
BUSINESS NEGOTIATION NOOB RANK
Skill Up 3

CONTACT US AND GIVE US YOUR FEEDBACK! GOOD LUCK!

ANSWERS

SKILL UP 3: Communication and Problem Solving

1. Key Aspect of 'Active Listening':

a. C. Fully focusing on and understanding the speaker’s message

2. Effective Communication in Negotiation:

a. C. Clear, concise, and honest expression

3. Benefit of 'Empathy' in Negotiation:

a. C. Understanding the other party's feelings and perspective

4. Problem-Solving Approach in Negotiation:

a. B. Seeking win-win solutions

5. Handling Objections in Negotiation:

a. C. Listening, understanding, and addressing the concerns

6. Importance of 'Questioning':

a. B. To gather information and clarify understanding

7. Role of 'Body Language':

a. C. Conveys non-verbal cues and emotions

8. Dealing with Deadlock:

a. B. Taking a break or changing the approach

9. Building Rapport in Negotiation:

a. B. Establishing a connection and understanding



10.Importance of 'Flexibility' in Problem-Solving:

a. B. To adapt to new information and situations

11.Meaning of 'Reframing' in Negotiation:

a. C. Presenting information in a different way to find new solutions

12.Communicating in High-Stress Negotiation:

a. B. Remaining calm and focused

13.Importance of 'Clarification':

a. B. To ensure both parties understand each other

14.Impact of 'Cultural Awareness':

a. B. Improves understanding and communication

15.When to Make a 'Concession':

a. B.Made strategically to reach an agreement

16.Sign of Poor Communication:

a. B.Misunderstandings and confusion

17.Usefulness of 'Summarizing':

a. B. To repeat what has been discussed for clarity and agreement

18.Role of 'Honesty' in Negotiation:

a. B. It builds trust and credibility

19.Entailing 'Mutual Respect':

a. B. Valuing each other’s viewpoints and positions

20.Strategic Use of 'Silence':

a. B. To give time for both parties to think and reflect

21.Importance of 'Tone of Voice':

a. B. Conveys emotions and attitudes

22.Impact of 'Assuming':

a. B. Can cause misunderstandings

23.Dealing with Unexpected Scenarios:



a. B. Stay calm and adapt to the situation

24.Focus of 'Win-Win' Negotiation:

a. B. Both parties leaving satisfied

25.Aid of 'Paraphrasing' in Negotiation:

a. C. Ensures you've understood the other party's point

26.Effective Way to Close a Negotiation:

a. B. Summarizing key points and confirming agreements

27.Why 'Patience' Is a Virtue:

a. B. Allows for comprehensive understanding and avoids rushed decisions

28.Importance of 'Timing' When Making Concessions:

a. B. Crucial – it can greatly impact the negotiation outcome

29.Role of 'Feedback':

a. B. Provides insight into the effectiveness of your approach

30.Usefulness of 'Brainstorming' in Problem-Solving:

a. B. Encourages creative thinking and finding new solutions


