S7112




RYUTYT, TG &I Uil

aTe &b UdR

fecer TR

TR-Yfedh TR
NU=RP TdIg 9 YRS dalg
0T HIA

HRIHTH & SR S14Td (Barriers to Effective
Organizational Communication)

Paralinguistic, QRING Bld-HId

11-12
13-14
15-16

17-19
20-22



fawg gt

YA 3R TeHYfd 23-24
IR DI DI U 25
Activity (EHI0T) 26
SEEIRIGIG] 27 -32

T B T = B 33-35



A

« TUTAT &1 Y HaTG PR P IR &b IR H ST R TR0l B
3 uu1a°ra=n=n

+ 30 HaTg DI P i Gait oy §rer, {;lﬂﬂl dis! oiael Tg

&I B! THAT 3R AdgR | Al

. &uﬁé?ﬂtﬁrﬁ‘omcﬁw CARIBE RS
. TdTe & GRM &ﬁaﬁmwsﬁ@r&rﬁ%ﬁ%ﬂ

- UG &1 T8t 71 T gHgH1 ayT S EE FIT \
- f[aare # TfFaferd aiFl vl &1 IHgiar s “W’c{ﬁﬂ




CERARIKAK:

Iohdl IT Ud

Ua hd ©, dl 3T

AR

' 3{f¥ch Al TH H $D T




IdIg &1 Ufehdl (Communication Process)




HdTg & UHR (Types of










LMlsceh HAR (Verbal

Communication)




TR-YMeGdh YR (Non-Verbal
- cation

. TIR-YMfecd IR T g &
3ffHeafert, 3MTaTel T el AT ¢iHT
ST YT IR T HINT (kinesics) & |
qreay I U Rid SYR 3R Hifde
EB°[ (proxemics) QM %’|







3RS Hdlg (Formal
- cation

» UATN® Tl (Formal

Communication)

3i|q€|||§ :d ‘{-IOIICZ 3t cb"II &Il




3HITAIRD Hdlg (Informal

- o :
. SAUATNG HaTg (Informal
Communication)

. 3FTEING Halg, Gedhiudl
dYT SHdT & S 3{hIRID
TG o

- T Upfa H 3FU=TRS § 3R
yd-Frufia et gt @)

- T HIERA H 94 a1

3"II‘~4CI b Hd & THTT

- LN




90T HIA (LISTENING SKILL)

5 HTEH ¥ 63

e (P C

GG

T 34

« $F G- IR A 1| (FAT)

~

— —

oo N Ny
. 3 RN
: w




LISTNING SKILLS (A &1 HIa)




N\ \

IR & GRIF dTYTY (Barriers to Effective Communication)

- e HIH H g6dd
(Trapsmission Alterations). vid

S T T NN I BIh IoRdT §

P IR g Aol T-ax Bl 7N

%1

. Physical Limitations
& %{@IR Qﬂﬂ\{%‘ A ‘e’f%f
e RO, Tre®] & 3

3Gy & Sl |

‘EIIHT-[%?T (Inattention): g SITe

N ITe b3 dIQ’1 Se FI%QI U &1 -
qqdcoco{u sd %‘|




IdR o IR ST (Barriers to Effective Communication)

mgﬁ'l (Selective listening):
| R YIT3] R

SR 3Gl DRI Sl & 3
TEU & -1|kco\3~ﬂ1:[3ﬂ?[%,n REI%“\TI &
U U 18T 1 h1H Hdl

+ 1 T 31 Mistrustof e
AT @%ﬂiﬁ a;v i

YldI

R f?l'QG{ouc I%LII{-LICZ &
glq @ CARSF RN
%% ggrtfe-g, Y I8 -G [AYTIT




IR & GRIF S1UT¢ (Barriers to Effective Communication)

« JHY BT SHHIT (Lack ime): JHY
o cﬁaﬁmwc%lw
THRIHAD UHTG ST g

- RIS U 9 Uy gl

(Absentming edness S E Hdld h
HHq g HRIC o{au“@r Pol AR Ed &

al it FRIMHRH S1fYd 8T g

. I-3% BT 31 A uad A fopar SEr

(Badly Expressed Messages): g
I RIFKER PR T
3 YItd DR didd B%QZI il d




RIS gra-H1d (BODY

—LANGUAGE)

IRING YW, IR
Y &1 U =7 g, for TRR
@l Ha&l, dgY DI SfHoHlK],
SRRI 3R 3Gl Bt A & gR]
SELECRIISIIREGIECE T IE

T 81 39 R P Jbd Yoidr Hi §
3R T 4 g




PRUNITEIECR
(Paralinguistic)

e

JfciffaRee U & d ggd &, foH °

e 9 §¢d g g|

G|

.9 5
8. oY f& gra-yrg, weﬁ?&mcﬁfﬁlﬂs{ﬁ YToT
RIfRes® %@Tﬁldlk I 3{d AgaYUl 8, ol

G

X1+

GRS

« TR DI U (T[T, HSR , ol , D )

« TR BT &R (Sl T YIHT 3{TaT)
- 3R]
- g DI de

e ogrId 4l Udig

op
AD

@%@e

i







THYfA (Empathy)
“Sympathy

-Wﬂﬂﬂﬁ qergyfd_ ¥

/ % &WT %' 3ffep
% HId BIdl
|

» YIYRY el H FAIHI
$T HAQd gldl Dl
YIaTall,  ORedl 3R
ECEIEIERSGERS]







IJdR ﬁ‘ﬂﬂ ﬁ ﬁﬂf\f- (Improving

AR DI DI THIIRITEH S b
dRidh-
. %H:f@fﬂef (Effective Listening)
RIPEEY h (Receiver Oriented)

Sdd 3faxY YT
.(Receive Feedback)

EERGEAMCI IR AR RN

,Sh

i

£

Ql O
<k

A - Attractiveness ()
B - Brevity (Tt
C - Clarity(Sq¥dT)

“ 31101~ ‘erRITmTTrT-ﬁ']T




UI3Ral AR HIRIA Bl JUR- (Improving
- cation Skills:

D°r&R3°r R ¥ 9 B WR 44 forgsif

[y &7 -

. %T[HI Hdl I TaTe RITUT HId THT HIYT \,.
[T 9T W/

+ I Dl Y Jala R DR R FayUH
3{TAT FTH, T TUT UISRdl ST i
BRI &l

: %d-—l Dl DI TG T U b 2 IR
Bid T ST

e TS S G
STBRI g1 b

N O

e JUT TN IR Tided & b Ued HI







.+ 3BT FIHd Pl
ual &l gy HRA

ASlgd HaYl Pl [dc

l
W

FIT D O I

M

(NEGOTIATION]
@ N\ B
DISCUSSION , SKILL
DEAL
LREEMENT

5 N —— BUSINESS

COMPROMISE __~ o 28




Neﬁotiation GLEIG

amiﬂ?r 1 ufspar # fAaferfRad =Ry =i g

° ﬁl?ﬂ? CER] (NEGOTIATION)

) a&@[ DI w_ D%%LESI%N i S\}\_\_%

. R TR B R AT L = )

* gj:lﬁl?” COMPROMISE / REEMENT
4 5 = BUSINgSS -/ 23




. TIIdeR (Attitude)
o JH (K\nowlgdge)

o HIRUIRD 1|
(Interpersona

g
Skills)

N U (S SN C— —|  USS— —

(NEGOTIATION]
@ \NB
DISCUSSION | SKILL
£ B )
DEAL

COMPROMISE __~ j\EMEng
o> = BUSINGSS




YRS I (Interpersonal

Skills)
JHTS ARg e TR

AR

TAdBEH! D] HH BT YHTE!

STEld T Teh HEIqUl 3

IS

aIa-ad S
O g D YR W
HoIGd P lHD Y] Jd¢Y JA[U

AT D1 A
BICASEL

Rl

i uRfRufaal 9 fAger

N U (S SN C— —|  USS— —

(NEGOTIATION]
@ \NB
DISCUSSION | SKILL
£ B )
DEAL

REEMENT

COMPROMISE __7 pYS
=5 S — BUSINGSS i




L e

G

u
WIN - LOSE
1%
LOSE - LOSE LOSE - WIN

yfdual & Iexal &l Ag

T
E
E
£







+ SIS U TSP

T B T B
« Giehd BIh G | - T P _fo ST
« I U&l § ORI Gd1d - S1d|
H B WEW| - &I U&fl bl Jguid &
TGt 3R e =0 3 ST gTE 7 1|
Sie § & gi-| - &I U&fl ot o[ g o
. Fyofa o9 &} &) ST HA 7 39

» g1 ] oA fobt et

D - E9IS

fadrg o1 §grar 1 ¢



Bﬁﬁmﬂﬂgﬁﬁaﬂrﬁm
&1 HEd

ﬂﬂ‘s’ﬁuamﬁ%RvamﬁmﬁwmmwﬁH

1. SO/ & HRUT Dl el Gl
2. di B @ikd Sl
3. B Bdrg! = Bl

4. JHIREH] Bl ThA B I Ah-]

3qter e I &t S Yohqll 5 dlich W b1 o] fob gferd Igehl R
39 oy R 31 3R 39 T o a1 H UdT g1 dlfeq Sl
TP HIE &I APh Thd g|

Wihd THTT o Afaaddi ot Jgradr oL, ST Iurd @ | Hig & .



I~ifora Yis fasor | darg
&1 HEd

 YITATHP FRRAI- H1Y 3R A & ga1d H Hff id I8 i
395! &adT R AR Hrar g
. TNid 3R I erdia

- Sxiford aferTal @1 Hid J §e1_gfery Sl & g5 W
daid 9 99 D IR chIEIT%Q@T{j\%IIOI &7 TR fob
sau&rcﬁgm@vqﬁ&rmqw PR o el ST G

O

AfIyr T3
g H <XiP] Bl AT HA BT I
doi-1oh TdT JUTTelt 3R aifed] a1 ST TR

fr:g_|@.c,_a_




Twitter TR YD Facebook i Citizen
@112UttarP 100@up100 atsapp Portal

! @112UttarP _
ol 7233000100 .uppsliurc]:e.go s 7570000100 Upio.uppolic

Sources to Connect 112

L
YdTe)




