Business Communication
Jun 2026 Examination
Internal Assignment
Q1. A global retail chain's legal team is negotiating a franchise development agreement in a new region. The counterpart, a local business group, expresses concerns about fairness and seeks legal assurances regarding ongoing support and equitable profit sharing. Past unethical negotiation tactics in the region from other multinationals have created widespread distrust. The retail chain's reputation for integrity is at stake, and long-term market entry depends on building lasting trust with the local partner while still securing essential contractual protections.
How should the legal team apply ethical principles and integrity-focused negotiation practices, as outlined in the provided context, to structure their discussions, build trust, and achieve both fair outcomes and long-term business success? (10 Marks)
Ans 1.
Introduction
Negotiating a franchise agreement in a region marked by historical distrust requires more than legal precision. It demands a communication approach grounded in ethics, transparency, and mutual respect. The local business group's concerns about fairness and profit sharing are not merely legal objections but signals of deeper anxiety rooted in past exploitation by other multinationals. For the retail chain's legal team, this negotiation is not just about protecting contractual interests. It is about demonstrating, through every interaction and commitment, that this company operates differently. Building a reputation for integrity here will determine not only the outcome of this agreement but also the company's long-term viability in the 
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Q2 (A). A retail brand recently expanded its digital presence by launching a new website, active social-media pages, and a weekly communication blog. While customer reach has increased, the marketing team struggles to choose the most appropriate digital tool for different purposes such as product updates, customer engagement, and thought-leadership posts. Using your understanding of digital communication tools, explain how TrendAura should apply websites, social media, and blogs appropriately in this situation. Provide suitable examples. (5 Marks)
Ans 2(A).
Introduction
Each digital communication channel serves a distinct purpose in a brand's communication architecture. Using the wrong tool for the wrong message does not just reduce effectiveness, it actively confuses the audience. TrendAura's challenge is not about reach but about channel alignment. Understanding what websites, social media, and blogs are each designed to do is the starting point for solving this problem.
Concept and Application
Digital communication tools are not interchangeable. Each one attracts different audience behaviours and serves different communication goals. TrendAura needs a deliberate channel strategy that matches content type with the platform best suited to deliver it.
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Q2 (B). During a weekly team briefing, Swati notices that her colleague Arjun often shares incomplete inputs and misses parts of the task brief. He seems to jump to conclusions, interrupts midway, and later forgets essential details. Their manager feels the issue may stem not from capability but from gaps in how Arjun receives, understands, and evaluates information during conversations. Using the stages of listening and principles of active listening, explain how Arjun can apply these skills to improve clarity and accuracy in team discussions. (5 Marks)
Ans 2(B).
Introduction
Arjun's pattern of providing incomplete inputs, interrupting speakers, and later missing key details is a textbook case of ineffective listening. The problem is not that he does not hear what is being said but that he processes information at a surface level and acts on partial understanding. Developing active listening skills is the only sustainable solution to what is described here.
Concept and Application
Listening is not a single act but a process that moves through distinct stages. When any stage is skipped or rushed, the listener ends up with an incomplete or distorted understanding. Arjun's behaviour suggests he is consistently 

