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Mb ani fokusin

Testoni te kuptuarit tuaj

Evaluoje mesazhin

I\ I Neutralizo ndjenjat

- (Cfaré mendoni si
komunikoni?

” Cfare ndjeni kur
ohem me te verteté

Japja e nje
kuptimi










Question techniques

Applying the following question techniques helps you to get the information you really want to
get. At the same time, it enables you to guide the dialogue in the desired direction. We talk
about informational and tactical questions:

l “Information questions
Specification
YES/NO questions

|
| Alternative questions | "Are you going left or right?"”

| Open questions* | "W-sisters” | "Why, What, Where, Who,
[ i When, What for, How."

‘Goaheadandtellus..."

Examples

Closed questions Will you come over to my office?

*Open questions can ask for a rather precise answer ("When exactly?”, "What exactly do you

mean?") or leave open space for the possible answer ("What could be...?).

Tactical questions
-

pe
| Rhetorical

Suggestive

Confirmative

égpeqti ng o

Flattering

{ Embarrassing
i (possibly)
1

[ Metaphorical

Specification )
You already know the answer.

You strongly suggest the "right"
answer. It is leading and sometimes
manipulative.

Asks a person to confirm a weli-
known fact. Can be equally
| manipulative.

1 Re-phrase and underline the content.

Involves an attribute which is fiattering
the person who is being asked.

Very similar to the flattering question
| type, but there is a risk that the
! person who is being asked is losing
| his/her face.
| Addresses the imagination of the

person who is being asked. It puts the

person in an appropriate state of mind
and thus makes it easier to answer.

Examples

"Does anyone disagree with me
that murder is horrible?" :

“Don't you agree that..."
“Now [ think that..., what do you :
think?" ;

“A Iof of people think that.. How
i about you?"
i

“Are you saying that...?"

—
"You as such a wonderful singer, |
we would love to hear a song '
from you.” '
"May | congratulate you ...?" 4’
"Mr. XY, you as an expert in this
field, what do you say.../could :
you explain to us...?" .

“Imagine that you are
responsible for the document
management in your office.
| What measures would you use
to increase efficiency?”













Johari Window

Conscious

Public Private
Self Self

(Known to (Known to
me and others) me only)

Hidden Unknown

Self Self
(Known to {(Not known
others, but to me or
not to me) anyone else)

Unconscious



AFTESITE E PREZANTIMIT

Ku éshté duke ndodhur?
Kush éshté audienca juaj?
Si po jepni mesazhin tuaj?



Dritarja e
Johar-it

Aftésité e
komunikimit jané
jetike pér fuqizimin
e Grave té Kosovés,
sepse ato ofrojné njé
ményre té
promovuarit dhe
mbrojtjes sé drejtave
té njeriut dhe té
drejtat e grave.






Pyetje?




