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DEPARTMENT OF COMMUNICATION AND MULTIMEDIA JOURNALISM
NURTURING INNOVATORS
JANUARY-APRIL 2023 TRIMESTER 
EXAMINATION FOR DIPLOMA IN CORPORATE PUBLIC RELATIONS
 DAY PROGRAMME
RPR 042: PERSUATION AND NEGOTIATION

DATE: WEDNESDAY, 5TH APRIL 2023			TIME: 2 HOURS: 9.00AM -11.00 AM
GENERAL INSTRUCTIONS: 
Students are NOT permitted to write on the examination paper during reading time. 
This is a closed book examination. Text book/Reference books/notes are not permitted. 
SPECIAL INSTRUCTIONS 
1. Write your REGISTRATION NO. Clearly on the answer booklet(s). 
2. Answer Question One and ANY other TWO questions.
3. Questions in all sections should be answered in answer booklet(s) 
4. PLEASE start the answer to EACH question on a NEW PAGE.
5. For the questions, write the number of the question on the answer booklet(s) in the order you answered.
6. Write on both sides of each leaf and indicate number of each question at the top of each page.
7. Write the answers in a paragraph form unless stated otherwise. 
8. Marks allocated to each question are shown at the end of the question. 
9. All rough work must be done on the answer booklet and crossed through!
10. Use supplementary pages only when you have exhausted those in this book.
11. Fasten the supplementary pages to the inside back cover of this booklet.
ANSWER QUESTION ONE AND ANY OTHER TWO QUESTIONS.
Question One: Compulsory 
a) When doing a persuasive speech, you are advised to be credible. Highlight FIVE things that you would do to increase your credibility? 				(10 marks)

b) Briefly describe the following terms in relation to negotiation and persuasion.
i. Accommodating 							(4 marks)
ii. Avoiding 								(4 marks)
iii. Collaborating 							(4 marks)
iv. Competing 							(4 marks)
v. Compromising 							(4 marks)

Question Two:
a) Differentiate between negotiation and persuasion.				(5 marks)
b) As a diploma student, explain how the principles of negotiation and persuasion can be applied when searching for a job.						(10 marks)

Question Three: 
Robert Cialdini talks of the “six weapons of influence”. 
a) Describe “influence” as a term used in persuasion 				(3 marks)
b) Explain the SIX weapons of influence				 	(12 marks)

Question Four:
a) Illustrate FIVE steps of the negotiation process.				(10 marks)
b) [bookmark: _GoBack]Describe FIVE techniques you would use in persuasion.															(5 marks)		
Question Five:
a) List THREE types of persuasion.						(3 marks)	
b) Discuss THREE roles emotions play in the process of persuasion and negotiation 
(12 marks)
Page 1 of 2

image1.png
Riaralx)

University




