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Interpersonal Skills 
              ع  ل     لآ    ه     

 Module One: Review Questions مراجعة الوحدة الأولى 

1) What differentiates listening from hearing? 

a) Decibels are different 

b) Deliberate attention 

c) Reduced concentration 

d) Responding to what’s heard 

       ي     ف ع        ع؟1) 

        لا         ( 

       م     ع   (ب

     ز  ن  ض (ج

     ج             ( 

  

2) Which is better for your interpersonal skills, 

hearing or listening? 

a) Hearing 

b) Listening 

c) Both are equally good 

d) It cannot be defined 

      ه      في    ع  ل     لآ     ،          ،  ه    فضل 2) 

       ع؟

 )     

       ع (ب

  لا    ج   ع ى ق م        ة (ج

         ع   ه ( 

  

3) Why is asking questions useful? 

a) You can get detailed information 

b) You can become closer with the 

interlocutor 

c) You can get specific information 

d) You can make conversation shorter 

         ح    ئ       ؟3) 

    ن     ص ل ع ى  ع        ص   ( 

    ن      ص ح  ق ب            (ب

    ن     ص ل ع ى  ع          ة (ج

    ن  جعل           قص  ( 

  

4) What are closed questions? 

a) Questions that imply longer answers 

b) Questions that cannot be answered 

wrong 

c) Questions which give you direct solutions 

d) Questions answerable by yes or no 

     ي    ئ      غ   ؟4) 

    ئ      ي  ن  ي ع ى إج        ل ( 

    ئ      ي         لإج    ع  ه     ل    ئ (ب

   ئ    ع        ً      ة (ج

  ج ب  نعم       ئ    ( 
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5) Powerful communication implies that in 

conversation you should: 

a) Not be casual at all 

b) Not be too casual 

c) Be casual 

d) Be very casual, even friendly 

 : عني    ص ل     ي  نه في           جب ع   5) 

        ع  ض  ع ى  لإ لا  ( 

 ج         ع  ض   (ب

    ع  ً   (ج

    ع  ً   جً   ،  ل    ً   ( 

  

6) Which of these techniques doesn’t help you 

connect with your audience? 

a) Warming up the audience 

b) Make fun digressions 

c) Make clear you sincerely want to talk with 

your audience 

d) All of the above help you connect with 

your audience 

  ي              ب      ع   في      صل    ج ه   ؟6) 

 إ   ء   ج ه   ( 

  جعل               ع  (ب

   ضح  ن        ص          ث    ج ه    (ج

    ع    ل      ق ع ى      صل    ج ه    ( 

  

7) __________ are powerful tools of 

communication. 

a) Intonations 

b) Accents 

c) Words 

d) None of the above 

 __________  ي         ص ل ق   .7) 

  (           ن م

 ب(        هج  

 ج(            

  (         يء       ق

  

8) Word choice can easily influence the 

_____________ of the people listening to us. 

a) Thoughts 

b) Attitude 

c) Behavior 

d) All of the above 

         ؤ                    ه    ع ى 8) 

 _____________         ص           ع   إ  ن .

           )  

 ب(        قف

 ج(          

  (       ل        علا 
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9) ________ goes beyond simply picking up 

stimuli around us. 

a) Conversing 

b) Speaking 

c) Listening 

d) Understanding 

 ________   ج  ز  ج               ز         ن .9) 

              )  

 ب(          ث

 ج(           ع

  (         هم

  

10) __________ is not about saying as many 

things as you can in a given period of time.  

a) Speaking 

b) Enunciating 

c) Powerful communication 

d) All of the above 

__________     ع ق    ل      ع                ء 10) 

 في ف  ة ز ن    ع ن .

  (          ث

 ب(    إعلا 

 ج(      ص ل ق ي

  (     ل        علا 
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Module Two: Review Questions مراجعة الوحدة الثانية  

1) Which of the following is the most significant 

body language element? 

a) Specific body movements 

b) Posture 

c) Physical contact 

d) Eye contact 

  ي       ي      م عنص  في  غ    ج  ؟1) 

        ع ن  في   ج م ( 

  ض  (ب

    ص ل   ج  ي (ج

   ص ل   ع   ( 

  

2) It is believed that facial expressions for 

different emotions are: 

a) Completely different for every person 

b) Significantly different for every person 

c) Slightly different for every person 

d) Universal for every person 

 :  ع        ع        جه      ف      ع   ي2) 

           ً     ل   ص ( 

     ف    ل      ع   ل   ص (ب

 ق  لا   ل   ص    ف  (ج

 ع   ي   ل   ص ( 

  

3) What’s the key factor for controlling your 

body language? 

a) Awareness 

b) Letting it go naturally 

c) Ignoring it and avoiding unpleasant 

feelings 

d) Accepting it as it is 

         ع  ل    ئ  ي      م في  غ  ج   ؟3) 

  عي ( 

    عي   ه     ب    ل  (ب

  ج   ه    جنب      ع  غ        ة (ج

 ق   ه       ي ( 

  

4) Interpretation of body language is usually: 

a) Objective 

b) Subjective 

c) Unreliable 

d) Misleading 

 :ع  ة                غ    ج  4) 

   ض عي ( 

   صي (ب

 غ   ج           (ج

  ض    ( 
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5) Which of the following aspects is not so 

important when it comes to the way of 

speaking? 

a) Tone of voice 

b) Volume 

c) Pronunciation 

d) Type of voice 

 ي      ج  نب           س  هً   جً   عن      ع ق             5) 

      ث؟

 ن  ة   ص   ( 

   ص   (ب

   ن ق (ج

 ن ع   ص   ( 

  

6) Changing which words or syllables you put 

emphasis on can change its: 

a) Meaning 

b) Rhythm  

c) Speed 

d) Intelligibility 

         ؤ ي  غ                          ي    ز ع  ه  إ ى 6) 

 : غ   

    عنى ( 

  ع ى ن س    ن  ل (ب

   ع  (ج

    ض ح ( 

  

7) __________ refers to the messages we send 

to other people through our posture, facial 

expression, gestures, and bodily movements.  

a) Conversation 

b) Speech 

c) Body language 

d) None of the above 

__________      إ ى      ئل    ي ن   ه  إ ى     ص 7) 

 ضع   ن    ع       جهن   إ   ء  ن        ن  آ         لال 

   ج    .

     )        

    لام   ب(

  غ    ج      ج(

    يء       ق    ( 

  

8) Generally, our non-verbal communication is 

something that we do ____________.   

a) Purposefully 

b) Unconsciously 

c) Unavoidably 

d) To impress people 

   ل ع م ،    ص ن  غ        ي     يء ن  م  ه 8) 

.____________ 

 ع        ( 

      عي  ب( 

    ل        نه   ج( 

 لإقن ع   ن س    ( 
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9) Changing which ________ you put emphasis 

on, can change its meaning. 

a) Words 

b) Syllables 

c) A and B 

d) Neither A nor B 

 

 ________    ي    ز ع  ه ،          غ    عن  . غ    

)             

          ب(

     ب  ج( 

        ب     (

  

10) The speed of speech, as well as the 

appropriate use of _______ can change the 

meaning of words spoken, and affect the 

clarity and effectiveness of communication. 

a) Words 

b) Phrases 

c) Pauses 

d) Inflection 

  ع     لام ،              م    ن  ب  ـ _______      10) 

    غ    عنى            ن  ق  ،   ؤ   ع ى  ض ح  فع     

    ص ل.

)             

 ع       ب(

  ق     ج( 

   نع  س   ( 
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Module Three: Review Questions مراجعة الوحدة الثالثة 

1) What is the first important factor in 

developing conversation skills? 

a) Ignoring what holds you back 

b) Distancing from what holds you back 

c) Accepting what holds you back 

d) Understanding what holds you back 

  ه             ؟        ل ع  ل  هم في       1) 

  ج  ل     ع    ( 

     ع   ع    ع    (ب

 ق  ل     ع    (ج

 فهم     ع    ( 

  

2) Creating conversation starters is: 

a) Useful and recommended 

b) Not very effective, since it’s artificial 

c) Alright if you really cannot do anything 

else 

d) The last thing you should do 

 :إن  ء                   2) 

         صى  ه ( 

      فع      غ    ،  نه   ص نع  (ب

   نً  إ    ن           فعل  ي  يء آ   (ج

 آ    يء  جب ع    فع ه ( 

  

3) Which of the following is not recommended 

in conversations? 

a) Professional, cold attitude 

b) Adding personal touch 

c) Commenting on something in your 

immediate surroundings 

d) Taking a guess about someone’s interests 

by studying their appearance 

  ي       ي     صى  ه في          ؟3) 

   قف      في ،   ى      ( 

 إض ف         ص   (ب

    ع  ق ع ى  يء    في               (ج

     ص     لال         ه                  ( 

  

4) What is the last level of conversation? 

a) Big talk 

b) Fast disclosure 

c) Personal feelings 

d) Viewpoints and opinions 

             ى                  ؟4) 

  لام      ( 

  لإفص ح        (ب

      ع      ص   (ج

  جه     ن     لآ  ء ( 
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5) The small talk stage establishes: 

a) Getting interesting information 

b) Rapport 

c) Close relationship 

d) Non-formal atmosphere 

 

 :           ث   صغ       5) 

    ص ل ع ى  ع          ة  لا    م ( 

 علاق  (ب

 علاق        (ج

 ج  غ      ي ( 

  

6) Which stage is considered to be the getting-

to-know someone stage? 

a) Small talk 

b) Fact disclosure 

c) Viewpoints and opinions 

d) Personal feelings 

  ي        ع             ع ف ع ى   ص   ؟6) 

    ث قص   ( 

     ف ع       ئق (ب

  جه     ن     لآ  ء (ج

      ع      ص   ( 

  

7) Which part of conversation is considered the 

ice breaker? 

a) Fact disclosure 

b) Small talk  

c) Viewpoints 

d) Personal feelings 

  ي جزء              ع           ج   ؟7) 

  (         ف ع       ئق

 ب(       ث صغ  

 ج(     جه     ن  

  (          ع      ص  

  

8) Mastering the art of ____ can open many 

personal and professional doors. 

a) Conversation 

b) Small talk 

c) Understanding what holds you back 

d) Self-awareness 

إ     ف  ____            ح   ع            ب     ص   8) 

     هن  .

            )  

 ب(       ث صغ  

 ج(    فهم     ع   

  (       عي      ي
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9) Many people are interested in 

initiating_______________. 

a) Friendships 

b) Business Networks 

c) A and B 

d) Neither A nor B 

           ن س  ه        ء ________________.9) 

  (        ص  ق  

 ب(            ع  ل

 ج(        ب

  (           ب

  

10)  A person needs ________ another before 

they can discuss potentially contentious 

statements, even if they’re having a healthy 

debate. 

a) Approval from 

b) Rapport with 

c) Information about 

d) Good vibes from 

    ج     ص إ ى ________ آ   ق ل             10) 

 ن ق     ع         ي     ل             ة   ج ل ،   ى        

 ش ص ي.   هم ن  

  (         ف     

 ب(    علاق    

 ج(     ع        ل

  (          ع           
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Module Four: Review Questions مراجعة الوحدة الرابعة 

1) What is the purpose of asking for examples? 

a) Getting an insight on the particulars of a 

disclosure 

b) Illustrating principles shared 

c) Personalizing experience 

d) All of the above 

         غ ض      ب       ؟1) 

    ص ل ع ى ن  ة   ق   ع ى    ص ل     ف ( 

   ح       ئ          (ب

 إض  ء            صي ع ى    ج    (ج

  ل        علا  ( 

  

2) Repetition is usually used to focus on: 

a) Neglected parts of the conversation 

b) Interesting parts of the conversation 

c) Less clear parts of the conversation 

d) All of the above 

 :     م         ع  ة       ز ع ى2) 

   جز ء    ه                ( 

  جز ء     ة  لا    م             (ب

  جز ء  قل  ض                (ج

     علا  ل     ( 

  

3) Repetition can also be a way of 

communicating your: 

a) Reaction 

b) Disagreement 

c) Superiority 

d) Misunderstanding 

 :                       ضً             صل   3) 

    فعل ( 

    لاف (ب

        (ج

   ء فهم ( 

  

4) A summary usually shows that you are: 

a) Polite 

b) Good listener 

c) Professionally orientated 

d) Uncertain about the topics discussed 

 :  ه       ص ع  ة  ن 4) 

  ؤ ب ( 

       ج   (ب

      جه  هني (ج

 غ     أ           ض      ي      ن ق  ه  ( 
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5) Asking for clarity makes the conversation: 

a) Boring and repetitive 

b) Unpleasant, since it shows that you 

weren’t paying attention 

c) Pleasant, because it adds depth and 

richness to it 

d) Less professional 

 :  ب    ض ح  جعل         5) 

            ة ( 

 غ      ة ،  نه   ه   ن   م      ن  ه ً  (ب

    ة ،  نه   ض ف ع  ً      ءً إ  ه  (ج

   قل      فً  ( 

  

6) Why is asking for clarity recommended? 

a) Because you need to get complete 

information 

b) By asking for clarity, you’ll show that you 

care for your interlocutor 

c) You can test your interlocutor by asking 

for clarity 

d) It’s actually not recommended 

         ب    ض ح   صى  ه؟6) 

  ن      ج إ ى    ص ل ع ى  ع            ( 

     لال   ب     ض ح ،    ه   ن   ه م         (ب

    ن                     ص    ع     ق   ب     ض ح (ج

 في     ق     نصح  ه ( 

  

7) Initiating a conversation is considered a/an 

_________skill. 

a) Technical 

b) Professional 

c) Personal 

d) Interpersonal 

   ء         ع    /  ه  ة _________.7) 

     ن        ( 

 ب(       هن  

 ج(        ص  

  (       علاق       ص  

  

8) One way to get a conversation partner to 

elaborate on what they are sharing with you 

is to ask for _______. 

a) Their name 

b) Their role 

c) Examples 

d) Their age 

إ  ى          ص ل ع ى                ح      ص ل    8) 

      ه  ع           ب _______.

    هم       (

 ب(        م

 ج(          

  (      نهم
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9) Questions are the only tools that you can use 

to keep a conversation going. 

a) True 

b) False 

   ئ    ي              ة    ي    ن         ه      ص   9) 

.         

 ص  ح      (

 ب(      أ

  

10) When we presume we have been 

understood, we tend to miss __________. 

a) The point 

b) Details 

c) A and B 

d) Neither A nor B 

عن    ن   ض  نن  ق  فه ن  ، فإنن  ن  ل إ ى       10) 

.__________ 

   ن         ( 

 ب(         ص ل

 ج(         ب

  (            ب
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Module Five: Review Questions مراجعة الوحدة الخامسة 

1) When you introduce yourself, you should 

state your: 

a) First name only 

b) Last name only 

c) First and last name 

d) First and last name plus nickname 

 :عن       م ن    ،  جب        1) 

    م    ل ف   ( 

    م       ف   (ب

    م    ل     م       (ج

    م    ل          لإض ف  إ ى     ب ( 

  

2) Which of the following is a good way to 

remember a person’s name? 

a) Asking the person to repeat it 

b) Making a handy joke about the name 

c) Repeating person’s name right after 

introduction 

d) Any of the above 

  ي       ي  ع        ج  ة         م     ص؟2) 

    ب        ص        ( 

 ع ل ن          ع     م (ب

         م     ص  ع               ة (ج

          ع ى ( 

  

3) Which of the following is a good mnemonics 

method for remembering a person’s name? 

a) Acronyms 

b) Synonyms 

c) Homonyms 

d) Antonyms 

 ي       ي  ع         ً  ج ً   في ف   لإ               م 3) 

     ص؟

     ص     ( 

       ف   (ب

   ج ن    (ج

    ض   ( 

  

4) What are acrostics? 

a) Visualizing names 

b) Devising a word or expression in which 

each of its letters stand for a name 

c) Clustering by categories  

d) Forming a sentence to help one 

remember new words 

 

     ي  غ     لام؟4) 

  ص        ء ( 

                 ع       ز ف ه  ل   ف       فه إ ى   م (ب

     ئ     ج      ب  (ج

       ج        ع ة     ء ع ى                ج   ة ( 
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5) Being honest if you don’t remember 

someone’s name is: 

a) Unprofessional 

b) Underestimating 

c) Legit 

d) Not recommended 

 :  ص   إ    م         م   ص      5) 

 غ       ف ( 

       ل (ب

 ق ن ني (ج

 غ     صى  ه ( 

  

6) Which of the following is a good way to find 

out the forgotten name of a person? 

a) Asking a third party 

b) Asking for a card 

c) Introducing other people to them 

d) All of the above 

  ي       ي   ع        ج  ة   ع ف     م    ن ي    ص   ؟6) 

   أل   ف    ث ( 

   ب    ق  (ب

  هم    م   ن س  (ج

  ل        علا  ( 

  

7) When we address people by name, we are 

telling them ____________. 

a) We respect them  

b) Consider them important 

c) Recognize their individuality  

d) All of the above 

عن    ن   ب      ص  أ   ئهم ، فإنن  ن    م 7) 

.____________ 

 ن    همن         ( 

  ع       ه      ب(

    ع ف ع ى ف    هم   ج( 

  ل        علا      ( 

  

8) Many people _______ before a word is 

spoken. 

a) Stare at you 

b) Size you up 

c) A and B 

d) Neither A nor B 

           ن س _______ ق ل ن ق       .8) 

       ق ف       ( 

 ق  س  ج      ب(

   ب      ج( 

        ب     ( 
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9) Often, forgetting names is not about _______ 

problems. 

a) Personal 

b) Attitude 

c) Professional 

d) None of the above 

 

في                ،     ع ق ن          ء      ل 9) 

._______ 

   ص   (     

 ب(       قف

 ج(       هن   

       ق (        يء 

  

10) It is only when you have an open attitude 

that ______ becomes easy. 

a) Life 

b) Name recall 

c) Work 

d) All of the above 

 ف   عن                قف  ن  ح  ص ح ______  هلاً.10) 

  (        ة

 ب(       ع ء    م

 ج(     ع ل

  (     ل        علا 
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Module Six: Review Questions مراجعة الوحدة السادسة  

1) The first step in influencing other people is: 

a) Imposing your attitude  

b) Entering their world 

c) Manipulation 

d) Friendly relationship 

 :     ة     ى في    أ    ع ى  لآ      ي1) 

  ف ض   ق   ( 

    ل ع   هم (ب

  لاعب (ج

 علاق       ( 

  

2) Answering the question, _______________, 

from the other person’s perspective will help 

you see their side of the issue. 

a) Why are you important? 

b) Why do you want to make an influence on 

me? 

c) What’s in it for me? 

d) How do you plan to make an influence? 

 لإج    ع     ؤ ل _______________         ع  2) 

 . ن        ص  لآ   ع ى  ؤ   ج ن ه           

        ن   هم ( 

               أ    ع ي؟ (ب

      ف ه   ج ي؟ (ج

   ف      لإ   ث  أ   ؟ ( 

  

3) Building a bridge usually increases: 

a) Tension between people 

b) Differences between people 

c) Affinity between people 

d) Misunderstanding between people 

 :ع  ة     ز    ن ء   ج     3) 

              ن س ( 

     لاف         ن س (ب

     ب       ن س (ج

   ء       م       ن س ( 

  

4) Which of the following is not a technique for 

building a bridge? 

a) Active listening 

b) Repetition 

c) Using common language 

d) Sustaining communication 

  ي       ي    ع       ً    ن ء ج  ؟4) 

       ع    ع ل ( 

       (ب

       م  غ         (ج

              صل ( 
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5) What’s the usual consequence of not giving 

in and making compromises? 

a) You get what you want 

b) You stay true to yourself and people 

appreciate it 

c) You argue with your interlocutor 

d) You give up your goals 

     ي   ن  ج     ع   ة  ع م      لام      م    ن ز  ؟5) 

  ص   ع ى       ( 

   ل ص  قً     ن             ن س (ب

  ن   ج  ل           (ج

  ن      ى ع      ف  ( 

  

6) Which Latin proverb illustrates ‘giving in 

without giving up’? 

a) Quid pro quo 

b) Qui bono 

c) Quod scripsi, scripsi 

d) Quod capita, tot sensus 

  ي   ل    ني   ضح "     لام          لام"؟6) 

     ض      ( 

 Qui bono  ب( 

            ي ،       ي   ج( 

 ، إ ى    عنىنص ب            ( 

  

7) The skill of influencing others can help us 

______________. 

a) Sell products and ideas  

b) Convince people and institutions to assist 

us  

c) Get the world to change  

d) All of the above 

           ع ن   ه  ة    أ    في  لآ     7) 

.______________ 

        ن ج      ف       (   

 ب(    إقن ع   ن س     ؤ         ع  ن 

 ج(      جعل   ع  م   غ  

  ل        علا      ) 

  

8) Seeing the other side involves knowing 

_____________. 

a) What is important to the other person 

b) What their values are 

c) A and B 

d) Neither A and B 

   ض    ؤ     ج نب  لآ    ع ف  _____________.8) 

  (            هم    ن        ص  لآ  

 ب(       ي ق  هم

 ج(       ب

  (          ب

  

9) Bridges can also serve as negotiating 

grounds. 

        ج      ضً                   ض         ض.9) 

  (     ص  ح

   أب(   
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a) True 

b) False 

  

10) A person who is willing to “give in” from 

time to time comes across as _________. 

a) Sensible 

b) Realistic 

c) A and B 

d) Neither A nor B 

    ص    ي   غب في "     لام"     ق  لآ     ه  10) 

 ع ى  نه _________.

  (      ع  ل

 ب(      قع  

 ج(        ب

    ب (         
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Module Seven: Review Questions مراجعة الوحدة السابعة 

1) Negative emotions are powerful in 

influencing behavior because they: 

a) Give you superiority 

b) Bring about a sense of dissonance in a 

person 

c) Make people easy to be manipulated 

d) They’re not powerful in influencing 

behavior 

 : ع         ع          ق    في    أ    ع ى         نه 1) 

   ن          ( 

 ج ب  ع      ن ف  في     ص (ب

  جعل   ن س   هل    لاعب  هم (ج

        ق   ء في    أ    ع ى        ( 

  

2) Showing personalized emotions is: 

a) Unprofessional  

b) Unpleasant 

c) Persuasive 

d) Not recommendable 

 :إ ه        ع      ص     2) 

  غ       ف ( 

 غ      ة (ب

   ن  (ج

 غ     صى  ه ( 

  

3) Facts are: 

a) Uncertain 

b) Subjective 

c) Undeniable 

d) Illusive 

 :     ئق  ي3) 

 غ    ؤ   ( 

   صي (ب

    ن   (ج

     ع ( 

  

4) Facts should be separated from: 

a) Explanations 

b) Unnecessary proving  

c) Criticizing 

d) Opinions 

 : جب فصل      ئق ع 4) 

 )         

  إ     غ   ض   ي (ب

   ن   (ج

 آ  ء ( 

 

 

 

 

 

 

 



 

20 

This document is a property of Asaseeyat Academy (Asaseeyat Academy is a service provided by Asaseeyat Consulting Service – COPY RIGHT PROTECTED © 

                   - )                                                              (                                  ©   

5) Which of the following statements is true? 

a) Emotions should be primary in influencing 

other people. 

b) Facts should be primary in influencing 

other people. 

c) Both emotions and facts should be 

equally used in influencing other people. 

d) It cannot be defined what’s more 

important. 

  ي      ع              ص    ؟5) 

 . جب           ع   ف        في    أ    ع ى  لآ     ( 

 .     جب              ئق       في    أ    ع ى  لآ (ب

 جب       م  ل         ع        ئق        ي في    أ     (ج

 .ع ى  لآ    

 )                              . 

  

6) What’s the key for avoiding dissonance 

between the emotional and the rational side 

of your communication? 

a) Consistence 

b) Confidence 

c) Attitude 

d) Manipulative techniques 

          ح  جنب    ن ف        ج نب   ع   ي    ع لاني 6) 

     ص  ؟

 )        

     (ب

      (ج

   لاع       ن    ( 

  

7) _______ appeal to emotions all the time. 

a) Parents 

b) Educators 

c) Advertisers 

d) None of the above 

 _______  ن         ع  في  ل  ق .7) 

  لآ  ء      ( 

             ب( 

    ع ن      ج( 

    يء       ق      ( 

  

8) _______ connect all of us to the “human” 

side of ourselves. 

a) Facts 

b) Emotion 

c) A and B 

d) Neither A nor B 

 _______     ن  ج  عً     ج نب " لإن  ني"     ن  ن .8) 

      ئق      ( 

   ع        ب(

     ب    ج( 

        ب       (
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9) Emotions heavily influence a person’s sense 

of ________ 

a) Relief 

b) Comfort 

c) Stability 

d) Self 

  ؤ     ع   ف    ة ع ى إ   س     ص  ـ ________9) 

  لإغ         ( 

           ب(

            ج( 

 )           

  

10) Never underestimate emotions as a way of 

__________ other people. 

a) Influencing 

b) Persuading 

c) A and B 

d) Neither A nor B 

     ل     أ    ع   ف         ـ __________ 10) 

     ص آ    .

    أ          (

  لإقن ع    ب(

     ب    ج( 

        ب     ( 
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Module Eight: Review Questions مراجعة الوحدة الثامنة 

1) I-messages are focused on: 

a) The listener 

b) The speaker 

c) Both listener and speaker 

d) The whole audience 

 :   ز    ئل  لإن  ن  ع ى1) 

 )         

      (ب

  لا                ث (ج

   ج ه     ه ( 

  

2) Which of the following is a part of I-message? 

a) A suggestion of alternative behavior 

b) Asking for a suggestion for alternative 

behavior 

c) Criticizing certain behavior 

d) Any of the above 

 ؟I-message  ي       ي    جزء   2) 

  ق   ح         ل ( 

   ب  ق   ح          ل (ب

  ن           ع   (ج

          ع ى ( 

  

3) Constructive disagreement doesn’t imply: 

a) Focusing on the solution 

b) Focusing on learning 

c) Win-Win solution 

d) Authoritative approach 

 :   لاف    ن ء    عني3) 

       ز ع ى    ل ( 

       ز ع ى    ع م (ب

    ل     ل (ج

 نهج       ( 

  

4) What’s the priority for successful 

constructive disagreement? 

a) Staying true to yourself 

b) Defending your opinion 

c) Maintaining courtesy 

d) Persuading your opponent 

     ي           لاف    ن ء   ن جح؟4) 

      ء ص  ق     ن    ( 

    ف ع ع       (ب

        ع ى      ق  (ج

 إقن ع  ص   ( 
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5) When it comes to building consensus, you 

need to focus on: 

a) Positions  

b) Attitudes 

c) Arguments  

d) Interests 

 :عن      ع ق        ن ء  لإج  ع ، فأن     ج  إ ى       ز ع ى5) 

     ن صب ( 

    ج     (ب

     جج (ج

  لإ        ( 

  

6) Consensus implies that: 

a) Both sides contribute 

b) One side accepts the other side’s opinion 

c) Both sides agree to choose a readymade 

solution 

d) Any of the above 

 : لإج  ع  عني    6)

  لا   ج ن        م ( 

    ل         ف     ي     ف  لآ   (ب

  لا   ج ن       فق ع ى       لاً ج  زً  (ج

          ع ى ( 

  

7) Sharing ______ is a way to present your 

personality to the world. 

a) Ideas 

b) Opinions 

c) Jobs 

d) None of the above 

          ______  ي            م   ص      ع  م.7) 

   ف         (

 ب(    لآ  ء

 ج(         ئف

  (        يء       ق

  

8) When you use I-messages, you take 

responsibility for ________.  

a) The other person’s feelings 

b) Your own feelings 

c) Everyone’s feelings 

d) No one’s feelings 

 ، فإن      ل   ؤ     ________. Iعن         م    ئل 8) 

  (        ع      ص  لآ  

 ب(      ع  

 ج(       ع    ج   

  (            ع 

  

9) There is nothing wrong with ________. 

a) Arguments 

b) Disagreement 

     ج في ________.9) 

  (         جج

 ب(       لاف

 ج(     إ       ن س  أنهم    ئ  
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c) Telling people that they’re wrong 

d) None of the above  

  (        يء       ق

  

10) A consensus is more likely if you can 

emphasize all the things that you and the 

other party______. 

a) Disagree about 

b) Have in common 

c) A and B 

d) Neither A nor B 

       جح          ن   إج  ع إ        إ   ن     أ    ع ى 10) 

  ل      ء    ي  ن       ف  لآ   _______.

  (          فق ع ى

 ب(   ق   م       

 ج(        ب

  (           ب
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Module Nine: Review Questions مراجعة الوحدة التاسعة 

1) Which of the following statements is true? 

a) If you’re well prepared, you don’t need to 

think about boundaries. 

b) If you’re not prepared, you must find a 

way to overcome your boundaries. 

c) There are no boundaries in negotiation. 

d) You need to know your boundaries in 

every scenario. 

  ي      ع              ص    ؟1) 

 .إ    ن     عً   ج ً   ، فلا   عي         في        ( 

إ    م        عً   ،  جب     ج           غ ب ع ى  (ب

     . 

 .    ج       في       ض (ج

 . ل   ن        ج إ ى  ع ف        في  ( 

  

2) Which of the following is not a part of 

negotiation preparation? 

a) Mental aspect 

b) Emotional aspect 

c) Physical aspect 

d) All of the above are important 

  ي       ي    ع  جزءً         ض         ض؟2) 

   ج نب   ع  ي ( 

   ج نب   ع   ي (ب

   ج نب      ي (ج

   ق  هم ل     ( 

  

3) Which of the following is true when it comes 

to negotiation? 

a) You should always ask for exactly what 

you want. 

b) You should ask for lower than what you 

really want. 

c) You should always ask for higher than 

what you really want. 

d) You choose whether you’ll ask for higher 

or lower than what you really want.  

  ي       ي ص  ح عن      ع ق             ض؟3) 

 . جب      أل   ئً   ع              ض   ( 

 . جب       ب  قل             ً  (ب

 . جب       ب   ئً    ع ى             ً  (ج

  .    ب  ع ى     قل             ً   ن           إ    ن  ( 
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4) What’s the key attitude for a good 

negotiation? 

a) Imposing your opinions 

b) Respect 

c) Quick reactions 

d) Putting yourself above the other party 

           قف      ي       ض   ج  ؟4) 

 ف ض آ  ئ  ( 

      م (ب

      فعل    ع  (ج

 ن    ف       ف  لآ   ض   ( 

  

5) What illustrates ‘giving in without giving in’ 

principle? 

a) Conceding to get consensus 

b) Presenting options 

c) Minding your phrasing 

d) Anchor your position on objective data 

       ي   ضح      "     لام          لام"؟5) 

  لإج  ع          ص ل ع ى  ( 

          ع ض (ب

       في ص  غ   (ج

       ق   ع ى      ن       ض ع   ( 

  

6) Beginner negotiators are often more focused 

on what they: 

a) Listen to 

b) Want to say 

c) Want to achieve 

d) Can learn 

 :غ   ً        ز       ض         ئ      ل      ع ى      ي6) 

       إ ى ( 

     ق ل      (ب

           ه  (ج

           ع م ( 

  

7) What are the stages of negotiation? 

a) Bargaining, preparation, opening, closing 

b) Preparation, opening, bargaining, and 

closing 

c) Opening, preparation, closing, bargaining 

d) Preparation, bargaining, opening, closing 

     ل       ض؟    ي 7) 

       ض       ض        ح   لإغلا      ( 

  لإع         ح             لإغلا     ب(

   ف   ح      ض      غلا         ض     ج(

  لإع                   ح   لإغلا      ( 
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8) To make sure that you don’t get ________, 

know the going rate for what you are offering 

or buying. 

a) Off track 

b) Shortchanged 

c) Defeated 

d) Distracted 

   أ       ن      صل ع ى ________ ،  ع ف    ع  8) 

   ج  ي         ه         ه.

    ج          ص  ح       (

    ص ة    ب(

  هز م    ج(

)          

  

9) At the end of the day, you are both just 

people with _________. 

a) A battle to wage 

b) The same ideas 

c) Interests to pursue 

d) Similar goals 

 في نه        م ،  ن     ج     ص      _________.9) 

  ع      ضه      ( 

 ن س   ف      ب(

    ص  ح      ع     ج(

     ف             (

  

10) If you want to strengthen your bargaining 

position, make references to __________. 

a) Objectives 

b) Standards 

c) A and B 

d) Neither A nor B 

إ    ن    غب في  عز ز   ق         ضي ، قم   لإ   ة إ ى 10) 

.__________ 

      ف     ( 

    ع      ب( 

     ب    ج(

        ب     (
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Module Ten: Review Questions مراجعة الوحدة العاشرة  

1) Which of the following is not important for 

the first impression? 

a) Clothing 

b) Attitude 

c) Your goals 

d) Going for the extra mile 

  ي       ي   س  هً    لان   ع    ل؟1) 

  لا س ( 

      (ب

     ف  (ج

      ب     ل  لإض في ( 

  

2) What kind of hand shaking leaves the best 

first impression? 

a) Mild 

b) Firm 

c) Loose 

d) Hand shaking is not so important, since it 

varies from person to person 

    ن ع    ص ف      ي        ن   ع    ل   فضل؟2) 

    ف ( 

  ؤ    (ب

      (ج

  ص    ص ف         ه     غ    ،  نه      ف     ( 

 لآ  

  

3) When we say that you should listen to what’s 

not being said, it means you should also focus 

on: 

a) Context 

b) Discourse 

c) Body language 

d) Hidden meanings of the words 

عن    ن  ل  نه  جب ع          ع إ ى         ل ، فه    عني 3) 

 :      ز ع ى نه  جب ع      ضً  

   ه م ( 

        (ب

  غ    ج   (ج

  ع ني                 ( 

  

4) Which of the following is a good way to 

assess a situation? 

a) Striving openly for your needs 

b) Imposing your needs 

c) Making other party accept your needs as 

a priority 

d) Identifying the needs of the 

group/situation 

  ي       ي   ع        ج  ة      م     قف؟4) 

    عي  ص                 ج    ( 

 ف ض      ج    (ب

 جعل     ف  لآ      ل      ج     أ      (ج

            ج    ( 
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5) Which of the following statements is true? 

a) You should make statements, not 

requests. 

b) You should make requests, not demands. 

c) Making demands is perfectly acceptable. 

d) You should make demands, not requests. 

  ي      ع              ص    ؟5) 

 . جب ع     لإ  ء     ن      س         ( 

 . جب ع        م            س       ب (ب

 .جعل       ب     ل       (ج

 .    م       ب    س          جب ع    ( 

  

6) Being “other-centered” is the best way to 

monitor: 

a) The outcome of the conversation 

b) Own faults or mistakes 

c) Own eagerness 

d) All of the above 

 :" فضل            ق    ي         "     زً  ع ى  لآ  6) 

 ن  ج           ( 

      ع  ب        ء  (ب

    غف     ص (ج

  ل        علا  ( 

  

7) Some people stand out, while others 

__________ 

a) Walk away 

b) Fade into the background 

c) A and B 

d) Neither A nor B 

    ز  عض   ن س     عض  لآ   __________7) 

    ع       ( 

   لا ى في             ب(

     ب     ج(

        ب     ( 

  

8) Complete the saying: You don’t get a second 

chance to __________. 

a) Get a first chance 

b) Make a first impression 

c) Say what you mean 

d) Discuss your personal goals 

    ل     ل:     صل ع ى ف ص    ن    ـ __________.8) 

   صل ع ى ف ص     ى     ( 

    ل       ن   ع   ب( 

 قل     عن ه   ج( 

 ن قش     ف      ص      ( 

  

9) If someone is annoyed with you, it’s best to 

____________  

a) Change the subject 

b) Back off 

 إ    زعج    ص    ، ف     فضل    ____________9) 

  غ        ض ع      (

      ج    ب(

 ص ف  ن    هم    ج(

  ل        علا  )    
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c) Distract them 

d) All of the above 

  

10) All interpersonal skills involve sensitivity. 

a) True 

b) False 

 ج     ه        ع  ل     لآ      ن  ي ع ى         .10) 

 ص  ح     ( 

   أ  ب( 

 


