Communicating Effectively

Course Objectives: 

The Course aims to enable managers to develop communication plans that strengthen the relation between companies & their customers, whether in the field of marketing, Public Relation and /or Human Resources. 

By the end of the workshop, the participants would be able to :

· Understands the concept of effective communication.

· Improve Communication within the organizations (among peers & with supervisors) 

· Develop communication plan(s) that suites required goals.

· Develop a persuasive strategy (s) for each communication plan.

Course Outline:

1.
Communication Theory

1.1.1
Communication as transmission of message  

1.1.2
Communication as the production of  meanings

1.1.3
Signification

1.1.4
Interpersonal Skills (related to Peers – related to Supervisors)

1.1.5
Non-verbal communication

1.1.6
Barriers of Communication

-
Listening 

-
Perception & Assumptions

-
Three Ego States (Parent Ego – Adult Ego – Child Ego)

2.
 Persuasive Communication

2.1
 Concepts & Definitions:  

2.1.1
Persuasion.

2.1.2
Attitudes.

2.2
  Components of Persuasive Transactions:

2.2.1
Source

2.2.2
Rational Appeals

2.2.3
Emotional Appeals

2.2.4
Receiver

2.2.5
Case Study 

Who should attend?

 Employees, supervisors, Middle and Higher Management

