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The Final Exam is worth 20 total points (with 104 actual points).  The exam is take-home and therefore open-book and notes, but is not a community project.  Any one copying the work of another student, will fail the exam.   You must do your own work.  Your Exam must be typed and emailed to the instructor by Friday at 5 p.m.  Late exams will be penalized ten percent per day.

The exam focuses on your knowledge and skill to make practical application of what you have learned in Leadership over the second half of the semester.  If you are unsure about what a question is asking, please contact the instructor for clarification.  All the best!

Write on each the following questions.  

Habit 3, Put First Things First
1.  If  Quadrant II activities are clearly the heart of effective personal management—the “first things” we need to put first—then how does one become a Quadrant II organizer or self-manager?  (10 points)

ANSWER:

Habit 4, Think Win/Win
2.  a)  How does the paradigm of thinking Win/Win differ from the paradigm of  

          Win/Lose?  What about the leadership style for both paradigms, how do they 

          differ?  (10 points)

ANSWER:

b) How would a Win/Win manager respond to the following dispute between a 

      supervisior and employee?  (10 points)

           Supervisior’s position:  “Employees in this department must work an 8 a.m. to              

           5 p.m. schedule each day.  This is the best way to ensure that our customer’s needs 

           are being met.”

           Employee’s position:  “I would like more flexibility in determining the hours I

           work.”

ANSWER:


c) Match the paradigm to its characteristic by filling in the blank with the 

      appropriate letter—a, b, c, d, e, f.  (32 points)

          The Six Paradigms of Human Interaction 

(a)  Win-Win

(d) Lose-Lose

(b)  Win-Lose

(e) Win

(c)  Lose-Win

(f)  Win-Win or No Deal
First set of characteristics

_______ Is very common scripting for most people.

_______ Voices no standards, no demands, no expectations of anyone else.

_______ Seeks mutual benefit.

_______ Is self-centered.

_______ Is the mindset of a highly dependent person.

_______ Allows each party to say no.

Second set of characteristics

_______ Is the same as a “no-win” because nobody benefits.

_______ Is the most realistic at the beginning of a relationship or business deal.

_______ Thinks “me first.”

_______ Is cooperative, not competitive.

_______ Is quick to please or appease.

_______ Is the authoritarian approach.

Third set of characteristics

_______ Is the long-term result of win-lose, lose-win, or win.

_______ Listens more, stays in communication longer, and communicates with 

               more courage.

_______ Doesn’t really care if the other person wins or loses.

_______ Uses position, power, credentials, possessions, or personality to get the 

                “win.”

_______ Is the highest form of “win”.

_______ Buries a lot of feelings.

_______ Has a “scarcity mentality”.

_______ Has an “abundance mentality”.

Fourth set of characteristics

_______ They are driven by comparison, competition, position, and power.

_______ They think independently in interdependent situations, without sensitivity 

               or awareness of others.

_______ They are easily intimidated and borrow strength from acceptance and 

               popularity.

_______ People who adopt this paradigm seek first for win-win.  If they cannot find 

               an acceptable solution, they agree to disagree agreeably.

         _______ They take time to search for solutions that will make them happy and 

                         simultaneously satisfy others.

         _______ They envy and criticize others.  They put themselves and others down.

         Fifth set—courage and consideration

         _______ They are low on courage and consideration.  They avoid.

         _______ They show high consideration to others, but lack the courage to express 

                        and act on their feelings and beliefs.  They accommodate.

         _______ They are high on consideration and courage.  They collaborate.

_______ They are low on consideration, but high on courage.  They compete.

         _______ They like Win-Win are high on both courage and consideration.  They too

                        collaborate.

         _______ They are high in courage, but show or possess no consideration.  They live

                         in their own world.

2.  d)  Identify the type of win and lose interaction (win-win, win-lose, lose-win, lose-lose, win, or win-win or no deal) for the person listed in each situation below.  (7 points)

1.  Every year, Brett’s company issues an “Employee of the Year” award.  The award comes with a sizable check.  In his mind, Brett already has plans for the money.  As time draws closer to the award ceremony, Brett calculates more and more ways he could win favor in the eyes of the award-review board.  Brett’s interaction is: __________________
2.  Lila asked Eric to stay after work to help her with a big mailing.  Eric had been feeling sick all day and really wanted to go home and rest, but he doesn’t like to turn people down—especially Lila.  So Eric spent three hours after work helping Lila.  Eric’s interaction was:_______________________
3.  Andrew’s boss, Kelly, sternly reprimanded him for going home early.  The only feedback Andrew receives from his boss is negative.  Kelly’s interaction was: ______________________
4.  Dimitri’s administrative assistant got in a fight with the mail clerk.  Dimitri is not sure what their disagreement was about, although he suspects it’s about his mail being delivered to the wrong mailstop.  Dimitri called the mail clerk to apologize for his assistant’s behavior, but he never mentioned the problem with the mail.  Dimitri’s interaction was:_____________________  

5.  Kenna has been looking for a particular two-person tent in a certain price range.  On her friend’s suggestion, she went to Mountain Dwellers, Inc.  There she found the tent she wanted, but it was $75 more than she wanted to pay.  The sales rep wouldn’t come down on the price, so she decided to look elsewhere.  Kenna’s interaction was:__________________
6.  The team wholeheartedly celebrated Carlin’s new account.  Her personal success meant greater recognition and better business for the company.  The team’s interaction was:__________________
7.  Tom knows that his co-worker, Miriam, has not spent her portion of the allotted budget for this year.  It is mid-December, and company policy states that unused monies cannot be rolled over to the next year.  Tom would really like some new software for his computer, so he asks his boss if he could buy the software with the money left in Miriam’s budget without speaking to Miriam first.  Tom’s interaction is:____________________
Habit 5:   Seek First to Understand, Then be Understood
3.  a)  According to Stephen Covey, “very few of us ever practice the highest form of 

     listening, empathic listening.”  What is empathic listening?  (10 points)

ANSWER:

b) Covey talks about the “Four Autobiographical Responses” and the “Four 

     Developmental Stages” of empathic listening skills.  So how do you become an

     empathic listener using these skills?  (Note:  Covey uses the example of the 

     exchange between his son and himself.  In other words, how does the example portray 

     the use of these skills and empathic listening?)  (10 points)

ANSWER:

Habit 6: Synergize
4.   Covey says “Synergy is the essence of principle-centered leadership.  It is the essence

      of principle-centered parenting.  It catalyzes, unifies, and unleashes the greatest 

      powers within people.  All the habits we have covered prepare us to create the miracle 

      of synergy.”  Answer the following questions.

a) Define synergy.  (5 points)

ANSWER:

b) Suppose you have a family and you are the parent.  Using the principles and concepts you have learned from the Seven Habits, Habit 6 in particular, how would you create synergy and obtain the public victory within your family?  

(10 points)

 ANSWER:

THE END
