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Persuasion in Workplaces
Question 1
Conflicts are frequent in workplaces since people have different expectations (Jena & Pradhan, 2018). When I was working in a jewellery store, I was forced to deal with a recent situation that involved a very upset customer. I was tasked with the role of a customer service manager in the store. My primary role was to ensure that all the products that were ordered by customers were delivered to them on a timely basis. However, I remember one customer who arrived very upset since his orders had not been delivered as he expected. The customer had given his order a week ago, but unfortunately, we were unable to deliver his orders as a result of pressure from work. I tried to calm the customer, and as such, I promised him that we would deliver his orders and offer free shipping. As a result, the customer was satisfied and promised to continue doing business with our company.
Question 2
I was forced to work with a core-worker to complete a critical project in a sales company. Unfortunately, the core-worker showed openly that he disliked me, and as such, it proved challenging to complete the project. As we tried to complete the project, I accommodated an approach that emphasized the importance of client follows up, which is found to be remarkably essential. However, my fellow core-worker was not okay with using the approach. Thus he preferred to use a more relaxed approach, and as such, he disliked me. To ensure the project was completed, I taught my core-worker of the importance of collaboration and cooperation. The core-worker embraced the aspects of collaboration and cooperation, which influenced him to embrace client follow up approaches. Although deep down, I was sure that he disliked me, it was possible to complete the project successfully based on the given time-frame. 
Question 3
At times, skills are essential since they aid in persuading people’s opinions (Jena & Pradhan, 2018). Sometimes last month, there was a critical debate concerning the use of concession lines or wireless lines for communication. Both concession and wireless lines tend to have similar plans in terms of prices and efficiency. Some workers advocated the use of concession lines while others preferred wireless lines, each citing different advantages and disadvantages. On the same note, I was expected to cast my vote since I had a significant role as far as the debate was concerned. I decided to do some quick research regarding the two types of wireless providers to determine the best type. For that reason, I came up with a table showing the advantages and disadvantages of each provider. After I showed other workers, I was successful in persuading them that the wireless providers fitted the budgets of the company. Hence, my persuasion skills were able to convince the workers to select wireless lines over concession lines. 
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