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Course Aims

The purpose of this course is to prepare you for the communication challenges that you are likely to meet in the
rapidly evolving global business environment. It will help you to present yourself confidently, persuasively and
professionally in the way you speak, write and participate in your chosen profession.

ABO0602 starts with the basic - and well-rounded - premise that communication theory, strategies and skills are
all needed in a highly complementary way for today’s young executives preparing for workplace effectiveness.
Theory provides a conceptual framework that guides strategy and skills. Strategy allows communicators to make
intelligent choices about content, organization, style, tone, delivery, and timing of messages. Skills are needed to
craft effective written documents, give constructive feedback, and create as well as deliver persuasive business
presentations. Throughout, the emphasis is on the art of persuasion for effectiveness in the corporate context.

In addition, the course addresses other new demands in today’s work culture. One such emerging demand is the
need for effective small group communication, a skill valued for collaborative work and team building. As such,
you will be trained to go beyond prepared presentations to help you operate effectively in contexts which require
spontaneous yet formal communication. Such contexts include small talk, meetings, team briefings and group
discussions.

Another new demand comes with the prevalence of online communication. To prepare for this trend, you will be
guided to enhance your executive presence in both face-to-face and online settings, with special emphasis on
social media and personal branding. Building on the theoretical foundation provided by experts, you will learn
how to be an effective communicator across each medium — in-person, written or virtually — and in diverse
situations.

Finally, this course also offers you the opportunity to acquire an understanding of the Principled Negotiation
Framework developed by the Harvard Negotiation Project. You will gain hands-on experience in negotiation
through engagement in negotiation simulations.

To sum up, this course is planned to align with the broader vision of preparing you well for the workplace and
address the increasingly complex needs of industry. Approximating the real-world work environment and culture
to the extent possible for a course, the teaching approach consistently keeps the final outcome in mind: your
development as a work-ready young executive able to operate in the corporate context with presence and
persuasion.




Course's Intended Learning Outcomes (ILOs)
Upon the successful completion of this course, you (student) would be able to:

ILO 1 | Create clear and focused presentations and deliver them with impact
ILO 2 | Demonstrate the ability to participate spontaneously in Small Group Communication
ILO 3 | Compose coherent, concise and convincing messages by applying theories of persuasion
ILO4 | Apply the Principled Negotiation Framework
ILO5 | Advance the level and depth of class discussion through active participation

Course Content

key themes:

To enhance your persuasion for effectiveness in the corporate context, theory (like the Strategic Contingency
Model, Rhetorical Appeals, Social Judgement Theory, Elaboration Likelihood Model) will be introduced via four

1. Understanding audiences in today’s complex environments

2. Argument-based persuasion

3. Narrative persuasion

4. Rhetorical features in persuasive/ transformational communication.

Such theoretical foundation will shape your application of strategy and skills. For instance, you will learn how to
analyse audiences and understand the different communication orientations (whether informational, relational,
promotional or transformational) commonly adopted by leaders and executives in the business world.

Under spoken communication, you will be introduced to the following topics:
1. Developing executive presence, including the roles of social media & online branding
2. Presentation skills
3. Handling Q&A
4. Small group communication
For written communication, you will learn strategies for crafting informational, relational, persuasive messages.

Finally, you will learn how to prepare a slide deck report and how to negotiate effectively through the application

of Principled Negotiation.
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Learning and Teaching Approach

Approach How does this approach support you in achieving the learning outcomes?

Continu | The course is interactive, practical, and offers a variety of learning activities - case analyses, individual

ous and group writing tasks, individual presentations, small group communication, tutor and peer feedback,

assessm | negotiation simulation exercises and off-the-cuff speaking.

ent tasks

on The learning outcomes for this course are skills which are practical in nature and will enhance both your

writing oral and written communication. The course schedule aims to achieve an overall balance between the

and two forms of communication.

speaking
At the beginning of the course, you must complete a written communication task during Week 1. This
writing assignment requires you to craft and submit an email via your seminar site. You must also
prepare for a spoken communication task for Week 2, where you will deliver an introductory speech in
class.
Both the writing assignment and introductory speech are to gauge your writing and presentation skills
prior to you being taught the concepts and skills in ABO602. Throughout the course, there will be
continuous assessment tasks on writing and speaking, which should demonstrate your achievement of
the intended learning outcomes as the semester progresses.

Graded In terms of graded tasks, there will be an in-person individual presentation and a group project

tasks comprising a slide deck report and small group communication task. The latter signals the increasing
importance of good communication beyond formal presentations with its emphasis on traits like
spontaneity, active listening and off-the-cuff contributions. In addition, you will write a negotiation
reflection paper and complete a writing assessment with special emphasis on the need to demonstrate
persuasion.
To maximise your learning in Principled Negotiation leading to the negotiation reflection paper,
negotiation cases will be purchased in advance for your use. Do note that you are required to pay for
these cases even if you are absent for the lessons proper.

Class Finally, your performance in class participation will also be taken into consideration. Students who are

participa | absent without valid reason will be scored zero for the week concerned, which will impact their overall

tion marks. You will be assessed with reference to the assessment rubrics for the various tasks.




Assessment Structure

Assessment Components (includes both continuous and summative assessment)

No. Component ILO Related PLO |Weightage|Team/Individual|Rubrics|  Level of
or Understanding
Accreditation
1 | Continuous Assessment | Create aclear 20 Individual
(CA): and focused
Presentation(Individual | presentationand
presentation) deliver it with
impact (ILO1)
2 | Continuous Assessment | Apply the 10 Individual
(CA): Principled
Assignment(Negotiation | Negotiation
reflection paper) Framework
(ILO4)
3 | Continuous Assessment | Learnto 20 Individual
(CA): Report/Case compose a
study(Writing coherent,
assessment) concise and
convincing
message (ILO3)
4 | Continuous Assessment | Apply effective 15 Individual
(CA): Oral Test(Small small group
group communication) communication
principles to
participate
actively,
spontaneously
and formally ina
small group
discussion (ILO2)
5 | Continuous Assessment | Learnto 15 Team
(CA): Report/Case compose a
study(Slide deck report) | coherent,
concise and
convincing
message (ILO3)




No. Component ILO Related PLO |Weightage|Team/Individual|Rubrics|  Level of

Accreditation

Continuous Assessment | Advance the 20 Individual
(CA): Class level and depth

Participation(Class of class

participation) discussion

through active
participation
(ILO5)

Description of Assessment Components (if applicable)

1. Oral communication: Individual presentation

Learn to deliver a professional presentation and to manage Q&A

Assessment method: Demonstrate an understanding and application of communication outcomes, situational
and message design strategies, and verbal and non-verbal presentation skills for a given communication context

2. Negotiation skills

Learn to negotiate

Assessment method: Participate in a negotiation simulation exercise, followed by a written reflection paper to
synthesize understanding of the Principled Negotiation Framework

3. Written communication: Writing assessment

Learn to write professional business documents

Assessment method: Demonstrate an understanding and application of communication outcomes as well as
situational and message design strategies applied to a written format for a given case study

4. Oral communication: Small group communication

Learn to communicate professionally in a small group setting

Assessment method: Convey information, respond to questions and comments, engage other participants via
active listening and contribute to the overall discussion in a group for a given communication context

5. Written communication: Slide deck report
Assessment method: Demonstrate an understanding and application of communication outcomes as well as
situational and message design strategies applied to a slide deck format for a given communication context

6. Oral communication: Class participation
Assessment method: Demonstrate a keen learning attitude and contribute in class

Formative Feedback

You will receive written and/or verbal feedback from your tutor on the Individual presentation and Negotiation
reflection paper as well as other in-class written and oral tasks. Final grades will be awarded on the basis of
continuous assessment (CA), based on the work you do throughout the semester. CA provides a more realistic
guide to the development of your communication skills and ample opportunities for feedback, which is essential
for the development of these skills.

or Understanding




NTU Graduate Attributes/Competency Mapping

This course intends to develop the following graduate attributes and competencies (maximum 5 most relevant)

Attributes/Competency Level
Collaboration Advanced
Communication Advanced
Influence Intermediate

Course Policy

Policy (Academic Integrity)

Good academic work depends on honesty and ethical behaviour. The quality of your work as a student relies on
adhering to the principles of academic integrity and to the NTU Honour Code, a set of values shared by the whole
university community. Truth, Trust and Justice are at the core of NTU’s shared values. As a student, it is important
that you recognize your responsibilities in understanding and applying the principles of academic integrity in all
the work you do at NTU. Not knowing what is involved in maintaining academic integrity does not excuse
academic dishonesty. You need to actively equip yourself with strategies to avoid all forms of academic
dishonesty, including plagiarism, academic fraud, collusion and cheating. If you are uncertain of the definitions of
any of these terms, you should go to the academic integrity website for more information. On the use of
technological tools (such as Generative Al tools), different courses / assignments have different intended learning
outcomes. Students should refer to the specific assignment instructions on their use and requirements and/or
consult your instructors on how you can use these tools to help your learning. Consult your instructor(s) if you
need any clarification about the requirements of academic integrity in the course.

Policy (General)

You are expected to complete all assigned pre-class readings and activities, attend all seminar classes punctually
and take all scheduled assignments and tests by due dates. You are expected to take responsibility to follow up
with course notes, assignments and course related announcements for seminar sessions you have missed. You are
expected to participate in all seminar discussions and activities.

Policy (Absenteeism)

Absence from class without a valid reason will affect your overall course grade. Valid reasons include falling sick
supported by a medical certificate and participation in NTU'’s approved activities supported by an excuse letter

from the relevant bodies. If you miss a seminar session, you must inform the course instructor via email prior to

the start of the class.

Policy (Others, if applicable)
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