find mutually beneficial solutions.  

 Better decision-making:  

By hearing various perspectives, you can make more informed and balanced 

decisions.  

 Increased knowledge:  

Listening helps you build your knowledge base and can help you identify or 

anticipate problems.  

Disadvantages of listening 
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 Potential for misunderstanding:  

Despite best intentions, active listening can still lead to misunderstandings due to 

personal biases, cultural differences, or a lack of clarity from the speaker.  

 Emotional and mental strain:  

It can be emotionally draining to listen to sensitive topics, and requires significant 

focus and mental energy, especially in fast-paced situations.  

 Lack of a record:  

Unlike written communication, there is no permanent record of what was said, 

which can lead to confusion later on.  

 Risk of being overly passive:  

An over-reliance on listening without speaking up can lead others to doubt your 

knowledge or opinions.  

 Risk of negative feedback:  

Listening to others' opinions, especially negative ones, can be detrimental to your 

motivation and emotional well-being.  

Speaking skills involve expressing thoughts and ideas clearly, confidently, and 

effectively to an audience. It is a vital part of language acquisition, and developing 

this skill is critical for academic, professional, and personal success. 

Key components of effective speaking  

 Fluency: The ability to speak smoothly, without unnatural pauses or 

hesitation. 

 Vocabulary: Using a wide range of words and phrases to express yourself 

precisely. 

 Pronunciation: Saying words and phrases correctly, including proper stress, 

rhythm, and intonation. 

 Grammar: Applying correct sentence structure to ensure clarity. 

 Confidence: The self-assurance to speak up without fear of making mistakes. 
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 Active Listening: Understanding and processing what others are saying to 

enable meaningful interaction.  

The importance of strong speaking skills  

 Enhances career prospects: Good speaking skills are highly valued by 

employers, helping you succeed in interviews, meetings, and networking. 

 Boosts confidence: Speaking clearly and effectively helps you overcome the 

fear of public speaking and improves your overall self-esteem. 

 Promotes social interaction: The ability to express yourself well allows you to 

build stronger relationships and connect with people from diverse 

backgrounds. 

 Improves academic performance: It enables you to articulate your thoughts 

clearly during oral exams, classroom discussions, and group projects. 

 Fosters critical thinking: Speaking requires organizing thoughts logically and 

responding to feedback, which sharpens your critical thinking abilities.  

Activities to improve your skills 

 Read aloud daily: Choose articles, books, or online news stories and read 

them out loud to practice your pronunciation and get your mouth used to 

forming English words. 

 Practice with a partner: Find a language exchange partner, online or offline, 

to engage in regular conversations. You can use apps like Tandem or HelloTalk 

for this. 

 Record and review your voice: Use your smartphone to record yourself 

speaking. Listen back to identify areas for improvement in pronunciation, 

tone, and grammar. 

 Watch English media: Watch movies, TV shows, or YouTube videos in English 

with subtitles on. Pay attention to the actors' intonation and try to mimic 

them. 

 Think in English: Narrate your daily activities or plans to yourself in English. 

This helps you process thoughts directly in the language, reducing reliance on 

translation. 
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 Engage in role-playing: Practice real-life scenarios like ordering food at a 

restaurant or a job interview. This helps you use functional vocabulary in 

context. 

 Use voice assistants: Practice clear communication by giving commands and 

asking questions to voice assistants like Siri or Google Assistant.  

Overcoming common challenges  

 Fear of making mistakes: Remember that mistakes are a natural part of 

learning. Focus on communicating your message rather than being perfect, 

and embrace errors as learning opportunities. 

 Limited vocabulary: Learn new words by reading widely, using flashcards, or 

using vocabulary apps. Make a list of new words and practice using them in 

conversation. 

 Pronunciation issues: Mimic native speakers by listening to podcasts or 

YouTube videos. Practicing tongue twisters can also help with difficult sounds. 

 Speaking too quickly: Slow down your speech, especially when you feel 

nervous. Focusing on clear enunciation is more important than speed.  

Consistency and patience are key. By incorporating these activities into your daily 

routine, you can make significant progress toward becoming a confident and fluent 

communicator in English. 

Intonation is a feature of pronunciation and common to all languages. Other 

features of pronunciation include stress, rhythm, connected speech and accent. As 

with these other features, intonation is about how we say something rather than 

what we say. 

Pronunciation is about the correct way to speak words, while intonation is the 

"music" of speech, which involves the rise and fall of your voice to add meaning and 

emotion. Together, they are crucial for clear communication, with pronunciation 

ensuring clarity and intonation conveying attitude, emotion, and intent. Key 

components include stress (emphasizing certain sounds), rhythm, and different 

pitch patterns like rising and falling tones.  

Pronunciation 
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 What it is: The way a word or language is spoken. It involves producing 

individual sounds correctly.  

 Why it's important: It makes your message clear and easy for others to 

understand.  

 How to improve: Focus on the sounds of vowels and consonants and practice 

speaking words clearly.  

Intonation 

 What it is: The rise and fall of your voice's pitch as you speak, creating a 

melody.  

 Why it's important: It conveys emotion, attitude, and the meaning of a 

sentence. For example, saying "Really?" with a rising pitch is a question, but 

with a falling one, it might express disbelief.  

 How to improve: 

o Listen to native speakers: Pay attention to the "melody" of their 

speech to understand how they use pitch to convey meaning.  

o Focus on pitch patterns: Notice how pitch changes at the end of 

questions (rising) or statements (often falling).  

o Practice with expression: Read poems, speeches, or songs aloud, 

focusing on varying your pitch to convey the correct emotion.  

Other related basics 

 Stress:  

This is the emphasis placed on certain syllables in a word or certain words in a 

sentence. Stressed syllables are often spoken louder, longer, or at a higher pitch.  

 Rhythm:  

The flow of a language, determined by the pattern of stressed and unstressed 

syllables.  

 Connected speech:  

The way sounds change when words are spoken together in a sentence, such as 

linking sounds or dropping sounds.  

https://www.google.com/search?sca_esv=dd9115a17757454c&rlz=1C1YTUH_enIN1157IN1157&cs=0&q=Stress&sa=X&ved=2ahUKEwivqejztqWQAxXHxzgGHZypG8MQxccNegQIThAB&mstk=AUtExfDmUgraO-OM9f24ojBsW1v6QmsWfbycD2SEcu2_q1ET6Ls3mV7U9uBT-pRYeNVwGWekLl8X2dsnySIJmEKAiH5f5YSxObkHyYmiokvYRFKl4PQStTSKZk76xtrkamvYRU4&csui=3
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What’s the difference between intonation and inflection 

Intonation and inflection both relate to changes in the pitch of your voice but they 

function differently in communication. 

Intonation refers to the overall pitch pattern of a sentence or phrase, helping to 

communicate the speaker's attitude or emotion. For example, when you ask a yes-

or-no question in English, your voice typically rises at the end of the sentence, as in 

"Are you coming to the ↗party?" 

Inflection is the changes in pitch within individual words. This change often affects 

the word’s grammatical function. For example, you can use a change in the pitch of 

your voice to turn a statement into a question: A rising inflection on the word 

“going” changes "You're ↘going" (statement) into "You're ↗going?" (question). The 

word "going" stays the same, but the pitch change at the end turns the statement 

into a question. 

Types of intonation patterns in English 

There are several common intonation patterns in English. Understanding these 

patterns can help you express yourself more clearly and connect with your 

audience. That’s because they add depth, emphasis, and emotion to your 

conversations. Let’s take a look at the common intonation patterns. 

1. Rising intonation 

This is when the pitch of your voice rises at the end of a sentence or phrase. Yes-or-

no questions (“Do you want a ↗drink?”), polite requests (“Could you please pass 

the ↗salt?”) or question tags that require an answer (“You didn’t lose it, did 

↗you?”) all have rising intonation. 

2. Falling intonation 

Falling intonation — when the pitch of your voice falls at the end of a sentence or 

phrase — is the most common kind of intonation in English. Statements (“Nice to 

meet ↘you”), commands (Close the ↘door), Wh- questions (What time will you be 

↘home?), questions tags that don’t need an answer (“It’s a nice day, isn’t ↘it?) all 

have falling intonation. 

Note: You might hear people end statements with rising intonation (especially in 

countries like Australia and the USA) — but this isn’t standard. This is called upspeak 
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or high rising terminal (HRT) and it has the effect of making you sound uncertain. 

Although, it can also make you sound more friendly and approachable. Try not to 

end statements with rising intonation too much or you might confuse or even annoy 

your listeners. 

3. Rising-falling intonation 

In many sentences and phrases, you should combine rising and falling intonation. 

Rising-falling intonation is when the pitch rises and then falls within a sentence or 

phrase. 

Check out these examples that have rising-falling intonation: 

 Rising-falling intonation for choices: 

o Do you speak ↗Spanish or ↘French?” 

 Rising-falling intonation when making lists: 

o You need ↗eggs, ↗flour, and ↘sugar 

 Rising-falling intonation for conditional structures: 

o If it rains ↗tomorrow, we’ll stay at ↘home” 

Everything we’ve looked at so far is simple. But intonation can also communicate 

more complicated things. 

For example, unfinished thoughts have rising-falling intonation. 

 Did you enjoy the meal? The ↗salad was ↘nice 

They liked the salad but what about the rest? The speaker here has left a lot unsaid 

and the rising-falling intonation shows they don’t want to share their full opinion. 

Here you see an example of how intonation adds layers to the things you say. 

4. Falling-rising intonation 

Falling-rising intonation is when the pitch rises and then falls — unlike the previous 

examples, this usually happens within one word. This shows two things. 

First, this pattern shows the speaker isn’t certain of the answer they’re giving, or 

perhaps they don’t want to answer at all. 

For example: 

https://rest.neptune-prod.its.unimelb.edu.au/server/api/core/bitstreams/a2f18f89-c095-52d0-8df4-5faf7e959314/content
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 What were you doing on Saturday at 8 pm? I don’t ↘re↗member. 

Second, it can also show politeness and uncertainty when asking a question. 

For example: 

 Do you think it would be ↘O↗K? 

5. Flat intonation 

Finally, we have flat intonation when the pitch stays the same throughout the 

sentence or phrase. Flat intonation shows you don’t care or are not interested in the 

subject. It shows that you would like to change the topic and move on to the next 

thing. 

How intonation affects meaning 

Intonation helps communicate the speaker's emotions or attitudes. And by adjusting 

the pitch of our voice, we can change the meaning of what we're saying. 

Let’s look at some examples. 

 “That’s a great ↘idea” sounds like a real compliment. "That's a great 

↗idea" with an exaggerated rising intonation, sounds sarcastic. It sounds like 

the speaker actually thinks it’s a terrible idea. 

 "You're going to wear ↗that?" sounds like a genuine question. "You're going 

to wear ↘that?" sounds more like a judgment or criticism of the person's 

clothing choice. 

 "I can't believe you did ↗that" shows surprise or even excitement. But "I 

can't believe you did ↘that" shows disappointment. 

Public speaking skills 

It includes clear articulation, organized structure, and effective communication 

techniques like storytelling and audience engagement. Mastering these skills also 

involves proper delivery through controlled body language, vocal variety, and 

strategic pauses. Practice is crucial for improvement, and focusing on connecting 

with the audience by being authentic and understanding their needs can also 

boost your impact. 

Content and Structure 
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 Clarity:  

Speak clearly and precisely to avoid misunderstandings. Avoid filler words like "um" 

and "ah".  

 Organization:  

Structure your speech with a clear introduction, body, and conclusion. This makes it 

easier for the audience to follow and remember your message.  

 Storytelling:  

Use personal stories or anecdotes to connect with the audience and make your 

points more relatable and memorable.  

Delivery and Presence 

 Body Language:  

Use purposeful movement and avoid distracting habits like swaying or hiding behind 

a podium. Maintain eye contact and smile genuinely.  

 Vocal Variety:  

Use your voice to emphasize key points. Use pauses to allow the audience time to 

process information and to build anticipation.  

 Authenticity:  

Be yourself. Let your personality shine through to build trust and credibility. Focus 

on connecting with your audience rather than achieving personal perfection.  

Audience Connection 

 Engagement:  

Keep your audience interested with interactive elements, humor (when 

appropriate), and stories.  

 Shift Focus:  

Think of yourself as a "lighthouse speaker" whose goal is to provide the audience 

with a solution or value, rather than a "spotlight speaker" focused on themselves.  

 Eye Contact:  
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Make direct eye contact with individuals to build a connection. You can also look 

above the heads of the audience to help reduce anxiety.  

Effective public speaking involves preparation, knowing your audience, and 

practicing your delivery. Key techniques include structuring your speech with a 

clear introduction, body, and conclusion; using storytelling to engage the 

audience; and employing confident body language, including making eye contact 

and using strategic pauses. Practicing and recording yourself beforehand, as well 

as getting feedback, are crucial for improvement. 

Preparation and structure 

 Know your audience:  

Research your audience to tailor your message, language, and content to their 

interests and needs.  

 Outline your speech:  

Create a clear structure with an introduction to hook the audience, a body with 

main points, and a conclusion.  

 Focus on key points:  

Avoid overwhelming the audience with too much information; stick to the 

essentials.  

 Use visual aids effectively:  

Incorporate audiovisual aids to enhance your message, but keep them simple and 

clear.  

Delivery and engagement 

 Tell stories:  

Use personal anecdotes or examples to make your speech more memorable and 

relatable.  

 Make eye contact:  

Connect with different people in the audience by making eye contact with them.  

 Use confident body language:  
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Stand with good posture, use natural hand gestures, and control any nervous 

habits.  

 Control your pace and tone:  

Speak at a moderate pace and use your voice to emphasize key points. Use strategic 

pauses to allow the audience to absorb information.  

 Engage the audience:  

Involve them through questions, polls, or other interactive elements.  

 Be authentic:  

Let your personality come through and show genuine enthusiasm for your topic 

Managing nerves and getting feedback 

 Practice:  

Rehearse your speech multiple times, ideally in front of a mirror or a friend, to build 

confidence and refine your delivery.  

 Record yourself:  

This helps you become more comfortable with your voice and identify areas for 

improvement.  

 Breathe:  

Use deep breathing techniques to manage nerves before and during your speech.  

 Embrace imperfection:  

Don't aim for perfection. Focus on connecting with your audience, and don't be 

afraid to use humor if you make a mistake.  

 Seek feedback:  

Ask for constructive criticism to help you improve for future presentations.  

Group discussion techniques include active listening, speaking clearly and 

concisely, and maintaining a respectful and confident demeanor. Key actions are 

preparing, structuring thoughts, using evidence, and managing non-verbal 
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communication through positive body language and eye contact. It's also crucial to 

avoid dominating the conversation and to be able to disagree politely. 

 

Before the discussion 

 Prepare and research: Understand the topic beforehand to have a basic grasp 

of the subject matter.  

 Structure your points: Organize your thoughts logically before you start 

speaking.  

 Practice: Work on your speaking and reasoning skills beforehand.  

During the discussion 

 Listen actively: Pay close attention to what others are saying, which shows 

respect and allows you to build on their points.  

 Start the discussion: If appropriate and you have a clear understanding of the 

topic, consider being the one to start to show leadership.  

 Speak clearly and concisely: Articulate your thoughts clearly without using 

jargon or filler words.  

 Support your points: Use facts, data, or real-life examples to make your 

arguments more convincing.  

 Stay on topic: Guide the conversation back to the main subject if it starts to 

deviate.  

 Encourage others: Invite hesitant participants to share their thoughts to 

create a more inclusive atmosphere.  

Non-verbal communication 

 Maintain eye contact: Engage with the group by making eye contact while 

speaking and listening.  

 Use professional body language: Sit up straight, use open hand gestures, and 

avoid fidgeting.  

 Dress professionally: Wear clothing that is appropriate for the setting.  
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Handling disagreement and conflict 

 Disagree politely:  

Use phrases like "I beg to differ" or "I have a different opinion" to show respect for 

differing viewpoints.  

 Stay calm and composed:  

Remain calm, even if the discussion becomes heated or someone challenges your 

viewpoint.  

 Avoid interruptions:  

Do not cut people off. If you must interrupt, use phrases like "Sorry, I wish to 

interrupt you there".  

 Be respectful:  

Avoid offensive language or being dismissive of others' ideas 

In a group discussion, do listen actively, contribute thoughtfully with supporting 

facts, maintain eye contact, and respect others' opinions. Don't interrupt, dominate 

the conversation, make personal attacks, or get emotional.  

Do's of a group discussion 

 Be prepared:  

Research common GD topics beforehand to be knowledgeable and confident.  

 Listen attentively:  

Pay close attention to what others are saying to formulate your responses and build 

on their points.  

 Contribute thoughtfully:  

Make your points clear, concise, and relevant. Support your arguments with facts or 

examples whenever possible.  

 Initiate if you can:  

If you're well-prepared and have a good grasp of the topic, try to start the discussion 

to showcase your confidence.  
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 Maintain eye contact:  

Engage with all members of the group by making eye contact to show you are 

attentive and respectful.  

 Be respectful:  

Use a polite tone and agree or disagree respectfully. Avoid negative body language 

or confrontational behavior.  

 Stay on topic:  

Keep the discussion focused and avoid bringing up irrelevant points or personal 

biases.  

 Be confident, not arrogant:  

Project confidence, but avoid being overbearing or dismissive of others' ideas.  

 Dress formally:  

Choose appropriate formal attire that boosts your confidence and makes a good 

impression.  

Don'ts of a group discussion 

 Don't interrupt:  

Let others finish their thoughts before you speak to maintain a smooth flow of 

conversation.  

 Don't dominate:  

Avoid monopolizing the conversation. Make short, impactful contributions and give 

others a chance to speak.  

 Don't be personal:  

Focus on ideas and arguments, not on individuals. Avoid personal attacks, insults, or 

getting overly emotional.  

 Don't be negative or dismissive:  

Frame any criticism constructively. Avoid shutting down others' ideas without 

considering them.  
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 Don't go off-topic:  

Stay focused on the subject at hand and avoid tangents that could derail the 

discussion.  

 Don't be hesitant to speak:  

Even small contributions like agreeing or asking a clarifying question can help you 

participate fully.  

 Don't over-rely on jargon:  

Use clear, simple language that everyone can understand.  

 Don't get upset:  

Reacting sharply to criticism can be seen as a sign of emotional weakness.  

 Don't engage in subgroup chats:  

Avoid one-on-one conversations that distract from the main group discussion.  

MODULE 2 

PROFESSIONAL COMMUNICATION 

INTRODUCTION : Professional communication is the exchange of information and 
ideas in a professional setting through verbal, written, visual, or digital forms. It 
involves clear and effective communication with colleagues, clients, and superiors to 
ensure smooth operations, build positive relationships, and achieve business 
goals. Key skills include active listening, conciseness, self-awareness, and adapting 
the message to the audience and context.  

Key aspects of professional communication 

Forms of communication:  

It encompasses all forms of interaction in a workplace, including speaking, writing, 
listening, and non-verbal cues like body language. Digital communication, such as 
emails and social media, is also a significant part.  

Purpose:  

Its main goals are to improve collaboration and performance, build morale, and 
advance career prospects. It ensures that messages are understood without 
misunderstandings.  

Skills:  
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Effective professional communication requires developing a range of skills, such as: 

Active listening: Giving full attention to the speaker and understanding their 
perspective.  

Clarity and conciseness: Delivering messages that are easy to understand and to the 
point.  

Self-awareness: Understanding your own behavior and how it affects others.  

Audience awareness: Tailoring the message to the specific audience, which may 
require avoiding technical jargon.  

Cultural competency: Adapting communication to be sensitive to different cultural 
backgrounds.  
 

Context: It is shaped by the specific work environment, the audience's level of 
knowledge, and the overall company culture.  

Professionalism: Maintaining a professional image is crucial, which includes being 
honest, ethical, and reliable, in addition to being a competent communicator.  

Email Writing  

Definition 

Business email writing is the process of composing professional messages 
electronically to communicate information, make requests, give instructions, or 
build relationships within or outside an organization. 

Emails are one of the most common and fastest forms of business communication 
today. 

Purposes of Business Emails 

 To inform (share updates, decisions, or reports) 
 To request (ask for information, assistance, or approval) 
 To confirm (meetings, appointments, or agreements) 
 To persuade (propose ideas, promote products or services) 
 To record (maintain official communication or documentation) 

Structure of a Business Email 

1. Subject Line 
o Short, specific, and clear. 
o Example: “Request for Project Update by October 30” 
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2. Salutation 
o Formal greeting. 
o Examples: Dear Mr. Ahmed, / Dear Ms. Fatima, / Hello Team, 

3. Opening Line / Introduction 
o State the purpose of the email briefly. 
o Example: I am writing to confirm the schedule for our upcoming client 

meeting. 
4. Body / Main Message 

o Provide necessary details in short, clear paragraphs. 
o Use bullet points if listing items. 

5. Closing Line 
o Politely end the message or request a response. 
o Example: I look forward to your reply. / Please let me know if you need 

more details. 
6. Signature / Sign-off 

o Use a courteous closing phrase and include your name, designation, 
and contact info. 

o Examples: 
Best regards, 
Sincerely, 
Kind regards, 

Example of a Professional Business Email 

Subject: Request for Marketing Report by October 30 

Dear Mr. Gupta 

I hope this message finds you well. I am writing to request the final version of the 
Quarterly Marketing Report by Wednesday, October 30, so that we can include it in 
the management review. 

Please let me know if you need additional data or assistance from our team. 

Thank you for your cooperation. 

Best regards, 
Ayesha Agarwal 
Marketing Coordinator 
BrightEdge Pvt. Ltd. 

Tips for Effective Email Writing 
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 Use a clear and relevant subject line. 
 Be polite and professional. 
 Keep the email short and focused. 
 Use proper grammar and punctuation. 
 Avoid slang, emojis, or overly casual language. 
 Proofread before sending. 
 Use CC and BCC appropriately. 

Common Mistakes to Avoid 

 Vague or misleading subject lines. 
 Long, unstructured paragraphs. 
 Using informal language. 
 Forgetting attachments. 
 Not proofreading before sending. 

Importance of Email Writing Skills 

 Ensures quick and effective communication. 
 Creates a professional image for you and your organization. 
 Helps maintain written records. 
 Strengthens relationships with clients and colleagues. 

Format and Etiquette in Business Writing 

 I. Format of Business Writing 

The format refers to the structure and layout of business documents such as letters, 
emails, memos, or reports. A well-formatted document looks professional, easy to 
read, and helps convey the message clearly. 

1. Basic Format of a Business Letter 

a. Sender’s Information 
Name, designation, company, address, contact details. 

b. Date 
Write the full date (e.g., October 28, 2025). 

c. Receiver’s Information 
Name, title, company, and address. 

d. Salutation 
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Dear Mr./Ms. [Last Name], 

e. Subject Line (optional but recommended) 

Subject: Request for Quotation for Office Supplies 

f. Body of the Letter 

 Introduction – State the purpose clearly. 
 Main Message – Provide details or discussion points. 
 Conclusion – Summarize or state desired action. 

g. Complimentary Close 

Sincerely, / Best regards, 

h. Signature 
Name, title, and organization. 

Example Format: 

ABC Enterprises Pvt. Ltd. 
45 Business Avenue, Karachi 
Email: info@abc.com 

October 28, 2025 

Mr. Rahul Dasgupta 
Manager, Star Traders 
Lahore 

Subject: Confirmation of Delivery Schedule 

Dear Mr. Rahul, 

Thank you for your recent order of office equipment. We are pleased to confirm 
that the delivery is scheduled for November 2, 2025. 

Please contact us if any changes are required. 

Sincerely, 

Rashmi Desai  
Sales Executive 
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2. Basic Format of a Business Email 

 Subject Line: Clear and short 
 Salutation: Formal greeting 
 Introduction: State purpose 
 Body: Give main details 
 Conclusion: State next steps or thank the reader 
 Sign-off: Professional closing (Best regards, Sincerely) 
 Signature: Name, title, contact details 

 II. Etiquette in Business Writing 

Business writing etiquette means following the professional standards of behavior 
and style when writing. It ensures clarity, respect, and a positive impression. 

Key Etiquette Rules 

o Be Clear and Concise Get to the point quickly; avoid unnecessary 
details. 

o Use a Professional Tone Be polite, formal, and respectful. 
o Avoid slang or overly casual language. 

2. Be Grammatically Correct 
o Proofread for spelling, grammar, and punctuation errors. 

3. Be Courteous and Tactful 
o Use words like please, thank you, kindly, and appreciate. 

4. Use Proper Formatting 
o Use headings, paragraphs, and white space to improve readability. 

5. Maintain Objectivity 
o Keep emotions out of business communication. 

6. Respond Promptly 
o Acknowledge emails or letters within a reasonable time. 

7. Use Appropriate Attachments and CC/BCC 
o Share only necessary documents and copy the right people. 

8. Respect Confidentiality 
o Do not share sensitive information without authorization. 

9. Consistent Font and Style 
o Use readable fonts (e.g., Arial, Calibri, Times New Roman, 11–12 pt). 

MEMO  

A memo is a short message that's typically used to communicate official business 
policies and procedures within a company. Memos are usually meant as 
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mass communication to all members of an organization, rather than a one-on-one 
personal message. There are many types of memos, but they typically provide a 
progress report, ask someone or a team for something, confirm an agreement 
between parties, or request input on how to solve a problem. 

For the most part, the purpose of writing a memo is to inform. However, a 
memorandum can occasionally include a call to action or a persuasive element. Here 
are some instances when a high-quality memo might be useful: 
 
You should write a memo for formal, internal communication to inform a group 
about important business matters, official policies, or requests. Memos are 
especially useful when the message requires documentation or when you need to 
send a clear, lasting record to many people at once. Memos are also an efficient way 
to communicate brief but important written messages to a wide audience within the 
business. This can include product changes, meeting schedules, procedure changes, 
policy additions, summaries of agreement terms and reminders. Additionally, you 
can send a memo when you want your audience to print or save the information 
contained in the message in some way for later reference. 

While modern memos are often sent via email, they are distinct from casual emails 

because of their formal tone and focused, structured format.  

Key reasons to write a memo 

To announce official changes 

Policy or procedure changes: Inform employees about a new operating procedure, 

human resources policy, or safety regulation. 

Personnel updates: Announce new hires, promotions, or retirements to a 

department or the entire company. 

Schedule changes: Communicate upcoming holiday schedules or other changes to 

work hours.  

To provide project or status updates  

Progress reports: Update a team or management on the status of a project or goal. 

Meeting minutes: Summarize what was discussed and decided during a formal 

meeting for participants and other stakeholders. 

Confirmations: Create a written record of verbal agreements made between parties 

to avoid misunderstandings.  

To make a formal request or call to action 

https://www.indeed.com/career-advice/career-development/types-of-communication
https://www.indeed.com/career-advice/career-development/call-to-action
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Task reminders: Remind a group to complete a required task before a deadline, 

such as filling out paperwork. 

Company-wide requests: Ask for volunteers or assistance for an event or project. 

Inquiries or suggestions: Use a memo to formally ask for information or to propose 

a new solution to a company-wide problem.  

To address and clarify issues 

Dispel rumors: Formally address unofficial speculation or misinformation to keep all 

employees on the same page. 

Provide clarification: Use a memo to explain decisions or give important context 

behind a business issue to ensure clarity and transparency.  

To provide detailed, lasting information 

Formal documentation: Write a memo when the information is important enough 

to be saved and referenced again, such as a technical explanation or a detailed 

proposal. 

Attachments: Use a memo as a cover page for more detailed documents, such as 

charts, reports, or legal forms.  

Key Elements  of  a  Good Memo (Memo Template) 

To ensure that a memo is clear and concise, it should contain several important 

elements.  

 Heading: The heading of a memo should include the word “memo” and the 
specific type of memo (e.g., “informational memo,” “directive memo,” etc.). 
The heading should also include the date and the name of the author or 
sender. 

 Date: The date should be included at the top of the memo and should 
indicate the date the memo was written or sent. 

 To/From: All memos must include the names of the recipient(s) and the 
sender. This section should also indicate the position or department of the 
recipient(s) and the sender. 

 Subject: A memo’s subject line should clearly indicate the purpose or topic of 
the memo. It should be brief, specific, and descriptive. 
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 Body: The body of the memo should be organized into clear and concise 
paragraphs that convey the main message. It should be written in a tone that 
is appropriate for the audience and should include all relevant information. 

 Closing: Make sure your closing summarizes the main points of your memo 
and includes any specific instructions or requests. Closings should also include 
contact information for the sender. 

 Attachments: If there are any attachments to the memo, they should be 
clearly labeled and included at the end of the memo. 

 Memo 

Date: February 22, 2025 

To: All Employees 

From: John Doe, Director of Marketing 

Subject: Upcoming Sales Conference 

As you all know, our annual sales conference is coming up in just a few weeks. 
I wanted to take a moment to remind everyone of some important details and 
changes. 

First of all, the conference will be held at the Hilton Downtown this year. We 
have negotiated a special rate for our attendees, so please be sure to book 
your rooms as soon as possible to take advantage of this discount. 

Secondly, we will have several keynote speakers at the conference this year, 
including our CEO and some industry experts. These presentations will be 
followed by breakout sessions where you can learn more about specific 
products and services. 

Finally, we will be holding a team-building event on the last day of th 
conference. This will be a great opportunity to get to know your colleagues 
better and have some fun outside of work. 
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If you have any questions or concerns about the conference, please don’t 
hesitate to reach out to me or your supervisor. 

Best regards, 

John Doe 

(555-555-5555) 

johndoe@company.com  

 

NOTICE  

Notice writing is a formal way to inform a large group about an event or important 
information, following a specific format. A good notice includes the name of the 
issuing organization, the word "NOTICE" in bold, a clear heading, the date, the body 
(containing the "5 Ws": what, when, where, who, and why), and the signature, 
name, and designation of the sender.  

Notice writing format 

Name of the organization: The name of the school, office, or institution is written at 

the top.  

NOTICE: The word "NOTICE" should be written in bold capital letters below the 

organization's name.  

Date: The date the notice is issued is placed on the left or right side.  

Heading: A clear, concise subject line or heading is provided in capital letters.  

Body: This section contains all the essential information, including the event details 

(what, when, where) and who is involved or eligible. It should be brief and to the 

point.  

Signature: The signature of the person issuing the notice is placed at the bottom.  

Name and designation: The full name (in block letters) and designation of the 

sender are written below the signature.  

Tips for effective notice writing 

Be concise: Keep the notice short and to the point, avoiding unnecessary details.  

Use a formal tone: Maintain a formal tone and avoid slang or casual language.  
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Be accurate: Ensure all information, such as dates, times, and locations, is correct.  

Keep it clear: Use simple language so the information is easily understood by the 

target audience.  

Check your details: Always include all necessary details so the reader knows exactly 

what to do or where to go.  

 
Types of Notice  

Notice is used in different situations, from legal disputes and business agreements 
to employee termination and rental contracts.  

Notices can be classified into different types:  

Legal Notice  

Public Notice  

Business Notice  
Legal Notice  

A legal notice is a way of communicating formally before taking any legal action. The 
sender informs the receiver about the concerns and grievances, giving them a 
chance at rectification before moving the motion to court.  

The legal notice is usually served for:  

Consumer Complaints  

Breach of Contracts  

Property Disputes  

Employee Termination or Dispute over Salary 
Public Notice  

A public notice is an official announcement to inform the general public about 
important matters such as government regulations, auctions, or legal proceedings.  

The public notice is usually served for:  

Government-related Announcements  

Public Auctions  

Court Orders  
Business Notice 

Companies send out a business notice to provide information to employees, clients, 
or stakeholders about any updates issued.  
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The business notice is usually served for:  

Employee termination or a warning  

Company policy reform  

Meeting announcements  

 
 Format of Notice  

The format of a notice has specific objectives, such as clear communication, helping 
convey urgent information, serving as a formal record in legal matters, and 
sometimes including digital accessibility, depending on the type and mode of 
conveyance.  

The key features of the format of notice are:  

Notice should be short and direct 

Notice should follow an organized structure with a clear title  

Notice should have official recognition like signature and date  

The target audience should be evident in the notice  

The notice should have contact information  
Standard Notice Writing Format  

A notice follows a fixed format:  

 Name of Organization 

 NOTICE (Bold & Centered)  

 Date (left aligned)  

 Subject (clear bold Bold Heading)  

 Body (Clear and Concise Message)  

 Contact Information  

 Signature, Name, and Designation of the Issuing Authority  
 

Sample of Notice Writing  

There are different types of notices issued, each with a different subject and body 
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YOUR SCHOOL NAME 
  

NOTICE  
  

06 February 2025  
 
 
Lost and Found—Lost Wallet  
 
 
All students are hereby informed that a black leather wallet was found in the back 
seat of the school library on 5th February 2025. The wallet owner can come and 
collect it from the school office after providing valid identification.  
 
 
For further details, contact the undersigned.  
 
 
Signature  
 
 
Rahul Sharma  
( Head Boy ) 

  

BUSINESS LETTERS  

Business letters are professional, formal documents used for various 

communications and are categorized by their purpose, such as sales, inquiry, 

complaint, and cover letters. Other common types include letters of 

recommendation, order letters, resignation letters, and follow-up letters, each 

serving a specific function in professional settings. 

Common types of business letters 

Cover letters: Sent with a resume to introduce yourself and highlight your 

qualifications for a job.  

Sales letters: Aim to persuade the reader to purchase a product or service.  

Inquiry letters: Request information about a product, service, or other business 

matter.  
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Complaint letters: Express dissatisfaction with a product or service and request a 

resolution.  

Adjustment letters: A company's response to a customer's complaint letter.  

Order letters: Used to place an order for goods or services.  

Recommendation letters: Written to support an individual's qualifications for a 

position or program.  

Resignation letters: Formally notify an employer of an employee's decision to leave 

the company.  

Follow-up letters: Sent after an initial contact, such as an interview or sales 

meeting, to reiterate interest or key points.  

Thank you letters: Express appreciation for a gift, favor, or opportunity.  

Offer letters: An official document from an employer that details the terms of a job 

offer.  

Request letters: Make a specific ask of a person or organization.  

Acknowledgement letters: Confirm the receipt of documents or a message.  

Termination letters: Officially inform an employee that their employment is ending.  
 

Business Letter Structure 

Below is an example of how a business letter is laid out and structured. Feel free to 
copy and paste the text into your own email, Word, or Google document and be 
sure to customize and proofread it thoroughly. 

 [Sender’s Name] 
 [Sender’s Company Name] 
 [Sender’s Street Address] 
 [Sender’s City, State/Province, & Zip/Postal Code] 
 [Sender’s phone number and/or email address] 
 [Date] 
 [Recipient’s Name] 
 [Recipient’s Company Name] 
 [Recipient’s Street Address] 
 [Recipient’s City, State/Province, & Zip/Postal Code] 
 [Recipient’s phone number and/or email address] 
   
 [Subject] 
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 [Dear Name], 
 [Introduction – this is where you explain the purpose of the letter, such as 

why you are writing it, what you hope to achieve from it, and any other 
important information you want to state upfront.] 

 [Middle Section – this is where you elaborate and provide more detail about 
what you outlined in the first paragraph. There may be several more 
paragraphs like this depending on how long the letter needs to be] 

 [Conclusion – this is the place where you wrap up and summarize things. 
There may be a call to action or next steps included in this paragraph.] 

 [Sincerely], 
 [Signature] 
 [Name of Sender] 

 
Full Business Letter Example 
 
Now that you’re familiar with the business letter format, let’s look at an 
example with real information built in. 
 
John Bravo 
ABC Education Inc. 
1234 – 123 Street 
New York, NY 01218 
May 21, 2025 
 
Sarah Geenie 
XYZ Company Inc. 
6789 – 789 Street 
New York, NY 04851 
 
Re: Updated Billing Frequency 
 
Dear Ms. Geenie 
 
I am writing to inform you of our new pricing model effective February 1, 
2025. On the first of February, we will be switching from an annual billing 
cycle to a quarterly billing cycle and this letter contains important information 
that may impact your organization. 
After conducting extensive research and receiving feedback from our 
customers, we have determined that most customers strongly prefer a 
quarterly billing cycle rather than an annual one. In order to best suit your 
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needs, we have decided to offer this benefit, which will take effect on 
February 1, 2025. 
This letter is simply to notify you of the upcoming changes, and no immediate 
action is required from you at this time. We thank you for your continued 
business. 
 
Sincerely, 
 
John Bravo 
 

MODULE 3 

Interpersonal communication is the process of exchanging information, ideas, and 

feelings between two or more people using both verbal and non-verbal cues. It is a 

two-way process that occurs through face-to-face conversations, written 

messages, phone calls, and other mediums, and involves a dynamic exchange that 

builds relationships and helps achieve goals. 

Key aspects of interpersonal communication 

 Verbal communication: This includes spoken words, tone of voice, clarity, and 

language choice. 

 Non-verbal communication: This encompasses body language, facial 

expressions, gestures, posture, and eye contact. 

 Two-way process: It involves a sender who encodes a message and a receiver 

who decodes it, with immediate feedback from the other person or people involved. 

 Context: The meaning of messages is influenced by the psychological, 

environmental, situational, and relational aspects of the interaction. 

 Interactivity: Unlike mass communication, it is a reciprocal exchange between 

parties, where a timely and reciprocal interaction takes place. 

 Relational: A key purpose is to build and sustain relationships, whether they 

are personal (family, friends) or professional (colleagues, clients).  

Examples 

 Having a face-to-face conversation with a colleague. 

 Discussing a problem with a family member. 
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 Sending and responding to emails or text messages. 

 Giving a presentation or participating in a group meeting.  

What are the 4 types of interpersonal communication skills? 

The four main types of interpersonal communication are verbal, nonverbal, 

written, and listening. Verbal communication uses spoken words, nonverbal 

communication involves body language and expressions, written communication 

uses text, and listening is the active process of understanding what others are 

saying. 

 Verbal:  

The exchange of information through spoken words, which can be formal or 
informal. Examples include conversations, phone calls, and presentations.  

 Nonverbal:  

Communication without words, using gestures, body language, facial expressions, 
posture, eye contact, and tone of voice.  

 Written:  

Communicating through a fixed medium, such as emails, text messages, letters, and 
reports.  

 Listening:  
An active process of paying attention to and understanding what another person is 
communicating. This goes beyond simply hearing words to include processing the 
message 
Fully. 

The first step is to understand the four basic principles of interpersonal 

communication. Interpersonal communication is inescapable, irreversible, 

complicated and contextual. Unless you're on a deserted island the rest of your 

life, that it's nearly impossible to avoid other humans (inescapable). 

Examples of interpersonal communication include face-to-face conversations, 
phone calls, video meetings, and written messages like emails or texts. It also 
involves skills like active listening, body language, empathy, and conflict resolution 
that are used to exchange information, ideas, and feelings between people in 
various contexts. 

 Face-to-face: A conversation between friends, a job interview, a team 
meeting, or a teacher-student discussion.  
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 Digital/Remote: Phone calls, video conferences (like Zoom), instant 
messaging, and personal emails.  

 Written: Letters, office memos, and other written exchanges like text 
messages.  

Examples by skill 

 Active listening:  

Paying full attention to someone, asking clarifying questions, and showing you are 
engaged.  

 Non-verbal communication:  

Using body language, facial expressions, gestures, and eye contact to convey 
meaning.  

 Conflict resolution:  

Negotiating a disagreement between two employees or working with a colleague to 
find a mutual solution.  

 Empathy:  

Understanding and sharing the feelings of another person, which is a key 
component of emotional intelligence.  

 Collaboration:  

Working together in a team to share ideas and information to complete a project 
accurately.  

 Assertiveness:  
Expressing your thoughts and needs directly and respectfully.  

 

The three stages of interpersonal communication are the phatic stage (initial 

greeting and small talk), the personal stage (sharing personal opinions and 

experiences), and the intimate stage (deep, vulnerable communication). These 

stages move from superficial to deep levels of connection and are often observed 

as a relationship progresses, although the exact progression can vary. 

 Phatic Stage:  

This is the initial, superficial phase of communication where people engage in "small 
talk" and social niceties to get acquainted. Examples include saying hello, discussing 
the weather, or asking basic questions to test the waters of a potential connection.  

 Personal Stage:  

https://www.google.com/search?sca_esv=69e80091fdf57f02&rlz=1C1JJTC_enIN1147IN1149&q=Non-verbal+communication&sa=X&sqi=2&ved=2ahUKEwio1_ajxqqQAxVs3TgGHdqODQoQxccNegUIyQEQAQ&mstk=AUtExfA37KStGSvqAecAroIRLpZOXUpR19rdDomVrgTvIuVJ4-bkddhCg7lvLZlFJCgpWEeabIWN4V6NoQ-rTKaphebVsI0ju67ZikjPVDRA002U8zJRdsxYtUBn6wtfJvsrIhU&csui=3
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As communication progresses, the conversation becomes more open and 
personal. Individuals start to share personal opinions, hobbies, and more details 
about their lives, moving beyond superficial topics.  

 Intimate Stage:  
This stage is reserved for close relationships and involves a high degree of open and 
vulnerable communication. It is characterized by deep emotional sharing, including 
secrets, fears, and highly personal feelings, and is typically found between close 
friends, family members, or romantic partners.  
 
Barriers to interpersonal communication include psychological, cultural, physical, 

and emotional factors, as well as issues with language, lack of clarity, and 
information overload. Psychological barriers involve internal biases and emotions, 

while cultural and linguistic differences can create misunderstandings due to 
varying beliefs and language use. Physical barriers are environmental, like noise, 
while emotional barriers stem from stress, fear, or other strong feelings that can 

distort messages. 

Psychological barriers 

 Emotions:  

Negative emotions like fear, anger, and distrust can block communication, while 

even strong positive emotions can distort a message.  

 Preconceived notions:  

Assumptions, stereotypes, and a lack of open-mindedness can lead to 

misunderstandings.  

 Perceptual differences:  

Different viewpoints and ways of seeing the world can lead to misinterpretation.  

Cultural and linguistic barriers 

 Cultural differences:  

Variations in beliefs, values, and communication styles can cause 

misinterpretations.  

 Language differences:  

Varying languages, accents, and the use of jargon, acronyms, or overly complex 

words can impede understanding.  

Physical barriers 

 Environmental distractions: Noise, poor acoustics, or a disruptive 

environment can make it difficult to focus and communicate clearly.  
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 Distance: Geographic separation, especially in remote work settings, can 

make in-person communication impossible.  

 Physical disabilities: Issues like hearing or speech problems can present direct 

obstacles.  

Other barriers 

 Lack of attention:  

Distractions, a lack of interest, or a feeling that the information is irrelevant to the 

receiver can cause poor communication.  

 Information overload:  

Receiving too much information at once can make it difficult to process and 

understand the key points.  

 Ineffective communication skills:  

Lack of clarity, poor listening skills, and not seeking clarification can all be significant 

barriers.  

Building strong corporate relationships through communication 

involves practicing active listening, showing empathy and respect, and engaging in 

open and consistent dialogue. Key strategies include making time for both 

professional and casual conversations, seeking to understand others' perspectives, 

and providing and receiving feedback constructively. Consistent communication 

builds trust and rapport, which are fundamental to effective collaboration and a 

positive work environment. 

Key communication strategies 

 Practice active listening: Give your full attention to the speaker, avoid 

distractions, and show you are engaged to build trust and show respect. 

 Show empathy and respect: Acknowledge and validate others' feelings, be 

non-judgmental, and value their expertise and contributions. 

 Communicate openly and consistently: Create a safe environment for others 

to share their thoughts without fear of judgment. Regularly follow up on 

commitments and check in with colleagues to show you care and are committed. 

 Be mindful of your tone and nonverbal cues: Avoid sarcasm and criticism. 

Pay attention to body language, as it conveys a lot of information in both verbal and 

non-verbal communication. 
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 Seek to understand: Ask for opinions and genuinely try to see things from 

another person's point of view. Asking questions about their interests can help build 

rapport and show you value them as a person.  

 Respond positively to feedback: Even when it involves criticism, responding 

positively shows you are invested in your development and open to other 

perspectives. 

 Collaborate and celebrate: Work together towards common goals and 

celebrate the successes of your colleagues. This shows you are a team player. 

 Be reliable: Consistently delivering on your promises and commitments builds 

a reputation for dependability. 

 Make time for connections: Schedule regular, meaningful conversations, and 

take opportunities to join in workplace activities to strengthen interpersonal bonds.  

Workplace ethics refers to a specific set of moral and legal guidelines that 

organizations may abide by. These guidelines typically influence the way 

employees and customers alike interact with an organization—in essence, 

workplace ethics guide how organizations serve their clients and how they treat 

their employees. 

Benefits of workplace ethics 

 Builds trust and credibility:  

A strong ethical code fosters trust among employees, customers, and stakeholders 

through honesty, fairness, and transparency.  

 Enhances reputation:  

Companies known for ethical conduct attract and retain top talent, customers, and 

investors, differentiating them from competitors.  

 Ensures legal compliance:  

Ethical practices help an organization adhere to laws and industry standards, 

reducing the risk of legal disputes and penalties.  

 Improves employee morale and productivity:  

A culture of fairness and respect increases employee satisfaction and engagement, 

leading to greater collaboration and higher productivity.  

 Fosters a positive work environment:  
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Ethics create a secure and respectful atmosphere where employees feel valued and 

are more likely to communicate openly and share ideas without fear of retaliation.  

 Increases accountability:  

Ethics hold all members of an organization accountable for their actions, creating 

clear boundaries and guiding behavior.  

 Promotes long-term sustainability:  

Ethical decision-making supports the long-term success and stability of the 

business.  
There are no universally fixed "7 principles" for professional ethics, as different 

professions and contexts emphasize different ethical standards, but common 

principles across many professions include integrity, accountability, objectivity, 

confidentiality, professional competence, professional behavior, and respect for 

others. Other frequently cited principles involve honesty, transparency, fairness, 

loyalty, justice, and avoiding conflicts of interest.  

Workplace ethics are crucial because they foster a positive environment built on 
trust, respect, and fairness, which increases employee morale, productivity, and 
retention. Strong ethics also protect a company's reputation, attract top talent, 

ensure legal compliance, and support long-term growth and sustainability. 

For employees 

 Boosts morale and job satisfaction:  

Ethical workplaces make employees feel valued, respected, and secure, leading to 
higher job satisfaction and a greater sense of belonging.  

 Enhances career growth:  

A strong work ethic is valued by employers and can lead to promotions, leadership 
opportunities, and overall career advancement.  

 Promotes positive relationships:  
Ethics build healthy relationships between colleagues, making it easier to 
collaborate and work together effectively.  

For the organization 

 Improves reputation:  

A commitment to ethics builds a strong brand reputation with customers and 
stakeholders, which can be vital for long-term success.  

 Increases productivity:  
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Ethical environments encourage accountability and discipline, leading to higher 
quality work and increased productivity from employees.  

 Attracts and retains talent:  

Professionals are more likely to join and stay with companies that have a reputation 
for being ethical, fair, and respectful.  

 Minimizes legal risks:  

Following a strong ethical code helps companies avoid scandals, lawsuits, and 
regulatory penalties, saving money and resources.  

 Supports long-term sustainability:  
Ethical decision-making leads to a more collaborative environment and greater 
customer and employee loyalty, which are key components of long-term success.  
 

Cross-cultural communication is the process of exchanging information between 

people from different cultural backgrounds, requiring an understanding of how 

factors like language, non-verbal cues, and social norms can affect 

communication. It involves recognizing both similarities and differences between 

cultures to avoid misunderstandings, build relationships, and work together 

effectively in a globalized world. Key components include language awareness, 

sensitivity to non-verbal cues, and adapting communication styles to foster 

respect and collaboration. 

Key aspects of cross-cultural communication 

 Recognizing differences: It involves understanding how different cultures 

have unique languages, communication styles, body language, and social norms. 

 Verbal and non-verbal cues: Effective communication requires an awareness 

that gestures, facial expressions, and even eye contact can have different meanings 

across cultures. 

 Adaptability and awareness: Individuals need to be aware of their own 

cultural biases and be willing to adjust their communication style to connect with 

others from different backgrounds. 

 Overcoming barriers: Strategies like using simple language, being patient, and 

utilizing translation tools can help overcome language barriers. 

 Building trust: Active listening, showing empathy, and building trust are 

crucial for creating positive and productive relationships.  
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Importance in a globalized world 

 Business success: It is crucial for international business, enabling successful 

negotiations, team collaboration, and building partnerships across borders. 

 Workplace harmony: In multicultural workplaces, it helps prevent conflicts, 

fosters inclusiveness, and allows for a more productive environment where 

everyone can contribute their best. 

 Global citizenship: Understanding how to communicate across cultures helps 

individuals participate more effectively as global citizens.  

The main types of cross-cultural communication are verbal communication 
(language and its nuances), nonverbal communication (body language, gestures, 

and eye contact), and communication styles (high-context vs. low-context 
approaches). Other important aspects include social norms like gift-giving 

etiquette, proxemics (the use of space), and paralanguage (vocal cues like tone 
and volume). 

Verbal communication 

 Language:  

This is the most direct form of communication. Fluency in different languages is the 

most obvious way to bridge cultural divides, but even understanding subtle 

differences in phrases can prevent misunderstandings.  

 Paralanguage:  

This includes vocal cues beyond words, such as the speed, volume, and tone of one's 

voice, which can carry different meanings in different cultures.  

Nonverbal communication 

 Body language:  

Gestures, facial expressions, and posture convey a wide range of information, but 

their meanings can differ drastically across cultures. For example, a hand gesture 

considered polite in one country may be offensive in another.  

 Eye contact:  

The appropriate amount of eye contact varies greatly. In some cultures, direct eye 

contact is a sign of respect, while in others it can be seen as disrespectful or 

aggressive.  

 Proxemics:  
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This refers to the use of space. How close people stand to one another, the 

arrangement of furniture, and the use of personal space are all culturally 

determined.  

 Haptics:  

This is the study of touch. How and when people touch each other during 

conversation can be a significant source of misunderstanding.  

 

Communication styles 

 High-context vs. low-context: This is a major distinction in communication 

styles. 

o High-context cultures: (e.g., Japan, China) rely heavily on nonverbal 

cues, the situation, and shared understanding. Communication is often indirect to 

maintain harmony and avoid confrontation. 

o Low-context cultures: (e.g., Germany, the United States) favor direct 

and explicit communication. Messages are conveyed clearly and verbally, with less 

reliance on unspoken context.  

Other aspects 

 Social norms:  

These include rules and expectations that govern behavior, such as the importance 

of gift-giving in business, which can have different rules and expectations in various 

cultures.  

 Time orientation:  

Perceptions of time can differ. Some cultures are more monochronic, viewing time 

as linear and scheduling meetings with strict punctuality, while others are more 

polychronic, viewing time as more fluid and flexible.  
 

Barriers to intercultural communication include language differences, 
ethnocentrism (judging other cultures by your own standards), stereotypes and 

prejudice, and anxiety about interacting with people from different 
cultures. Other barriers involve misinterpretation of nonverbal cues (like gestures 

and eye contact), assumptions of similarity instead of acknowledging cultural 
differences, and differing values, norms, and communication styles. 

Cognitive and attitudinal barriers 

 Ethnocentrism:  

https://www.google.com/search?rlz=1C1JJTC_enIN1147IN1149&sca_esv=69e80091fdf57f02&cs=0&q=Ethnocentrism&sa=X&ved=2ahUKEwjf6fiezaqQAxU2zjgGHW9NHGAQxccNegQIGBAB
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The belief that one's own culture is superior and using it as the standard for all other 
cultures.  

 Stereotypes and prejudice:  

Overgeneralized beliefs about a group of people and negative pre-judgments that 
hinder open-minded communication.  

 Anxiety:  

Psychological discomfort or nervousness when interacting with someone from a 
different culture.  

 Assumption of similarity:  
Assuming that because people look similar, they share the same beliefs, values, and 
norms, which can lead to misunderstandings.  
 

Communication-based barriers 

 Language differences:  

Issues with vocabulary, grammar, pronunciation, and the inability to express oneself 
clearly in a shared language.  

 Nonverbal misinterpretation:  

Misunderstanding gestures, facial expressions, eye contact, and personal space, as 
these cues have different meanings across cultures.  

 Differing communication styles:  
Variations in how direct or indirect, high-context or low-context, people are when 
they communicate.  
 

Cultural and social barriers 

 Differing values, beliefs, and norms:  

Conflicts that arise from incompatible cultural values, social norms, and traditions.  

 Differing social norms and etiquette:  
Not knowing or understanding the appropriate social behaviors for different 
situations.  
 

Interview skills are abilities that help you communicate effectively and confidently 

in an interview, whether as an applicant or an interviewer. For applicants, key 

skills include preparing thoroughly, active listening, tailoring answers to the 

specific job, showcasing your personality, and following up professionally. A 

https://www.google.com/search?rlz=1C1JJTC_enIN1147IN1149&sca_esv=69e80091fdf57f02&cs=0&q=Stereotypes&sa=X&ved=2ahUKEwjf6fiezaqQAxU2zjgGHW9NHGAQxccNegQIMhAB
https://www.google.com/search?rlz=1C1JJTC_enIN1147IN1149&sca_esv=69e80091fdf57f02&cs=0&q=prejudice&sa=X&ved=2ahUKEwjf6fiezaqQAxU2zjgGHW9NHGAQxccNegQIMhAC
https://www.google.com/search?rlz=1C1JJTC_enIN1147IN1149&sca_esv=69e80091fdf57f02&cs=0&q=Anxiety&sa=X&ved=2ahUKEwjf6fiezaqQAxU2zjgGHW9NHGAQxccNegQIWBAB
https://www.google.com/search?rlz=1C1JJTC_enIN1147IN1149&sca_esv=69e80091fdf57f02&cs=0&q=Assumption+of+similarity&sa=X&ved=2ahUKEwjf6fiezaqQAxU2zjgGHW9NHGAQxccNegUIhQEQAQ
https://www.google.com/search?rlz=1C1JJTC_enIN1147IN1149&sca_esv=69e80091fdf57f02&cs=0&q=Language+differences&sa=X&ved=2ahUKEwjf6fiezaqQAxU2zjgGHW9NHGAQxccNegQIRhAB
https://www.google.com/search?rlz=1C1JJTC_enIN1147IN1149&sca_esv=69e80091fdf57f02&cs=0&q=Nonverbal+misinterpretation&sa=X&ved=2ahUKEwjf6fiezaqQAxU2zjgGHW9NHGAQxccNegQIbhAB
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strong introduction often involves a concise professional summary, followed by 

clear communication 

Effective interview skills include thorough preparation, strong communication, 

and professional conduct. Prepare by researching the company and practicing 

common questions, then during the interview, focus on making a good first 

impression through a firm handshake and eye contact, and listening carefully 

before answering thoughtfully. Maintain positive body language and end with a 

professional follow-up, such as a thank-you note. 

Before the interview 

 Research the company and role:  

Understand the company's goals and thoroughly review the job description to 

prepare tailored answers.  

 Know your resume:  

Be ready to elaborate on anything listed on your resume and use the STAR method 

(Situation, Task, Action, Result) to structure your answers with specific examples.  

 Practice:  

Conduct mock interviews with a friend or family member to build confidence and 

rehearse answers to common questions.  

 Check your online presence:  

Ensure your social media and other online profiles present a professional image.  

 Plan your attire:  

Dress professionally for the interview to make a good first impression. 

 Prepare thoughtful questions:  

Develop questions to ask the interviewer about the role or company goals to show 

your interest.  

During the interview 

 Make a strong first impression:  



67 
 

Arrive 5-10 minutes early, turn off your phone, and greet the interviewer with a firm 

handshake, eye contact, and a smile.  

 Practice good body language:  

Sit up straight, maintain eye contact, and avoid slouching to project confidence.  

 Communicate clearly:  

Speak with assurance and avoid mumbling. It is also acceptable to pause to collect 

your thoughts before answering a question.  

 Listen actively:  

Pay close attention to the interviewer's questions to ensure you understand 

them. Ask for clarification if needed.  

 Stay positive:  

Avoid speaking negatively about past jobs or employers; instead, focus on what you 

learned.  

 Be honest:  

Be truthful about your experience and do not exaggerate.  

After the interview 

 Follow up promptly: Send a thank-you note or email within 24 hours to 

reiterate your interest and enthusiasm for the position.  

Interview skills are the abilities that allow individuals to effectively perform in an 

interview, which includes both candidates and interviewers. For candidates, these 

are abilities like clear communication, active listening, problem-solving, and 

confidence to showcase their qualifications and suitability for a role. For 

interviewers, these skills involve active listening, emotional intelligence, and 

question framing to accurately assess a candidate. 

For candidates 

 Preparation:  

Researching the company and practicing answers to common questions is essential.  

 Communication:  
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Clearly articulating your thoughts, maintaining eye contact, and speaking 

confidently are crucial.  

 Active listening:  

Paying attention to the interviewer's questions to provide relevant and thoughtful 

responses.  

 Problem-solving and critical thinking:  

Demonstrating your ability to think logically and approach challenges.  

 Professionalism:  

Presenting yourself well, having a positive attitude, and showing enthusiasm for the 

role.  

 Follow-up:  

Thanking the interviewer and sending a follow-up message after the interview.  

For interviewers 

 Active listening:  

Paying close attention to a candidate's responses to understand their qualifications.  

 Question framing:  

Asking clear, relevant, and objective questions that help assess skills and fit.  

 Emotional intelligence:  

Recognizing and understanding the candidate's emotions to conduct a fair and 

empathetic interview.  

 Talent recognition:  

Identifying a candidate's potential and how they might fit into the team and 

company culture.  

The seven common types of interviews include one-on-one, panel, group, 

structured, unstructured, behavioral, and situational. Other types include 

technical, stress, and informational interviews, which are used for specific 

purposes like assessing skills or under pressure. 
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Common types 

 One-on-one interview:  

A standard, individual conversation between a candidate and one interviewer.  

 Panel interview:  

A candidate is interviewed by multiple interviewers at once.  

 Group interview:  

Multiple candidates are interviewed together, often in a group activity or debate 

format, to assess teamwork and leadership skills.  

 Structured interview:  

The interviewer asks every candidate the same predetermined set of questions.  

 Unstructured interview:  

An informal, conversational interview where questions are not predetermined and 

can change based on the candidate's responses.  

 Behavioral interview:  

Focuses on past experiences by asking questions about how a candidate has 

handled specific situations in the past (e.g., "Tell me about a time you failed").  

 Situational interview:  

Asks candidates hypothetical "what if" questions to gauge how they would handle 

future situations (e.g., "What would you do if a project deadline was approaching 

and you couldn't meet it?").  

Other important types 

 Technical interview:  

Used to assess a candidate's specific skills and knowledge, often with practical or 

coding tests.  

 Stress interview:  

Designed to test a candidate's ability to handle pressure and difficult situations by 

using challenging or provocative questions.  
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 Informational interview:  

An informal conversation with someone in a desired field to learn more about a 

company or industry.  

The top interview questions include "Tell me about yourself," "What are your 

strengths and weaknesses?" "Why do you want this job?" and "Where do you see 

yourself in five years?". Behavioral questions are also common, such as "Describe 

a time you handled a challenging situation at work" or "Tell me about a time you 

failed". Finally, be prepared for questions about salary expectations and whether 

you have any questions for the interviewer. 

About you 

Tell me about yourself,  

What are your strengths,  

What are your weaknesses,  

Where do you see yourself in five years 

What are your biggest accomplishments.  

About your motivation and fit 

 Why do you want this job? 

 Why should we hire you? 

 What are your salary expectations? 

 What motivates you? 

 What interests you about this role? 

 What kind of work environment do you prefer? 

 Why are you leaving your last job?  

Behavioral and situational questions 

 Describe a time you handled a difficult situation or challenge. 

 Tell me about a time you made a mistake and what you learned. 

 How do you handle workplace conflict? 
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 How do you prioritize your work? 

 Tell me about a time you had to be flexible.  

common interview questions and answers  

1. Tell me about yourself.  

 Answer Strategy: Provide a concise overview of your professional 

background, highlighting relevant experience, key skills, and 

accomplishments. Connect your past to the future opportunity.  

 Example: "I'm a results-driven marketing professional with five years of 

experience in digital campaign management. In my previous role at 

[Previous Company], I increased lead generation by 30% by 

implementing a new social media strategy. I'm excited about this 

opportunity at [Company Name] because I'm eager to apply my skills in 

a role focused on data-driven marketing, which aligns perfectly with 

your company's recent growth in that area."  

2. What are your strengths? 

 Answer Strategy: Identify 2-3 key strengths that are directly relevant to 

the job description. Provide specific examples of how you've used these 

strengths to achieve positive results.  

 Example: "My greatest strength is my problem-solving ability. In my last 

position, I identified a bottleneck in our client onboarding process and 

developed a new system that reduced onboarding time by 25%. This 

was directly applicable to the efficiency focus of this role."  

3. What are your weaknesses? 

 Answer Strategy: Choose a genuine weakness but frame it in a way that 

shows self-awareness and a commitment to improvement. Avoid cliché 

answers like "I'm a perfectionist."  

 Example: "In the past, I sometimes struggled with public speaking. To 

address this, I joined a Toastmasters club and volunteered for more 

presentation opportunities, which has significantly improved my 

confidence and delivery."  

4. Why do you want to work here? 
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 Answer Strategy: Show you've done your research. Mention specific 

aspects of the company culture, mission, or projects that appeal to you 

and align with your career goals.  

 Example: "I've been following [Company Name]'s work on [specific 

project or initiative] and I'm deeply impressed by your commitment to 

innovation in [industry]. I'm particularly interested in the opportunity to 

contribute to a company that values sustainability, which is something 

I'm passionate about."  

5. Why should we hire you? 

 Answer Strategy: This is your sales pitch. Summarize your unique 

combination of skills, experience, and enthusiasm. Directly link your 

qualifications to the company's needs.  

 Example: "You should hire me because my experience in managing 

cross-functional projects and my proven ability to increase efficiency 

directly addresses the key requirements of this role. I'm confident that 

my skills in [Skill 1] and [Skill 2] will allow me to make a significant 

contribution to your team from day one."  

6. Where do you see yourself in five years? 

 Answer Strategy: Focus on career growth and development within the 

context of the company. Show you have ambition and that you see this 

role as a long-term step.  

 Example: "In five years, I see myself having become a subject matter 

expert in [area of expertise]. I hope to have taken on more 

responsibility, perhaps managing a small team, and contributing to 

[Company Name]'s continued success in the industry."  

7. What are your salary expectations? 

 Answer Strategy: Research the typical salary range for the position and 

your experience level in your location. Provide a range rather than a 

fixed number to allow for negotiation. 
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Mock interviews are practice sessions that simulate a real job interview to help 

you improve your performance and confidence. They provide a risk-free 

environment to practice answering questions and get constructive feedback on 

your communication skills, body language, and overall presentation from 

someone acting as the interviewer. This feedback is crucial for identifying 

strengths and weaknesses and making improvements before the actual interview 

What happens in a mock interview 

 Simulated environment:  

A mock interview mimics a real interview scenario, whether it's in-person, online, or 

via video call.  

 Question practice:  

You'll answer questions relevant to the job you're targeting, which helps you 

practice formulating responses.  

 Performance feedback:  

The interviewer provides constructive feedback on your content, clarity, 

communication style, and non-verbal cues like body language.  

 Review and refine:  

The feedback helps you refine your answers, boost your confidence, and reduce 

anxiety for your actual interview.  

Benefits of using mock interviews and feedback 

 Improved confidence:  

Practicing in a simulated environment helps you feel more comfortable and less 

nervous during the actual interview.  

 Enhanced skills:  

You can improve your communication skills, learn how to handle difficult questions, 

and refine your overall presentation.  

 Identification of weaknesses:  
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Feedback highlights areas for improvement that you might not have noticed on your 

own.  

 Better preparation:  

Mock interviews help you bridge the gap between knowing your stuff and proving it 

under pressure.  

 Increased success rate:  

Studies show that candidates who use mock interviews, especially with expert 

feedback, have a significantly higher success rate than those who don't prepare.  
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